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FOUNTAIN 
INEX 


PENS 


THAT  ARE 
IVE 


Modern  life  makes  the  fountain  pen  a  necessity 
to  all  who  write.  And  the  cost  of  these  time-and- 
trouble  savers  should  be  kept  low.  in  order  to 
place  them  in  the  hands  of  the  many.  The  popu- 
lar fountain  pens  to-day  are  the  low-cost  pens 
that  give  perfect  service  and  long  satisfaction. 

That  is  the  reason  so  many  pen  users  prefer 

— Sanford  &  Bennett— 

FOUNTAIN  PENS-i 

These  pens  are  made  to  write,  and  there  are  no 
better  writing  pens  made.  Every  part  is  made  in 
our  own  factory — no  extra  cost  for  the  exclusive 
features  and  practical  improvements.  Each  pen 
is  fully  guaranteed.  They  never  leak  —  never 
sweat — seldom  get  out  of  order.  Put  new  life 
into  your  fountain  pen  counter  03^  selling  San 
ford  &  Bennett  Fountain  Pens.  They  make 
quick  sales  and  sure  profits. 

Write  to-day   for   prices   and  discounts. 

Sanford  &  Bennett  Co. 

51-53  MAIDEN   LANE,   NEW  YORK 

W.  E.  COUTTS,    Canadian  Sales  Agent 
266  King  Street  West,  Toronto,  Ont. 


S.  &B. 
AUTOPEN 

A  Self- 
Filler 


BOOK  8E  I,  LEE     A  N  l>     ST  A  TIO  N  E  R 


* 
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fffi'Youx  Bicycles,  Sir 


A1 


T  the  club,  on  the  train, 

in  the  home,  wherever 

nit-n   scefe    n  ■ 

(rom  business  circs  in  .1  friendly 

game  of  cards,  Bicycle  Cards  have 

f^         the  call    For  a  man  to  think  ol  cards 

1 .  (ur  lum  to  think  ol  "Bicycles"     When  he 

asks  for  a  deck  of  cards,  he  exjK-tts 

BICYCLE 

PLAYING  CARDS 

All  the  qualities  of  a  playing  card  that  help  make  card-playing  a  pleasure 
arc  liiry,  le  qualities.  Bicycle  Cards  have  the  feel,  the  finish  and.  above 
,11  the  ill  round  excellence  of  manufacture  that  makes  ilicm  asgood  on 
the  I.KI  deal  Ol  an  evening's  play  as  on  the  first  lor  general,  every  day. 
■  more  satisfactory  cards  cannot  be  made  or  bought,  yet  the 
regular  priced  Bicycles  is  very  reasonable.  Ivory  or  Air-Cushion  Finish. 
(  lub  Indexes.    Sold  everywhere. 

Congress  Cards— The  de  luxe  brand  for  social  pl.i>       Art  backs  of  fa- 
mous paintings  in  lull  color.    Gold  Edges.    Air-Cushion  rinish. 
Painc's  Card  Trays— For  all  duplicate  (pui 
gemousl)    designed.     Beautifully  finished. 
iinc«  h.iscr  1=  1111  it 
,n  Whist      If  yo 
will     Satisfactioi 
kI,  descriptive  circular. 

You  Need  This  Book— New  revised  edition  of 
•The  Ottii  ...I  Kules  ol  Card  Games ".  Ovc;  300 
games  250  pages  Substantially  bound.  Mailed 
postpaid  fur  1 5  tents  in  stamps. 

THE  U.  S.  PLAYING  CARD  CO. 
Dcpsrtxnent  w  Cincinnati.  U.S.  A.      Toronto,  Cauaita 


Cards  that: 
Help  "You 
Entertain 


HEN  successful  host- 


e  corresrmndence  cou 
tier  « annof  supply  you, 
antccd.     Write  for  illubti 


W! 
esses  give  a  progressii 
card   party,   they  are        ""^^ 
careful  to  provide  cards  that 
are  more  than  a  mere  means  for  tak- 
ing and    losing  tricks.    They  make 
everydeck  a  distinct  feature  of  the  occasion 
by  using  a  variety  of  the  newest  designs  in 

PLATING     CARDS 

Congress  Cards  are  worCs  of  art.  Their  backs  are  reproductions  in  full 
color  and  gold  of  the  latest  high  class  paintings.  They  have  gold  edges. 
They  are  made  in  the  regular  size  and  in  the  dainty  French  size.  They  are 
superbly  finished  in  Air-Cushiou  style.  They  come  in  special  telescoped 
boxes.  Money  cannot  produce  a  more  beautiful  card,  yet  Congress  Cards 
sell  regularly  at  a  price  within  the  means  of  all.  Ask  your  dealer  to  show 
you  the  newest  backs. 

Bicycle  Cards— For  Genera!  Play — Favorites  in  homes  and  clubs  the  world 
over.  Ivory  or  Air-Cushion  finish.  Club  indexes.  Very  reasonably  priced. 
Patne's.  Card  Trays— For  all  duplicate  games.  In- 
geniously designed.  Beautifully  finished.  Every  pur- 
chaser is  entitled  to  a  free  correspondence  course  in 
Whist.  If  your  dealer  cannot  supply  you,  we  will. 
Satisfaction  guaranteeed.  Write  for  descriptive,  illus- 
trated circular. 

You  Need  This  Book— New  revised  edition  of  "The  Offi- 
cial Rules  of  Card  Games".  Over  300  games.  250  pages. 
Substantially  bound.  Mailed  postpaid  for  15c  in  stamps. 
THE  U.  S.  PLAYING  CARD  CO. 
irtmeotW  Ciodanat..  U.S.A.       Torooi 


How  Many  People  in  Your  Town 

Play  Cards? 


IF  you  could  number  as  your  customers 
all  the  men  and  all  the  women  in  your 
town  who  play  cards,  there  probably 
would  be  few  worth-while  people  missing 
from  your  list. 

We  are  talking  to  all  these  people  every 
month  through  attractive  advertisements 
in  the  leading  magazines.     Miniature  re- 


productions of  the  January  advertise- 
ments are  shown  above.  Most  of  these 
people  use  Bicycle  and  Congress  Cards. 
The  advertisements  are  keeping  these 
brands  before  them  and  are  interesting 
them  in  the  new  backs.  They  very  likely 
will  buy  more  cards  than  ever,  and  when- 
ever they  buy,  they  will  go  where  they  can 
get  these  brands — 


BICYCLE  nmm 


CARDS 

PL£iTN6 
CARDS 


Whether  you  or  the  store  down  the  street  gets 
this  business  and  has  the  opportunity  to  sell  these 
customers  other  things  depend  upon  who  stocks  the 
cards  and  lets  people  know  it. 


If  no  one  in  your  town  is  selling  these  brand-, 
there  is  an  excellent  opportunity  for  you  to  make 
these  easily  carried  stocks  one  of  your  best  trade 
b  ringers  and  profit  makers. 


If  you  are  not  selling  Bicycle  and  Congress 
Cards,  and  your  competitors  are,  you  are  letting  live 
customers  pass  your  store  and  do  business  elsewhere. 
You  should  not  delay  another  day  to  put  in  these 
staple  lines. 


Let  us  tell  you  how  you  can  use  to  your  advan- 
tage and  with  nominal  investment  the  world-wide 
reputation  of  Bicycle  and  Congress  Cards  and  the 
forceful  national  advertising  that  is  keeping  these 
brands  in  the  mind  of  every  card  player. 

Sold  by  Jobbers  Everywhere 


THE   U.S.   PLAYING   CARD   COMPANY 

TORONTO,      CANADA 


BOO  K  S  EL  L  E  R     A  N  I)     ST  A  T  Id  N  K  U 


MORE 

NEW  LINES 

FOR  STATIONERS 


PHENOMENAL  success  attended  the 
expansion  of  our  business  last  year 
with  the  introduction  of  new  lines  with 
which  the  booksellers  and  stationers 
throughout  Canada  have  been  so  highly 
successful.  The  trade  will  be  interested 
to  learn  that  these  particular  lines  will 
be  shown  in  still  greater  variety  besides 
which  other  new  lines  of  good  saleable 
novelty  productions  will  be  submitted  to 
the  trade  by  our  travellers  this  year. 

We  take  advantage  of  this  occasion  to 
thank  the  retailers  throughout  the  Dom- 
inion for  the  orders  entrusted  to  our  care 
in  1916  and  to  wish  them  the  highest 
degree  of  prosperity  in  1917. 


Valentine  &  Sons  United  Publishing  Co. 


Montreal 


Limited 
Toronto 


Winnipeg 


BOO  K  8  E  .1.  I.  E  R     A  N  D     S  T  A  TIO  X  E  R 


Commencing 

for  the  year 


1917 


we  call  attention  to 

THREE 
SPECIALTIES 

Parts  of  our 
various  departments 

Stationery 

OFFICE  REQUIREMENTS 
Comprising  in  part: 

Inkstands,  Glassware,  Pens,  Pencils, 
Penholders,  Ink  (Stephen's,  and  all 
popular  makes).  Rubber  Bands,  En- 
velopes, Presses,  Files,  Everything. 

Blank  Books 

Not  mentioning  details — we  aim  to 
have  the  largest  and  most  complete 
stock  of  Account  Books,  Loose-Leaf 
Ledgers  and  Binders,  Memorandum 
Books.  Loose-Leaf  Price  and  Memo 
Books, — noted  for  their  exceedingly 
fine  quality. 

Leather  Goods 

A  department  of  Rare  Excellence — 
Comprising  every  variety  and  size  of 
Ladies'  Bags,  (ients'  Wallets,  Writing 
Portfolios,  Letter  and  Card  Cases. 
.    Bankers'  Oases,  DIAL  IKS.  1917. 

BROWN  BROS.,  limited 

Simcoe  and  Pearl  Streets,  TORONTO 


What  you  know 

and 

your  customer 

knows  ! 


UY.ING  a  VEXl^S 
PENCIL  is  like 
buying  a  government 
bond — you  know  for  a 
certainty  that  you  are 
getting  something  of  assured 
value.  Only  the  finest  of  ma- 
terials and  workmanship  go 
into  the  making  of  this  world- 
famous  pencil,  and  it  is  uni- 
form and  flawless  always. 

Venus 

lO*  PENCIL 

VENUS  is  a  necessity  for  artists, 
architects,  draftsman,  engineers,  and 
by  all  whose  requirements  are  severe. 
You  will  find  also  that  merchants, 
bankers,  brokers,  physicians,  railroad 
men,  students,  authors,  advertising 
men,  salesmen,  and  all  who  appreci- 
ate the  best  quality  in  what  they  use. 
select  VENUS.  They  look  for  the 
distinctive  water-mark  finish  and 
refuse  substitutes. 

Be  sure  you  have  in  stock  the  17  de- 
grees of  black  lead  from  6B  softest  to 
9H  hardest  and  the  hard  and  medium 
copying  for  billing  and  manifolding. 


AMERICAN  LEAD 
PENCILICOMPANY 

220  Fifth  Avenue,    New  York 

and   Clapton,   London,   Eng. 


Makers  also  of  the  popular  Blue-band  VELVET 
5c.  PENCIL,  VENUS  Eraser,  Milo  Rubber  Bands, 
and  a  complete  line  of  pencils,  penholders,  etc. 


BOOKS E L L E  R     AN  D     S T  A  T I 0 N  E R 

We  Specialize — That's  Why  We  Excel 


THE  FIRST  VOLUME  OF  SIR  ARTHUR 
CONAN   DOYLE'S  HISTORY  OF  THE  WAR 

THE 

BRITISH  CAMPAIGN 

IN  FRANCE  AND  FLANDERS,  1914 

BY  SIR  ARTHUR  CONAN  DOYLE 
With  Maps,  Diagrams  and  Plans.      $1.50  net. 

"A  classic.  .  .  .  His  book  will  never  be 
superseded.  If  must  be  read  by  everyone  and 
kept  at  hand  for  constant  consultation  by  all 
who  make  a  serious  study  of  the  War." — Sir 
W.  Robertson   Nicoll. 


BUY 

BOOKS 

MADE  IN 

BRITAIN 


LORD  NORTHCLIFFE'S  BOOK 
ON  THE  WAR. 

AT  THE  WAR 

BY  LORD  NORTHCLIFF<v 

All  Profits  from  the  Sale  of  tliis  book  will 
be  given  to  the  Joint  War  Committee  of  the 
British  Red  Cross  Society  and  the  Order  of 
St.  John  of  Jerusalem  in  England. 

With  Portrait,  $1 .50  net. 

"Lord  Northcliffe 's  blithe,  cheery,  kindly 
book.  A  more  encouraging  book  on  the  War 
has   never  been    written."     Claudius   Clear. 


WE 

GIVE  YOU 

SERVICE 


THE  BOOK  ABOUT  WHICH  THE  CANADIAN 
PRESS  HAS  GIVEN  WHOLE  PAGE  REVIEWS 

GREENMANTLE 

BY  JOHN  BUCHAN.         Cloth,  $1.25 
Third  Edition  Now  Ready. 

"It  is  curlOUS  that  he  Should  have  written  tin- 
best  war  novel  and  that  be  should  be  writing 
the  i>cst  war  history."— Sir  John  S.  Willison  in 
'I'lir    News. 

"A  glorious  yarn.  ...  A  triumphant  and 
distinguished  success." — Sir  \V.  Kobcrtsou  Nicoll 
iii  The  British  Weekly.  "The  most  exciting  of 
his  sensational  romances,  and  in  our  opinion  the 
best." — [Spectator.  "It  la  B  'hot  scent'  all  the  way 
through.  .  .  .  Mr.  Buchan  never  breaks  down 
f  i-  a  moment."— Pall  Mall  Gazette.  "A  grand 
yarn.  .  .  .  will  be  hugely  popular." — Daily 
Chronicle.  "A  gallant  book."— Punch.  "One  of 
the  most  WOttderful  mystery  adventures  of  the 
war.      The   tale   is   splendid." — Daily    Telegraph. 


WE 

GUARANTEE 

SATISFACTION 


THE  GIFT  BOOK  OF  THE  AGE 

THE 

LORD  KITCHENER 

MEMORIAL   BOOK 

CLOTH,  $1.50 

Published    on    behalf    of    the    Lord    Kitchener 
Memorial   Fund   for  Disabled  Soldiers. 

About  200  Pictures  Illustrating 
Lord   Kitchener's  Life. 

The  literary  contents  include  a  long'  intro- 
duction by  Lord  Derby,  an  intimate  sketch 
of  Lord  Kitchener's  life  by  Lord  Esher;  the 
full  story  of  advertising  for  an  Army  by 
Sir  Ilodley  ie  Bas:  A  wonderful  tribute  to 
Lord  Kitchener's  attitude  to  the  working 
man.  by  Arthur  Henderson;  also  contribu- 
tions from  General  Joffre,  General  Foch, 
General  Castelnau,  General  Haig,  etc.  etc. 


ALL 

BRITISH 

MANUFACTURE 


THE  SOLDIER   WHO   MADE  THE 
WORLD   LAUGH 

BRUCE  BAIRNSFATHER 

FRAGMENTS  FROM  HIS  LIFE 

Published  on  behalf  of  "The   Bystander" 

CLOTH,   $1.25 

Numerous    New    Sketches    and     Drawings     by 

Capt.   Bruce   Bairnsfather. 

Bairnsfather  has  been  the  unsolicited  and 
unexpected  laughter-maker  to  tin-  forces  of 

the  British  Empire  at  war— a  volunteer 
laughter-maker,  who  combined  laughter- 
making  with  fighting,  and  extracted  mirth 
and  drollery  from  the  most  horrible  situa- 
tions ever  endured  by  man.  situations  which 
I  a\  e  made  words  of  profanity,  for  the  dura- 
ii,  ii  of  the  war,  the  Bang's  English. 


HODDER  &  STOUGHTON  LIMITED 


London,   England 


Toronto,   Canada 


I'.OOKSKLLER     AN  I)     S  T  ATIONER 
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BRITISH  FAIR  PLAY 


has  never  been  better  exemplified  than  in  the  case  of 
our  dealings  with  Messrs  Lyons  Limited,  of  Manchester 


MANUFACTURERS  OF 


Lyons  Bank 
Wax  Glucine 

Lyons  Ink        Ink  Pads 
Carbon  Paper,  Etc.,  Etc. 

They  have  kept  our  market 
supplied  at  practically  no  profit 
and  their  standard  has  not 
deteriorated    one   jot   or  tittle. 

Order  "  Lyons  Bank  Wax"  from 
our  present  stock  on  hand  at 
1916  prices. 

SPRING  DELIVERY 

We  can  fill  a  limited  number 
of  orders  for  Spring  delivery  of 
Glucine  from  present  stock  at 
1916  prices.  Mail  us  your 
order  please,  TO-DAY. 

Lyons  Ink  is  a  good  Fountain  Pen  Ink. 

Sole  Canadian  Agents  for  Lyons  Ink  Limited,  Manchester 

MENZIES  &  COMPANY,  LIMITED 

439  KING   STREET  WEST,    1  Door  West  of  Spadina  Ave.,    TORONTO,  ONT. 


GLUCINE  IS  GOOD 
STUFF 

The  most  satisfactory  adhesive 
ever  invented. 

Always  ready  for  use. 

Always  clean — never  dries  up. 

Not  affected  by  climate. 

Retails   2%    oz.,    10    cents 

5  oz.  with   cap  and  brush,   25   cents. 

10  oz.  with  cap  and  brush,  50  cents. 

30  oz.  for  refilling,  90  cents. 

Order  your  Spring 
Stock  Now. 

There    is   about   100%   profit   for   the 
Dealer   who   orders   in    gross  lots. 
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The  Diamond  Series 


Christmas  Cards,  Calendars,  Tags,  Seals,- 
Post  Cards,  Cardboards,  Ball  Programs, 
Menus,  Wedding  Cards. 

Fancy  Card  Blanks,  red  and  gilt  bordered, 
hand  made  deckled  edge.  For  use  by 
manufacturers  of  Christmas  Cards, 
Engravers,  Embossers,  Printers,  Calen- 
dar   Manufacturers. 

Our  Canadian  Series  include  Soldiers, 
Post  Card  and  Folder  Designs,  Patriotic 
Christmas  Cards  and  Calendars. 

Local  View  Christmas  Booklets  for  every 
City  and  District  in  Canada. 

Our  Steel  Die  Cards  include  Coats-of- 
Arms  of  the  Provinces,  Cities,  and 
Dominion,  Emblematic  designs  suitable 
for  every  territory  in  Canada. 

Prices  are  more  popular  than  ever 


Remember  the  Trade  Mark  Diamond   K  &  co     ,  Series 


for  27  years  an  all  British  firm,  Dee  & 
Company,  London,  Eng. 


SOLE  CANADIAN  AGENTS 


MENZIES  &  COMPANY,  LIMITED 

439  KING  STREET  WEST,    1  Door  West  of  Spadina  Ave.,    TORONTO,   ONT. 
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BOOKSELLER     AND     ST  A T IONER 


SELLING  DIRECT  FROM  FACTORIf 


ARMacDougall  6  Co. 


ARO-A\AC 


SUNDRIES 


TORONTO 


Greeting  Cards,  Calendars 

and  Pictures 


Birn  Bros., 
London 


The  Rose  Company 
Philadelphia 

Celebrity  Art  Co., 
Boston 

Cosmopolitan 
Prints 


Holman  Albums 
and  Bibles 


We  will  carry  as  usual  a  complete  line  of  Christ- 
mas Greeting  Cards,  including  the  DOMIN- 
ION, GEM  and' HERALDIC  series  which 
have  became  so  popular  in  Canada.  The 
samples  are  now  on  the  way  l*rom  England. 

Calendars,  calendar  pads,  photo  mounts  and  art 
novelties. 

Calendars,  pictures,  mottoes  and  Art  Novelties. 


Popular  Selling  Pictures  to  retail  at  25c  and  40c 
each  including  an  immense  variety  of  produc- 
tions by  such  artists'  as  Harrison  Fisher,  Coles 
Phillips,  Howard  Chandler  Christy,  Jessie 
Wilcox  Smith,  Perkyn  Stanlaws  and  E.  Benson 
Knipe. 

Holman  Albums  for  photographs  touch  the 
highest  point  of  merit  in  every  particular.  The 
line  is  most  extensive.  The  prices  are  right  and 
the  profit  to  the  dealer  is  large.  The  Holman 
Bibles  are  available  in  bindings  and  illustration 
features  that  are  exclusive.  If  you  haven't  a 
catalogue  handv  send  for  one. 


As  we  are  separating  the  above  lines  from  our  stationery  sundries,  they  will  be  carried  by  special 
travelers  and  will  be  shown  from  coast  to  coast. 

We  are  pleased  to  announce  that  Mr.  E.  W.  Allen,  who  has  been  prominently  connected  with  the 
greeting  card  trade  in  Canada  for  the  past  five  yens  and  for  seven  years  previous  to  that,  in  the 
United  States,  is  now  in  charge  of  our  greeting  card,  picture  and  calendar  department. 

Our  travelers  will  shortly  be  leaving  to  show  you  these  goods — Many  novelties  to  help  you  make  more 
money  this  year. 


An       S  V  T\  II      O         /""l  1     •  #  ,  l  Canadian  Representatives : 

.  K.  MaCDOUgall  &  I/O.,   Limited,    266  King  St.  W.,  Toronto,  Ont. 


15  O  < )  K  S  K  L  L  E  R     AND     STATU)  X  E  R 


p«iim«»iMi 


WE  have  a  full  line 
of  Stephens'  and 
Stafford's  Ink,  also 
Paste,  Mucilage,  Gloy, 
Cico  and  Grip. 

Playing  Cards,  Crib- 
bage  Boards,  Checkers 
and  Checker  Men, 
Scoring  Tablets. 


Large  stock  of  Sham- 
rock Pencils  just  to 
hand. 


SMITH.  DAVIDSON  &  WRIGHT 

LIMITED 

Manufacturing  Stationers  and  Paper  Dealers 

VANCOUVER  and  VICTORIA,  B.C. 


WjWimmwtWiWiWtWimwimwiMte 


Study  Your  Customers 

PENS  and  personality  are  Lnseparabh — 

The   more  fully   the  stationer  understands  each   man's 

Deeds,   the  more   fully   be  realizes  the   necessity  of  a 

pen    assortment    comprehensive    enough    to    meet    them 

all 

That's   why   more  and   more  stationers  are  displacing 

three  or  four  incomplete,   duplicating,   small    pen    lines 

tot  one  complete  effective  assortment. 

Bj   this   they   accomplish  five  hig  things: 

1st.      Tie    ui>    Ipsh    money    in    stock. 

\'n<\.     Save  counter    space. 

3rd.     Get   maximum    display. 

4th.     Offer   the   most   complete   asHortment. 

5th.  Make  it  easier  for  the  customers  to  huy. 
Tn  assist  in  concentrating  and  improving  their  Pen  Depart- 
ments there  are  10  different  sizes  of  Es-terbrook  Counter  Display 
i ":i  i         Write  us   about    these   to-day. 

ESTERBROOK  PEN  MFG.  CO. 
18-70  COOPER  STREET  CAMDEN.  N.J. 


He  is   SO   Happy    Modelling,   with  MODELLIT 

Every    book,   toy    store   and    schoc  1  furnisher 
in  the   Dominion  should  sell 

MODELLIT 


The 

Most  Cleanly 

Fictile 

Antiseptic 

and  Odorless 

Modelling  * 

Medium  on 

the  Market 


The  children's  favourite 
pastime 

MODELLIT 

will  attract  more  customers 
to  your  store  than  any  other 
modelling  medium. 


Made  in  Many 
Beautiful 
Colours  and 
Put  upin  Vari- 
ous Sizes  of 
Fancy  Boxes 
and  Refills 
1  lb.  Blocks 


Agents  for    the  Dominion  of  Canada: 
MENZ1ES&  COMPANY.  LIMITED  TORONTO.  CANADA. 

Write  Us  for  Samples  and  Particulars  TO-DAY 

MODELLIT  MFG.  CO.,  19  Brunswick  St.,  Bristol,  England 

Telegrams  :  "Modellit.  Bristol,"  England 


fhe  "Qyadro"  Frame 

(Patented  in  all  countries) 


SECTION 

S?fl  original  and  inexpensive  jrame  for 
Photographs  &    '-Pictures. 

permanent  Artistic 

3y  means  c  f  this  invention  which  consists  of 
a  simple  metal  edging  it  is  possible  to  lrame 
any  picture,  prtnt  or  photograph  in  a  permanent 
and  artistic  manner  in  a  minute. 
The  edging  is  made  in  lengths  of  2j",  3",  3|", 
5J"  S  upwards  by  4  inches  to  15J"  inches  and 
any  siae  within  these  limits  can  be  supplied 
with  Glass,  Strut  and  Suspender  rings  suitable 
for  upright  or  oblong  positions 

!No  tools,  glue  or  ace  vsories  necessary. 

Oull   art   enamel   finish   Brown,   Grey,    Black 

and  Green. 

(Samples  &,    Particulars  from 

BARTONS',  Cosway  Works. 
FincS  Road.  BIRMINGHAM,    lngland. 


BOOKSELL  E  R     A  N  I)     S  T  A  T  IONER 


ARO-yHAC 

'm  LINES 

SUNDRIES 


SELLING   DIRECT  FROM    FACTORIES' 


A.R  MacDqugall  6  Co 


ARO-AVAC 

'-j  LIMES         4 


SUNDRIES 


TORONTO 


BETTER  SERVICE  TO  THE  TRADE 

Having  been  appointed  Canadian  Repre- 
sentatives for  the  following  manufacturers 


The  Automatic  Pencil  Sharpener  Co. 
The  Sengbusch  Self-Closing  Inkstand  Co. 
The  American  Vulcanized  Fibre  Co. 

(VUL-COT  WASTE   PAPER   BASKETS) 


See  Special 
Advertisements 
Below  and  on 
Opposite  Page 


We  are  separating  our  lines,  and  our  travellers  showing  Stationery  Sundries  will 
carry  stationery  lines  only.  We  will  have  other  travellers  who  will  carry  our 
Greeting  Cards,  Calendars,  Pictures,  Holman  Photo  Albums  and  Bibles,  and 
other    Associated    Art   Novelty    lines. 

SEE  SPECIAL   ANNOUNCEMENT  ON  PAGE  EIGHT. 


VUL-COT 

Why  You 
Should 
Sell  Them 


The  Vul-Cot  waste 
basket  is  the  retail  sta- 
tioner's basket.  It  is 
supplied  to  users,  only 
through  the  legitimate 
stationery  trade.  - 

Heavy   advertising    in 
mediums  of  general  cir- 
culation read  in  all  sec- 
tions    of     the     country, 
creates  sales  for  the  dealers. 

A  five-year  guarantee  goes  with  each  basket,  making  it 
easy  to  sell,  insures  satisfaction  and  additional  sales. 

There  are  free  dealer-helps  such  as  illustrated  printed 
matter  and  effective  window  displays. 

Vul-Cot  baskets  carry  a  liberal  profit  for  the  dealer. 
They  are  made  in  Wilmington,  Delaware,  by  the  American 
Vulcanized    Fibre   Co. 


CHICAGO 

Pencil  Sharpener 

STANDARD  MODEL,   $1.50 

sharpens  standard  pencils. 

GIANT  MODEL,   $2.00 

sharpens  any  pencil  or  crayon. 


Every  pen- 
c  i  1  user 
needs  a  de- 
li e  n  da  b  1  e 
[jencil  sharp- 
ener —  At 
the  right 
price  just 
about  every- 
body will 
buv. 

The 

"Chicago" 
Pencil 

Sharpener 
sells    at    the 
right    price. 


A¥\        Hit  T"\  11      O         f^  ¥     •  •  1         J  Manufacturers'  Representatives: 

.   K.   MaCUOUgall  &  tO.,  Limited,    266  King  St .W.,  Toronto,  Ont. 


HOOKS  E.L  I.  E  R     A  N  D     S  T  A  T  T  <  >  N  E  R 


SELLING  DIRECT  FROM  FACTORIES 


)ARO-A\AC 


SUNDRIES 


<jgj^ 


RMacDougallCCo 


ARO-jHAC 

LirslE-S 


SUNDRIES 


TORONTO 


V 


riii: 

Artco  Paste) 


\*-*mhi  fnicoryus. 


TM  ST*«D**D  CBAVO*  MTO  O 


These    packages   are    two   of   the 
popular    selling    line    i  (   crayons 
tor  school   use. 

Crayel  is  put  up  in  a  Bve-ccnt 
bOX,   and    Is   the   most    s:il  isf.n-i  oi  J 

wax  crayou  made,  whetbei  foi 
school  or  general  use. 

Artco  Pastel  is  designed  for  use 
in  advanced  color  work  ou  paper 
and  can  be  used  with  water,  kU'- 
ing  delicate  water-color  effects. 
it  retails  al  five  rents  ,-i  package, 

Cresfllghl  Crayons  —  In  these 
crayons  all  the  old  objections  to 
hydraulic    pressed     crayons    are 

over.  uin,'.  The  colors  are  bril- 
liant   and    will    not    smear. 


SCHOOL  CHALKS 
AND  CRAYONS 

In  addition  to  wax  crayons  which 
they  have  been  manufacturing,  the 
STANDARD  CRAYON  COMPANY, 
of  Danvers,  Mass.,  are  now  making 
their  own  school  chalks,  including 
Enameled  and  Dnstless  Brands. 
They  are  using  high-grade  im- 
ported plaster  in  all  these  lines, 
assuring    the    highest    quality. 

We  have  a  very  special  proposi- 
tion for  the  Canadian  stationery 
trade  in   these  goods. 


SEE  THOSE 
PRONGS  ? 


lacerated 

kind. 


IMPROVED  SUPERIOR 
PAPER   FASTENERS 

Double  Prongs 

Two  piercing  points 

prevent  papers  from 

twisting 

Improved      Superior 

I'n /i'  r  I'n.si,  a,  r.<  have 
trademark       closed     ptfong     hous- 
ings   which     protecl 
fingers    from     being 
lis  i-  not  so  with  the  open  sleeve 


Recent  Improvements  (i.e.)  deeper  double 
prongs  and  prong  housings  and  the  new  cham- 
fered edges,  each  an  added  efficiency,  have  made 
t lie  Improved  Superior  Pape/r  Fastener^  Fit  the 
paper.    They  are  by  far  the  peer  of  all  other-. 

Made  by  the  Ideal  Specialties 
Mfg.  Corporation  of  New  York 


IxmON'S^S 0 VEREI GN    214 O-HB 


The  Five  Cent  Pencil  for  Canadian  Dealers  to  Push 

Made  in  3  Grades  Tipped  and  5  Grades  Untipped 

The  lead  in  this  pencil  is  so  absolutely  satisfactory  in  use  that,  being  available  in  practically  all  the 
grades  in  demand  by  general  pencil  users,  it  will  pay  the  alert  stationer  to  push  the  Sovereign  above 

all  other  five  cent  pencils.    A  special  advantage  to  the  dealer  is  the  liberal 

margin  of  profit. 

Two  other  good  specialties  in  the 
Dixon  line  are  illustrated,  here. 
These  are  High  Grade  Erasers 
that  can  he  sold  at  five  cents 
each,  yielding  a  good  Profit 
to  the  Dealer. 

ALL  DIXON  PRODUCTS  ARE  OF  HIGHEST  QUALITY  PRICE  WILL  PERMIT 
Made  in  Jersey  City,  N.J.,  U.S.A.,  by  the  Joseph  Dixon  Crucible  Company 

ESTABLISHED  IN  1827 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  KING  ST.  W.,     TORONTO 


BOOK  S  EL  I-  E  R     AND     ST, A  T  ION  E  R 


Maclean's  Magazine 

for  February 

Just  suppose  you  were  made  Editor 
of  Maclean's  Magazine  for  one  issue! 

TT  THAT  would  you  provide  for  your  readers?  You  would  probably  want  some 
Y  Y  good  short  stories,  and  you  would  like  to  offer  chapters  of  a  good  serial.  You 
would  want  something  in  lighter  vein.  Perhaps  some  verse.  Certainly  some 
serious  articles  of  an  informative  and  critical  nature.  Probably  you  would  want  every- 
thing— contributions  and  illustrations — to  be  by  Canadians.  Good!  But  who  are  they? 
And  could  you  get  their  work? 

Look  at  what  the  regular  editor,  T.  B.  Costain,  has  provided  for  the  February  issue 
of  MACLEAN'S: 


c 


A  serial  story  by  Sir  Gilbert  Parker — "Jordan  is  a 
Hard    Road." 

A  abort   story   by   H.  G.   Wells — "Into   the  Abyss." 
A   complete  novelette  by  A.   C.  Allenson — "Danton   of 
tbe  Fleet." 

A  gripping  sketch  of  "The  Greatest  Hotelinan  in  the 
World" — a  Canadian,  by  name  John  McE.  Bowman, 
of  the  Hotel  Biltmore,  New  York;  and  the  man  be- 
hind the  Manhattan  Hotel,  New  York,  and  the  hotel 
now  building  in  the  same  city,  The  Commodore,  and 
the  new  Canadian  hotel,  The  Devonshire,  to  be  built 
tins  year  in  Toronto.  VV.  A.  Craick  gives  the  story 
of  this  remarkably  successful  and  interesting  man 
— a  veritable  romance  of  achievement. 
Stephen  Leaeock  is  in  the  February  MACLEAN'S 
with  mie  of  his  inimitable  sketches — this  one  en- 
titled— "In  Merry  Mexico."  What  a  fancy,  what  a 
humor  this  man  has!  He  roams  the  earth,  and  al- 
ways is  visiting  some  land  or  country  in  the  spot- 
light of  the  world's   history. 

Then  Editor  Costain  has  Miss  Agnes  C.  Laut  in  the 
February  issue  with  a  timely  and  thought-provok- 
ing    article,    "The    Elections    and     Canada."      She    is 


writing  of  the  American  elections/  of  last  November, 
and  in  her  virile  style  and  with  her  amazing  inside 
knowledge  of  things  political,  she  gives  ail  Cana- 
dians much  to  thiak  about,  and  a  wider  vision  of 
the  place  Canada  holds  in  world  affairs — dwelling 
especially  on  the  new  Anglo-Saxon  relations  which 
will  be  the  result  of  the  war  now  being  waged,  and 
which  gives  promise  of  involving  the  United  States. 
Miss   La  lit' s  contribution  is   well   worth   reading. 

H.  F.  Gadsby,  free  lance,  ever  a-tilting  at  politicians 
and  politics,  and  never  failing  to  get  under  the 
guard  of  parties  and  partisans,  writes  sparklingly 
on  "How  Premiers  Control  Their  Cabine.ts"  —  of 
piquant  interest  in  view  of  Sir  Sam  Hughes's  recent 
encounters  with  Premier  Borden.  Gadsby  studies 
other  Canadian  Cabinets  than  those  of  Premier  Bor- 
den's.    Good   reading,   this. 

Then  Editor  Costain  starts  in  this  February  issue 
of.  MACLEAN'S  a  new  department — snappy  biogra- 
phical sketches  and  zestful  stories  of  notable  ann 
interesting  Canadians.  You  will  enjoy  this  yourself 
and  so  will  all  others  to  whom  vou  may  introduce 
MACLEANS    MAGAZINE. 


The  usual  departments — Review  of  Revieivs  and  "Information  for  Investors" — 
are  present  as  usual;  and  illustrations  by  these  Canadian  artists,  C.  W.  Jefferys, 
Harry  0.  Edwards,  Lou  Skuce,  E.  J.  Dinsmore,  assist  to  give  the  February 
MacLean's  distinction  and  appeal. 

Now  if  you  have  been  keeping  in  mind  yourself — as  a  possible  editor  of  MACLEAN'S 
MAGAZINE  for  a  single  issue — do  you  think  you  could  excel  or  equal  what  the  regular 
editor  has  provided  for  MACLEAN'S  readers? 


Canadian  Booksellers 


THIS  announcement  of  the  February  MACLEAN'S  is  addressed  to  you.  The  pub- 
lishers ask  you  to  give  MACLEAN'S  its  due  place  among  all  magazines  shown 
by  you.  MacLean's  does  appeal  to  Canadians  who  know  it,  and  will  appeal  to  many  more  when 
they  know  it.  Help  all  to  know  it,  give  favor  to  a  good  Canadian  magazine.  Help  on  the  circulation  in 
Canada  of  Canadian  periodicals  of  worth,  remembering  that  when  we  build  up  our  own  country  in  national 
spirit,  aims  and  industry,  we  are  building  selfishly — for  our  own  individual  profit:  remembering,  also, 
that  what  profit  we  make  for  the  citizens  of  another  country  out  of  the  Canadian  people,  impoverishes 
Canada  without  compensation.  Since  we  are  giving  the  Canadian  people  a  first-class  and  clean,  all-Cana- 
dian magazine,  arc  we  asking  too  much  when  we  ask  your  co-operation  in  making  this  magazine  better 
known  and  sold? 

The  Publishers. 
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I  Greetings 

|  To  the  Booksellers  of  Can- 

W  ada  we  tender  our  hearti- 

§§  est     Greetings     and     best 

=  wishes  for  1917. 


The  liope  expressed  in  our 
1916  greeting  message  has 
been  realized,  for  last 
year  has  proven  to  be  a 
record-breaker. 

This  encourages  us  to 
greater  efforts  and  we  are 
now  planning  still  bigger 
things  for  1917.  Our  ser- 
vice will  be  kept  right  up 
to  the  standard. 

Watch  cur  ads  for  the 
very  latest  books  anil  the 
very  best  sellers.  Read 
down  the  lisr  herewith  and 
m  a  k  e  y  o  u  r  selections 
therefrom.  They  are  de- 
pendable staple'  "bread 
and  butter"  books  and 
some  important  new   ones. 


Big  sellers  for  the 
New  Year 


HOW  THE  PRUSSIANS  CAME  TO  POLAND.  By  Madame 
Laura  de  Turczynowicz  (formerly  Miss  Laura  Black 
welL  of  St. -Catharines).     Now  ready.     Illustrated.   $1.25. 

THE  HILLMAN.     E.  Phillips  Oppenheim.     Illustrated.  $1.35. 

PICCADILLY  JIM.  P.  G.  Wodehouse,  author  of  "Uneasj 
Money,  "etc. $1.50 

LYDIA  OF  THE  PINES,  ffonore  Willsie,  author  of  "Still 
Jim."'      Illustrated $1.35 

OH,  MARY,  BE  CAREFUL.     By  George  Weston  $1.00 

UP  THE  HILL  AND  OVER.  By  Isabel  Ecclestone  Mackay, 
author   of   "House   of    Many    Windows."        -        -        $1.35 

JESSIE   ALEXANDER'S   PLATFORM   SKETCHES.      $1.00 

CANADIAN  POETS.  Chosen  and  edited  by  -lohn  W.  Gar- 
vin         -        $2.50 

THE  BOSTON  COOKING  SCHOOL  BOOK.  By  Fannie  M. 
Farmer '      $2.00   net 

THE  CARE  AND  FEEDING  OF  CHILDREN.  By  L.  Km 
mett  Holt,  D.D. 7.5c  net 

SEXOLOGY.     By  W.  11.  Walling,  D.I).       •       -       -       $2.00  net 

THE  MODEL  T  FORD  CAR,  1916  EDITION.  By  Victor  W. 
Page '      $1.00  net 

THE  MODERN  GASOLINE  AUTOMOBILE.  By  Victor  W. 
Page       ----- .'      $2.50  net 

QUESTIONS  and  ANSWERS.    By  Victor  W.  Page  -  $1.50  net 
AUTOMOBILE  REPAIR  MADE  EASY   (New).    By   Victor 

W.  Page $3.00  net 

MODERN    STARTING,    LIGHTING    and    IGNITION    SYS- 
TEM (New).     By  Victor  W.  Page       •       -       -       $1.50  net 
DYKE'S  AUTOMOBILE  ENCYCLOPAEDIA  $3.00 

THE  BEDTIME  STORIES,  14  vols.  By  Thornton  W. 
Burgess         -  ....  5Qc   each 

COMING  SOON 

THE  BATTLES  OF  THE  SOMME.      By   E.    Phillips  Gibbs, 

author  of  "The.  Soul  of  War" $1.50 

THE    SOUL    OF    THE    WAR.       By     Phillips    Gibfcs.      New 

Cheaper  Edition 75c 

MY     SECOND     YEAR     OF     THE     WAR.        By      Frederick 

Palmer         -         -         -         -    ' $1.50 

FROM   THE   ST.   LAWRENCE   TO   THE   YSER.      Hv   Capt. 

F.  C.  Curry,  of  Brookville,  Ont.  ...  -  $1.50 
PICTURES  OF  WAR  WORK  IN  ENGLAND.     Joseph   Pen- 

nell.     Illustrated  $1.5*0 

THE  ROYAL  NAVAL  AIR  SERVICE.      By   Harold    Kosher, 

with   Preface  by  Arnold  Bennett  -  $1.25 


Our  travellers  will  be  showing  samples  of  these  and  other  important  new 
hooks  on  their  first  1917  trip.  They  will  also  carry  a  full  line  of  import  samples, 
including  the  newest  Cambridge  Bibles,  Prayer  Books,  Poets,  Picture  ami  Toy 
Books,  ami  other  staple  lines. 

McClelland,  goodchild  &  stewart,  Limited 


PUBLISHERS 


266-268  King  Street  West 


TORONTO 
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HOOKSELLEE  AND  STATIONER 


Let  * 'Standard"  Blotting 
Convince  You 


IT  has  convinced  other  dealers  of  its  unusual 
selling  qualities;  it  lias  proven  a  favorite 
everywhere  with  people  appreciating  supe- 
rior absorbency  and  durability.    It  is  bringing 
big   profits    to     quality     dealers    all    over   the 
country,  and  it  will  do  the  same  for  you. 

II  TK  solicit  a  trial,  knowing  that  once  you 
y  y    get  acquainted. with  the  splendid  popu- 
larity of  this  high-grade  blotting  you 
will  not  want  to  be  without  it.     Order  a  stock 
now. 

WE     manufacture     "Standard,"     "Im- 
perial,"     "Sterling,"      "Curi-Curl," 
"Prismatic,"  "Royal  Worcester"  and 
"Defender"       (enameled) — all      leaders,      all 
"repeaters." 

Standard  Paper  Mfg.  Co. 

Largest   Producers  in   the   World  o, 
Fine  Blot  tings 

Richmond,  Va.,   U.S.A. 


The  New  Bump 


Two-in-One 

Twentieth 
Century 
Office 
Necessity 


Think  of  it — a  paper 
fastener  and  perfor- 
ator  all   in   one! 


A  fastener  that  will  neatly  and  automatically  fasLen 
from  two  to  tea  papers,  making  the  tie  out  of  the  paper 
itself. 

A  perforator  at  the  opposite  end  that  will  easily  punch 
a  round  hole  in  as  many  sheets  of  paper  as  can  be 
inserted  in   the  opening. 

Just    a    pressure    with    the    palm    of    the    hand    and    the 

work    is    done. 

Every    office     will     find     use    for   one   or    more   of   these 

simple   and    practical    little    devices* 

Retails    at    $2.50.      It's    a    sure    seller.      Order    one   to-day 

and    try    it    for   fastening:   your   letters. 

Bump  Paper  Fastener  Co. 

LACROSSE,  WIS.,  U.S.A. 
Canadian  Agents:    W.  J.  Gage  &  Co.,  Limited,  Toronto 
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Offer  fkese  First 


The  Stationer  occupies  an 
important  position  in  the  busi- 
ness community.  Not  only  is 
his  store,  as  a  business,  one  of 
the  important  factors  in  the 
city,  but  his  opportunity  to 
advance  the  interests  and 
raise  the  standards  of  effici- 
ency of  his  fellow  business 
men  is  great. 

Most  men  are  unfamiliar 
with  office  equipment,  the  use 
of  which  would  make  money 
for  them.  This  is  because 
their  minds  are  occupied  with  larger  matters,  and 
they  take  no  notice  of  details.  So  the  stationer  or 
office  supply  man  finds  a  splendid  field  for  his  ser- 
vices, as  "guide  to  efficiency." 

When  an  office  boy  or  *  clerk,  or  the  head  of  the 
ftouse,  himself,  asks  for  "An  inkstand,"  that  is  the 
stationer's  opportunity.  Offer  a  "Sengbusch''  lirst, 
and  stow  that,  because  it  automatically  closes  air 
tight  after  every  dip  of  the  pen,  making  it  absolutely 
dust-proof  and  non-evaporating,  it  is  more  economical 
for  him  to  pay  the  price  asked  for  a  really  efficient 
inkstand,  than  to  pay  less  and  waste  ink,  pens,  time 
and   worry. 

Write  us  to-day  for  our  profitable  proposition  on  this 
highly  efficient  office  specialty — ask  for  the  attractive 
circulars  and  "free  trial"  mailing  cards,  which  are  fur- 
nished gratis  with  your  imprint — window  display  cards, 
etc. 

SENGBUSCH  SELF-CLOSING   INKSTAND  CO. 

200  Stroh  Building,  Milwaukee,  Wis..  U.  S.  A. 


Xo.    51— $1.50.       The 

most  practical  and 
popular  single  ink- 
stand on  the  market 
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SPEDCERIAn 
STEEL-  PEPS 

Pen  Works,  Birmingham,  England 

Imported  by  the  leading  jobbers  of  stationery  in  Canada. 
The  Standard  Pen  in  the  United  States  tor  expert  and 
careful  writers.  Established   1860. 

Samples  on  Application  to  the  Trade. 

THE   SPENCERIAN    PEN    CO. 

NEW  YORK,  U.S.A. 


Pat.  and  reg'd. 


The 
TERRY 

Pen  or  Pencil  Clip 

appeals  to  every  user  of  pen  or 

pencil,  as  it  prevents  the  loss  of 

these  articles. 

Well  finished,  carded  to  attract 

— it  is  a  seller. 

Ask  for  sample  and  terms.     VVe  can 

supply  as  soon  as  war  is  over. 

British  made  too. 

Herbert  Terry  &  Sons,  Ltd, 

Spring  and  Presswork  Specialist 

REODITCH, 

ENGLAND 


Estabi  i  9  lied 
60  years,  we 
have  the 
Grip  of  the 
Spring"  trade 
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IJO  OK  SELL  Kit     AND     STATIONER 


I    ' 


urti.iwi  , 

1 
1 

ANOTHER 

NEW 

WRITING 

PAPER 


TABLETS 

Octavo  and  Quarto 

ENVELOPES 

AND 

PAPETERIES 


"RED 
WHITE 

AND 

BLUE" 


KEEPING  UP  OUR  LEAD  IN 
PATRIOTIC  NOVELTIES 

You  remember  the  big  success  scored  by  our  Khaki  Tablets  and  Papeteries  a  year 
ago.  This  year  we  have  another  new  trade  winner  for  you  in  a  line  of  patriotic 
stationery.  "Red,  White  and  Blue"  tablets  and  papeteries  can  be  depended  upon 
to  prove  record  sellers  in  the  stationery  stores  throughout  Canada. 

Handsomely  embossed  covers  adorn  both  the  tablets  and  the  papeteries.  The  stock 
is  our  excellent  "Silk- Velvet"  with  over-printing  in  delicate  shades  of  red  and  blue 
which  with  the  white  stripe  formed  by  the  stock  itself  gives  a  complete  surface  of  red, 
white  and  blue  stripes  running  diagonally  across  each  sheet.  These  shades  are  so 
lightly  printed  that  there  is  almost  as  much  contrast  when  written  upon  as  in  the 
case  of  white  paper  and  the  effect  is  so  thoroughly  pleasing  as  to  assure  sales  on 
sight  for  these  new  tablets  and  papeteries  when  you  show  them  to  your  customers. 
An  additional  point  of  merit  is  the  reproduction  of  a  maple  leaf  in  green  at  the  top 
of  each  sheet.     ■ 

This  will  be  a  great  line  for  effective  window  displays.  A  large  and  handsome 
window  card  goes  with  each  order. 

Trade  Prices  are  as  follows: — 

Octavo  Tablets— 10c  each—  $9  per  100. 
Quarto  Tablets— 20c  each— $18  per  100. 
Envelopes  packed  in  Vi  thousands  $3.50  per  1.000 
Papeteries $2  per  dozen. 


THE   COPP,    CLARK   CO.,   LIMITED 

517   WELLINGTON   STREET  WEST,   TORONTO   ONT. 
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BOOKS  E  L  L  E  R     A  N  I )     8  T  ATK)  N  E  R 


To  everyone  who  uses  a  Loose 
Leaf   System  you  can  sell  the 

"F-B" 
Loose  Leaf  Holder 


Pat.   May   13,    1913 

Keeps  his  old  records  in  permanent  form  instead  of 
lying  around  in  disorderly  bundles. 

Pei mils  quick  and  easy  reference.  Practical  and  low- 
priced  Adjustable  to  fit  any  size  of  paper,  or  whatever 
the  location  of  punch  holes. 

Send  to-day  for  prices  and  particulars. 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ABOUT  STAMP  PADS 
MR.  STATIONER! 

Are  YOU  getting  your  full  share  of  this 
profitable  business?  Why  not  combine 
supreme  satisfaction  to  your  customers 
with  liberal  profits  for  yourself? 

The  "FULTON"  Self-Inking 
Stamp  Pad 

Seven  Sizes — Six  Colors 
STANDARD 

The  "FULTON"  Non-Blurring 
Wood  Pad 

Three  Sizes — Six  Colors 

The  Best  Pad  on  the  Market — Giving 
the  Highest  Percentage  of  Stamp  Pad 
Satisfaction. 

By   all  means  write   TO-DA  Y 
for  Price  List  No.  34. 

FULTON  SPECIALTY  COMPANY 

formerly  Fulton  Rubber  Type  Company 
128-142  Fulton   Street,       ELIZABETH,   N.J. 


V7"/^\TTT>      XXT  A  lVTT^O    are  many  here   below.     Use  the  want 
lUUK      W  AIM   1  3    ad.  paec  and  2 


get  rid  of  a  few  of  them. 


m 


IE  WASHBURNE  "O.K." 

PAPER  FASTENERS 

THREE 
SIZES 


N<?2B 

The  Washburne  "O.K."'  Paper  Fasteners  are 
easily  pat  on  or  taken  off  with  the  thumb  and 
finger;  can  be  used  repeatedly  and  "they  always 
work-  "  Brassin  brass  boxes  of  100  fasteners  each. 
Holds  with  a  Sleeve  Protected  Point  that  Pierces 
Attractive,  Compact,  Strong,  no  slipping  —  neoer  1 1 

On  in  a  flash  — :  "Bull  Dog"  grip 


THE  RIES  "O.K."  LETTER  OPENER 

75%  Time  Saved — Handy  —  Easy  to  Operate 

No  Adjustments — Always  in  Order 

Guaranteed  Two  Years 

Hand  and  Electric  Driven  Power  Machines 


Model  r3,„ 


The  Ries  "0.  K. "  Letter  Opener  has  the  advan- 
tage of  few  parts.  It  removes  only  ten  one  thou- 
sandths of  an  inch  from  the  envelope,  therefore, 
the  liability  of  cutting  enclosures  is  virtually  impos- 
sible. Made  in  3  sizes,  each  size  adapted  to  easy 
handling  for  desk  use,  average  weight  6  lbs. 


THE  SANITARY  "O.K."  ERASERS 

The  Most  Practical  Erasers  for  Everybody 


The  Sanitary  '  '0.  K. "  Eraser  includes  an  Adjust- 
able Metal  Holder  which  keeps  Rubber  Clean,  Finn 
and  Keen-edged;  works  better  and  lasts  longer. 
Two  Rubbers  are  made.one  for  Typewriter  and  Ink. 
one  for  Pencil.  By  slight  pressure  clean  Rubber  is 
fed  down  until  used;  its  narrow  edge  allows  a  letter 
or  a  line  to  be  erased  without  injuring  another. 


GOLD  MEDAL  AWARDS!     PANAMA-PACIFIC    INTERNATIONAL    EXPOSITION 

These  products  wherever  shown,  receive  the  highest  endorsement  whether  at  expositions  or  in  the  offices  or  business  men. 
"O.K."  Products  are  high  grade  and  universal  sellers— We  control  all  patent  rights.    f~~QX 

Full  particulars,  illustrative  and  descriptive  literature  on  request.     Liberal  Discounts 

THE  O.  K.  MFG.  CO.,  SYRACUSE,  N.Y.,  U.S.A.    sole  makers 
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COOK  S  I".  J.  I.  K  R     A  N  D     S  T  A  T  I  O  N  K  \i 


||,piiiiiiiiiiiiiiiiiiiiiiiiiiii<iiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiiiiiiiii!iuiiiiiiieiiiiiiiininniiiiiiiHiRfiniiiiittiiiiiiiiiiMiiiiij||» 

'lllkfiiiiiiiiiiiiiiiigiiiiiiiniiiiiiiiiiiiiuiiiiuiiiiininiiiiuuiiuuuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiuiiiiiiiuiiiiiiiiiiUHiiiniiiiiiiiiiiiiiiiiii" 
6    CentS  Unique  War  Post  Cards       RACKS ALL  KINDS 


Sixpennies 

Think  of  il.  Six  cents — and  that 
in  the  lace  of  higher  prices. 
higher  freighl  rates,  higher 
costs  all  along  the  line.  We 
have  only  a  i'vw  thousand  at  this 
price.  Good  titles,  good  covers; 
extra  good  in  fact.  If  yon  want 
to  see  value  and  quality,  send  at 
once  for  samples.  This  lot  ccr- 
tainlv  won't  last  long. 


This  line  is  having  an  enormous 
sale  in  Canada  taken  by  the 
French  Government  ami  now  only 
released.  Price,  LOc  per  packet  of 
8;  sell  15c. 

Fragments  from  France 

This  very  clover  work  is  still  Strong 
—  I'arts  1  and  '1  in  stock.  You 
should  stock  this  line.  No.  ■'!  will 
be  issued  shortly. 

Daily  Mail  War  Maps 

A  bird's-eye  view  map.  This  is 
selling  well.  Have  you  seen  it? 
Price,  12  cents. 


IMPERIAL  NEWS  COMPANY,  LIMITED 

87  Queen  St.   E.,  Toronto,  Ontario 


Holds     Magazines    or     Books.     All     Metal     never 

wears    cull.      St;ui(ls    on    the    Counter    or    IliiliKS    on 

the  Wall.     This   magazine  and    book   rack   comes 
folded  up.    Price  $1.50. 


A  REAL  BARGAIN 


In  $1.25  and  $1.50  Fiction  Novels. 
(NOT  REPRINTS),  but  original  edi- 
tions. A  few  of  the  titles  given  be- 
low: "Gillespie,"  "Miracle  Man," 
"The  Plying  Inn,"  "You  Never 
Know  Your  Luck,"  "White  Pas- 
sion," "Vanguard,"  "Fortunate 
Youth,"  "Hour  of  Conflict,"  "  Argvle 
Case,"  "Carpenter  and  Rich  Man," 
"John  Ward,  M.D.,"  "On  With 
Torchy,"  and  about  40  others.  P)  ice 
35  cents  each. 

Remember  they  are  not  "REPRINTS." 

JUVENILE  BOOKS 

To  suit  all  tastes.  The  jump  in  prices  has  not 
affected  us,  consequently -we  are  able  to  offer  you 
at  the  old  rates  (and  which  are  now  Bargain 
Prices)  the  latest  issues  from  all  the  best  Pub- 
lishing Firms. 

Imperial  News  Company 

LIMITED 
254  Lagauchetiere  Street,  Montreal 


IMPERIAL  NEWS  COMPANY 

LIMITED 
WINNIPEG 

We  have  just  received  a  shipment  of  sixpenny, 
sevenpenny  and  shilling  novels,  by  Hie  following 

well-known  authors: 

Hall  Caine,  Robert  Chambers.  Conan  Doyle. 
Charles  Garvice,  Rider  Haggard,  W.  W.  Jacobs, 
Seaton  Merriman,  Le  Queux,  H.  de  Vere  Stacpoole, 
II.  (I.  Wells,  Stanley  Weyman.  Elinor  Glyn,  Booth 
Tarkington,  Bindloss,  Charles  Dickens.  Jack  Lon- 
don, Max  Pemberton,  Temple  Thurston,  Raror>ess 
Orczy,  (1.  K.  Chesterton,  Maurice  Hewlett  and 
R.  L.  Stevenson. 

Price:  Sixpennies,  IO'-m".  sevenpennies.  14c: 
shillings,  21c.     All  f.o.b.  Winnipeg. 

Prices  are  bound  to  advance  on  these  goods,  and 
many  of  the  titles  we  have  m  stock  will  not  be 
again  obtainable  until  alter  the  war. 

Sole  Canadian  Agents  for 

OFFICIAL  PHOTOGRAPHS  OF  THE  FRENCH 
ARMY. 

DAILY  MAIL  OFFICIAL  WAR  POST  CARDS. 

These  are  splendid  values  at  $10.00  pel'  thousand. 
Send  us  an  order  for  any  of  the  above  lines  and" 
you  will  find  them  quick  sellers. 

SOLE  AGENTS  FOR  JACK  CANUCK 
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KOOKSELLER  AND  STATIONER 


WILLIAM 
o  a  I  G  C  5 


New  Year  Opportunities 

The  list  below  offers  splendid  opportunities  for  exceptional  New  Year 
business.    It  tells  its  own  story. 


Get  in  stock  the 
Antidote  for  the 


it 


Bairnsfather  Disease" 


Have  you  heard  of  the  "Bairnsfather  Disease?"  This  is  running  like  a  contagion  all  over 
Britain,  and  is  only  beginning  to  rind  its  way  in  Canada.  We  have  provided  for  the  money- 
making  opportunity  this  fondness  for  the  Bairnsfather  pictures  and  books  offers  by  securing  sole 
Canadian  rights  for  the  "Fragaments."  With  this  we  are  proud  to  announce  the  third  volume, 
of  which  five  hundred  thousand  copies  have  already  heen  sold  previous  to  publication  in  Great 
Britain.  Volume  III  is  expected  to  he  ready  for  Canadian  -ale  toward  the  end  of  January. 
Shouldn't  your  order  for  this  come  to  us  at  once?  It  will  he  shipped  to  us  hefore  publication 
in  London.     We  have  also  a  large  stock  of  Vols.  I  and  II  which  can  he  shipped  immediately. 

"Fragments"  are  also  supplied  on  a  splendid  range  of  postal  cards  which  only  need  to  lie  shown 
to  sell.     Our  travellers  will  be  glad  to  show  you  these. 

THE    STARS   IN    THEIR    COURSES.      By    H.    M. 

Sharp.  One  of  the  biggest  of  the  new  Brit- 
ish novels,  and  one  which  is  going  to  make  an 

unusual    hit    in    Canada        -  $1.25 

BINDLE.      By   Hubert   Jenkins.     Another   new   one 

which   is  having  an  enormous  success  in   Great 

Britain  ........  1.25 

BINDWEED.      By    Gabrielle    Vallings.      This    new 

novel,  depicting  French  life,  is  sure  to  provoke 

an  abundant  interest.  Six  editions  have  already 

been  exhausted  in  England  -  -  -  1-25 
THE   GIRLS   AT   HIS   BILLET.     By   Berta   Ruck. 

This    book,    by    the    author    of    "His    Official 

Fiancee, ' '  tells  its  story  in  its  title  -  1-25 
THE  HUNDREDTH  CHANCE.     By  Ethel  M.  Dell. 

This  new  one,  by  the  author  of  "The  Way  of 

an  Eagle ' '  and  other  best  sellers,  should  have 

a  most  successful  run  in  Canada  -  -  1.35 
IN  THE  WILDERNESS.  By  Robert  Hichens.  1.35 
MAGPIE.  By  Baroness  Von  Hutten  -  -  1.25 
THE  UNBROKEN  LINE.  By  H.  Warner  Allen.  1.35 
THE   PREACHER   OF   CEDAR  MOUNTAIN.     By 

Ernest  Thompson-Seton 1-50 

HOLLY    COURT.      By    Kathleen    Norris.      Another 

book   by   this   popular   author   which    is   certain 

to  be  a  good  seller 1-25 

ENCHANTMENT.    By  E.  Temple  Thurston,  author 

of  "The  City  of  Beautiful  Nonsense"  -  1.25 
THE    RISE    OF   LEDGAR   DUNSTAN.      By    A.   T. 

Sheppard \.25 

RAYMOND.  By  Sir  Oliver  Lodge.  In  this  won- 
derful  book  the  great   scientist-author  tells   of 


the  remarkable  results  of  his  attempt  to  com- 
municate" telepathetically  with  his  son  Ray- 
mond, who  gave  his  life  some  time  ago  in 
France.  The  subject  is  treated  not  only  seri- 
ously, but  scientifically,  and  will  interest  very 
many       -  2.50 

LORD  WILLIAM  BERESFORD.  By  Mrs.  Stuart 
Menzies 3.50 

IN  CANADA'S  WONDERFUL  NORTHLAND.  By 
W.   Tees   Curran  and   H.  A.   Calkins       -       2.50 

THE  MAKING  OF  MICKY  McGHEE.  By  R.  W. 
Campbell,  author  of  "Spud  Tamson. "  This 
writer  is  being  hailed  in  Great  Britain  as  ' '  the 
Scottish  Kipling,"  and  the  book  is  character- 
istic descriptive  verse  of  an  unusual  kind  1.00 

NEW  WAR  BOOKS 

'NEATH  VERDUN.     By  Maurice  Genevoix     -     1.25 
ECLIPSE  OR  EMPIRE?     By  H.  B.  Gray  1.00 

THE  BATTLE   OF  VERDUN.     By  M.  Henry   Du- 

gard 1.35 

WITH  CAVALRY  IN  1915.  By  Frederick  Coleman, 
author  of  "From  Mons  to  Ypres. "  -  1.50 
THE  NAVY  BOOK  OF  FAIRY  TALES.  By  Great 
Britain's  leading  Admirals.  This  is  a  most 
unique  volume  made  up  of  matter  contributed 
from  the  various  British  Admirals  and  other 
Naval  authorities.  It  is  one  which  will  be 
valued  for  its  contributors  as  much  as  for  its 
actual  articles.  An  interesting  incident  is  that 
the  proceeds  are  being  devoted  to  aid  the 
Naval  Orphan  Homes  under  a  Committee,  of 
which  Ladv  Jellicoe  is  President       -       -       1.50 


An  Unusual  Opportunity 


Two  pictures,  as   described  below,   which   have  stirred 
up  considerable  interest  and  enormous  sales  in  Britain 

have  been  largely  stocked  and  provide  excellent  opportunity  for  sales. 

"  The  Great  Sacrifice  "    Now  almost  world-famous,  bears  directly  on  the  War  theme. 

"The  Soldier's  Sacrifice"     another  picture   of  a  somewhat  similar  type. 

ARaPnrfl      RvAqI^^I'      Thirty  Thousand  in  Five  Weeks!    This  is  the  sales  historv  of  Robert 
IVCtUIU     L)I  CdKCI       W.  Service'  "RHYMES  OF  A  RED  CROSS  MAN.  "     This  eclipses 
any  previous  record  in  the  annals  of  Canadian  publishing.      Are   you   selling  your  share   of  this  and   is  your 
stock  sufficient? 
Be  sure  our  travellers  show  you  these. 


S 

s 


WILLIAM   BRIGGS,   Publisher 


Queen  and  John  Streets 
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TORONTO,  ONT. 


a 


Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 

Vol.  XXXIII.  JANUARY,  1917     ,  No.  1 


IN  THIS  ISSUE 

Co-operation  With  the  "Movies." 
The  Selling  of  Waste  Paper. 

1  Stock-Taking  Suggestions. 

I 

3  Store  Plans  That  Won  First  Prize. 

i 

Sales  Methods  and  Advertising  Suggestions. 
Cheerful  Books  as  a  National  Asset. 
The  Month's  Record  of  New  Books. 
Best  Selling  Books  of  the  Month. 
New  Goods  Described  and  Illustrated. 
Practical  Cardwriting  Course. 
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CANADA — Montreal,  701-702  Eastern  Townships  Building;  Toronto,  143-153  University   Ave.,   Telephone   Ma'n 
j3i  7324;    Winnipeg,   22   Royal   Bank   Building,   Telephone  Garry  2313. 

I  GREAT  BRITAIN— London,  The  MacLean  Company  of  Great   Britain,    Limited,    SS   Fleet   Street,   E.C.,   E.    J. 
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Just 
Published 


By  the  author  of 
"Private  Spud  Tamson 


»» 


Brimming  with 

Laughter, 

Fearlessly  Truthful 


THE  MIXED  DIVISION 


BY  R.  W.  CAMPBELL 


The  racy,  rollicking  spirit  so  characteristic  of 
our  Army  to-day,  the  spirit  that  carries  men 
laughing  and  joking  through  unspeakable 
horrors  up  to  the  very  gates  of  death,  runs 
through  "The  Mixed  Division."  But  the 
Author  has  other  notes  to  strike  as  well — every 
human  feeling  that  War  has  roused  answers  to 
his  touch.  The  bright  side  and  the  grey,  the 
pathos  and  even  the  tenderness,  the  simple 
heroism  that  knows  but  Duty,  the  in.spiration  of 
esprit  de  corps  and  the  unforgettable  horrors  of 
Gallipoli,  he  reveals  them  all  with  sure  and 
sympathetic  touch.  And,  above  all,  his  book  is 
truthful — fearlessly,  discriminatingly  candid 
and  sincere. 

Booksellers: 

This  book  is  so  exceptionally  good  that  yov 
should  bring  it  to  the  attention  of  every 
customer. 


Ready  January  12 
Zane  Grey's  Masterpiece 

WILDFIRE 

Zane  Grey  has  written  many  fine  books,  but 
here  is  the  best  of  them  all.  He  has  written  of 
wonderful  horses  before,  but  Wildfire  outruns 
them  all.  He  has  written  often  of  men  and 
women  who  loved  adventure  and  had  their  fill 
of  it,  but  here  is  this  story  of  a  Centaur  com- 
munity. The  adventures  and  passions  of  his  char- 
acters are  as  natural  in  the  wild  country  in 
which  they  lived  as  the  adventures  and  passions 
told  by  primitive  peoples  in  fabled  Greece. 

In  literary  quality,  in  vivid  delineation  of  a  wild 
country  and  a  rugged  people  and  in  liig-h  dramatic 
power,  "WILDFIRE"  stands  out  as  an  indisputable 
masterpiece. 

Illustrated.     Cloth,  $1.35  net. 


THE  MUSSON  BOOK  CO.,  LIMITED 

Publishers  and  Wholesale  Booksellers  TORONTO 


18 


Editorial  Chronicle  and  Comment 


STOCK-TAKING 

CONSIDERING  the  question  of  the  annual  in- 
ventory, in  ordinary  years  there  was  always  a 
temptation  to  take  goods  at  the  cost  price  even  when 
it  was  felt  that  for  many  reasons  they  had  deterior- 
ated. Many  merchants  were  afraid  to  cut  down  the 
price  to  a  point  where  it  might  have  moved  the 
good's,  and  so  in  the  end  experienced  the  truth  of  one 
of  the  best  merchandising  maxims  in  existence,  "the 
first  loss  is  always  the  least." 

This  year  the  temptation  to  allow  stocks  to  re- 
main inflated  will  be  stronger  than  ever.  Indeed  the 
impulse  will  be  to  take  in  goods  at  a  price  far  higher 
often  than  the  invoice  cost  where  the  present  market 
quotations  are  at  a  much  higher  figure,  and  Book- 
seller and  Stationer  has  been  told  by  a  number  of 
merchants  that  they  intend  to  allow  for  the  apprecia- 
tion of  the  value  of  the  goods  between  the  time  they 
contracted  for  them  and  the  days  of  stock-taking. 

This  temptation  should  be  guarded  against.  Not 
only  will  it  mean  figuring  out  for  yourself  a  much 
higher  profit  for  the  present  year  than  rightly  be- 
longs to  it,  but  as  a  merchant  remarked,  you  haven't 
your  profit  until  you  sell  the  goods.  By  the  time  you 
are  selling  some  of  them  the  price  by  wholesale  may 
be  down  and  you  may  be  forced  to  meet  it  on  account 
of  competition.  In  any  case  it  is  far  better  to  use  a 
conservative  method  and  not  soothe  yourself  with  a 
fictitious  valuation  on  paper  that  may  never  be  real- 
ized. 

There  is  another  point  we  would  like  to  emphasize 
at  this  time,  and  that  is  the  advantage  in  taking  stock 
in  the  "double-barreled"  way,  by  recording  both  the 
cost  and  the  selling  price  of  the  goods  in  the  lists. 
This  may  seem  to  involve  much  extra  work  and 
indeed  it  does, — although  not  25  per  cent,  more,  tak- 
ing the  whole  process  into  account, — but  the  benefits 
are  quite  commensurate. 


EDITORIAL  NOTES 

A  POINT  that  booksellers  and  stationers  will  do  well 
to  remember  is  that  the  notice  has  been  sent  out  from 
Ottawa  to  the  effect  that  the  importation  and  sale  of 
calendars  issued  by  publications  forbidden  circula- 
tion in  Canada  is  prohibited. 


ON  WHIT  IN  (1  LETTERS 

T^VERYBODY  needs  to  be  reminded  occasionally 
•L'  of  the  importance  of  attention  to  detail,  whether 
they  be  details  of  business  or  home  management  or 
anything  else.  A  prominent  manufacturer  in  con- 
versation remarked  recently  that  he  had  found 
dealers  to  be  generally  poor  correspondents.  He 
amplified  this  by  saying  that  the  word  "poor"  meant 
irregular,  negligent  and  forgetful.  He  claimed  thai 
some  customers  of  his  never  bothered  to  reply 
to  any  letter  needing  an  answer,  and  that  often  re- 
minder after  reminder  was  sent  before  the  respond 
came.  We  do  not  think  it  is  a  fact  that  dealers  are 
belter  or  worse  than  any  other  body  of  men  in  answer- 
ing letters,  but  that  this  manufacturer  should  think 
so  is  evidently  the  result  of  experience. 

Negligence  in  attending  to  correspondence  is  to  be 
deplored.  The  dealer  who  forgets  or  delays  or  pro- 
crastinates in  this  regard  is  probably  just  as  slack  in 
some  other  details  of  conducting  his  business.  He 
creates  that  impression.  If  a  dealer  is  known  as  a 
poor  correspondent,  his  credit  is  very  often  injure, I 
in  consequence,  and  he  is  put  down  as  a  merchant 
who  is  not  progressive,  and  not  a  particularly  good 
business  man.  Often,  then,  manufacturers  ami 
wholesalers  pass  him  up,  materially  to  his  disadvan- 
tage. 

Letter  answering  could  be  methodic.  Set  a  time 
each  day  to  take  up  and  reply  to  all  correspondence. 
Keep  a  copy  of  what  replies  are  sent.  Get  a  type- 
writer, if  possible.  It  is  economical  in  the  end.  'File 
all  incoming  letters,  and  copies  of  all  outgoing.  Take 
time  and  plan  a  system  fitted  to  your  own  store. 


MATING  THE  UNMARRIED 

EUGENE  BMEUX.  the  French  dramatist,  figures 

-L'  that  there  were  1,878,265  single  men  and  1,664,- 

665  single  women,  above  the  age  of  twenty-five  in 
France  before  the  war.  It  is  his  theory  that  a  con- 
siderable number  of  happy  households  could  haw 
been  organized  out  of  these  vast  resources  had  there 
been  greater  facilities  for  bringing  eligibles  together. 
It  may  be.  But  when  it  comes  to  insuring  the  lasting 
happiness  of  the  couples  so  mated,  we  are  inclined  to 
think  that  a  knowledge  of  Charlotte  Perkins  Oilman's 
books,  especially  Women  and  Economics,  would  be 
an  imporatnt  asset.  . 
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Read  What  Nelles  of  Guelph  Has  to  Say 

About  the  Merit  of  the  Holiday  Gift  Book  Section  and  Features  That  Should  Distinguish 
It — Then  Decide  to  Do  Your  Share  to  Assure  Its  Success  for  1917 


All  members  of-  the  trade,  publishers  and  retailers 
alike,  will  read  with  interest  the  following:  letter  from 
('.  L.  Nelles,  of  Guelph,  Ontario,  dealing  with  the  Holiday 
(iift  Book  Section,  as  bound  in  the  November  issue  of 
BOOKSELLER  AND  STATIONER  and  supplied  in  sep- 
arate form  with  retail  bookseller's  imprint  on  the  front 
page. 

Mr.  Nelles  scores  a  significant  point  in  dealing'  with 
the  advisability  on  the  part  of  publishers  of  having 
complete  lists  of  their  new  books  advertised  in  this  Gift 
Book  Section : — 

Guelph,   Ont,   Dec.   18,   1916. 
Editor,  Bookseller  and  Stationer: 

Dear  Sir, — In  regard  to  book  circular  sent  out  by  your  trade 
paper  with  lists  of  the  new  publications  for  the  holiday  trade 
would  say  that  it  was  very  satisfactory  indeed,  but  does  not  go 
far  enough  towards  the  object  you  aim  at.  The  publishers  are 
possibly  to  blame  for  this  as  they  do  not  advertise  anything  like 
a  complete  list  of  their  new  books,  in  fact  I  notice  that  some  of 
them  do  not  think  it  worth  while  to  use  your  pages  monthly, 
and  this  seems  to  be  a  mistake,  as  I  for  one  watch  each  month 
for  new  books  and  order  them  from  this  source.  We  have  been 
spending  each  year  quite  a  sum  to  procure  the  American  edition 
of  the  latest  books,  but  the  price  of  books  is  so  often  different 
from  the  Canadian  that  it  would  be  much  more  satisfactory  if 
one  could  have  each  November  a  list  on  the  same  lines  as  yours, 
but  more  complete  and  up-to-date.  I  find  this  means  of  adver- 
tising of  great  benefit  and  have  dozens  of  orders  from  customers 
whom  I  sent  this  and  other  things  with  Xmas  lines  specialized 
on.  It  is  one  of  the  best  advertising  mediums  I  use  and  will  be 
very  glad  to  have  you  notify  me  in  time,  that  you  will  repeat 
the  same  thing  in  1917,  only,  if  possible,  with  more  complete  lists 
from  the  publishers.  The  latter  should  realize  that  it  is  in 
their  intei-ests  to  have  it  up-to-date,  and  I  can  show  invoices  for 
at  least  a  dozen  books  ordered  from  New  York  as  they  were 
listed  in  my  American  catalogue  and  not  in  Bookseller  and 
Stationer,  and  it  is  very  difficult  to  remember  books  in  a  dozen 
different  Canadian  lists,  and  many  times  I  do  not  have  time 
to  do  it,  consequently  New  York  gets  the  order.  Keep  up  the 
good  work  and  I  for  one  will  be  glad  to  double  my  order  if 
you  make  up  a  book  list  for  1917. 

Yours  truly, 

(Signed)  C.  F.  Nelles. 

In  this  connection  it  may  be  stated  here  that  this  holi- 
day gift  book  section  will  again  be  a  strong  feature  of  the 
issue  for  November,  1917.  In  fact  advance  order  forms 
have  been  sent  out  to  the  retail  booksellers  and  already  a 
goodly  grist  of  orders  have  come  in,  some  of  these  dealers 
booking  larger  orders  than  they  placed  for  1916. 

Those  booksellers  who  have  not  responded  to  the  letter 
sent  to  them,  by  sending  in  the  order  card  filled  out, 
should  do  so.  As  pointed  out  in  the  letter  in  question, 
these  orders  are  subject  to  ratification  in  November,  1917, 
upon  receipt  of  further  notice  from  BOOKSELLER  AND 
STATIONER.  It  will  be  seen,  therefore,  that  the  retailer 
assumes  no  risk  whatever.  The  whole  idea  should  appeal 
to  these  dealers  as  it  does  to  Mr.  Nelles,  that  this  co- 
operative work  on.  the  part  of  BOOKSELLER  AND 
STATIONER  deserves  the  earnest  support  of  the  trade. 

It  may  be  added  that  it  will  be  distinctly  helpful  to 
BOOKSELLER  AND  STATIONER  in  its  effort  to  make 
this  feature  stronger  than  ever  for  the  1917  holiday  book 
trade  season,  to  have  this  advance  support  of  the  retailers. 
Those  who  did  not  have  a  supply  of  the  Holiday  Book 
section  in  the  season  just  past,  missed  a  most  effective 


means  of  creating  bigger  holiday  book  business  and  they 
should  not  make  the  same  mistake  again. 

This  is  only  one  of  the  effective  means  by  which  BOOK- 
SELLER AND  STATIONER  extends  co-operation  to  the 
retail  booksellers  and  the  hope  is  earnestly  expressed  that 
they  will  respond  in  constantly  increasing  measure  in 
order  to  advance  not  only  their  own  particular  interests 
but  by  very  reason  of  this  joint  action  with  the  trade 
paper,  promote  the  general  welfare  of  the  book  trade  in 
Canada. 

Let  the  retailers  and  the  publishers  decide  now,  in  deal- 
ing with  the  particular  subject  of  the  Holiday  Book  Sec- 
tion for  1917,  to  take  such  individual  action  as  to  assure 
its  being  an  unprecedented  success. 


COMMUNICATION 

Prince  Albert,  Sask. 
To  the  Editor  — 

I  would  like  through  your  paper  to  make  a  suggestion 
to  the  wholesale  trade  in  regard  to  shipping  goods  by 
Express. 

Should  we  send  for  a  rush  order  to  be  sent  by 
Express,  we  invariably  receive  the  goods  in  the  best 
of  time,  but  the  invoice  usually  is  sent  on  by  mail  and 
reaches  us  one,  two  or  sometimes  five  days  later,  thereby 
delaying  the  sale  of  the  goods  and  causing  great  annoy- 
ance to  the  purchaser. 

It  seems  to  me  a  simple  way  would  be  to  enclose  the 
invoice  in  the  express  parcel  and  then  send  one  on  by  mail 
if  they  wish. 

I  do  not  know  how  many  suffer  as  we  have  done  from 
this,  but  we  trust  this  hint  will  do  away  with  further 
trouble. 

Yours  truly, 

JOHN  R.  MERRITT, 


TRADE  NEWS 

H.  Scott,  well-known  dealer  of  Moose  Jaw,  was  married 
in  Winnipeg  recently,  his  wife  having  come  out  from 
England. 


Thomas  S.  Sinnott,  Winnipeg  manager  of  the  Imperial 
News  Co.,  Ltd.,  has  returned  from  a  business  trip  to 
Edmonton. 


The  Dodge  Publishing  Co.,  now  at  214  East  23rd  street, 
has  just  leased  the  entire  eighteenth  floor  in  the  Printing 
Crafts  Building,  New  York  City,  containing  over  20,000 
square  feet. 

*  *  * 

A.  Manby,  of  Manby  &  Co.,  stationers,  Dauphin.  Man.. 
has  returned  from  the  Front,  with  both  eyes  seriously 
damaged  as  a  result  of  wounds  received  in  action.  He  is 
home  on  four  months'  leave,  but  may  secure  his  discharge 
because  of  the  above  wound.  Mr.  Manby  is  an  officer  in  a 
Western  regiment. 
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A  GOOD  TOY  ADVERTISEMENT 

A  reproduction  of  the  toy  advertisement  of  G.  A.  Hol- 
land &  Sons,  Company,  appearing'  herewith,  is  only  one  of 
a  number  of  very  effective  advertisements  which  this  con- 
cern has  had  in  the  past  season.  Many  other  dealers  have 
had  very  good  toy  advertisements,  but  they  were  the  ex- 
ception rather  than  the  rule.  The  preparation  of  news- 
paper advertisements  for  retailers  is  a  very  important  part 
of  the  merchant's  work,  but  it  is  only  too  evident  that  only 
a  small  proportion  of  the  merchants  engaged  in  the  book, 
stationery  and  associated  lines  have  as  yet  conn-  to  an 
appreciation  of  the  fact  that  the  preparation  of  their  ad- 
vertisements is  every  bit  as  important  as  any  other  work 
they  can  do  in  developing  their  business  in  order  to  achieve 
success. 


TRAINED  TO  KNOW  BOOKS 

There  is  food  for  reflection  for  all  booksellers  in  the 
follow  in-  extract   I  n.m  a  recenl  newspaper  advertisement 
of  Win,  Tyrrell  &  Co.,  of  Toronto: 
The  Convenient  Bookstore 

Those  whb  wait  upon  you  in  this  store  are  trained  to 
know  books  before  they  attempt  to  sell  them. 

They  are  qualified — to  draw  sound  comparisons— to 
make  recommendations  that  may  be  relied  upon — to  answer 
questions  dependably. 

Those  who  serve  yon  here  have  a*  feeling  for  books 
as  booksj  rather  than  as  mere  merchandise. 

All  bopks  are  classified  and  arranged  in  an  orderly  way 
on  tables.  In  this  helpful,  restful  atmosphere  you  can 
make  your  Christmas  purchases,  free  from  haste  and 
strain. 


Toys  of  Double  Usefulness 

'T*  HE  idea  that  toys  should  contribute  to  t lie  proper  development  of  the  child's  mind,  as  well  as  to  his 
■*-     amusement,  is  rapidly  gaining  ground. 

Many  of  the  season's  newest  toys  combine  these  two  requirements  to  a  remarkable  degree.  AD 
the  best  of  them  will  be  found  in  our  toy  department,  as  well  as  a  splendid  assortment  of  the  most  popular 
toys  intended   for  amusement  only. 


_ 


EXCLUSIVE  TOYS  DE  LUXE 

A    MODEL    KITCHEN    with    numberless   utensils, 

$25.00 

MODEL     STOVES,  perfectly  made,  fitted  with  the 

finest  nickel  utensils 
BUTCHER    SHOPS,  with  complete  stoek,- 

$2X0  to  $8.00 

ELECTRIC  TRAINS,  the  amusement  of  the  hour  for 

the  hoys $1 100  to  $30.00 

MECHANICAL    TRAINS $2.00  to  $7.50 


ANMALS  THAT  ARE  DIFFERENT 

A  Wonderful  Donkey  to  Ride  On $25.00 

ABeauti/ul  White  Lamb $  5  50 

The  New  Dark  Colored  Teddy  Bear $  6.00 

A  hundred  and  one  smaller  Horses,  Dogs.  Cats, 
Elephants,  Rabbits,  etc.,  from  the  best 
manufacturers    $2.00  up 


A  MONG  the  new  toys  are  "Pony  Bikes,"  strong,  attractive -looking  toys  of  wood,  with  horse's  head,  pedals,  ami  wheels, 
•**•     handsornely  enamelled,  $6  00  and  $7.50. 

Bucking  Horses,  Platform  Horses,  and  Hobby  Rockers    are  shown  in  pood  variety 

"Mind-builder"  Blocks,  $3.75,  extra  fine  hard-wood  blocks  in  a  variety  of  colors  and  shapes,  stone  blocks  in  attrac- 
tive colors,  $2.00  up,  and  other  blocks  from  15c  up.  • 


New  Military  Toys 


Metal  Soldiers,  Trenches,  Forts.  Uniforms.  Gun*.  Flags,  and  other  toys  of  a  military  nature,  th.il  will  delight  the  pair 
boy  or  girl,  and  afford  endless  amusement.  borne  of  the  military  toys  are  most  elaborate,  and  are  accurate  reproductions.  !□ 
of  actual  articles  used  In  the  war. 

OTHER  TOYS,   GAMES,   DOLLS,   ETC.,  IN  GREAT  VARIETY. 


^Sd^ajid&SonQ. 


Wendell  Holmes,  who  recently  opened  a  new  book  and 
stationery  store  in  London,  Ontario,  lias  been  doing  some 
very  good  newspaper  advertising.  With  one  of  these  large 
display  advertisements  the  following  was  set  forth  in  a 
panel  in  the  centre : 

"Give  hooks  instead  of  pearl  necklaces  this  year.  ■  A 
good  book  is  a  continuous  source  of  pleasure.  There  is  no 
more  appropriate  holiday  gift.  "To  learn  of  the  best  issued 
this  season,  look  over  our  display.  A  choice  selection  will 
be  found  to  satisfy  the  requirements  of  little  ones  and 
grown-ups.  This  is  a  book  Christmas— nothing  better  than 
a  book." 

sw 
DIARIES  AND  CALENDARS 

Now  is  the  time  to  actively  canvass  all  possible  pur- 
chasers of  office  diaries,  calendar  pads  and  stands  and 
other  lines  renewable  at  the  beginning  of  the  year. 


BUILDING  UP  CAMERA  DEPARTMENT 

A  Chicago  stationer  has  developed  a  really  important 
photograph  and  camera  supplies  department  by  advising 
customers  thereof  to  do  their  photo  shopping  by  mail. 
With  every  purchase  in  that  department  he  encloses  a 
mailing  envelope,  addressed  to  himself.  Across  the  top  is 
this  sentence:  "When  you  have  films  to  develop,  don't 
bother  to  call— mail  them."  Inside  the  envelope  is  a  small 
order  sheet,  on  which  developing  and  printing  directions 
can  be  written;  also  orders  for  new  supp 

The  mail  idea  is  further  emphasized  on  small  stickers, 
which  are  pasted  on  each  roll  of  film;  and  by  a  little  price 
list,  which,  in  addition  to  pricing  the  different  kinds  of 
work,  adds  a  note  about  the  convenience  of  ordering  by 
mail.  The  stationer's  efforts  in  this  direction  have  re- 
sulted in  a  very  profitable  and  growing  list  of  "come- 
back" customers. 
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ADVERTISING  ON  BOOK  COVERS 

A  good  idea  in  connection  with  the  operation  of  a  eir- 
caiating  library  in  a  book  shop  is  to  have  special  covers 
tor  these  hooks,  the  covers  being  of  cheap  stock  and  hav- 
ing advertising  [natter  printed  on  front  and  back.  This 
idea  is  used  by  the  Express-Herald,  0f  Newmarket,  Ont., 
the  publishers  of  which  also  conduct  a  hook  and  station- 
ery store.  The  advertising  matter  appearing  on  the  back 
of  one  of  their  covers,  together  with  the  line  running 
along  the  back  of  the  book,  is  reproduced  herewith.  The 
idea  is  one  which  other  book  stores  could  advantageously 
adopt. 


games,     construction     toys,    Christmas     decorations     ami 

cameras. 

•         •         • 

In  the  issue  of  the  semi-weekly  Post,  Pembroke,  On- 
tario, The  Grigg  Book  and  Stationery  Company,  had  an 
advertisement  four  columns  wide  by  twelve  inches  deep, 
setting  forth  gift  suggestions,  featuring  prominently  foun- 
tain pens,  soldier's  diaries,  framed  pictures,  china  and 
leather  goods,  Christmas  papeteries,  Christmas  cards  and 
books  of  various  classes.  In  addition  to  that  the  same 
firm  had  an  advertisement  on  the  front  page  under  the 
heading  "Give  the  Children  Books."     The  wording  beinjr 


n 


================iiil 


EXPRESS -HERALD 


Qjircu 

Lih 


latJng 


vary 


'Date   taken 


HEADQUARTERS  FOR 

School  Sufifilies.  Stationery 

All  the  Latest  JYLagazines 


iu: 


:u 


One  of  the  firms  that  have  been  doing  especially  good 
holiday  advertising  is  the  Red  Cross  Company,  of  Leth- 
bridge,  Minn.,  who  have  an  extensive  toy  department  in 
the  basement.  One  of  their  recent  advertisements  occu- 
pied five  columns,  full  depth  of  page  in  the  Lethbridge 
Daily  Herald.  The  statement  was  prominently  set  forth 
that  their  toy  department  contained  the  largest  assortment 
of  toys  in  Southern  Alberta.  This  particular  advertise- 
ment featured,  very  prominently,  dolls,  doll  carriages,  war 


as  follows: — "Books  will  entertain  the  children  during 
the  year  better  than  any  other  gift  you  give  them.  Books 
also  instruct  them — give  children  a  reading  habit  which 
will  follow  them  all  through  life.  Books  for  children 
should  be  well  chosen.  With  that  in  mind  we  have  only 
placed  on  our  tables  books  which  will  mould  children 's 
minds  along  right  lines.  Do  not  leave  book  buying  for  the 
children  until  the  last  minute  and  be  compelled  to  take 
what  you  can  get  instead  of  choosing  for  the  individual 
child.'*' 
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©0-OPERATION  WITH  MOVIES 

IN  his  book  entitled  "Advertising  by  Motion  Pictures," 
Ernest  A.  Dench,  devotes  a  chapter  to  telling  how  the 

book  dealer  can  take  advantage  of  the  "Movies" 
adaptation  "mania."  Mr.  Dench  says  that  the  saloon- 
keeper may  attribute  decreased  business  to  the  versatile 
motion  pictures,  but  to  the  average  book  dealer  the  indus- 
t  ry  can  be  most  beneficial. 

"It  is  what  might  be  called  the  adaptation  mania  from 
which  both  publishers  and  book  dealers  have  profited.  To 
prove  this,  you  have  only  to  take  into  account  "Les  Miser- 
ables,"  which,  when  released  at  the  picture  theatres, 
created  an  enormous  sale  of  cheap  reprints  of  the  popular 
book.  This  has  been  followed  up  by  many  other  adapta- 
tions from  novels  and  stage  plays,  and  in  every  case  it  has 
meant  extra  trade  for  the  book  dealer  who  has  been  keen 
enough  to  make  good  use  of  the  opportunity  presented. 
Many  Movie  'fans,'  after  seeing  the  photo-play  version  of 
a  popular  book  and  finding  it  to  their  liking,  have  a  desire 
for  reading  the  story.  Instead  of  borrowing  the  book 
from  the  local  library,  they  prefer  to  spend  up  to  a  quarter 
on  a  cheap  edition — and  this  is  precisely  where  the  book 
trade  comes  in. 

"Hardly  a  week  goes  by  without  some  popular  book 
or  play  being  produced  in  motion  picture  form. 

There  are  apparently  few  book  dealers  who  have  given 
this  new  field  of  business  activity  the  close  attention  it 
demands,  some  have  been  content  to  wait  until  the  demand 
came — a  most  short-sighted  policy  that  means  customers 
going  elsewhere,  while  others  have  sat  down  and  let  the 
exhibitor  reap  the  harvest. 

I  think  it  worth  while  for  every  book  dealer  to  make  a 
friend  of  the  local  motion  picture  showman.  The  benefit 
would  be  mutual.  The  exhibitor  could  inform  the  book 
dealer  well  in  advance  whether  he  had  any  adaptation 
books,  so  that  the  dealer  could  lay  in  a  stock  to  meet  the 
demand.  He  could  also  announce  outside  his  store  that 
the  picture  was  being  shown  at  the  theatre  in  question, 
while  all  could  obtain  the  book  of  the  film  from  him. 

"The  exhibitor  would  reciprocate  the  publicity  thus 
given  by  announcing  that  the  book  was  obtainable  at  the 
book  dealers'  or  by  allowing  the  latter  to  distribute  circu- 
lars to  the  audience. 

"These  are  but  suggestions.  Other  possible  schemes 
may  be  devised  by  the  wide-awake  book  dealer.  It  is, 
however,  well  to  know  that  herein  is  a  source  of  revenue 
to  be  had." 

This  book  has  many  other  suggestions  for  advertising 
in  Moving  Picture  Theatres,  both  by  means  of  the  screen 
and  by  the  use  of  slides  to  be  shown  between  the  operation 
of  the  reels.  BOOKSELLER  AND  STATIONER  acknow- 
ledges receipt  of  a  copy  of  this  interesting  volume  from  the 
publishers.   The    Standard   Publishing  Co.   of   Cincinnati. 

SI 

CELEBRATION  GOODS 

The  time  is  fast  approaching  for  the  trade  to  begin  the 
purchase  of  spring  lines  and  in  this  connection  goods  that 
should  be  given  more  attention  than  they  have  had  in  the 
past  at  the  hands  of  the  average -retailer,  are  those  which 
in  Canada  are  associated  with  May  24,  as  well  as  July  1 
and  other  celebration  days. 

Even  those  merchants  who  do  not  handle  the  "common 
or  garden  variety"  of  firecrackers,  has  a  very  large  range 
of  other  associated  goods  from  which  to  make  goodly 
selections  of  ready-selling  items,  such  as  flags,  and  bunt- 
ing, toy  balloons,  canes,  tissue  and  other  specialties  for 
decorating  and  noise-producers  of  all  sorts.  In  the  United 
States  owing  to  the  "sane  Fourth"  agitation,  many  new 


noise-producers  liave  been  successfully  introduced.  These, 
of  course,  are  equally  suitable  for  use  at  Canadian  cele 
brat  ions.  Among  these  specialties  may  be  mentioned  what 
is  known  as  the  "Pap-er-krak,"  coming  in  different  models 
including  one  for  use  at  the  end  of  a  cane,  being  exploded 
by  bringing  it  down  forcibly  on  the  sidewalk.  There  is 
noise  enough  for  any  boy  and  that  is  saying  a  lot!  The 
ammunition  used  is  "any  old  newspaper."  The  mechan- 
ism includes  a  ball-shaped  receptacle  which  in  the  models 
tor  hand  use  are  attached  to  handles  operated  on  the 
scissors  plan.  A  distinct  advantage  in  these  items  is  that 
there  is  no'fire,  no  smoke  and  no  danger.  They  arc;  highly 
approved  by  fire  underwriters  and  civic  authorities. 

The  various  models  of  exploding  pistols  are  other  good 
selling  items  and  this  suggests  air  rifles  and  larger  guns, 
among  which  may  be  mentioned  the  recently  introduced 
toy  models  of  machine  guns  as,  for  instance,  the  one  known 
as  "Big  Dick"  which  is  twenty-three  inches  long  and 
looks  and  shoots  like  a  regular  rapid-firer,  exploding  thirty- 
six  shots  without  reloading. 

There  are,  of  course,  hundreds  of  other  items  but  it  is 
not  the  intention  to  provide  here  a  catalogue  of  these,  but 
merely  to  refer  to  them  in  a  general  way  and  impress 
upon  the  retail  trade  the  fact  that  there  is  a  great  scope 
lor  doing  a  large  amount  of  extra  business  of  a  highly 
profitable  nature  by  adequately  preparing  for  this  par- 
ticular trade.  Those  dealers  who  handle  fireworks  in  the 
right  way  make  good  profit  and  while  Victoria  Day  and 
Dominion  Day  in  Canada  are  naturally  the  days  for  which 
most  of  these  goods  are  sold,  some  dealers  manage  to  make 
quite  a  large  number  of  additional  sales  for  other  celebra- 
tions. But  with  many  other  items,  including  some  which 
have  been  mentioned  in  the  foregoing,  there  is  an  almost 
constant  demand. 

The  whole  question  should  therefore  have  the  most 
earnest  consideration  of  the  retailers,  well  in  advance. 
Due  investigation  will  convince  any  dealer  who  has  not 
heretofore  featured  these  different  items,  that  here  is  a 
line  by  means  of  which  he  can  materially  increase  his 
volume  of  business  in  the  coming  year  and  make  a  most 
satisfactory  profit  because  the  margin  for  the  retailer 
in  the  selling  of  most  of  these  specialties,  is  well  above  the 
average  of  staple  lines  of  merchandise. 

EG! 

Theodore  F.  Pike,  for  two  years  the  Western  represen- 
tative of  the  Macmillan  Company  of  Canada,  has,  with 
great  regret,  decided  to  give  up  traveling  in  Canada.  He 
was  troubled  a  great  deal  with  bronchitis  and  found  the 
West  too  trying.  A  year  ago  he  had  decided  that  the  ex- 
treme cold  was  too  much  for  him,  but  was  persuaded  %to 
reconsider  his  decision  and  make  the  trip  again.  Unfor- 
tunately the  experience  of  his  first  year  was  repeated  last 
year  and  he  decided  to  travel  in  a  milder  climate. 

He  leaves  a  host  of  friends  in  the  trade  from  coast  to 
coast.  They  will  regret  his  going,  while  in  his  turn,  he  par- 
ticularly asks  BOOKSELLER  AND  STATIONER  to  ex- 
press his  gratitude  to  the  trade  for  the  courteous  and  kind- 
ly treatment  accorded  him  always. 

To  take  his  place  the  Macmillan  Company  has  been  for- 
tunate in  securing  the  services  of  Hugh  S.  Eayrs,  who  for 
some  time  was  asociated  with  BOOKSELLER  AND  STA- 
TIONER, and  has  an  intimate  acquaintance  with  the  trade 
from  the  outside.  Mr.  Eayrs  will  leave  for  the  Wesl 
shortlv. 

m 

F.  Jessop  had  a  full-page  advertisement  in  a  recent 
issue  of  the  Sudbury  Mining  News,  announcing  the  opening 
of  Toyland  at  Jessop 's,  with  special  attention  paid  to  list- 
ing of  dolls,  books  and  mechanical  toys. 
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VALENTINES 

WHILE  most  dealers  have  already  made  their  pur- 
chases of  valentines,  and   St.  Patrick  cards,  it  is 
well  to  keep  these  lines  well  in  mind  and  it  is  prob- 
able  that   there  are   some   dealers  who  have   not   as  yet 
bought  adequately  even  for  Valentine  trade. 

February  14  is  not  far  away.  There's. only  a  little  over 
a  month  to  prepare.  There  are  plenty  of  good  selling 
novelties  available  and  if  the  retailers   will  plan  ahead, 


first  making  sure  of  having-  the  goods  and  then  arranging 
to  prominently  bring  them  to  the  attention  of  prospective 
purchasers  by  means  of  window  displays  and  other  me- 
diums of  publicity,  it  will  be  found  that  a  really  big 
volume  of  business  can  be  done  with  these  goods  both  for 
St.  Valentine's  Day  and  St.  Patrick's  Day. 

Easter,  of  course,  comes  considerably  later  but  Easter 
lines  too  should  have  attention  at  this  time,  because  in 
the  wholesale  trade,  these  three  lines  are  always  linked  to- 
gether. 


THE   GREAT   SACRIFICE. 
The  .Must  Talkeii-of  Picture  of  the  Day. 

Postcards  for  all  three  of  these  seasons  continue  to  be 
popular  sellers  and  there  are  many  new  issues. 

It  would  be  a  good  idea  for  the  retailer  to  take  time 
this  month  to  work  out  definite  plans  covering  these 
three  special  seasons  so  as  to  assure  getting  the  best  possi- 
ble results.  These  plans  might  well  include  some  arrange- 
ment for  having  special  booths  so  as  to  attract  extra 
attention  and  thus  create  the  effect  of  impressing  people 
that  these  specialties  occupy  a  more  important  place  than 
ever  before.  It  is  wonderful  the  effect  that  creating  of 
such  an  impression  will  tend  to  increase  sales. 
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SOME  FINE  PRODUCTS 

Father  Tuck's  Annual,  as  fat  as  ever  and  if  anything 
more  interesting,  came  in  a  Christmas  package  for  BOOK- 
SELLER AND  STATIONER  from  Raphael'  Tuck  &  Sons 
along  with  excellent  specimens  of  this  firm's  artistic 
greeting  cards;  calendars  and  "zag-zaw"  puzzles  the 
latter  being  a  meritorious  new  line  to  delight  the  children. 

The  excellent  workmanship  of  the  greeting  cards  and 
calendars  is  a  high  tribute  to  the  degree  of  excellence 
which  British  workmanship  and  enterprise  has  attained  in 
producing  goods  which  before  the  war  had  been  consid- 
ered the  particular  province  of  the  Germans. 


E.  W.  Allen,  who  has  been  with  Raphael  Tuck  &  Sons 
for  twelve  years,  seven  years  in  the  United  States  and 
five  years  in  Canada,  has  been  engaged  by  A.  R.  Mac- 
Dougall  &  Co.,  to  take  charge  of  the  greeting  card,  picture 
and  calendar  department'.  He  will  cover  Montreal,  Ottawa 
and  some  of  the  other  larger  cities  in  Ontario  and  the  Wesl . 
to  the  Pacific  Coast. 

*  *  * 

MR.  DE  LAROSE  PROMOTED 

After  being  with  the  firm  of  Clark  Bros.,  Ltd.,  Winni- 
peg, for  the  past  fourteen  years,  working  his  way  right  up 
from  the  packing  room,  E.  W.  de  Baroque  has  been  ap- 
pointed sales  manager  of  the  stationery  department.    He  is 


•Well,   if   yon    knows 


if    a    better    'ole,    go    to    it." 

—A  Bairnsfatljer   Cartoon. 


WALLPAPER 

MORE  and  more  are  wall  paper  manufacturers  rea- 
lizing that  Canadians  are  good  judges  of  color. 
The  old  theory  that  makers  must  offer  goods  not 
designed  to  please  themselves,  but  to  sell  has  been  under 
strong  lire  I  his  last  two  years.  People  want  what  is  beau- 
tiful and  what  pleases.  A  few  years  ago  when  so  much  of 
inferior  goods  was  sold  it  was  only  the  price  that  attracted 
In  the  present-day  trend  towards  quality  the  old  hideous, 
cheap  goods  are  banished.  People's  taste  is  good,  and 
they  exercise  it   when  thev  come  to  gears  of  prosperity. 

Wallpaper  prices  on  the  whole  have  advanced  much 
less  than  most  other  commodities  and  no  douht  the  house- 
wife is  aware  of  the  fact  and  therefore  next  spring  she 
will  take  advantage  of  it  to  get  that  good  papering  done 
which'  she  has  waited  for  so  long. 

Plain  oatmeal  and  embossed  grasscloth  papers  with  the 
harmonizing  "cut-out"  floral  borders  are  still  popular 
Certain  stripes,  not  of  a  dazzling  variety  but  dignified  and 
delicate,  are  in  good  demand.  One  very  attractive  new  de- 
sign is  a  shadow  stripe  printed  in  oatmeal.  The  ready- 
cut  bonier  of  fruit  and  foliage  in  natural  colors  is  an 
artistic  development  which  must  surely  have  been  designed 
by  someone  acquainted  with  shadow  embroidery,  judging 
by  the  similarity  of  outline  between  the  wallpaper  and 
that  kind  of  embroidery. 

One  firm  is  making  what  they  call  a  "ready-trimmed" 
paper.  The  selvedge  is  perforated  for  tearing  off  and 
leaving  a  straight  edge  without  the  use  of  scissors  or 
knife  of  any  kind. 


Another    Bairnsfntlier   Cartoon. 

LISTS  RECEIVED 

The  Moore  Push-Pin  Company  has  just  issued  an  at- 
tractive and  interesting  booklet  by  P.  G.  Underwood,  en- 
titled "System  Simplified."  The  booklet  is  printed  in 
colors  and  shows  the  different  styles  of  the  Moore  Com- 
pany's well  known  Map-tacks.  Illustrations  are  given  of 
the  various  uses  to  which  these  tacks  are  put  by  the  vari- 
ous business  houses  and  city  governments,  and  explain  the 
many  purposes  of  these  tacks  in  mapping  out  a  campaign. 

From  the  Pugh  Specialty  Company,  .'is  Clifford  street. 
Toronto,  comes  a  list  of  their  calendars  in  Art  Pr< 
wink.  A  large  variety  of  these  calendars  are  illustrated 
and  described.  Another  list  received  from  the  same  firm 
sets  forth  a  large  number  of  new  issues  in  Emerson's 
seven-inch    double    disc    phonograph    records    featuring 


well  known  to  the  trade  in  Western  Canada,  having  been 
on  the  road  for  Clark  Bros,  until  recently.     Since  he  first 
went  on  the  road,  he  has  covered  territories  in  Manitoba,      popular  songs  of  the  month,  dance  records,  standard  instru 
Saskatchewan  and  Alberta.  mental  records,  sacred  songs  and  miscellaneous  selections 
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Waste  Paper  as  a  Financial  Asset 

How  the  Saving  of  Waste  Paper  May  be  Made   Distinctly   Profitable  —  Its   Method 
Grading  and  Shipment — How  the    Most  Satisfactory  Results  Maybe 
Obtained — A  Protection  against  the  Menace  of  Fire 


of 


ALMOST  daily  reports  are  being  received  of  news- 
papers cutting  down  their  pages,  or  in  some  in- 
stances, temporarily  discontinuing-  publication, 
through  the  inability  to  get  their  accustomed  supply  of 
paper.  The  raw  material  from  which  this  news  print  is 
made  is  usually  scarce,  and  consequently  even  the  greatly 
enhanced  prices  that  are  being  paid  by  all  users  of  paper 
are  not  sufficient  to  in  all  instances  assure  them  of  a  suffi- 
cient supply. 

So  serious  has  this  shortage  become  that  the  Dominion 
Department  of  Trade  and  Commerce  has  issued  the  cir- 
cular urging-  the  conservation  of  these  waste  products. 

It  would  appear,  therefore,  that  the  saving  of  avail- 
able supplies  of  paper  is  a  patriotic  duty,  as  well  as  being 
of  actual  value  to  the  individual  saving. 

In  what  does  this  value  to  the  individual  consist? 
Well,  to  begin  with,  paper,  even  waste  paper,  is  a  valu- 
able commodity  this  year.  The  waste  paper  that  you 
spend  so  much  time  in  destroying  has  an  actual  cash 
value,  and  a  very  considerable  value  of  recent  date.  Then 
there  is  to  be  considered  the  actual  saving  of  time  it  takes, 
because  paper  cannot  be  gathered  up  and  burnt  without 
a  very  considerable  expenditure  of  time  and  energy.  One 
paper  authority  estimates  that  the  paper  that  is  wasted 
by  the  average  merchant  has  an  actual  cash  value  to  him 
of  over  $100,  while  the  time  wasted  in  cleaning  up  and 
disposing  of  this  waste  causes  a  loss  of  upwards  of  $200 
annually.  In  addition  to  this,  waste  paper. is  the  greatest 
fire  menace  there  is;  it  cannot  be  left  around  even  for  a 
night  without  proving  a  very  serious  danger. 

Baled  Paper  Not  a  Fire  Menace 

How  will  the  saving  of  paper  prevent  this?  WTell, 
there  are  a  number  of  good  paper  balers  on  the  market, 
and  these  are  being  used  extensively,  and  have  proved  of 
great  value,  and  not  the  least  of  their  value  is  the  pro- 
tection that  they  give  against  fire.  It  is  not  always  pos- 
sible to  dispose  of  this  baled  paper  immediately  after 
baling,  and  some  people  have  held  that  it  continues  to  be 
a  menace.  This  is  not  the  ease,  however.  Paper  that  is 
une  of  the  most  inflammable  of  materials  in  its  loose  state, 
becomes  practically  unburnable  when  tightly  baled.  Even 
if  the  edges  should  catch  fire,  the  smoke  this  would  gener- 
ate would  itself  put  out  the  fire  almost  as  soon  as  it  had 
started. 

Some  Practical  Questions  Answered 

What  is  this  paper  worth,  and  where  can  we  dispose 
of  it,  and  how  should  it  be  shipped?  are  some  of  the  prac- 
tical questions  that  are  continually  being  asked.  First, 
then,  as  to  how  paper  should  be  prepared.  A  man  who  is 
baling  paper  for  sale  should  make  three  grades: 

1.  Magazines  and  books  and  all  bond  papers.  This 
raw  material  is  used  in  making  the  better  grades  of  papers 
and  consequently  it  brings  a  better  price.  This  grade  is 
worth  $25  a  ton. 

2.  Newspapers. 

3.  Scrap  paper.  This  consists  of  everything  in  the 
paper  line — torn  newspapers,  wrapping  paper,  contents  of 
waste  baskets,  cardboard — in  fact,  anything  that 
resembles  paper.  These  two  last  grades  are  at  present 
selling  at  $13  a  ton,  though,  as  a  rule,  there  is  about  $3 
difference  in  price  favoring  the  second  grade. 

Handle  Waste  String  Separately 
In   this  connection   there  is  a  caution  that   might    be 
added.     Do  not  include  string  or  any  type  of  cord  in  any 


of  these  grades  of  paper.  String  has  to  be  sorted  out  and 
entails  a  good  deal  of  loss  of  time.  Not  that  it  is  not 
saleable,  for  it  is  worth  $30  a  ton,  or  IV2C  a  pound. 

The  method  of  shipment  is  a  matter  of  great  import- 
ance, and  it  is  here  that  most  merchants  meet  the  greatest 
difficulty.  They  don't  know  where  to  ship  the  paper  when 
it  has  been  collected,  and  they  are  not  sure  if  the  amount 
they  will  receive  will  justify  the  attempt. 

We  have  mentioned  the  present  prices,  and  will  be 
glad  to  supply  the  names  of  reputable  paper  dealers  in 
different  districts  on  application,  as  anything  like  a  com- 
plete list  would  be  too  extensive  for  these  pages.  Regard- 
ing the  matter  of  freight  and  handling,  there  is  a  good 
deal  that  can  be  said.  It  is  impossible  to  give  a  complete 
list  of  rates,  for  these  vary  with  each  place,  but  some  in- 
stances may  be  given. 

A  Three  Grade  Freight  Rate  Illustrated 

Take  London,  Ontario,  as  an  example;  there  are  three 
rates  for  this  point  for  shipment  to  Toronto.  These  are 
8V2C,  20c,  28c  per  hundred  pounds.  The  first  of  these 
prices  is  for  straight  car  lots,  the  second  for  bales  in  less 
than  car  lots,  and  the  third  for  bags  in  less  than  car  lots. 

Or  take  another  instance:  from  North  Bay  the  rates 
to  Toronto  are  12c,  24c  and  33c;  in  small  shipments  this 
would  net  the  shipper  about  $8  per  ton  at  North  Bay,  as 
against  $10.60,  f.o.b.  the  cars  North  Bay,  for  a  full  ear 
load.  There  is  a  considerable  difference  here  that  is 
worth  considering.  To  get  the  advantage  of  the  better 
rate  on  ear  shipments  many  merchants  in  smaller  places 
have  been  combining  to  make  up  a  car  lot.  For  instance, 
11  merchants  in  Orillia  assisted  in  loading  a  car,  the  net 
return  was  $250,  to  be  divided  proportionately  among 
them.  In  Sudbury,  too,  there  has  been  formed  an  asso- 
ciation to  handle  the  supply  in  this  way.  This  is  a  plan 
that  might  very  well  be  adopted  by  many  other  places  to 
the  advantage  of  the  merchants. 

Shipping  Part  Cars  at  Car  Lot  Rate 

But  even  where  it  is  not  possible  to  make  up  a  straight 
car  load,  it  is  often  of  advantage  to  ship  a  car  light,  pay- 
ing for  the  required  12  tons,  which  is  less  than  the  part 
car  rate.  For  instance,  taking  the  North  Bay  figures,  for 
example,  a  straight  car  load  rate  would  amount  to  $28.80, 
a  part  car  shipment  of  six  tons  would  cost  exactly  the 
same  amount,  and  if  bagged  paper  was  included  the  six- 
ton  shipment  would  cost  $36.60.  It  is  evident,  therefore. 
that  in  a  case  like  this  any  shipment  over  a  half  car  could 
advantageously  be  billed  as  a  straight  ear  taking  advan- 
tage of  the  car  rate,  and  thus  enabling  the  shippers  to 
include  bagged  paper  if  necessary,  at  no  extra  cost. 
Waste  Paper  a  Debit  or  a  Credit? 

In  looking  into  the  matter  of  waste  paper,  it  becomes 
evident  that  it  is  something  that  a  merchant  cannot  afford 
to  overlook.  Loose  paper  is  an  outstanding  menace,  not 
only  to  the  individual  merchant,  but  to  the  community  in 
which  he  resides.  Methods  of  destroying  paper  are  waste- 
ful of  good  material,  of  time  that  might  be  better  em- 
ployed, and  are  also  a  danger.  In  other  words,  this  method 
of  handling  waste  paper  must  be  reckoned  as  a  debit  item. 
There  is  no  way  of  getting  away  from  the  force  of  this 
argument,  as  against  this  loss  there  is  the  possibility  of 
making  a  very  comfortable  profit,  with  a  less  waste  of 
time,  and  the  practical  avoidance  of  any  fire  risk.  Surely 
it  is  a  clear  enough  case  to  present  itself  to  the  careful 
consideration  of  every  wideawake  merchant. 
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BRITISH  toy  makers  liave  thus  far  succeeded  in  put- 
ting on  the  market  about  1,500  different  items  in 
toys  formerly  imported  from  Germany  and  these  are 
being  sold  to  the  trade  at  the  same  prices  as  the  original 
German  toys.  They  will  doubtless  be  similarly  successful 
with  other  toys  formerly  coming  from  Germany.  This 
information  carries  a  great  measure  of  encouragement  for 
the  many  concerns  recently  organized  in  Canada  for  the 
manufacture  of  toys. 

Perhaps  no  single  industry  in  Germany  has  suffered  so 
much  from  the  war  as  that  of  toy-making.  In  the  last 
peace  year  Germany's  toy  trade  aggregated  140,000,000 
marks  ($35,000,000),  of  which  more  than  $25,000,000  was 
export  and  the  larger  part  to  America.  Since  the  war  this 
figure  has  dropped  nearly  two-thirds.  What  is  worse  still 
for  the  German  manufacturers  is  the  fact  that  other  coun- 
tries have  taken  up  this  industry  and  the  Germans1  will 
lind  it  very  hard  to  recover  their  lost  markets. 

In  1913  the  toy  exports  to  the  United  States  amounted 
to  nearly  $10,000,000,  but  since  then,  owing  to  the  British 
blockade,  the  volume  of  trade  has  sunk  to  perhaps  less 
than  one-fourth  of  this  sum.  The  neutral  states,  Holland, 
Denmark,  Sweden  and  Norway,  have  bought  more  toys, 
but  their  increased  trade  has  failed  to  make  up  the  loss  of 
the  transatlantic  business.  Austria-Hungary,  too,  has 
taken  more  toys  and  the  home  trade  has  been  much  better. 
But  in  spite  of  all  this  the  total  shrinkage  in  the  annual 
turnover  is  estimated  at  between  60  and  70  per  cent. 

In  France  the  trade  is  being  pushed  rapidly,  and  one 
factory  alone  has  already  made  over  $1,000,000  worth  of 
dolls.  A  French  bank  has  been  specially  organized  to 
promote  the  interests  of  the  toy  trade.  The  Japanese 
competition,  too,  is  greatly  feared,  especially  in  the  Amer- 
ican market. 

*        *        « 

IMPRESSIONISM 

Impressionism  in  art  has  made  itself  felt  in  children's 
toys.  This  shows  in  those  of  woed,  of  which  an  increased 
number  have  been  made  within  the  last  few  years.  There 
is  character  in  them  also.  The  little  men  and  women  are 
no  longer  expressionless  dolls.  They  represent  something 
and  look  it.  They  may  be  little  peasants  in  costume.  They 
drive  realistic  animals  drawing  gay-colored  carts.  These 
are  in  the  impressionistic  colors.  One  cart  may  be  of  a 
bright  blue,  while  the  inside  and  the  wheels  of  a  solid 
piece  of  wood  are  orange  or  yellow.  Another  bright  green 
cart  will  have  wheels  and  inside  of  bright  red  and  the  cos- 
tumes of  the  figures  equally  brilliant. 


THE  manner  in  which  the  big  stores  in  Montreal,  Tor- 
onto, and  other  large  cities  feature  the  opening  of 
the  Christmas  toy  selling  season  each  year  and 
the  fact  that  these  shows  are  getting  bigger  annually 
should  be  sufficient  inspiration  to  the  many  booksellers  and 
stationers  who  conduct  toy  departments,  to  exert  greater 
efforts  in  this  direction.  If  this  branch  of  the  business 
receives  adequate  attention  it  will  prove  a  good  money- 
maker as  more  dealers  are  finding  out  each  year. 

In  Toronto  the  T.  Eaton  Co.,  as  usual  advertised  the 
arrival  of  Santa  Claus  and  had  a  street  parade  with  Santa 
Claus  in  a  huge  automobile  accompanied  by     band   and 
gaily  bedecked  outriders.    A  similar  plan  was  adopted  by- 
A.  E.  Rea  &  Co.,  in  Ottawa  and  Almy's  in  Montreal. 

The  Robert  Simpson  Co.  had  a  novelty  in  the  form  of 
a  reproduction  of  the  Mother  Goose  rhymes.  The  toy  de- 
partment, as  a  result  of  the  removal  of  the  mail  order 
business  to  the  new  Mutual  Street  building,  was  able  to 
secure  the  whole  front  of  the  fifth  floor,  and  a  series  of 
continuous  booths,  with  overhanging  "roofing"  of  compo 
board  in  painted  cottage  effects,  ran  along  the  sides  and 
front.  Inside  were  dolls  and  various  toys,  while  the  rest 
were  arranged  in  long,  wide  sections,  in  the  central  space. 

At  one  side  was  arranged  a  grouping  of  stage  scenery 
in  front  of  which  "Mother  Goose"  appeared  in  typical 
dress,  red  checks,  and  glasses,  and  crinoline  skirt,  and  a 
board  rose  up  on  the  top  of  the  scenery  containing  in  turn 
various  of  the  Mother  Goose  rhymes,  "Sing  a  Song  of 
Sixpence,"  etc.  Then  a  section  of  the  scenery  slid  back, 
and  represented  the  heroes  and  heroines:  the  King,  .the 
Queen,  the  blackbirds  in  the  pie, — the  maid  hanging  out 
her  clothes, — and  along  came  a  blackbird,  and  snapped 
off  her  nose," — all  the  figures  worked  by  mechanical 
devices. 

The  children  were  delighted  and  one  little  tot — the 
proverbial  Question  Mark — asked  her  mother,  after  the 
tradegy  of  the  maid  and  her  Sflapped-off  nose,  "what  did 
she  do  then?" 

The  mother,  taken  aback,  made  this  reply:  "Oh — ah — 
she, — she — ah — oh,  what's  this  they  are  doing  over  here?" 

The  presentation,  although  a  trifle  crude  at  points,  and 
with  figures  too  small  for  a  large  crowd  to  see  easily, 
nevertheless  "caught  on"  and  was  a  distinct  success. 

Circulation  of  the  December  issue  of  Hearst's  Magazine 
in  Canada  has  been  prohibited  by  the  Canadian  Govern- 
ment on  account  of  an  article  on  the  recent  Irish  rebellion 
by  Charles  Edward  Russell. 
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Missionary  work  in  India  is  vividly  portrayed  in  a 
series  of  letters  written  by  Mrs.  Churchill,  widow  of  the 
late  Rev.  George  Churchill,  a  Baptist  minister,  of  Truro, 
Nova  Scotia,  and  published  by  McClelland,  Goodchild  & 
Stewart,  under  the  title  of  "Letters  from  My  Home  in 
India."  The  correspondence  covers  a  period  of  over  forty 
years  spent  at  Bobbilli  and  other  places  in  India,  inter- 
preting the  Word  of  God  to  the  heathen  there.  The  first 
letter  was  written  by  Mrs.  Churchill  in  1871,  while  she  was 
awaiting-  the  decision  of  the  Baptist  Mission  Board  re- 
garding her  offer  of  service  in  the  mission  fields  of  India ; 
the  last  letter  was  written  this  year  in  Toronto. 

The  correspondence  was  edited  and  arranged  by  Mrs. 
Grace  MeLeod  Rogers.  To  those  who  have  listened  to 
accounts  of  missionary  work  from  the  lips  of  returned 
missionaries,  Mrs.  Churchill's  book  will  come  as  a  revela- 
tion of  what  can  be  accomplished  in  this  field  of  work  by 
conscientious  workers.  The  trials  and  tribulations  of  the 
Gospel  worker  in  foreign  fields  are  set  forth  in  a  matter- 
of-fact  way,  as  expected  of  those  who  labor  in  the  service 
of  the  Master.  Tenderness,  compassion,  reverence  and 
faith  in  the  infallibility  of  the  Almighty  radiate  from  the 
soul  of  the  author  through  the  book,  which  love  of  her 
mission  in  life  inspired  her'to  pen. 

*  *  * 

Dr.  J.  L.  Hughes,  formerly  Chief  Inspector  of  the  To- 
ronto Public  Schools,  and  who  as  a  lecturer  has  an  inter- 
national reputation,  has  written  a  volume  of  verse  en- 
titled "Songs  of  Gladness  and  Growth,"  which  has  re- 
cently been  published.  These  poems  are  characterized  by 
a  most  refreshing  spirit  of  optimism. 

*  *  * 

Canadian  readers  will  be  interested  in  a  volume  of 
memoirs  of  Sir  Charles  Rivers  Wilson,  entitled  "Chap- 
ters From  My  Official  Life."  This  book  will  tell  of  the 
origin  of  the  Grand  Trunk  Railway  and  of  the  Grand 
Trunk   Pacific,  and  naturally  will  present   many  facts  of 

*  *  * 

vital  interest  to  Canadians. 

Ernest  Thompson  Seton  has  changed  from  his  usual 
topic  of  wild  animals  and  nature  for  his  new  new  book 
shortly  to  be  brought  out.  It  is  a  novel  entitled  "The 
Preacher  of  Cedar  Mountain. 

m 

"Slaves  of  Freedom,"  Coningsby  Dawson's  new  novel, 
which  was  to  have  come  out  in  December,  had  to  be  post- 
poned, but  will  be  published  this  month. 

*  *  * 

Rabindranath  Tagore's  latest  book  "Stray  Birds," 
published  late  in  November,  is  a  volume  of  selected  aphor- 
isms embodying  the  essence  of  the  Indian  poet's  philoso- 
phy. Willy  Pogany  has  supplied  a  frontispiece  in  colors 
and  the  decorative  borders. 


BEST  SELLING  BOOKS  IN 
CANADA 

Fiction.  Points 

-Mr.   Britliug    Sees    it    Through Wells  76 

The  Worn  Doorstep Sherwood  JO 

-The  Wonderful   year   Locke  K2 

-When  a  Man's  a  Man Wright  34 

-The    World    for    Sale Parker  30 

-Further    Foolishness     Leacock  ) 

Georgina  of  the  Rainbows   Johnston)  28 

The   Kingdom   of   the   Blind Oppenheim  ) 

NTon-Fi<'tion. 

-Rhymes  of  a   Red  Cross  Man Service  120 

-A   Sunny    Subaltern    20 

-The   Red   Watch    : 16 

INITED   STATES   SUMMARY. 

(From    Biker   &     Taylor's    Bulletin  I 

-When   a    Man's   a    Man    Wright 

-Mary    'Gusta     Lincoln 

-Mr.   Britling   Sees   it   Through    Wells 

-Penroil    and    Sam     Tarkington 

The    Wonderful    Year    Locke 

-Pollyanna     Porter 


"Vindication  of  Great  Britain,"  by  Harold  Begbie,  is 
a  war  book  which  discusses  some  points  of  vital  interest 
concerning  the  war  and  Canadians,  have  shown  so  much 
interest  in  it  that  it  has  gone  into  a  second  edition  for  this 

country. 

*  *  * 

Another  volume  which  includes  some  thoughtful  ess^rs 
on  war  topics  is  a  book  entitled  "A  Sheaf,"  by  John  Gals- 
worthy. 

*  *  * 

PACKAGE  LIBRARY 

The  Package  Library  idea  has  not  as  yet  been  very 
widely  adopted  in  Canada.  This  innovation  has  recently 
been  introduced  at  the  library  of  the  Manitoba  Agricul- 
tural College. 

The  library  consists  of  selected  magazine  articles,  bulle- 
tins and  other  pamphlets  according  to  subject.  Only  one 
subject  is  dealt  with  in  a  single  package.  The  cuttings 
include  material  from  all  the  Canadian  farming  papers, 
the  best  American  farming  papers,  the  best  of  women's 
magazines,  and  other  magazines  of  a  general  character. 

The  chief  purpose  of  this  library  is  to  provide  reading 
matter  on  subjects  of  interest  to  farmers  and  their  fami- 
lies. It  is  also  intended  to  supply  literature  for  debating 
purposes  in  communities  where  there  are  church  or  literary 
societies  in  need  of  such  help. 

The  literature  in  this  library  is  available  to  everyone 
in  the  province.  There  are,  of  course,  no  fees  in  connection 
with  the  use  of  the  library  except  that  the  borrower  pays 
the  return  postage  on  the  package. 

The  advantage  of  a  library  of  this  kind  is  that  it  can 
supply  in  a  condensed  and  convenient  form  the  informa- 
tion that  is  sought. 

*        *        » 

E.  P.  Oppenheim  has  written  a  new  novel,  entitled 
"The  Hillmen,"  which  is  down  for  early  publication.  It 
is  a  storv  written  in  the  characteristic  style  that  lias  given 
this  prolific  writer  so  large  a  following. 
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HELPING  THE  RETAILER 

A  certain  leather  goods  house  has  had  a  most  satis- 
factory experience  over  a  period  of  several  years  with 
the  publication  of  a  catalogue,  illustrating,  describing  and 
quoting  prices  on  items  suitable  for  holiday  gifts.  The 
scheme  had  its  beginning  with  the  issue  of  a  limited 
number  of  small  catalogues  especially  designed  and  illus- 
t  rated  for  the  holiday  gift  trade.  A  lai'ge  number  of 
leather  specials  appropriate  for  both  men  and  women  were 
shown.  These  were  mailed  out  to  a  number  of  customers 
and  the  response  was  so  generous  that  it  was  determined 
to  increase  the  number  the  following  year.  Dealers  were 
quick  to  take  advantage  of  this  service  as  a  means  of  in- 
creasing their  holiday  sales.  The  catalogues  bear  the  name 
and  address  of  the  local  dealer.  The  booklet  is  printed  in 
two  colors  on  calendered  paper  on  pages  measuring  4*4  x 
6^4  inches.  The  catalogues  was  a  veritable  shopping  list 
and  guide,  and  was  of  the  utmost  assistance  to  the  shopper. 
It  enabled  her  to  think  of  a  suitable  gift,  and  she  natur- 
laly  went  to  the  store  that  had  carried  out  this  idea  to 
make  her  purchase.  During  the  past  year  about  50,000 
copies  of  these  catalogues  were  ordered  from  the  house 
that  issues  them  to  local  dealers  in  the  United  States. 
While  this  plan  was  utilized  in  the  leather  goods  field,  it 
could  be  utilized  to  equal  advantage  by  manufacturers  in 
other  lines.  Large  retailers  could  afford  to  undertake  such 
a  move  on  their  own  responsibility,  merely  cataloguing  the 
numerous  articles  they  have  for  sale  which  make  appro- 
priate Christmas  gifts. 

THREE  ESSENTIALS 

The  absolute  necessity  for  having  a  thorough  grasp  of 
one's  business  in  order  to  succeed  is  pointedly  brought 
home  by  the  fact  that  a  certain  dry  goods  merchant  who 
was  burned  out  had  to  pay  $6,450.00  before  he  found  that 
lie  didn't  possess  the  facts  about  his  business.  After  the 
fire,  when  the  insurance  men  came,  he  couldn't  prove  his 
full  loss.  He  had  not  been  keeping  his  facts  up-to-date. 
He  never  knew  where  he  stood  until  stock-taking  time  was 
over  and  his  year's  business  a  matter  of  history.  What- 
ever line  a  merchant  may  be  engaged  in  there  are  three 
things  that  he  should  do,  and  these  are:  1.  Departmentize 
his  stock;  2.  Locate  the  rate  of  turnover  in  each  line;  .'!. 
Speed  up  the  rate  of  turnover  by  lines. 


ALPHABET  OF  SUCCESS 


Ambition 

Brains 

Control 

Determination 

Efficiency 

Fearlessness 

Grasp 

Health 

Interest 


Judgment 

Keenness 

Loyalty 

Manliness 

Nerve 

Optimism 

Perseverance 

Quality 

Reliability 


Sobriety 

Tenacity 

Usefulness 

Veracity 

Will 

Xperience 

Years 

Zeal 


NEW  INKWELL 

An  inkwell  with  new  and  interesting  features  called 
the  "Uhesson"  inkwell,  has  just  been  introduced  by  Har- 
old Chesson  &  Son,  West  Brookfield,  'Mass.  They  make  a 
claim  for  this  new  inkwell  that  it  is  non-spillable,  practi- 
cally air  tight  and  consequently  eliminates  ink  waste  en- 
tirely. It  is  made  in  two  sizes,  for  retailing  at  $1.50  and 
$3  in  the  United  States.  The  claim  is  made  for  it  that 
it  will  pay  for  itself  because  the  ink  can  be  used  to  the 
last  drop.  By  means  of  a  screw  at  the  back,  the  well  is 
adjustable  to  any  angle. 


A  HUMIDIFIER 

The  Eureka  Eumidifier  is  a  new  device  which  has  just 
been  introduced  by  the  Eureka  Blotter  Bath  Company,  of 
Chicago.  This  Humidifier  is  made  to  be  attached  to  a 
radiator  by  means  of  strong  hooks  which  hold  the  pans 
constantly  in  the  position  desired.  These  hooks  are  ad- 
just a  hie  and  may  be  folded  back  when  not  in  use  and  will 
tit  any  radiator.  The  Humidifier  is  made  of  a  so-called 
vapor  stone,  a  waterpan,  hooks  for  attaching  the  device  to 
the  radiator,  a  filling  funnel  and  a  frame.  The  pan  and 
frame  are  made  of  galvanized  iron,  painted  with  a  non- 
rusting  aluminum  paint.  The  vapor  stone  is  made  of 
ground  stone  and  charcoal  and  forms  an  evaporating  sur- 
face for  the  moisture  held  in  the  pan.  The  water  in  the 
pan  is  thus  gradually  passed  off  as  needed  in  the  room. 
The  importance  of  a  proper  degree  of  humidity  in  homes 
and  offices  during  the  winter  months  is  one  upon  which  all 
doctors  agree.  The  makers  are  confident  that  they  have 
introduced  a  new  item  which  will  prove  a  ready  seller  in 
stationery  stores. 

*  *  * 

A  KEY  PURSE 

A  new  device  for  carrying  keys  is  Evans'  key  purse. 
The  keys  are  held  by  a  regulation  key  ring,  ring  and  keys 
being  held  between  the  folds  of  the  leather  purse  by  means 
of  a  dome  fastener.  The  purse  protects  the  pocket  from 
wear  and  the  keys  held  between  the  leather  folds,  lie  flat 
so  that  they  will  not  seem  bulky  in  the  pocket.  It  is  made 
of  different  grades  of  leather.  This  new  specialty  has 
been  introduced  by  the  Elmar  Evans  Company,  Oshkosh, 
v\  is.  *  *  * 

POLITA  POLISH 

A  new  compound  for  erasing  rust  from  knives  and 
other  household  utensils  is  called  Polita  Polish  and  has 
just  been  put  on  the  market  by  the  Eberhard  Faber  Co. 
In  appearance  it  is  similar  to  an  ordinary  pencil  eraser. 

*  *  * 

NOVELTY  IN  LAMP  SHADES 

A  novelty  in  lamp  shades  which  is  particularly  good  in 
the  case  of  table  lamps  is  built  on  the  umbrella  plan.  The 
covering  is  of  fine  chintz  or  silk.  The  frame-work  operates 
just  the  same  as  an  umbrella,  but  turns  down  in  graceful 
curves  in  regular  lamp  shade  fashion.  With  this  new- 
adjustment  the  shade  may  be  closed  down  and  takes  up 
considerably  less  room  when  not  in  use. 

*  *  * 

LARGE  FOUNTAIN  PENS 

Following  are  some  arguments  that  stationers  can  use 
to  advantage  in  advocating  the  buying  of  fountain  pens 
of  the  larger  sizes: — 

Large  ink  capacity — refilling  required  but  infrequently. 
Holder  large,  restful,  comfortable  —  avoids  "writer's 
eramp"  or  tired  fingers  and  wrists.  Gold  pen  of  size  and 
weight  that  gives  maximum  action  in  writing  and  strength. 

A  highly  efficient  pen  for  general  use.  Also  performs 
many  functions  for  speciaj  usage — for  example: 

For  Bookkeepers — a  fine,  smooth  point  that  will  always 
write  uniform,  small,  neat  figures  that  require  no  blotting. 

For  Stenographers — a  smooth,  flexible  point  that  will 
immediately  respond  to  every  touch  and  shade  as  required. 

For  Manifold  Work — hard,  firm   (yet  smooth)   points 
that  write  like  a  pencil  and  make  perfect  copies. 
*         *         * 

"THE  OLD  BLOOD" 

In  Frederick  Palmer's  war  novel  "The  Old  Blood" 
there  is  an  American  hero  who  witli  two  beautiful  French 
girls  develops  a  love  theme  of  delicacy,  pathos  and  sym- 
pathy in  which  are  weighed  the  human  values  in  the  tur- 
moil of  the  European  conflict. 
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LITERATURE  OF  THE  WAR 


BILLY'S  LETTERS  FROM  FLANDERS 

Admirably  portraying'  the  spirit  of  Canadians  at  the 
front,  a  new  book  entitled,  "A  Sunny  Subaltern,  Billy's 
Letters  from  Flanders,"  is  a  highly  interesting  volume 
for  Canadian  readers  especially.  These  letters  were  ori- 
ginally written  by  a  Canadian  lieutenant  to  his  mother 
and  were  read  later  by  a  circle  of  friends,  who  enjoyed 
them  so  much  that  they  prevailed  upon  the  mother  to  au- 
thorize their  publication.  This  book  is  the  outcome.  (Mc- 
Clelland, Goodchild  &  Stewart).  In  the  grist  of  war  as 
brought  home  to  the  writer  and  his  friends,  tragic  occur- 
rences naturally  abound,  but  if  we  weep  with  them,  we 
laugh  with  them,  too,  for  there  is  a  buoyancy  about  what 
the  Sunny  Subaltern  has  to  say  that  makes  this  an  unusu- 
ally refreshing  book,  besides  being  of  untold  value  in  pic- 
turing for  those  at  home  the  actual  life  of  the  boys  of 

Canada  in  the  fighting  lines. 

*  *  * 

THROUGH  FRENCH  EYES 

Britain's  effort  in  the  great  war  is  described  in  a  book 
by  Henry  Davray,  entitled,  "Through  French  Eyes,"  pub- 
lished by  Constable  &  Co. 

Henry  Davray  is  a  Frenchman  exceptionally  well-fitted 
by  reason  of  his  knowledge  of  our  language  and  life  for 
the  study  and  appreciation  of  the  British  military  effort. 
His  first-hand  impressions  and  experiences  include  a  des- 
cription of  the  various  stages  by  which  Great  Britain  ar- 
rived at  compulsory  service,  a  picture  of  Lord  Kitchener 
reviewing  his  army  of  volunteers,  visits  to  munition  fac- 
tories, to  aviation' grounds,  to  the  Memorial  Service  for 
Miss  Cavell  at  St.  Paul's  Cathedral,  to  Sandhurst,  to  the 
camps  of  the  Canadian  and  of  the  Indian  contingents,  and, 
finally,  to  the  English  trenches.  In  his  last  chapter,  Mon- 
sieur Davray  describes  how  the  war  has  transformed  Eng- 
land and  the  English.  The  book  is  an  expression  of  Bri- 
tain's huge  efforts  and  an  appreciation  by  a  typical  20th 

century  Frenchman. 

*  *  * 

BECK'S  NEW  BOOK 

"The  War  and  Humanity,"  by  James  M.  Beck,  late 
assistant  Attorney-General  of  the  United  States,  and 
author  of  "The  Evidence  in  the  Case,"  is  a  further  dis- 
cussion of  the  world  war  and  the  attitude  and  duty  of  the 
United  States.  The  book  is  a  series  of  essays,  which,  in 
their  original  form,  were  public  addresses,  the  first,  "The 
Distress  of  Nations,"  having  been  delivered  in  Toronto; 
the  second,  "The  Submarine  Controversy,"  at  Boston,  a.t 
the  anniversary  of  the  sinking  of  the  Lusitania,  and  the 
third,  "The  Case  of  Edith  Cavell,"  having  been  delivered 
in  Montreal  at  a  Cavell  memorial  meeting.  There  are 
several  chapters  dealing  directly  with  responsibilities 
bearing  upon  the  United  States,  and  the  final  chapter  deals 
with  the  spirit  in  which  France  has  met,  and  every  nation 
should  meet,  the  problems  of  the  present  crisis  of  civili- 
zation. 

BUCHAN'S  WAR  HISTORY 

The  fourteenth  volume  in  John  Buchan's  "History  of 
the  War,"  tells  the  story  of  the  conflicts  on  all  fronts 
from  the  Fall  of  Kut  to  the  Second  Battle  of  Verdun.  One 
of  the  chapters  of  intense  interest  is  that  devoted  to  the 
great  naval  battle  of  Jutland,  with  significant  comments 
on  British  strategy  and  tactics,  and  the  fighting  qualities 
of  the  British  sailor. 


BULLETS  AND  BILLETS 

Bruce  Bairnsfather,  the  great  cartoonist  uncovered  by 
the  war,  has  been  in  the  spotlight  of  late  by  reason  of  his 
clever  work  in  "Fragments  From  France,"  which  made 
such  a  hit  that  further  collections  are  to  appear  in  addi- 
tion to  post  card  issues  of  the  same  pictures  and  now  from 
Gordon  &  Gotch,  comes  an  interesting  book  by  this  author 
entitled,  "Bullets  and  Billets"  which  is  a  book  of  over 
300  pages  demonstrating  that  Bairnsfather  is  deft  with  his 
pen  as*  well  as  with  his  pencil.  The  story  is  of  Captain 
Bairnsfather 's  own  experiences  in  the  war,  having  the 
same  elements  of  humor  as  his  drawings,  and  the  same 
quaint  attitude  toward  life  and  danger. 

There  are  numerous  reproductions  of  drawings  in  black 
and  white  and  twenty  full  page  pictures  of  the  kind  that 
have  endeared  Bairnsfather  to  millions  of  his  countrymen. 

*  *  * 

ECLIPSE  OR  EMPIRE? 

H.  B.  Gray  and  Samuel  Turner  are  the  joint  authors  of 
an  important  book  entitled  "Eclipse  or  Empire?"  This 
book  shows  the  way  to  increased  national  output,  indi- 
vidual capacity,  increased  wages  and  spurs  parents  on  to 
see  that  their  children  get  the  rightful  heritage.  The  book 
is  a  powerful  indictment  of  Britain's  failure  to  employ  and 
control  her  creative  brains  yet  it  is  a  constructive  book. 
It  does  not  argue,  but  proves.  Nor  does  it  mince  or  waste 
words.  The  mission  of  the  book  is  to  end  futile  argument 
and  lead  the  people  of  Britain  to  action,  so  that  the 
Empire  may  be  great  in  a  larger 'sense  than  it  has  ever 

been  before. 

*  *  * 

NEATH  VERDUN 

Maurice  Genevoix  in  his  book  "'Neath  Verdun,"  has 
produced  a  work  that  reveals  in  a  remarkable  manner  the 
true  spirit  of  the  French  soldier,  setting  forth  the  quali- 
ties  that  have  made  him  a  great  fighting  man  and  not  over- 
looking his  shortcomings. 

"The  Worn   Doorstep"  has  reached  its  tenth  edition. 

*  *  * 

Publication  of  Frederick  Palmer's  "My  Second  Yeur 
of  the  Great  War"*  has  been  deterred  until  February  1. 

*  *  * 

An  important  volume  to  appear  very  shortly  is  the 
third  volume  of  Count  Charles  de  Souza's  strategical  his- 
tory of  the  war,  entitled  "Germany  in  Defeat." 

*  *  * 

Notable  new  volumes  of  fiction  announced  for  early 
publication  are  "The  Hundredth  Chance,"  by  Ethel  M. 
Dell  and  "In  the  Wilderness."  by  Robert  Hiehens. 

*  -i=  * 

A  new  and  cheaper  edition  of  the  notable  book,  by 
Phillip  Gibbs,  "The  Soul  of  the  War,"  has  just  been 
brought  out,  and  to  follow  at  an  early  date  is  the  same 
author's  new  book,  "The  Battles  of  the  Somme." 

*  *  * 

"In   the   Royal   Naval   Air   Service"   is   a   new   book 
which    comprises    the    war     letters    of    the    late    Harold 
Rosher  written  to  the  members  of  his  family.    There  is  an 
introduction  by  Arnold  Bennett. 
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DABNEY  TODD 

From  the  Copp,  Clark  Co.  comes  "Dabney  Todd,"  by 
F.  N.  Westcott,  brother  of  the  author  of  "David  Harutn. " 
The  chief  character  in  this  new  book  is  described  in  the 
sub-title  of  the  book  as  "a  blood  relation  to  David  Earum 
and  Hepsy  Burke."  Frank  Westcott,  it  will  be  remein- 
bered,  wrote  a  previous  book  entitled  "Ilepsy  Burke." 
Fdward  N.  Westcott  died  while  his  first  and  only  work  of 
(iction  was  going  through  the  press.  Frank  lived  to  see  the 
successful  publication  of  "Hepsy  Burke"  when  death 
called  him  also.  "Dabney  Todd"  is,  thus,  his  bequest  to 
a  large  circle  of  readers  whose  affection  he  won.  Its  wealth 
of  sympathy,  its  faithful  characterizations,  and  its  quaint 
aphorisms,  put  in  the  mouth  of  Dabney  Todd  and  others, 
are  typical  of  the  author's  richly  humorous  talent. 


Gazetteer,  Foreign  Words  and  Phrases,  Rules  for  Punctu- 
ation, Capitals,  Preparation  of  Copy  add  greatly  to  the 
practical  utility  of  the  volume. 


CAPTAIN  BRUCE  BAIKN'SFATHER, 
Whi  ae   war   cartoons   have   won   for   him   international    fame, 
has  also  written  a  book  just  published. 


He 


A  NEW  DICTIONARY 

A  new  issue  of  Webster's  Collegiate  Dictionary  lias 
come  from  G.  &  C.  Merriam  Company,  being  an  edition 
done  on  thin-paper  and  in  seal  binding.  This  third  edition 
while  succeeding  the  earlier  Collegiate  editions  is  based 
upon  and  abridged  from  Webster's  New  International 
Dictionary  and  has  slightly  larger  type  pages  than  the 
earlier  editions,  contains  1,248  pages  and  1,700  illustra- 
tions. The  book  comprises  over  100,000  words  and  phrases. 
The  publishers  explain  that  in  the  selection  of  this  large 
vocabulary,  the  editors  constantly  had  in  mind  the  needs 
of  the  everyday  user  of  English,  such  as  the  letter  writer 
and  the  advertising  man,  as  well  as  the  students  in  college 
and  university,  and  sought  to  record  answers  to  such  ques- 
tions as  would  be  likely  to  come  up  in  their  work  especi- 
ally those  pertaining  to  the  proper  forms  of  irregular 
verbs,  degrees  of  comparisons  of  adjectives  and  adverbs, 
use  of  prepositions,  the  exact  and  effective  choice  of  words, 
and  the  like. 

Various  supplemental  vocabularies,  as  a  Scottish 
Glossary,  Vocabulary  of  Rhymes,  Biographical  Dictionary. 


Book  Business  Good  in 
Britain 

Interesting  Letter  From  E.  W.  Walker  of  William 

Briggs— -Poularity  of  Bairnsfather's  Cartoons — 
English  Publishers  Now  Favoring  Attrac- 
tive Jackets  For  Books. 

E.  W.  Walker,  manager  of  the  wholesale  department  of 
William  Briggs,  has  been  in  England  since  the  early  pari 
of  November  and  in  the  course  of  a  letter  received  from 
him  by  the  editor  of  BOOKSELLER  AND  STATIONER, 
he  gave  some  most  interesting  information  about  condi- 
tions in  the  old  land  as  follows: — 

"The  booksellers  of  England  have  had  a  big  business 
this  year  and  of  course  the  publishers  had  to  feed  the 
booksellers  with  books  and  must  of  necessity  have  been 
quite  busy  themselves — one  of  the  publishers  told  me  thai 
he  had  had  the  greatest  turnover  this  year  in  his  history- 
quite  true  his  largest  business  was  in  the  cheaper  lines  of 
books;  I  asked  him  how  he  accounted  for  this  and  he  told 
me  the  people  were  reading  more  because  of  the  dark 
nights — all  lights  are  out  or  so  dimmed  in  the  streets  as 
to  make  it  almost  impossible  to  go  out  of  doors  in  comfort 
and  all  blinds  must  be  drawn  at  5  p.m.  The  result  is  more 
reading  is  being  done.  Again  a  great  many  books  are 
given  to  the  soldiers  in  the  hospitals  and  sent  to  the  sol- 
diers at  the  front. 

"The  »-reat  hit  of  the  year  in  cartoon  drawing  is  the 
work  of  Bruce  Bairnsfather,  who  is  accredited  as  the  war's 
greatest  discovery  for  publishers.  His  "Fragments  from 
France"  sold  to  possibly  1,500,000  copies.  His  third  col- 
lection to  be  published  in  a  few  weeks  will  be  in  enormou> 
demand,  with  350,000  advance  orders  already  booked.  The 
post  cards  will  sell  by  the  million.  I  am  glad  to  say  that 
I  have  just  entered  into  an  agreement  with  The  Bystander 
people  to  control  the  Canadian  market  for  all  the  "Frag- 
ments from  France,"  the  post  cards  and  the  famous  pic- 
ture "The  Great  Sacrifice"  which  is  at  the  moment  the 
most  talked  of  picture  in  years. 

"I  am  having  go  forward  to  my  house  the  largest  ship- 
ment of  these  books,  etc.,  that  I  have  ever  placed. 

"I  understand  that  Bairnsfather  has  done  so  much  in- 
ward making  the  Tommies  in  the  trenches  cheerful,  that 
the  government  has  declared  he  can  do  the  country  better 
service  by  giving  his  talents  to  continuing  the  drawing  of 
his  cartoons,  than  by  remaining  at  the  front.  He  has  done 
much  to  cheer  the  soldiers  and  they  love  to  get  his  car- 
toons. Canada  will  take  hold  of  these  books  next  year  in 
a  big  way. 

"One  thing  that  impresses  me  is  the  fact  that  all  the 
big  publishers  over  here  are  putting  attractive,  jackets  on 
their  books  and  they  one  and  all  admit  these  'help  the  sale' 
of  the  books.  Sixteen  years  ago,  for  I  have  been  coming 
over  here  regularly  for  16  years.  1  well  remember  asking  .; 
well-known  publisher,  'Why  not  put  attractive  jackets  on 
your  books?'  His  reply  was  'The  English  public  does  not 
care  about  the  cover  or  jacket — the  English  people  want 
the  book  for  the  contents."  Now  I  find  the  British  pub- 
lisher agrees  that  the  wrapper  does  materially  help.  It  i< 
a  well-known  fact  that  the  British  manufacturer  is  rather 
slow  at  taking  up  a  new  idea  and  I  claim  has  lost  much 
trade  in  the  past  owing  to  failure  to  keep  up  with  tbesi 
changes  which  are  constantly  taking  place." 
Yours  sincerely, 

erxest'w.  walker. 
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Monthly   Record   of    New 
Books 

Published  by   Firms    Established  in  Canada 


THOMAS  ALLEN 

Life  of  Nelson,  Robert  Southey,  New  Edition,  Illus- 
trated by  A.  1).  McCormiek,  with  an  introduction,  by  Sir 
Henry  Newbolt,  cloth,  $2.00. 

Fiction 
RHYMES 

The  Girls  at  His  Billet,  Berta  Ruck,  cloth,  $1.25;  Maple 
Leaves  in  Flanders  Fields,  Herbert  Rae,  cloth,  $1.25. 
Non-Fiction 

Raymond  (Life  and  Death),  Sir  Oliver  Lodge,  cloth, 
$2.50;  Tales  of  the  Labrador,  Wilfred  T.  Grenfell,  cloth, 
$1.25;  Russian  Memories,  Olga  Novikoff,  cloth,  $3.25;  My 
Russian  and  Turkish  Journals,  Lady  Dufferin,  cloth,  $3.25; 
Lord  William  Beresford,  V.C.,  Mrs.  Stuart  Menzies,  with 
appreciations  by  Lord  Cromer  and  Lord  Beresford,  cloth, 

$350. 

Juvenile 
Mutt  and  Jeff  in  the  Trenches,  Bud  Fisher,  boards,  60c ; 
Wild  Animal  Ways,  No.  5,  Seton,  cloth,  $1.50. 

THE  COPP,  CLARK  CO. 
Fiction 

The  Last  Ditch,  Will  Levington  Comfort,  $1.35;  Ver- 
milion Box,  E.  V.  Lucas,  $1.25;  Tutor's  Story,  Charles 
Kingsley,  and  Lucas  Malet,  $1.25. 
Non-Fiction 

Vindication  of  Great  Britain,  Harold  Begbie,  $1.50; 
War  Bread,  Edward  Eyre  Hunt,  $2.00. 
Juvenile 

Black  Aroow,  By  Robert  Louis  Stevenson,  illustrated 
by  Wyeth,  $2.25;  Child's  Garden  of  Verse,  by  Stevenson, 
illustrated  by  Storer,  50  cents. 

S.  B.  GUNDY 
Fiction 

The  Klondike  Clan,  S.  Hall  Young,  cloth,  $1.35;  The 
Honest  Lawyer,  G.  V.  McFadden,  cloth,  $1.25;  The  Bath- 
ing Man,  Agnes  Gwynne,  cloth,  $1.25;  Further  Foolish- 
ness, Stephen  Leacock,  cloth,  $1.25;  A  Mrs.  Jones,  Mrs. 
C.  S.  Peel,  cloth,  $1.25;  Jimmy's  Wife,  Jessie  Hainpion, 
cloth,  $1.25;  The  Dancing  Hours,  Harold  Olson,  cloth. 
$1.25. 

Non-Fiction 
The  Lamp  of  Poor  Souls  and  Other  Poems,  Marjorie 
L.  C.  Pickthall,  cloth,  $1.25  net;  An  O.  Henry  Biography, 
C.  Alphonso  Smith  (boxed),  cloth,  $2.50  net;  The  Life  and 
Letters  of  Sir  John  Henniker  Heaton,  by  his  daughter,  ■ 
Mrs.  Adrian  Porter,  cloth,  $3.50  net;  The  Magic  of  Malaya, 
Cuthbert  Woodville  Harrison,  cloth,  $1.25;  From  the  Heart 
of  the  Veld,  Madeline  Alston,  cloth,  $1.25;  Soldier  and 
Dramatist,  Harold  Chapin,  cloth,  $1.50;  Call  of  the  West, 
Capt.  Galloway,  R.M.R.E.,  cloth,  $3.50;  New  Belgian 
Poems,  Emile  Cammaerts,  cloth,  $1.25;  My  Man,  Letters 
from  a  Wife  to  a  Husband,  Somewhere  in  France,  C.E.L.. 
cloth,  50c. 

Juvenile 
Rule  Britannia,  picture  boards,  30c  net;  Soldiers  of  the 
King,  picture  boards,  30c  net ;  The  Red  Book  of  the  War, 
picture  boards,  75c  net;  The  Rose  Book  for  Girls,  picture 
hoards,  75c  net;  The  Blue  Book  for  Children,  picture 
boards  ,75c  net;  Through  Enemy's  Lines,  Herbert  Strang, 
cloth,  75c;  The  Old  Man  of  the  Mountain,  Herbert  Strang, 
cloth,  $1.00;  Burton  of  the  Flying  Corps,  Herbert  Strang, 
cloth,  $1.00;  The  Empire  in  Arms,  Herbert  Strang,  cloth, 


$2.00  net;  British  Army  in  War,  Herbert  Strang,  cloth, 
$1.50  net;  British  Navy  in  War,  Herbert  Strang,  cloth, 
$1.50  net;  Story  of  Lord  Kitchener,  Herbert  Strang,  pic- 
ture boards,  30c  net. 

THE  MACMILLAN  CO. 
Non-Fiction 
Are  You  Human?  W.  de  W.  Hyde,  cloth,  50  cents;  The 
Hope  of  the  Great  Community,  Josiah  Royce,  cloth,  $1.00; 
Slavery  of  Prostitution,  M.  E.  Miner,  cloth,  $1.50;   The 
Teaching  of  Government,  C.  G.  Haines,  cloth,  $1.10;  The 
Problem  of  Personality,  E.  N.  Merrington,  cloth,  $1.50; 
The   Soul   of  Russia,  Winnifred   Stephens,  cloth,  $3.00; 
The  Great  Valley   (Poems),  E.  L.  Masters,  cloth,  $1.50; 
Fruit-Gathering,  Bolpur  Ed.,  Rabin.  Tagore,  cloth,  $1.50; 
leather,     $2.00;     Hungry     Stones     and     Other     Stories, 
Rabin.    Tagore,    cloth,    $1.00;    leather,    $2.00;    It's    All 
in    the   Day's   Work,   Henry    C.    King,    cloth,   50    cents; 
The    Secret    Trails,    Charles    D.    Roberts,    cloth,    $1.35; 
Pilot    (Dog    Story),   and    Other    Stories,   H.    P.    Greene, 
cloth,  $2.00;  An  Apology  for  Old  Maids,  H.  D.  Sedgwick, 
cloth,  $1.50;  A  Handy  Guide  for  Beggars,  Vachel  Lind- 
say, cloth,  $1.25;  The  Medals  of  Our  Fighting  Men,  S.  C.' 
Johnson,  cloth,  $1.00;   New  Ideals  in  Business,  Ida  M. 
Tarbell,  cloth,  $1.75;  The  Early  History  of  Cuba   (1492- 
1586),  I.  A.  Wright,  cloth,  $2.00;  Multitude  and  Solitude, 
J.  Masefield,  cloth,  $1.35;  Captain  Margaret,  J.  Masefield, 
cloth,  $1.35;  Poems  of  the  Great  War,  J.  W.  Cunliffe,  cloth, 
$1.50;   The  Pruning  Manual   N/E,  L.   H.   Bailey,  cloth, 
$2.00;  Stray  Birds,  Tagore,  cloth,  $1.50;  Shantiniketan, 
the  Bolpur  School  of  Tagore,  W.  W.  Pearson,  cloth,  $1.50; 
What's  the  Matter  with  Mexico,  C.  Whitney,  cloth,  50 
cents;  Amateur  Circus  Life,  E.  Balch,  cloth,  $1.50;  The 
Knight  of  the  Lion,  A.  B.  Hopkins   (E'Childs  S),  cloth, 
40  cents;  The  Romance  of  Labour,  Twombly  and  Dana. 
cloth,   55    cents ;Storytelling,   Questioning   and    Studying, 
H.  H.  Home,  cloth,  $1.10;  Edmee,  Mrs.  Molesworth,  cloth, 
$1 .  00 ;  Picture  Stories  From  The  Great  Artists,  Cady  and 
Dewey,  cloth,  40c. 

THOMAS  NELSON  &  SONS 
Fiction 
Relentless  City,  E.  F.  Benson,  cloth,  25  cents;  Shandon 
Bells,  Wm.  Black,  cloth,  25  cents. 
Non-Fiction 
Atlas  of  the  War,  paper  boards,  50  cents. 

Juvenile 
Children's  Story  of  the  War,  Nos.  23  and  24,  Sir  Ed- 
ward Parrott,  paper,  12  cents  each. 


In  reproducing  in  a  recent  issue,  a  picture  of  Stephen 
Graham,  who  has  written  important  books  on  Russia  and 
the  Russians,  mention  should  have  been  made  that  his 
latest  book  "Through  Russian  Central  Asia,"  is  published 
in  Canada  by  the  House  of  Cassell. 


A  REMARKABLE  NOVEL 

Several  years  ago  in  quick  succession  two  novels  came 
from  Alfred  Tresidder  Sheppard  and  it  is  apparent  that 
the  author  in  the  long  space  of  time  that  has  intervened 
between  the  publishing  of  those  books  and  "The  Rise  of 
Ledger  Dunstan"  recently  issued  in  England  and  shortly 
to  appear  in  a  Canadian  edition,  that  Sheppard  has  been 
thinking  deeply  and  preparing  a  system  for  himself,  be- 
cause this  book  is  altogether  unlike  anything  that  has 
been  given  to  the  public  in  recent  years.  It  is  not  a  war 
novel  but  it  was  inspired  by  the  war.  The  story  itself  is 
brought  to  its  denouement  before  the  time  of  the  begin- 
ning of  the  great  war,  nevertheless  the  author,  through  his 
chief  character  and  others,  in  a  most  interesting  manner, 
eoes  deep  into  the  causes  of  such  a  cataclysm. 
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A  NOVEL  OF  HAPPINESS 

"Miss  Thcodosia's  Heartstrings"  is  the  title  of  a  story 
written  in  a  most  happy  vein  by  Annie  Hamilton  Donnell 
(Wm.  Briggs).  Miss  Theodosia  wanders  up  and  down  the 
world  for  three  years  in  search  of  something  to  interest 
her,  only  to  come  home  and  find  it  on  the  upper  doorstep 
of  her  own  front  porch.  What  she  found  was  a  very  much 
surprised  child  who  was  holding  a  baby  on  her  knees.  The 
manner  in  which  these  children  who  lived  next  door, 
reached  the  heart  of  the  staid  and  travel-worn  woman, 
eventually  bringing  romance  into  her  life,  is  set  forth  in 
this  author's  characteristic  style. 

*  *  * 

POEMS  OF  DAVIES 

A  Canadian  edition  is  to  be  brought  out  of  the  "Col- 
lected Poems"  of  William  A.  Davies  who  has  been  aptly 
•called  "the  Poet  of  Joy."  The  critics  in  England  have 
.accepted  him  as  a  poetic  genius  of  first  magnitude  and 
one  of  them  dealing  with  the  edition  of  this  book  already 
issued  in  England  says:  "Here  are  at  least  fifty  poems 
of  the  first  lustre  and  final  perfection." 

*  *  * 

SIR  OLIVER  LODGE 

One  of  the  most  notable  books  of  the  month  is  "Ray- 
mond, or  Life  and  Death,"  by  Sir  Oliver  Lodge.  This 
volume  is  engaging  the  earnest  attention  of  thinking 
people.  The  book  is  named  after  the  author's  son  who 
was  killed  in  the  war.  It  tells  of  his  life  and  death  and 
communications  with  him  after  death,  the  last  part  of  the 
book  being  devoted  to  the  meaning  of  Life  and  Death,  on 
the  continuity  of  existence,  means  of  communication  and 
the  bearing  of  the  author's  own  experience  on  his  religious 
belief. 

An  Introduction  to  the  Study  of  Organized  Labor  in 
America.  By  George  Gorham  Groat,  Ph.D.,  Professor 
of  Economics  in  the  University  of  Vermont.  The  Mac- 
millan  Company,  Toronto  and  New  York.     494  pages. 

In  the  book  under  review  the  author  has  confined  hi9 
treatment  to  that  phase  of  the  labor  movement  which  is 
organized  labor.  His  material  is  concerned  chiefly  with  the 
activities  of  the  unions,  but  he  describes  also  the  back- 
ground of  the  labor  movement  and  the  current  forms  of 
association  and  gives  an  account  of  transitional  movements. 

Wage  Theories,  Modern  Industrialism,  The  Knights  of 
Labor,  The  American  Federation  of  Labor,  The  American 
Trade  Union,  Women  and  Unionism,  The  Strike,  Arbitra- 
tion, The  Boycott,  The  Closed  Shop,  The  Trade  Agreement, 
Restriction  of  Output,  Legislative  Methods,  Labor  Legis- 
lation, Political  Labor  Party — these  suggest  the  line  of 
study  and  treatment. 

The  war  has  revealed  the  power  of  organized  labor  in 
Great  Britain  as  nothing  else  ever  did,  showing  it  to  be  a 
force  to  be  reckoned  with  by  governments  and  statesmen ; 
and  when  the  war  is  over  organized  labor  is  bound  to  receive 
a  recognition  by  capital  not  willingly  accorded  it  in  the 
past.  The  enmity  between  capital  and  organized  labor  so 
long  continued,  so  bitter  in  its  expression,  so  calamitous  in 
its-  fruitage,  rests  to  some  extent  on  misunderstandings,  and 
to  a  larger  extent  on  the  failure  of  both  sides  to  recognize 
the  other  side's  point  of  view  and  right9.  That  there  is 
antagonism  of  interest  there  is  not  a  doubt,  but  at  bottom 
the  conflict  is  based  on  the  first  law  of  life — self-preserva- 
tion or  protection.  The  new  industrialism  which  will  follow 
the  war;  and  the  new  economic  conditions  brought  about  by 
trade  pacts,  man-shortage,  emigration,  and  consequent  new 
social  conditions,  call  for  a  coming  together  in  mutual  ac- 
cord and  purpose  of  capital  and  labor.  Better  relationships 
can  be  established  only  when  there  is  a  better  understand- 
ing of  the  organized  labor  movement,  and  a  closer  study  and 
analysis  of  social  mechanics.     Professor  Groat's  book  is  a 


timely  volume,  and  its  careful  reading  by  all  employers  of 
labor,  as  well  as  by  the  employed  classes,  will  be  produc- 
tive of  much  good. 

m 

BRIEF  NOTES  ABOUT  BOOKS 

Quite  a  long  list  of  Christmas  booklets  have  been  writ- 
ten by  Charles  E.  Jefferson,  I). I).,  the  latesj  being  "A  Fire 

in  the  Snow,"  in  which  the  spirit  of  <  'hrist  mas  is  likened 
In  a  fire  in  the  snow,  built  by  schoolboys,  [n  the  eold 
bleak  month  of  December  comes  Christmas  to  warm  the 
spirits  and  hearts  of  everyone. 

*  *  * 

"Peggy   Raymond's  Scl 1   Days,"  by   Harriet   Lum- 

Mis  Smith,  another  story  in  the  series  of  which  "The 
Girls  of  Friendly  Terrace"  was  t lie  first,  their  doings 
being  combined  in  the  second  hook,  "Peggy  Raymond's 
Vacation,"  and  now  this  third  book,  equally  interesting, 
and  told  in  the  same  delightful  manner. 

*  *  * 

"The  Graymouse  Family,"  by  Nellie  M.  Leonard,  pub- 
lished by  T.  Y.  Crowell  Co.,  New  York,  is  a  16  mo.  juvenile 
of  a  hundred  pages,  with  sixteen  black  and  white  illus- 
trations and  deals  entertainingly  with  the  doings  of 
Mother  Graymouse  and  her  six  children,  Limpy-toes,  Sil- 
ver Ears,  Buster,  Teenty,  Tiny,  and  Baby  Squealer. 

*  *         * 

"Betty's  Beautiful  Nights"  is  the  title  of  one  of  the 
particularly  attractive  juvenile  holiday  books  of  this  sea- 
son. The  book  was  written  by  Marian  Warner  Wildman 
with  illustrations  by  Clara  M.  Burd.  The  book  is  published 
by  the  Putnams. 

*  *         * 

A  new  text  book  of  Elementary  Chemistry,  by  F.  Moil- 
too  Perkin,  author  of  Practical   Elements  of  Inorganic 

Chemistry,  and  E.  M.  Jaggers,  comes  from   Consta & 

<  o.,  the  London  publishers. 

*  *         * 

Brewer  Corcoran 's  novel,  "The  Road  to  Le  Reve" 
comes  from  The  Page  Co.  It  is  a  story  of  society  and 
the  wilderness— not  the  wilderness  of  the  average  angler 
but  the  wilderness  de  luxe  of  the  multi-millionaire  fishing 
club— Mr.  Corcoran  deals  powerfully  with  the  vital  theme 
that  the  few  should  give  up  their  pleasures  for  the  good  of 
the  many.  Not  only  does  Betty  Norton  turn  rebel  to  en- 
"  vironment.  but  foe  to  her  father  and  the  rest  of  the 
[dywild  clique,  whose  interests  spread  out  like  the  web  of  a 
a  spider.  Her  fight  for  individuality,  her  loyalty  and  her 
charm  are  as  real  as  the  realities  of  which  she  is  the 
apostle.  And  fighting  at  her  side  is  Steve  Danforth,  not 
a  player  of  polo  or  a  hero  of  the  hotel  piazzas,  but  a  clean- 
cut,  red-blooded  young  engineer  who  not.  only  dreams  of  a 
road  to  Le  Reve,  but  makes  a  dream  come  true. 

*  *  * 
A  BUSINESS  BOOK 

"General  Cargo"  is  the  title  of  a  book  by  Richard  E 
Goddard.  published  by  Constable  &  Co.,  of  London.  The 
book  is  described  as  an  introduction  to  salesmanship,  and 
is  particularly  addressed  to  those  who  desire  to  make  an 
effort  to  get  back  losses  caused  by  the  war,  based  on  the 
author's  exceptional  opportunities  of  studying,  first-hand, 
the  manners,  customs  and  requirements  of  the  principal 
countries  of  the  world. 

*  *  * 

mr.  McClelland  wins 

John  McClelland,  of  the  publishing  house  of  McClel- 
land, Goodchild  &  Stewart,  was  elected  a  member  of  the 
Toronto  Board  of  Education,  heading  the  poll  in  Ward  4, 
with  2.1(i(i  votes,  as  against  1,244  for  candidate  Singer  and 
533  for  candidate  Bainbridge. 
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Cheerful  Books  as  a  National  Asset 


By  SPENCER  LEIGH   HUGHES,   M.P. 


Editor's    Note.    The     following    article     from     "Books   of   the 

Month,"    published    Id    England    by   Gordon   &   Goteb,    is   so    go  n 

iiK,i    U(.  feel   thai   it  will  do  good   to  have  the  wide  dissemination 

thus    afforded    by    its    publication    in    "Bookseller   and    Stationer." 

[tions  described  are  applicable  to  Canada  as  well  as  England 

us   regards  the  gloomy  forebodings  of  ninny,  in  the  early  months 

i    the  war.     Both    England   and   Canada    have  just  closed   a   yeai 

has    been   a    remarkably   good   one   for   t  lie  book   trade,   and 

tlie  spiiif   of  this  article  is  a  good   thing  to  embrace  at   this  time 

when   we  axe  on   the  threshold  of  the   New   Year. 

WHEN  the  war  broke  out  the  prophets  were  confident 
and  busy,  as  all  .through  history  they  have  been  at 
such  times.  Of  course,  they  indulged  in  crude  pre- 
dictions as  to  the  length  of  the  war  and  as  to  its  result. 
Such  forecast s  are  expected  from  those  who  pretend  they 
can  read  the  future.  But  there  were  many  other  directions 
in  which  the  prophets  made  confident  declarations  as  to 
what  would  happen.  One  of  these  assertions  repeated 
again  and  again  was  that  the  book  trade  would  be  heavily 
hit,  and  for  the  time  almost  ruined.  This  had  nothing  to 
do  with  the  enormous  increase  in  the  price  of  paper  and 
difficulty  in  getting  paper,  for  at  the  outset  and  during 
the  earlier  stages  of  the  war,  the  prophets  did  not  foresee 
these  difficulties.  What  they  insisted  on  was  that  men  and 
women  would  be  in  no  mood  for  reading  in  a  general  way, 
that  the  only  books  in  demand  would  be  serious,  not  to 
say  solemn,,  histories  of  the  war,  elaborately  technical 
military  tomes,  with  large  maps  and  professional  explana- 
tions of  campaigns,  which  incidentally  explain  nothing  to 
the  ordinary  reader,  and  merely  bewilder  him  at  first  and 
then  bore  him  profoundly. 

Nothing  could  have  been  wider  of  the  mark  than  those 
cocksure  anticipations  by  those  who  said  they  knew.  Let 
anyone  look  at  the  bookstalls  and  he  will  see  a  huge  supply 
of  bright  and  attractive  books,  most  of  them  short,  many 
amusing,  and  some  of  them  regretably  frivolous,  if  we  are 
to  accept  the  views  of  those  gloomy  folk  who  are  never 
happy  but  when  they  are  miserable  and  trying  to  depress 
others.  The  novelists  have  been  kept  busy,  and  the  writers 
of  short  stories  have  been  working  overtime  as  if  they 
were  in  munition  factories.  Many  of  the  tales  have  no 
doubt  been  inspired  by  the  war,  and  have  had  to  do  with 
military  life.  And,  of  course,  those  writers  who  deal  with 
international  intrigues,  with  plots  and  counterplots 
hatched  in  the  Chancelleries  of  Europe,  with  spying  vil- 
lanies  foiled  and  detectives  triumphant,  have  thrilled  us 
all  with  sinister  revelations.  But  altogether,  apart  from 
work  of  this  sort,  there  has  been  a  vast  and  increasing- 
output  of  wholesome  humor  and  of  healthy  fun,  as  well 
as  the  usual  supply  of  tender  tales  of  what  is  known  as 
the  Edwin  and  Angelina  type.  We  were  told  by  the  pro- 
phets to  whom  1  have  already  alluded  that  the  public 
would  not  stand  light  literature  during  the  war,  and  that 
such  work  would  be  resented  as  a  cruel  insult  to  our  boys 
at  the  front.  As  things  have  turned  out  those  same  boys 
have  demanded  books  that  cheer.  While  it  is  true  that 
never  before  in  the  history  of  mankind  has  there  been  so 
ghastly  and  horrible  a  war,  it  is  also  true  that  never  before 
has  there  been  so  cheery  and  even  merry  an  army  as  ours. 
I  believe  that  it  is  just  because  they  are  engaged  in  so 
terribly  serious  an  undertaking  that  they  have  yearned  for 
literature  that  is  light,  songs  that  appear  at  first  to  be 
grotesquely  inappropriate,  and  illustrated  papers  that 
show  the  quaint  and  even  ludicrous  side  of  their  own  life. 
'  And  so  with  the  people  at  home.  It  is  because  they 
work   hard,  or  what   is  far  more   trying,  quietly  endure 


anxiety,  that  they  turn  to  hooks  lor  relief,  and  buy  books 
more  than  ever.  There  were  some  persons,  well-meaning. 
I  daresay,  who  held  that  the  theatres  should  be  closed 
during  the  war,  but  the  theatres  have  been  welcomed  as 
eagerly  as  the  supply  of  books — and  as  in  the  one  world 
so  in  the  other,  the  cry  has  been  for  something  to  raise  an 
honest  laugh.  I  believe  it  is  the  fact  that  there  is  not 
much  demand  either  for  plays  or  books  of  what  is  called 
the  "problem"  type — those  rather  unwholesome  produc- 
tions about  a  woman  with  a  past,  or  a  man  whose  future 
is  likely  to  be  less  comfortable  than  his  present.  If  so  no 
great  harm  has  been  done.  But  in  spite  of  stern  prophets 
and  moralists,  and  all  those  who  tell  the  people  what  they 
will  do  and  what  they  ought  to  do,  there  has  been  and  still 
is  a  demand  for  amusement  both  in  reading  and  at  the 
theatre.  The  war  so  far  from  lessening  that  demand  has 
increased  it — and  yet  all  the  time  there  never  was  a 
people  more  in  earnest  than  this  people,  alike  those  in  the 
front  and  those  at  home.  For  we  have  discovered  that  it 
is  possible  to  laugh  and  to  be  in  earnest  at  the  same  time. 
No  doubt  the  authors  have  been  encouraged  to  write  by  the 
prospect,  or  at  any  rate  the  hope,  of  making  money.  There 
is  nothing  unworthy  in  this;  indeed,  Dr.  Johnson  has 
said  that  "No  man  but  a  blockhead  ever  wrote  except  for 
money."  But  while  authors  and  publishers  are  naturally 
anxious  to  make  their  transactions  pay,  I  am  certain  the 
recent  output  of  books  has  been  a  valuable  national  asset, 
quite  apart  from  any  money  that  may  have  been  made  out 
of  the  enterprise.  For  by  providing  books  that  are  really 
refreshing  to  the  mind  and  spirit,  they  have  saved  people 
from  moping  and  brooding  and,  above  all,  they  have  helped 
the  wounded  to  forget,  or  at  any  rate  more  cheerfully  to 
endure,  their  wounds  and  Aveariness. 

It  is,  of  course,  at  a  time  of  war,  and  therefore  of 
stress  and  strain,  that  the  solace  of  cheering  books  is  most 
apparent.  But  I  maintain  that  those  who  produce  and 
provide  light  literature  at  any  time  are  doing  good  ser- 
vice. The  phrase  "light  literature"  is  often  careles>]\ 
applied,  as  if  it  necessarily  meant  trash.  Nothing  could 
be  more  ridiculously  incorrect.  Take  for  example  some  of 
Lamb's  essays — they  are  not  only  light,  they  are  dainty, 
gay  and  buoyant,  and  they  are  at  the  same  time  among 
the  gems  of  our  literature.  And  the  same  may  be  said  of 
much  that  was  written  by  that  choice  humorist,  Oliver 
Wendell  Holmes,  and  by  many  another.  At  all  times  in 
war  and  peace  alike,  those  who  keep  up  our  spirits,  and. 
who  so  to  speak,  switch  the  mind  off  from  the  daily  grind 
to  fair  fields  of  thought,  to  "fresh  fields  and  pastures 
new"  of  the  imagination,  have  done  good  work.  The 
mind  demands  its  change  of  air  and  a  holiday  as  well  as 
the  hody,  and  one  thing  that  is  done  by  the  writer  and  the 
publisher  working  together  is  that  they  give  what  I  may 
call  a  mental  change  of  air  to  one  who  remains  at  home. 

*  *  * 

EDINBURGH 

"Edinburgh— An  Historical  Study,"  by  the  Hon.  Sir 
Herbert  Maxwell,  is  a  most  interesting  book  which  comes 
from  the  London  Publishers,  William  and  Norgate.  It 
deals  in  a  most  interesting  manner  with  the  story  of  this 
Ancient  Scottish  City  and  there  are  nearly  seventy  pages 
of  illustrations  including  two  very  fine  colored  plates. 
This  history  of  the  Scottish  Capital  is  from  the  earliest 
times  to  the  19th  Century. 
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A  SERIES  of  articles  on  show  card 
writing  have  been  appearing  in 
this  paper  for  about  two  years, 
and  those  who  have  followed  them  faith- 
fully have  learned  many  of  the  letter 
formations  and  the  various  devices  used 
by  eardwriters  in  order  to  get  the  de- 
sired effect.  These  have  been  explained 
and  illustrated  to  such  an  extent  that, 
if  the  student  has  been  diligent  with 
brush  and  pen,  and  mastered  each  les- 
son, or  the  majority  of  them,  he  should 
be  able  to  accomplish  much  in  the  art 
of  show  card  writing. 

However,  there  is  something  more  to 
be  learned.  Something  that  has  here- 
tofore been  avoided  for  a  good  reason. 
In  the  present  day  retail  business,  every- 
thing must  move  fast*in  order  to  keep  up 
with  competition.  Every  member  of  the 
staff  feels  the  strain  of  speed.  The  win- 
dow trimmer  must  get  his  window  trim- 
med quickly  and  his  blinds  up  as  soon 
as,   or  sooner  than,  his  competitor,  the 


Uses  of  the  Index  Hand 

ad.  man  is  called  upon  to  write  larger 
and  brainier  advertisements,  and  the 
card  writer  must  write  more  and  better 
showcards.  It  is  to  aid  the  cardwriter 
to  have  better  speed,  so  he  may  meet 
the  demand  of  modern  retail  merchan- 
dising that  this  lesson  is  written. 

It  is  an  old  adage  in  card  writing  that 
a  person  can  do  just  so  many  cards  and 
no  more,  in  a  certain  length  of  time 
This  is  true  if  you  use  a  finished  letter, 
but  in  the  rush  season  the  more  particu- 
lar styles  can  be  avoided,  and  a  much 
quicker  and  simpler  form  of  lettering 
used.  If  the  card  is  neat  and  well  bal- 
anced, that  is  all  that  is  required.  It 
should  always  be  remembered  that  it  is 
far  better  to  have  a  plainly  lettered 
card  on  the  merchandise  doing  its  si- 
lent selling  than  a  perfectly  lettered 
card  on  your  desk  half  finished.  The 
former  is  getting  the  business,  while  the 
latter  will  likely  be  too  late  to  do  any 
effective  work.  So  it  is  advisable  that 
all  eardwriters  possess  the  knowledge  of 


a  quickly  formed  alphabet  and  numerals 
and  to  have  these  at  his  fingertips  ready 
to  be  used  at  a  moment's  notice. 

The  styles  that  are  most  advisable  for 
this  fast  form  o*  lettering  are  shown  in 
the  chart  of  this  lesson.  It  will  be  no- 
ticed the  first  alphabet  is  almost  a  slant 
block  letter.  It  can  be  made  very  quick- 
ly and  completed  with  the  brush  stroke 
method.  The  ends  of  the  strokes  are  un- 
finished. It  might  be  well  to  state  here, 
that  all  quickly  formed  alphabets  are 
made  with  strokes,  the  ends  of  which  do 
not  need  retouching,  as  that  is  where 
the  speed  comes  in.  The  second  alpha- 
bet is  one  of  the  speediest  types  that 
can  be  made.  Such  an  easy  swing  of  the 
brush  is  obtained  with  practice  that  it 
may  be  formed  almost  as  quickly  as  or- 
dinary writing.  In  this  alphabet  there 
will  be  noticed  more  curved  lines  than 
in  the  former.  These  give  more  of  a 
swing  to  the  brush  and  this  develops 
greater  speed. 

The   size  of   the   brush  used   for   this 
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work  depends  entirely  upon  the  size  of 
the  cards  required.  All  brushes  do  not 
make  the  same  width  of  a  stroke,  even 
if  they  are  the  same  number.  The  width 
of  the  stroke  depends  largely  upon  the 
thickness  and  quantity  of  the  ink  car- 
ried in  the  brush.  A  brush  making  about 
a  three-sixteenth  of  an  inch  stroke  can 
be  used  for  nearly  all  large  card  pur- 
poses. Another  thing  of  importance  is 
to  have  the  ink  slightly  thinner  than 
when  used  for  slower  work.  The  faster 
one  works  the  faster  the  ink  has  to  flow, 
therefore  the  necessity. 


But,  after  all  is  said  and  done,  prac- 
tice is  the  main  thing,  and  one  must 
keep  on  practising  if  they  wish  to  ac- 
complish, with  any  degree  of  success,  the 
desired  result. 

THE  CHART 

First  Alphabet 
Take  particular  note  that  while  the 
formation  of  these  letters  and  numerals 
resembles  the  square  faced  brush  stroke 
block  published,  some  time  ago  in  this 
paper,  it  differs  in  the  method  of  hand- 
ling the  brush.     It  is  necessary  to  allow 


the  brush  to  roll  in  the  fingers  a  very 
little  bit  for  making  the  straight  hori- 
zontal lines,  but  for  all  other  strokes 
hold  the  brush  tightly. 

The  second  alphabet  is  one  that  can 
be  formed  very  rapidly.  The  greater 
speed  is  attributed  to  the  curved  na- 
ture of  the  lines,  which  gives  a  writing 
swing  to  the  brush.  All  upper  case  let- 
ters of  this  alphabet  should  not  be  used 
to  form  words.  Use  a  combination  of 
the  upper  and  lower. 

A  detailed  explanation  of  the  first  al- 
phabet is  unnecessary  on  account  of  the 


rrrrrrrrrrrrr  jj/jjjjjjjjjj  rrrrrrrrrr 

Stroke  I ,  Upper  <lz&<ik(?,rst/r/pj,aM)    Stroke  3,  Lower  Case  '6fe*'4>tai'J)  Stroke?  I.  and  2.  Upper  Case  L  (s*mmJ  J/fiAaie£) 

Stroke  4.  Upper  Case'M  ys««w  #tf*mhr*) 


Strokes  I  and  2,  Upper  Case.V  and  W 

(Seeond  /f/phateij 


Strokes  2.and  3.  Upper  Case  T. 

(Second  ff/pnabety 

Practice  Sxereises 
Fig.  2 . 


36 


BOOKSELLER  AND  STATIONER 


sameness  of  the  formation.  But  the 
second  requires  explanation. 

"A"  is  formed  with  throe  strokes. 
Nos.  1  and  2  combination  should  be 
practised  often,  "B"  is  a  five-stroke 
letter.  See  that  the  lower  section  of  tins 
letter  is  larger  than  the  top.  Much  prac- 
tice is  required  for  this  letter.  Stroke 
one  appears  many  times  throughout  the 
alphabet.  "C"  can  be  quickly  formed. 
Note  how  graceful  this  letter  is. 

It  takes  three  strokes  to  complete 
"D."    Practice  stroke  two  often. 

"E"  is  another  graceful  letter.  Note 
the   swing-  of  the  three  bottom  strokes. 

Stroke  2  of  "F"  needs  much  prac- 
tice. 

This  "G"  makes  a  good  capital  let- 
ter, but  must  be  practised  often  to  get 
it  perfectly  formed. 

Strokes  2  and  3  of  "H"  should  have 
the  same  swing  to  them.  Stroke  1  fol- 
lows the  upper  guide  line. 

Strokes  1  and  2  of  "J"  are  the  same 
as  those  of  "I."  Strokes  3  and  4  ap- 
pear many  times  throughout  the  alpha- 
bet and  need  much  practice. 

Strokes  1  and  2  of  "K"  are  also  the 
same  as  those  of  "I"  and  "J."  Note 
the  curve  on  stroke  4.  Combination 
stroke  1  and  2  of  "L"  are  good  ones  to 
practice. 

Stroke  3  and  4  of  "M"  show  some- 
thing new.  Both  these  strokes  start  at 
the  top  to  the  left  and  come  across  to 
the  right  and  turn  sharply  down  to  the 
lower  guide  line. 

Stroke  3  of  "N"  is  the  same. 

"0"  is  made  with  three  strokes.  Note 

the    slant    that    the    entire    letter    is    at. 

Practice    well    the    stroke    of    the    letter 
i ip  > > 

"Q"  is  the  same  formation  as  that  of 
"0,"  with  stroke  4  added. 

"R."  Note  how  the  lower  end  of 
stroke  3  and  the  loop  above  correspond. 

The  curved  lines  of  the  "S"  make  it 
a  good  one  for  practice  work.  This  let- 
ter is  used  frequently  and  should  be 
given  special  attention.  Practise  strokes 
2  and  3  together.  This  will  help  you 
in  the  formation  of  other  letters. 

Stroke  2  of  "U"  is  also  a  good  one 
to  practice  on  account  of  its  different 
curves.  Stroke  3  is  one  of  the  few 
straight  line  strokes  of  this  alphabet 
and  even  this  has  a  curved  finish. 

You  should  not  neglect  to  practice 
"V."  Note  the  angle  strokes  2  and  3 
are  at. 

"W"  is  also  a  letter  that  you1  will 
have  to  practise  well  before  you  can 
make  it  perfectly.  Note  the  swing  of 
stroke  4. 

You  do  not  have  to  use  "X"  often, 
but  it  is  as  well  to  memorize  its  forma- 
tion. 

Strokes  3  and  4  of  "Y"  are  good 
food  for  practice.  Note  where  stroke  2 
joins  stroke  3. 


It   takes  4  strokes  to  complete  "Z." 
Note  th.'it   they  are  all  slightly  curved. 

Practise  often. 


Lower  Case 

The  lower  case  is  one  of  the  best  for 
fast  lettering.  All  the  letters,  when 
formed,  tit  into  one  another  gracefully 
and  can  be  very  quickly  executed.  The 
small  alphabet  at  the  bottom  of  the 
chart  shows  a  good  speedy  type  made 
with  a  No.  2  round  writing  pen. 

Small  Cards 

For  small,  quickly  made  cards  these 
alphabets  are  excellent.  Note  the  collec- 
tion of  cards  shown  in  Fig.  1.  In  size 
Nos.  1.  2,  3  and  4  are  7  in.  x  5V2  in.  The 
remaining  two  are  51  '•>  x  .1 '  2  in.  They 
are  very  plain  cards,  being  white  card, 
lettered  in  black.  They  are  of  the 
quickest  kind  of  work.  The  time  taken 
for  the  execution  being,  No.  1,  9  sec- 
onds; No.  2,  16  seconds;  No.  3,  13  sec- 
onds; No.  4,  16  seconds,  and  each  of 
the  remaining  two  6  seconds  apiece.  This 
time  does  not  include  cutting  the  card- 
board or  the  ruling  of  the  borders.  This 
is  just  an  instance  to  show  what  speed 
can  be  developed  with  this  form  of  let- 
tering. 

Practice  Work 

It  will  be  noticed  that  we  continually 
emphasize  the  need  of  continual  prac- 
tice, and  that  is  the  only  way  to  obtain 
success.  The  '"'practice  exercise"  shows 
a  few  of  the  important  strokes  of  the 
chart.  These  should  be  practised  many 
times  more  than  is  here  illustrated. 

Time  Saving  Device 

Many  little  time  saving  devices  are 
used  by  card  writers.  Fig.  3  shows  a 
good  idea  for  a  drying  rack  for  cards 
after  they  are  written.  This  can  be 
made  from  a  piece  of  wood  two  and  a 
half  inches  square  and  aSout  two  and 
a  half  feet  long.  The  slots  are  first  cut 
in  the  width  with  a  saw  to  two-thirds 
the  depth  of  the  wood.  Then  the  slot 
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is  widened  at  the  mouth  by  another  cut 
in  at  an  angle  as  jhowa  in  the  illustra- 
tion.    These  sluts  can  be  made  about  an 

inch  apart.     Use  a   h I   '   at   will  not 

split.  It  is  best  to  gel  a  carpenter  to 
make  them  who  has  a  circular  or  band 
saw  at  his  disposal.  Brass  mirror  plates 
are  fastened  top  and  bottom,  so  that 
it  can  be  fastened  to  the  wall.  Three 
or  four  of  these  within  easy  reach  of 
the  card  writer's  desk  are  a  great  aid 
to  getting-  out   work  quickly. 

It  is  a  good  idea  to  have  a  lot  of  the 
different  size  cards  ready  ruled  with 
narrow  borders  such  as  these  are  ruled. 
It  is  a  great  time  saver  when  you  are 
busy. 


THE  UNBROKEN  LINE 

Among  volumes  dealing  with  the  war, 
one  of  the  most  interesting  and  most  im- 
portant is  II.  Werner  Allen's  "The  Un- 
broken Line,"  which  treats  of  the  war 
in  the  western  theatre  in  the  proper  as- 
pect of  a  single  front  from  the  Channel 
to  Switzerland.  This  writer  in  the 
capacity  of  a  war  correspondent  lias  had 
unusual  opportunities.  He  lias  visited 
all  the  bombarded  towns.  lie  has  pene- 
trated under  escort  to  remote  listening 
posts  in  No  Man's  Land  and  from  th£re 
watched  the  Germans  inside  Metz.  He 
has  had  first  hand  accounts  from  Freneli 
generals  of  big-  engagements  and  heard 
details  of  these  big  fights  at  mess  tables. 
He  has  followed  in  the  tracks  of  the  vic- 
torious Somme  armies,  seeing  at  close 
quarters  the  effect  of  French  gun  fire. 
The  spirit  of  national  rivalry  has  been 
completely  ignored  in  this  great  book, 
and  it  is  this  presentation  of  the  war 
with  the  Allies,  combating  the  Teutonic 
powers  as  one  great  fighting  organiza- 
tion, that  especially  commends  this  bonk 
to  the  public. 


STANDARDIZED  TEXT  BOOKS 

At  a  conference  of  the  four  Western 
provincial  departments  of  education  on 
the  subject  of  better  and  cheaper  text 
books  in  public  schools,  held  at  Edmon- 
ton, Alta.,  Dec.  20,  the  following  officials 
were  present:  Dr.  Thornton,  Minister  of 
Education  for  Manitoba:  D.  P.  Met  oil. 
superintendent  of  education  for  Sas- 
katchewan, and  Dr.  Alex.  Robinson, 
superintendent  for  British  Columbia. 
The  Alberta  representatives  were  the 
Hon.  J.  R.  Boyle.  Minister  of  Education  ; 
D.  S.  McKenzie,  Deputy  Minister,  an  1 
John  Ross,  chief  inspector  of  schools. 
The  Hon.  W.  M.  Martin.  Premier  of  Sas- 
katchewan and  Minister  of  Education, 
was  to  have  attended,  but  was  unable  to 
do  so.  The  visitors  were  entertained  at 
dinner  by  the  university  faculty. 

This  is  a  step  towards  standardizing 
text  books  for  all  four  provinces,  which 
many  believe  is  not  far  distant. 


Store  Plans  That  Won  First  Prize 

Contest  Conducted  in  Connection  With  Recent    Convention    of    Stationers    at    Atlanta, 

Georgia 


CANADIAN'  stationers  will  be  interested  in  reading 
the  following  descriptions  and  examining  the  a&- 
eompanying-  store  plan  as  prepared  by  K.  J.  \V. 
I  luff,  manager  of  the  H.  K.  Brewer  Co.'s  stationery  store 
in  New  York.  This  won  the- first  prize  in  the  store  plans 
contest  conducted  in  connection  with  the  recent  convention 
at  Atlanta,  Ga.,  of  the  National  Association  of  Stationers 
of  the  United  States:— 

The  plans  provide  for  a  double  store,  that  is,  47  feet  in 
width,  with  a  depth  of  98  feet  6  inches.  They  include  main 
floor,  mezzanine  or  balcony  and  basement.  The  plan  of  the 
main  floor  is  shown  on  the  opposite  page. 

Beginning  at  the  front  of  the  store  our  attention  is 
•called  to  the  show  windows.  The  two  main  windows,  Nos. 
1  and  2,  are  each  15  feet  wide  by  8  deep.  No.  1,  on  the 
left,  is  for  the  display  of  general  stationery,  and  No.  2  for 
office  furniture  and  filing  devices,  arranged  as  in  an  actual 
office.  Windows  should  be  changed  regularly  every  week 
for  best  results. 

Of  the  two  vestibule  windows,  3  and  4,  each  8  feet  wide 
by  2  deep,  one  can  be  used  for  the  display  of  brasses, 
leather  goods  and  novelties,  and  the  other  for  the  display 
of  engraving — business  and  social,  place  cards,  etc.,  and 
greeting  cards  for  all  occasions.  These  windows  can  be 
changed  to  meet  the  demands  of  various  occasions. 

On  each  side  of  the  front  of  the  store,  back  of  the  win- 
dows, is  a  room,  A  and  D  in  the  plan.  These  rooms  are 
provided  for  the  taking  of  orders  which  require  some  cal- 
culation. Thus  A  is  for  consulting  with  the  customer  con- 
cerning engraving  orders  and  D  for  manufacturing,  print- 
ing and  loose  leaf  orders.  Privacy  is  assured,  and  the 
various  samples  and  accessories  for  this  branch  of  the 
business  are  kept  handy.  These  rooms  are  10  feet  by  8 
feet  and  open  into  both  the  main  area  of  the  store  and  into 
the  passage  way  running  along  each  side  of  the  store. 

Immediately  back  of  these  rooms  are  two  divisions  of 
space,  one  for  the  fountain  pen  department  and  one  for 
the  greeting  card  department.  The  front  of  these  spaces 
are  formed  of  glass  show  cases.  One  side  is  the  partition 
of  the  adjoining  room  and  the  other  is  a  counter.  These 
spaces  are  6  feet  wide  by  10  deep.  A  glass  wall  case  is  a 
feature  of  each. 

•  It  will  be  seen  by  consulting  the  illustration  that  the 
interior  of  the  store  is  planned  to  obtain  not  only  the  best 
results  from  the  standpoint  of  merchandising,  but  at  the 
same  time  to  economize  in  floor  space  and  to  insure  a 
pleasing  effect  to  the  eye.  The  arrangement  of  the  display 
fixtures  (B)  and  (C)  is  made  to  permit  of  individual  de- 
partments, allowing  aisle  space  between  such  departments 
and  eliminating  congestion  in  main  aisles  through  the 
center  of  the  store. 

B,  formed  on  three  sides  by  a  two-foot  wide  counter,  is 
6  feet  wide  and  8  feet  deep  inside.  Each  is  equipped  with 
a  wrapping  table.  Bundles  are  wrapped  and  marked  here 
and  are  gathered  by  boys  who  take  them  to  the  shipping 
room.  C  is  an  open  space  8  feet  square  for  the  conveni- 
ence of  customers,  who  thus  escape  the  confusion  of  a 
crowded  store  and  are  in  comparative  seclusion  while 
transacting  business. 

In  general  it  may  be  stated  that  one  side  of  the  store 
can  be  given  over  to  social  stationery  and  the  othfr  to 
commercial.  By  the  above  arrangement  the  two  main 
divisions  are  separated  and  the  various  sub-divisions  of 
each  are  segregated  in  ?  partmcnts  by  themsel'    >. 


Down  the  center  of  the  store  and  arranged  around  the 
supporting  pillars  are  show  cases  (ET)  to  be  used  for  I  e 
display  of  any  kind  of  merchandise  in  the  store  and 
changed  as  often  a.s  desired.  By  the  use  of  these  and  the 
small  revolving  shov>  cases  on  the  counters  at  the  back  of 
the  individual  departments  (Z),  the  myriads  of  small 
articles  which  are  usually  hidden  in  the  shelves  and  which 
could  be  shown  in  no  other  way  can  be  brought  out  where 
the  public  can  view  them. 

Two  tables  for  displaying  merchandise  to  be  sold  at 
special  sales  occupy  the  spaces  between  the  columns. 

It  will  be  noted  that  there  are  plenty  of  tables,  and 
also  that  there  is  no  lack  of  stairs  to  the  mezzanine  or 
balcony,  eliminating  the  necessity  so  common  in  stores  of 
running  from  one  end  to  the  other  in  order  to  get  upstairs. 
It  may  be  that  the  article  desired  is  right  over  head,  but 
in  order  to  reach  it  one  often  has  to  go  diagonally  across 
the  entire  store,  climb  the  stairs  and  go  half  way  around 
the  balcony.    Mr.  Huff  does  away  with  this  in  his  plan. 

In  the  back  of  the  store  is  seen  the  shipping  room  (F) 
with  a  time  clock  and  an  outlet  to  the  rear  for  employees' 
entrance.  The  shipping  room  is  10  feet  wide  and  extends 
across  the  end  of  the  store. 

The  basement  in  Mr.  Huff's  plans  is  given  over  to 
the  office  furniture  department.  At  the  back  are  two 
rooms  fitted  up  as  offices.  One  of  these  may  contain 
mahogany  desk,  chairs  and  filing  devices  and  the  other  oak 
or  steel,  as  seems  desirable.  These  rooms  are  19  feet  by 
12  feet. 

Back  of  the  sample  offices  are  the  gentlemen's  and  the 
ladies'  retiring  rooms.  These  rooms  are  fitted  with  wash 
basins,  lockers  and  toilets,  and  are  accessible  from  base- 
ment and  also  from  the  main  store  by  way  of  staircases. 
They  are  12  feet  deep  and  divide  the  width  of  the  building 
equally. 

In  front  is  the  receiving  department,  and  alongside  of 
it  the  checking  and  marking  department.  All  goods  are 
received  through  the  basement,  either  through  the  front  or 
by  the  back,  according  to  the  conditions.  As  soon  as  the 
merchandise  is  received  it  is  checked,  marked,  priced,  etc., 
and  then  distributed  through  the  proper  departments.  The 
receiving  and  checking  rooms  are  each  22  feet  wide  by  14 
deep. 

The  area  between  the  receiving  and  checking  and  the 
sample  offices  departments  is  given  over  to  office  furniture, 
or  if  it  is  not  considered  desirable  to  give  so  much  space  to 
this,  a  part  may  be  utilized  for  storing  and  surplus  stock. 
At  the  back  of  the  balcony  on  one  side  of  the  central 
staircase  is  the  proprietor's  office,  with  desk  overlooking 
the  entire  store.  On  the  opposite  end  in  front  is  the 
manager's  desk,  also  overlooking  the  store. 

On  the  opposite  side  of  the  central  staircase  from  the 
proprietor's  office  is  the  bookkeeping  department,  and 
back  of  them  both  is  a  room  8  feet  deep  and  38  feet  wide. 
designated  as  the  salesmen's  instruction  room.  Here  new 
goods  are  explained,  inside  and  outside  salesmen  are  in- 
structed and  conferences  between  the  management  and  the 
staff  are  conducted. 

The  cashier's  office  is  in  front,  reached  by  carrier  sys- 
.tem  from  all  departments.  An  elaborate  filing  system  for 
the  firm's  personal  filing  and  for  steel  dies,  etc..  can  be 
installed  on  the  balcony  over  the  two  show  windows  in 
front. 
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New  Goods  Described  and  llustrated 


NEW  POST  CARDS 

An  English  bouse  lias  put  out  a  series  of  post  cards 
with  verses  by  Ella  Wheeler  Wilcox.  As  her  writings  are 
copyrighted  it  was  necessary  to  purchase  the  rights  for 
putting  them  to  this  use.  A  goodly  number  have  been 
issued  and  others  are  to  follow. 

NEW  ERASERS 

"Pink  Pearl"  is  the  name  given  to  the  latest  addi- 
tions to  the  Eberhard  Faber  line  of  erasers.  They  are 
pink  in  color  and  are  soft  and  pliable,  made  in  a  com- 
mercial shape,  double  bevel  and  in  two  sizes — medium  and 
large.  The  makers  claim  for  these  erasers  that  they  do 
perfect  work  for  erasures  on  sensitive  paper,  as  the  soft- 
ness of  the  rubber  prevents  tearing  or  marring  of  the 
surface  of  the  paper. 

RED,  WHITE  AND  BLUE  PAPER 

Arthur  Reed,  of  the  Copp,  Clark  Co.,  is  to  be  congratu- 
lated upon  his  latest  idea  in  patriotic  stationery,  which  has 
materialized  in  the  line  of  "Red,  white  and  blue"  corres- 
pondence paper  in  papetries  and  tablets,  the  paper  being 
the  firm's  "silk-velvet"  writing  paper,  with  overprinting 
in  delicate  shades  of  red,  white  and  blue  stripes  running 
diagonally  across  the  paper,  in  addition  to  which  there  is 
a  maple  leaf  at  the  top  fo  each  sheet,  while  the  covers  are 
handsomely  embossed. 

NEW  TYPEWRITER  BRUSH 

A  new  specialty  recently  introduced  is  a  typewriter 
brush  the  "bristles"  of  which  are  of  brass  wire.  It  has 
been  named  the  "stenographer's  friend."  Besides  doing 
the  duty  of  the  ordinary  typewriter  brush  it  obviates  the 
use  of  a  pin  for  cleaning  away  lint  and  ink  from  the  type. 
This  new  brush  is  made  by  J.  J.  Kenney,  177  21st  street, 
Milwaukee. 

TWO    NEW    DUPLICATING    MACHINES 

Two  duplicating  machines  introduced 
by  the  Beck  Duplicator  Co.,  476  Broad- 
way, New  York,  are  described  in  the 
following: — The  Oscillating  Duplicator 
will  make  fifty  to  seventy-five  copies  of 
handwriting  or  typewriting  in  a  very 
brief  time.  It  is  automatic  in  opera- 
tion and  other  advantages  claimed  for 
it  by  the  makers  are  that  no  stencil 
are  required;  it  registers  perfectly  and 
is  so  economical  that  each  set  of  copies 
costs  about  one  or  two  cents.  The  ma- 
chine is  operated  as  follows: — The 
original  is  placed  on  the  feed  table  and 
a  half  turn  of  the  handle  transfers  this 
original  to  the  film  which  is  twelve  feet 
long  and  may  he  used  from  fifteen  to 
twenty-five  times  over.  Another  half 
turn  in  the  opposite  direction  removes 
the  original.  Copies  may  then  be  run 
off  with  great  speed  by  feeding  blank 
sheets  of  paper  in  the  same  manner 
and  rotating  the  handle  back  and 
forward.  The  Ironclad  Duplicator 
is  also  a  new  one,  and  will  produce  fifty  to  a 
dred    of   hand-writing   or   typewriting   in    less    than 


minutes.  This  machine  consists  of  a  strong  iron  frame 
with  a  duplicating  film  stretched  across  the  steel  printing 
bed.    There  is  an  adjustable  gauge  to  register  copies  which 


Beck's   Oscillating   Duplicator. 

insures  accuracy  to  a  fraction  of  an  inch.  No  stencil 
sheets  are  needed  nor  printing  ink  and  the  cost  of  opera- 
tion is  about  two  cents  for  each  set  of  copies. 

ALL-YEAR  CALENDAR 

Parker's  All-Year  Ready  Reference  Calendar  is  a  new 
item  put  on  the  market  by  Clarke  &  Courts  of  Galveston, 
Texas.  This  calendar  carries  in  a  space  three  inches  by 
ten  inches,  a  calendar  for  the  entire  year  so  that  one  may 
turn  to  any  date  in  the  year  as  readily  as  he  now  refers 


hun- 
ten 


Beck's  Ironclad  Duplicator. 

to  any  date  of  the  current  month.    The  man  who  has  per- 
fected this  new  calendar  is  J.  F.  Parker,  Dallas,  Texas. 
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Weld  on  Roberts 

Rubber  Erasers 


WELDON  ROBERTS   RUBBER  CO.  office  &  works  NEWARK,  N.J.  U.S.A. 


MADE  IN  CANADA 


High  Grade  Papeteries 
for  your  holiday  trade 


That  telling  appeal  which 
distinctiveness  and  high  grade 
quality  give  to  any  line  is 
very  evident  in 

ROLLAND  PARCHMENT 

a  superior  correspondence 
paper  that  is  sure  to  make  a 
hit  with  the  holiday  trade. 

Holland  Parchment  is  put  up  in  a  neat,  attractive-look- 
ing box,  which  is  a  big  factor  in  securing  the  customer's 
interest  and  promoting  the  quick,  easy  sales  that  are 
characteristic  of  every  Rolland  product. 

Get  a  stock  of  these  quality  papers  displayed  for  better 
holiday  selling.     Results  will  please  you. 

The  Rolland  Paper  Co., 

High  Grade  Paper  Makers      Limited 


General    Offices: 
143    St.    Paul    St.    W., 
Montreal. 


Mills  at   St.  Jerome 
ami  St.  Holland,  P.Q 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THEEATON-DIKEMAN  COMPANY,  Lee, Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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For  Quality,  Price  and 
Satisfaction  in 

Stationery  and 
Office  Supplies 

You  hit  the  mark  when  you 
buy  the  Dawson  line. 

Our  line  of 

BLANK  BOOKS 

ENVELOPES 

LOOSE    LEAF  BINDERS 

All  kinds  of  OFFICE  and 
STATIONERY  SUPPLIES 

is  complete. 

Large  or  small,  your  order 
will  have  immediate  and  best 
attention. 


^Dxw^dtv 


Montreal 


l^IMI'TDD 
Toronto 


Winnipeg 


Patented  Dec.  7,  19U9 
•No.   777   1V8   in.   wide,   and   only   1-16  in.   thick,   12   Inches  long. 

Very  flexible,  double  brass  edges,  ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a    good    one   If  you   do   not   carrv   our 


School    Flexible 

WESTCOTT-JEWELL  CO.,  ^V 

RULER  MAKERS  EXCLUSIVELY 


FALLS. 
S.A. 


'TPIIE  following  books,  published  by  W.  S. 
■*■  Paine  &  Co.,  Hythe,  Kent,  are  recognized 
as  being  written  by  the  best  authorities  upon 
musketry,  etc. : 

MUSKETRY  NOTES,  by  Lieut.  A.  Raker,  C.E.F. 
FIELD  PRACTICES,  by  Major  Brandreth,  Hythe 

Staff. 
NOTES     ON    METHODS    of    GIVING    FIRE 

ORDERS,   by  Lieut.    G.    E.    Coffey,  Hythe 

Stall. 
HANDBOOK  of  the  COLT  GUN,  by  Capt.  D.  J. 

Johnston. 
INSTRUCTIONAL    HANDBOOK    of    the    .303 

LEWIS  GUN,  by  Hythe  Staff. 
THE    COLT    AUTOMATIC    MACHINE    GUN- 
NER'S   HANDBOOK,    with.   Machine    Gun 

Tactics  and  Problems. 
INDIRECT    FIRE    WITH    MACHINE    GUNS. 

Fully  illustrated. 
THE  HYTHE  SERIES  OF  AIDS  TO  TRAINING 

INFANTRY.      Nos.  1  to  12  already  issued, 

other  numbers  ready  shortly. 

TO  BE  OBTAINED  OF 

McClelland,  Goodchild  &  Stewart 

TORONTO  Limited 

AND  ALL  BOOKSELLERS 


HOLD  THE  LINE 


(Registered) 


London  ( Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
xchole- 
sale 
houses   i» 
Toronto 

and 
Montreal 
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ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton.  London,  Eng. 

A.RAMSAY  &  SON    CQ 

EST'D.   18  42.    MONTREAL. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 

The  Carter's  Ink  Co. 

356   St.   Antoine  Street  Montreal,   Que. 


(.ingcr   up   your   sulrs   by    using   this   attractive  cabinet    on   your 
counter. 


Qlasa    Heads 

steel    Points 

This   assortment 


The      Hanger 

u  ii  h  i  be  i «  ibI 

Style    L 

Assortmi  u  I 

Order    from 

your     jobber 

Free     Samples 

sent   on    rrqnest 

Tlii.s  $15  assortment   (150— lOe   Pkts.)   on  yom   counter  will  sell 


including 
Window     Poster 

$10.25, 


Moore  Push-Pins 
Moore  Push-less  Hangers 

Moore    Posh-Pin   <  <>.,    117   Berkley    NtrtM-t 

I'hilaoVlpliiu,   l':t. 


Travellers  start  out  early  in  the  New 
Year  with  a  very  complete  line. 

Post  Cards  and  Booklets,    Easter;  Valentine, 
St.  Patrick. 

Post  Cards  Patriotic,  Birthday,  Comic,  etc., 
etc. 

Pennants,  Stencilled  and  Sewn  Letter. 

Biggest  Range  and  Best  Value  in  Canada. 

Battalion     Pennants,    Photo     Banners    and 
Cushions. 

Military  Specialties  and  Soldiers'  Supplies. 

Tigris  Ivory  Novelties  (Made  in  Canada). 

Special  lines  in  Toys  and  Novelties. 

Emerson  Records  to  retail 
at    15c.    and  35c.    each. 

If  you  are  on  our  mailing  list  you  get  interesting  and 
money-making  literature  once  a  month.  If  you  are  not 
on  send  us  your  name  on  a  post  card. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  St.,  Toronto,  Canada 


STATIONERS 

will  make  no  mistake  by  recommending  to  their  customers 

THE  VAN  DYKE  DRAWING  PENCIL  NO.  600 

In  15  Degrees— 6B  Softest  to  7H  Hardest 

Winner  of  GOLD  MEDAL  at  Panama-Pacific  Exposition 
Acclaimed  by  many  noted  architects,  artists,  engi  neers, surveyors  and  draftsmen. 

EBERHARD  FABER  -  New  York 

Made  in  America  by  the  Oldest  Pencil  Factory  i-rt^4ra»ri<Kj-_,-»_^  «■■  -j '-'  ir*-  ;.  -»—-»,- — 
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BO  0  K  S  E  L  L  int    and    stati  o  n  e  r 


BLANK  BOOKS 


»N<   BOO 


Under  its  folds  you  march 
to  bigger  business. 

An  army  of  dealers  the  country  over  have  found  the 
"Standard"  trade-mark  a  token  of  victory  in  the- "drive''" 
towards  better  business.  And  this  army  is  ever-growing, 
dealers  having  recognized  the  superiority  of  Standard 
Brand  Blank  Books  and  Loose-Leaf  Devices,  a  superiority 
that  brings  more  customers  to  the  store  and  puts  more  dollars 
in  the  cash  drawer. 

"Standard"  lines  will  give  your  customers  a  satisfactory 
service  such  as  will  react  favorably  on  other  lines  displayed. 
Try  out  a  few  of  this  family  of  quick  sellers. 


There's  a  good  profit  in  every  "Standard"  sale. 

BOORUM  &  PEASE  COMPANY 

Makers  of"  Standard  "  Blank  Books  and  Loose-Leaf  Devices 

Home    Offices:    Front    St.  and    Hudson  Ave.,  Brooklyn,  N.Y. 

Factories :  Brooklyn,  N.Y.         St.  Louis,  Mo. 


ANfEVER  POPULAR   GIFT 


The  "A. A."  self-filling  feature  is  simple  and 
attractive.  That's  one  reason  why  this  pen  sells 
so  easily  and  quickly.  The  "A.A."  pen  is  an 
attractive  holiday  gift.  The  material  and  work- 
manship are  absolutely  guaranteed.  The  ex- 
quisite flexibility  of  the  gold  pen  point  is  pleas- 
ing to  customers. 

We  will  furnish  attractive  display  cases  free. 
Bach  case  contains  an  appropriate  holiday 
assortment  of  self-fillers,  lower  end  joint, 
middle  joint,   and   safety  fountain  pens. 

Write  to  your  local  jobber  or  to  us  for  prices, 
catalogue  and  trade  discounts  on  this 

PROFITABLE  LINE 

Arthur  A.  Waterman  &  Co. 

Established  1895 
36  THAMES  ST.  NEW  YORK  CITY 

Not  connected  with  the 
L.  E.  Waterman-  Co. 


h  Vh^H  *    ' 

A  WORD  TO  THE  WISE 

If  you  are  interested  in 

PICTURE  POST  CARDS 

of  any    kind,  please  state  your  require- 
ments. 

We  have  a  laree   variety   of  subjects   in 
every  direction* 

We    also     issue   about   30  designs      in 
STATUARY  PICTURES  in    three  sizes, 
the  most  perfect  ever  produced. 

The  "Alpha"  Publishing  Co. 

2  &  4   Scratton  Street 

Finsbury,    London, 

England 

■r^,   +2, 

Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 

99 


"Rob  Roy 
Pen 


It    is 

ra  a  rl  e 

of      fine    steei. 

w  rites     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"   Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


.Manufactured   by  the  proprieto  •: 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


44 


BOOKSELLER  AND  STATIONER 


Begin  the  New  Year  with 
a  good  start.  Be  prepared 
to  meet  the  needs  of  your 
most  exacting  customer, 
who  will  always  be  pleased 
with  a  box  of 

Qranes 

The  Correct  Writing  Paper 


Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


inn 


lllllllll 


World  Blotting 

— a  favorite  everywhere 


Being  made  from  selected  cotton  rags,  "World"  Blotting 
lias  a  superior  absorbency  and  durability  that  pleases 
particular  people,  making  repeat  orders  certain  for  the 
dealer. 

The  many  attractive  colors  of  "World"  Blotting 
make  effective  displays  an  easy  matter. 

Our  two  cheaper  grades,  "Hollywood"  and  "Reliance," 
are  the  very  best  values  at   the  price. 

All  our  lines  are  sellers. 

Get  a  supply  and  be  convinced. 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 

JiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiii.il  iMiiiiiniii 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian  copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we  want  you   to   know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best   Inks,  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

Mok    proti.l    I'ii    the  clf.iler 
Wnlewvlor   Mi.iplis   .mil    prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers  419  Kins  St.  W..  Toronto 


MANUFACTURERS  OF 

Die   Stamped    and 

Engraved 

Greeting  Cards 

329    Craig    Street    West 
MONTREAL 


LOOSE-LEAF 
METALS 


De  Luxe  Line  Metals  are  used  in  every 
civilized  country  in  the  world.  We  make 
all  kinds.      Write  for  Catalogue  No.  32. 

WILSON-JONES  LOOSE  LEAF  CO. 


CHICAGO 


NEW  YORK 


Wycil  &  Company 

85  Fulton   Street,    New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


Wonder  Soap  Bubbler 

Blows  Double,  Chains,  Clusters,  Etc. 

INDESTRUCTIBLE.     PROFITS  80^  to   100°„ 

Write  for  Samples  and  Prices 

BRADWAY  NOVELTY  CO. 


1    West  Broadway, 


NEW  YORK  CITY 


ART    SUPPLIES. 

Artists'   Supply  Co.,  77   York  St.,  Toronto. 
A.   Kamsay  &  Son  Co.,  Montreal. 

BLOTTING    PAPERS. 
TLe    Albemarle  Paper  Co.,   Richmond,   Va. 
John  Dickinson  &  Co.,  Montreal. 
Dawson  &  Sons,  W.  V.,  Montreal. 
K.itou-Dikeman    Co.,    Lee,    Mass. 
Standard    1'aper    Mfg.    Co.,    Richmond,    Va. 

BLANK     BOOKS. 
lioorum   &   Pease  Co.,   Brooklyn,   N.Y. 
Brown    Bros.,    Ltd.,   Toronto. 
I'.untin,    Gillies    &    Co.,    Hamilton. 
IV.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
Menzies  &   Co.,   Limited,   Toronto. 
The  Copp,   Clark   Co.,   Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Kirn    Bros.,   266   King   St.   W.,   Toronto. 
British-Canadian    Publishing    Co.,    35    Church 

St..   Toronto. 
J.  H.  Jost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 

Packard  Bros.,  329  Craig  St.  W.,  Montreal,  Que. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE   BOOKS. 
The    American    Code   Co.,   83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney  &   Smith,   New  York. 

EYELETTING    MACHINES 

Kibe   File  and   Binder   Co.  New   York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   552    Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Iirown   Bros.,   Limited,  Toronto. 
Iluntin,   Gillies   &   Co.,    Hamilton. 
Copp,   Clark   Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg:. 
Menzies   &    Co..    Limited,    Toronto. 

ERASERS. 

St.    Mungo   Mfg.   Co.,   Glasgow.   Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 

FANCY  PAPERS,  TISSUES  AND  BOXES. 

Dennlson   Mfg.   Co.,    Boston. 

Menzies   &   Co.,   Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W., 

Toronto. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,   Ltd.,   New  York. 
Sanford    &    Bennett    Co.,    51-53    Maiden    Lane. 

New    York. 
A.     R.    McDougall    &    Co..     266    King     St.     W.. 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto, 

Canadian    Agents. 

INKS,  MUCILAGE  AND  GUMS. 

Chas.  M.   Higgins  &  Co..   Brooklyn,  N.>. 

The  Carter's   Ink  Co.,   Montreal. 

W.,    V.    Dawson,    Limited,    Mcntrenl,    Toronto. 

Winnipeg. 
S.    R.    Stafford    Co.,    Toronto. 
"Gloy."    A.    R.    MacDougall    &    Co.,    2(56    King 

St.   W.,   Toronto. 
"Gluclne,"   Menzies   &   Co.,    Limited,   430   King 
St.  W„  Toronto. 

INDELIBLE     INK. 

Carter's    Ink   Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.   Stafford   Co..   Toronto. 

INKSTANDS. 
The   Sengbusch  Co.,  Milwaukee. 

LEAD   AND   COPYING   PENCILS. 
American   Pencil  Co.,   New   York. 
Eberhard    Faber   Co.,    New   York. 
A.    R.    McDougall    &    Co.,    266    King    St.    W., 

Toronto. 

LOOSE     LEAF     BOOKS.     BINDERS     AND 
HOLDERS. 
The   Brown   Bros.,   Ltd.,  Toronto. 
Boorum   4   Pease   Co.,    Brooklyn. 
Buntin,   Gillies  A  Co.,    Hamilton. 
W.    Y.    Dawson,    Limited,    Montreal,    Toronto 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose     Leaf,    Limited,    215    Victoria 

St.,  Toronto. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
Rockhlll  &  Victor,  22  Cliff  St.,  New  York  City. 
Smith,    Davidson    &    Wright,    Ltd.,    Vancouver. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wis. 
New  York  City 


Your    Ad    in    this 
space  on  yearly 

contract 
$2.10  per  month 


CUSTOMS 
TARIFFS 

CUSTOMS 
FORMS 

INTEREST 
TABLES 


Order  your  supply  for 
beginning  of  1917. 


Morton.Phill.ps  &  Co. 


ruBUiaiM 


US  Notre  Dame  St.  West    ■      MONTREAL 


BOOKSELLER  AND  STATIONER 


BUYERS'  GUIDE 


SCHOOL  *£? 

RULERS 

Send   for  Samples  and 


Interesting  Prices 


Lucas-Tuttle  Mfg.  Co. 

Silver  Springs,  N.Y. 


HAVE  A  BETTER  BOOK  STORE 

We  make  show  cases,  counters, 
wall  eases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail  trade. 

Send    us    plans    and    spe- 
cifications   for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2  Amen  Corner  -  London,  E.C. 


You  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  lh  in. 

for 

$25  a  year. 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and  Milwaukee,  Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago;  12U  Lafayette  St.,  New 
York. 

LEATHER    AND    FANCY    GOODS. 
Brown    Bros.,    Ltd.,   Toronto. 
L).    Harper    &    Co,    258-262     HoHoway     Road, 
London,  Eng. 

MAP    PUBLISHERS. 

Hand,    MeNally    &   Co.,    Chicago, 
the  Copp,   Clark   Co.,   Toronto. 

METAL    PARTS    FOR    LOOSE    LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam  Bldg.,  Montreal,  Que. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York   City. 
O.K.    Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES   AND    WRITING    PAPERS. 

\V.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The   Brown   Bros.,   Ltd.,  Toronto. 

PLAYING     CARDS. 

(ioodall's   English   Playing  Cards,  A.  O.  Hurst, 

Scott   St.,   Toronto. 
Menzies  &   Co.,   Limited,   Toronto. 
U.  S.  Playing  Card  Co.,  Cincinnati,  O. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road, 

London,   E.C. 
Philip  G.   Hunt  &  Co.,  332  Balbam   High   Rd., 

London    Eng. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd..   William. 
Valentine  &   Sons  Publishing   Co.,  Montreal. 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.  Co.,  Silver  Springs,  N.Y. 
Wescott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MUSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria  St.,   Toronto. 

Chappell    Co.,   134S   Yonge  St.,    Toronto. 

Hawkes  &  Harris  Co.,  Toronto. 

McKinley  Music  Co.,  1501-15  East  Fifty-Fifth 
St.,  Chicago. 

STANDARD    COMMERCIAL   PUBLICATIONS. 

'nrton,   Phillips   &  Co.,  Montreal. 
The  Copp,   Clark   Co.,  Toronto. 
Buntin,   Gillies  &  Co.,   Hamilton. 
Eaton,  Crane  4  Pike,  Pittsfleld,  Mass. 
A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

STATIONERS'   SUNDRIES. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers, 

Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
l'l'p    Copp,    Clark    Co.,    Wholesale    Stationers, 

Toronto. 
Clark  Bros.  &   Co.,  Ltd.,  Winnipeg,  Man. 
W.    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Smith,  Davidson  &  Wright,  Vancouver,  B.C. 

STEEL     WRITING     PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 
Hinks,   Wells  &  Co.,   Birmingham,   Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Tor 

onto,   Canadian   Representatives. 
A.    R.    MacDougall    &    Co.,    266    King    St.    W.. 

Toronto- 
Spencerian  Pen  Co.,  New  York,  N.Y. 


MORDEN  SWIVEL  RINGS 

>■»>.  The  rings  are  used  for  student 

^^^       note    books,    stenographers'    note 

m    ^      blooks,     eyeletted     covers,     metre 

■       W      render    books,    band    books,    cata- 

■    logs,   swatch    books,   all   aorta   of 

a  m    loose    leaf    books ;    and    all    loose 

|\   m        sheets,     charts,     drawings,     blue 

iLM         prints,  maps,  fashion  plates,  cllp- 

^~  pings,       pictures,       post       cards, 

samples,    etc.      Made    in    10    sizes 

from    Vi"    to  '2".     Liberal    discount    to    the 

trade.  Manufactured   Solely  by 

THE  MORDEN  MFG.  CORPORATION 
Waterbury,    Conn. 


PATRIOTIC  SONGS 

are  still  in  active  demand.  There  is 
good  profit  in  them.  We  supply  the 
following  at  8c. 

We'll  Never  Let  the  Old  Flag  Fall. 
The  most  successful  Canadian  song 
ever  published.  Over  100,000  copies 
sold  -  -  -  -  -  -     15c 

By  Order  of  the  King.  A  new  song 
by  the  same  composers.    16,000  sold     15c 

I'll  Not  Forget  You,  Soldier  Boy.  A 
very  popular  new  song.  -1th  thousand     15c 

Our  Own  Canadian  Boys.  3rd  thou- 
sand ------     15c 

Soldiers    of   the    King.     50,000    sold       -     15c 

Call  of  the  Motherland.  10th  thou- 
sand ------     16c 

There's  a  Fight  Going  On.  7th  thou- 
sand -  -  -  -  -  -     15c 

You  Bet  Your  Life,  We  All  Will  Go. 
2nd    thousand.      New         -         -         -15c 

NEW 

Canada,   Fall  In         -         -         -  -  15c 

On    to    Victory  -  15c 

There's  a   Corner  of  the  Flag  for   Y'ou 

to  Hold  15c 

Kiss   Your    Soldier   Boy    Good-bye  15c 

ANGLO-CANADIANIMUSIC  CO. 

144    Victoria    Street,    Toronto,    Ontario 


|  RELIABLE 
SERIES 


Christmas  Card  Buyers 

Should  not  fail  to  order 

WM.  RITCHIE  &  SONS 

Limited 

of    Edinburgh,     Scotland 

CANADIAN  SERIES 

Samples    in    the    hands     of     the 

principal  jobbers,  or  write  A.  O. 

HURST,    32   Front    Sreet     West 

Toronto 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR PUNCHES 

thr  best  made 

The  Fred  J.  Meyers  Mfg.  Ce. 

HAMILTON.  OHIO,  U.S.A. 
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BOOKSELLER     AND     STATIONER 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write  for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Met.  Ruler  Dept. 


TALLY  CARDS,  DANCE  PROGRAMMES, 

Verdler,  Ltd.,  18  Christophei  St..  London.  E.C. 
TOYS    AMI    GAMES 

A.  C.  Gilbert  Co.,  New  Haven,  Conu. 
Menziea  &    Co.,    Limited,   Toronto. 
|  Modellit   Mfg.   Co.,   19   Brunswick   St.,   Bristol, 
England. 

TYPEWRITER     RIBBONS     AND     CARBONS. 

Mittag  &  Volger,   Park   Ridge,   N.J. 

.1.    A.    Heale    *    Co.,    96    John    St.,    New    York, 


The  STANDARD 

Memorandum 

Calendar 

The  best  and  most  pop- 
ular on  the  market. 

Write  for  prices,  etc. 

Edward    Kimpton   Co. 

Wholesale  Stationers 
60  John  St.       New   York 


An  Advertisement 

in  the 

Buyers'  Guide 

Department 

will 

give    you    highly   effective 

publicity  at  minimum 

cost. 


The  Binder  of  Today 

Made  in  U.  S.  A. 

j£CBfe 

SPRING  BINDER 

Elbe  File  &  Binder  Co. 

97  Reade  St.,*      New  York 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY,   N.Y. 
Canadian  Jobbers   handle  our  lines. 


CLASSIFIED  ADVERTISING 


Advertisements  under  this  heading,  2c  per 
word    per    insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,  etc. 


BOOKSELLERS  AND  STATIONERS  OF 
Canada — The  best  paying  line  you  can  take 
up  is  an  agency  for  the  Castle  series  of  Pri- 
vate and  Autograph  Christmas  Cards.  Splen- 
did discounts  offered.  Samples  ready  June, 
sent  post  and  duty  free.  Write  at  once  to 
The  Castle  Publishing  Co.,  Cheapside,  Preston, 
England,  and  make  sure  of  samples  being  re- 
served for  you. 


PAYSON'S  INDELIBLE  INK.  TRADE  SUP- 
plied  by  all  Leading  Wholesale  Drug  Houses 
In  the  Dominion.  Received  Highest  Award 
Medal  and  Diploma  at  Centennial,  Philadel- 
phia, 1876;  World's  Pair,  Chicago,  1893,  and 
Province  of  Quebec  Exposition,  Montreal.  1897. 

DEALERS  WANTED.— BOOKSELLERS  AND 
stationers  can  add  a  profitable  new  line  by 
featuring  Japanese  prints.  -Get  further  par- 
ticulars by  communicating  with  "Jap-Art"  c/o 
Bookseller  and  Stationer,  143  University  Ave., 
Toronto. 

BRITISH      FIRM      MAKING      GAMES      AND 

toys  at  popular  prices,  need  agent  to  sell 
wholesale  houses  in  Canada.  Goods  are  up- 
to-date  and  sell  readily.  Write:  Games,  c|o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 


BRITISH  FIRM  OF  ART  PRINTERS  AND 
Publishers  with  extensive  and  up-to-date  line, 
need  agent  or  traveler  for  Canada.  Goods  sell 
to  stationers,  art  dealers,  picture  frame  manu- 
facturers, etc.  Write:  Pictures,  e|o  Bookselier 
and   Stationer,  University  Avenue,  Toronto. 


POSITION  WANTED 


POSITION  WANTED  BY  EXPERIENCED 
traveller  acquainted  with  the  book,  sta- 
tionery and  fancy  goods  trade  of  Ontario. 
Have  good  knowledge  of  school  and  library 
work.  First-class  references.  Address  Travel- 
ler, care  of  Bookseller  and   Stationer. 


Winning  the  Buyer's  Favor 


The  best  possible  buyer  is  not  made  an' actual  buyer  at  a  single  step. 
It  is  one  thing  to  win  the  buyer's  favor  for  an  article  and  another  to  make  ad- 
justments incident  to  closing  the  sale.    Winning  the  buyer's  favor  is  the  work 
of  trade  paper  advertising. 

Under  ordinary  conditions  it  should  not  be  expected  to  do  more. 
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MOO  k  S  KJL  L  E  K     A  N  I)     S  T  A  T  J  O  N  E  K 


Tie  up  with  goods   backed   by   a 

selling  reputation 

IT'S  good  policy.     The  profit-making   "come-back"  sales  such  linos  produce 
will  pull  bigger  business  your  way,    giving  yon  that  most  important  of  all 
business  assets,  satisfied  customers. 

You  cannot  sell  a  more  dependable  or  a  more  satisfaction-giving  line  than 

Mittag&Volger  Typewriter  Ribbons  and  Carbons 

The  service  that  these  winners  give  puts  dollars  of  extra  profit  in  your  cash  drawer. 

The  M.  &  V.  Catalog  will  show  you  the  open  doo  r  to  better  customer-satisfaction.    Our  prices  are 
right.    Drop  us  a  card  to-day. 

MITTAG  &  VOLGER,  INC. 


SOLE  MANUFACTURERS  FOR  THE  TRADE 


Principal  Offices  and  Factories,  PARK  RIDGE,  N.  J.,  U.S.A. 

BRANCHES 

NEW  YORK.  N.Y.,  261  Broadway  CHICAGO.  ILL..  205  West  Monroe  St.  LONDON.  7  &.  8  Dyers  Bide..  Holbom.  E.C. 

AGENCIES  IN  EVERY  PART  OF  THE  WORLD;  IN  EVERY  CITY  OF  PROMINENCE 


NATIONAL 


PERMANENT 

DECEMBER,  1916 


TRANSFER   BINDER 

The  posts  being  sectional,  this  makes  a 
complete  transfer  volume,  from  y2  inch 
up  to  6.  Filled  binders  will  stack 
evenly,  saving  shelf  room.  Bound  in 
full  blue  slate  canvas,  over  heavy 
beveled  boards. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
t 


BOOKSELLKR  AND  STATIONER 


Sanfin,  Gillies  6  Co. 


HAMILTON 


LlMITE   D 


CANADA 


UNTIN,    GILLIES    AND    COMPANY, 

Limited,  extend  to  the  trade  their  thanks  for 
liberal  patronage  and  generous  forbearance 
during  1916,  a  year  of  unprecedented  diffi- 
culties. They  sincerely  trust  that  the  coming 
year  may  mark  the  dawn  of  a  new  and 
greater  era  of  prosperity  in  which  the 
Stationery  Trade  may  share  to  the  fullest 
extent. 


> 


I 


1 


* 


! 


START  THE  YEAR  RIGHT 

Look  up  your  needs  in 

OFFICE  SUPPLIES 


Loose  Leaf  Ledgers 
Loose  Leaf  Binders 
Loose  Leaf  Price  Books 
Card  Index  Cabinets 
Card  Index  Supplies 


Archive  Files 
Archive  Binding  Cases 
Vertical  Filing  Cabinets 
Blank  Books  of  all  kinds 
Typewriting  Papers 


Carbon   Papers,  etc.,  etc. 


HAMILTON 


CANADA 


K 


I 


I 


liHH 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the- Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-one  years  the  recognized  authority  for  those   interests. 

MONTREAL,  701-702  Eastern  Townships  Bank  Bldg.     TORONTO,  143-153  University  Ave.         WINNIPEG,  22  Royal  Bank  Bldg.       LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     FEBRUARY,      1917 


No.  2 


Sanford  &  Bennett 
— FOUNTAIN  PENS— 


S.  &B. 
AUTOPEN 


So  Well  Made  They  Make  Trade 


Unless  the  fountain  pens  you  are  hand- 
ling, sell  and  re-sell  to  the  same  people. 
your  pen  department  is  losing  its  most 
productive  sales-aid:  the  mouth-to-mouth 
advertising  of  satisfied  users. 

Sanford  &  Bennett  Fountain  Pens  arc 
such  perfect  writing  instruments  that 
customers  who  use  one  are  sure  to  want 
another,  and  will  enthusiastically  tell 
others  to  get  the  same  kind. 


For   these   popular-prieed    pens   are   ex- 
pertly made  to  give  satisfaction. 


ELigh-grad< 


throughout,  with  no  extra 
cost  for  their  exclusive  and  practical 
improvements  which  give  them  their 
superior  writing  qualities. 

Positively  non-leakable — always  ready  to 
write.  Each  pen  fully  guaranteed.  Fast 
sellers  —  sure  re-sellers.  Return  you  a 
good  profit,  and  make  a  quick  turnover. 


Write  to-day  for  Prices  and  Discounts. 

Sanford  &  Bennett  Co.,  51-53  Maiden  Lane,  New  York 

W.  E.  COUTTS,  Canadian  Sales  Agent,  266  King  Street  West,  Toronto,  Ont. 

S.  &B. 
GRAVITY- 
STYLO 


B  0  0  K  SE  LLE  K     AND     STATIONER 


19  perfect  degrees 

Venus 

lO*  PENCIL 

for  every  possible  purpose 


the  whole  story 

17  black  decrees 

and  2  copying- 
all  purposes- 
all  perfect! 


The 

b  i   g 

pencil 

in    the 

artistic,    the 

technical,   the 

professional,    the 

business   and    the 

scholastic  world,  is 

VENUS. 


The  reason  for  this  is 
that    artists,    architects, 
draftsmen,  engineers,  doc- 
tors,   lawyers,    merchants, 
salesmen,   students    and    all 
who  require  the  very  highest 
quality    have   learned    by   trial 
that   of   all    pencils    VENUS    is 
peerless. 

Your  customers  kaow  VENUS  pencils. 
They   are   familiar   with    the    distinctive 
water  mark  finish  because  they  use  VENUS 
pencils  daily. 

VENUS    pencils  are   in   strong  demand.     We 
suggest  that  you  make  certain 
that  you  have  a  sufficient  supply 
on    hand  — and   remember  — you'll 
need  more  VENUS  in  1917  than  1916 
because  the  popularity  of  these  per- 
fect pencils  is  steadily  increasing. 

Samples,   Catalog,   Prices  and 
Dealer's  Helps  on  Application 


American  Lead  Pencil  Company 

220  Fifth  Ave.,  New  York  City   and  Clapton,  London,  Eng. 


BOO  KS  EL  L  E  R     A  N  D     ST  A  TIO  N  E  \l 


BRUCE  BAIRNSFATHER 

Bairnsfather  Cartoons 
on  Goodall's  Playing  Cards 

THE  LATEST  AND  MOST  POPULAR 
LINE  WE  HAVE  YET  PRODUCED. 

You  have  heard  of  Bairnsfather — the  war  cartoonist 
whose  humorous  war  skits  are  already  world-famous.  But 
do  you  know  that  Goodall  's,  ever  on  the  lookout  for  new 
ideas,  are  now  producing  a  series  of  playing  cards  with 
artistic  reproductions  of  some  of  Bairnsfather 's  best 
work? 

Price  in  England  Is.  9d.  (42c).  Jobbers  here  sell  them 
$4.00  doz. 

Here's  something  decidedly  novel,  something  to  catch 
the  popular  fancy,  Goodall  Quality  and  Bairnsfather 
Humor — a  selling  combination  Unequalled. 
Other  N'civ  Issues  include  8  new  designs  in  our  SOCIETY 
series  and  4  new  ideas  in  the  SALON  line. 
15  New  and  Attractive  Designs  in  the  "Society," 
' '  Salon ' '   and   ' '  Sultan ' '    Series. 

The  Patriotic  Series  is  one  of  Goodall's  best.     For  sheer 
artistic     merit,     correct     finish     and     unequalled     wearing 
qualities  the  Patriotic  line  stands  alone. 
Our  Patriotic  Series  are  having  a  big  sale. 

Make  OoodaWs  Playing  Cards  a  real  selling 
tine,  a  dependable  profit  maker  by  stocking, 
displaying  and  constantly  pushing  them  — 
the  playing  cards    the   people  prefer.     Ask 

your    inhhi  ,-. 

M  IDE    I\    i:\ui.  I  \  n. 

AUBREY  O.  HURST 

32   FRONT  STREET  WEST,  TORONTO 


BOOKSELLER  AND  STATIONER 


For  The  Year  1917 


MADE  IN  CANADA 


We  call   special    attention 
of  our  department 

Account  Books 

We  manufacture  and  aim 

to  have  a  most  complete 

stock  of 

Blank  Books 

Memo,  Price  and  Address  Books. 

Loose  Leaf  Ledgers, 
Binders  and  Specialties. 

Column  Books  —  6, 8, 10, 16, 20, 24 

columns,  open  ends  and  sides. 

Memorandum  Books -Endless  variety. 


Our  Special  Line  1420 


Half  Russia, 
Green  Cloth  Sides 

All  Sizes  and  Rulings. 
Has  Big  Sale. 


SPECIAL  PATTERNS  MADE  TO  ORDER 

BROWN  BROS.,  limited 


Simcoe  and  Pearl  Streets 


TORONTO 


,.- . .  ...,,1 .  , — „  —, — .,......,,.....,..,. — ....._, .,„..,,„■. I,,  ,1 1.,., ,.,, .,,„... „ — „ 

ANTI-DUST 


COMPRESSED  CRAYON 

Your  stock  is  not 
complete  unless 
you  carry — 

GOLD  MEDAL 
CRAYONS 

"for  every  use" 


I 


Write  us  for  free 
sample  line  and 
illustrated  catalog. 


Binney&  Smith 
Company 

81-83  Fulton  Street 
New  York 


f   ^^  TRADE  ■'  1 


FZ°MM\$ 


Eig 


HT1U 


j.7  Colors 


SCHOOLT^nRAYONS 

F0RJ^cyrioNAL  coio^ORKj 


aa   -■,,-  -r^L 


BRITISH 

TOYS 


PISTOLS 
SOLDIERS 
MILITARY  TOYS 


DOLLS 

GAMES 

NOVELTIES 


Representing 

BRITISH  TOY  FACTORIES 


CORRESPONDENCE   TO 

CHARLES  W.  BAKER 

Northampton  St.,  Essex  Rd., 
London,  N.,  Eng. 

Showroom  : 

Armfield's  Hotel,  South  Place,  Moorgate,  E.C. 


BOOKSELLER     AND     S  T  A T I O  N  E R 


I 


For  Big  Spring  Business 

See  this  list  of  Big,  New,  Sell-able  Books.     They  pro 
vide  splendid  opportunity  for 


i 


THE  PREACHER 


CEDAR  MOUNTAIN 

ERMEST  .THOMPSON  SETON 


Big  Spring  Business  for  you. 


"'Gabricili  Yaujms 


V 


Zfce  Stars  in 
theirCburses 

<&  IfildaMSfarp 


New  Fiction 


BINDLE.     By  Herbert  Jenkins. 

You  can  recommend  this  as  being  as  humorous  as 
"David  Harum."  Twenty  thousand  co-plea  were  sold 
In  England  in  seven  weeks.  It  is  going  to  have  an 
enormous  run  in  Canada.  Better  stoek  up  on  it.  -  $1.25 
UNDERTOW.     Kathleen  Norris. 

Another  of  Mrs.  Norris'  popular  and  big-selling  novels. 
You  know  what  Kathleen  Norris'  name  means  to  your 
customers.  .......         $1.25 

BINDWEED.     By  Gabrielle  Tailings. 

This  is  one  of  the  strong  new  British  novels  which  has 
already  run  to  five  editions.  It  is  exceedingly  appeal- 
ing and  sihould  be  self-advertising.        -        -        -        $1.26 

THE  RISE  OF  LEDGAR  DUNSTAN. 

A.  T.   Sheppard. 

As  the  London  "Times"  says:  "This  volume  of  sur- 
prise has  swept  us  off  our  feet.  Exposition  is  power- 
less before  the  book."     An  unusual  novel.       -       -      $1.25 

THE  BALANCE.     By  Francis  R.  Bellamy. 

A  renlly-truly  love  story  which  will  strongly  recom- 
mend   itself.         -------         $1.35 

THE  HUNDREDTH  CHANCE.     Ethel  M.  Dell. 
A   new   long   novel    by    the   author   of    "The    Way    of   an 
Eagle,"    "Bars   of   Iron."  etc.         -  $1.35 

THE  STARS  IN  THEIR  COURSES.    H.  M.  Sharp. 

A    book    which    should    be   as    widely    read 
as    the    Ethel     M.     Dell    novels.        -        $1.25 

THE  PREACHER  OF  CEDAR 
MOUNTAIN.    Ernest  Thompson  Seton. 
Canadians   especially    will    be   interested    in 
Mr.    Seton's    new- 
est  novel.    This   is 
a      story      of     the 
open   country,   and 
h  i  s       experiences 
with    the    author's 
k  n  n  w  1  e  d  g  e     of 
nature     and      wild 
life. 
THE  BREATH 

OF 
THE    DRAGON. 

A.   H.    Fitch 
\  n     unusual     ro- 
mance   of   modern 
China. 


Ohe 

BALANCE 

PKANCIS  R.BELLAMY 


New  War  Books 

'NEATH  VERDUN.    By  Maurice  Genevoix. 

"Truly  a  wonderful  book,  showing  the  French  soldier 
in  his  weakness  as  well  as  in  bis  strength.  .  .  .  One 
of  the  comparatively  few  books  which  will  be  re-read 
and   handed  on   to  posterity."         -  $1.25 

THE  UNBROKEN  LINE.     H.  Warner  Allen. 

The  author  is  the  representative  of  the  British  Press 
with  the  French  Armies.  From  this  may  be  imagined 
the  opportunity  he  has  had.  He  has  been  over  every 
Section  of  "the  unbroken  line."  In  consequence  the 
bunk  contains  a  great  deal  of  material  that  is  exceed- 
ingly   out   of   the   ordinary.         ....         $1.35 


MAPLE  LEAVES  IN  FLANDERS'   FIELDS. 

By  Herbert  Rae. 

A  thrilling  and  interesting  recital  of  the  part  taken  by 
the  Canadians  in  the  Flanders  struggle.  The  author  is 
an    officer   with    the    Canadian   forces.         -         -         $1.25 

INSIDE  THE  GERMAN  EMPIRE. 

By  Herbert  Bayard  Swope. 

Can    Germany   make  peace  now? 

Are   the  Germans   losing   heart? 

How   goes   life  in   Germany? 

These  and  a  host  of  similar  questions  are 
answered  by  one  who  has  bad  unusual 
opportunities  to  deal  with   them.       -       $2.25 


These  are  only  a 
few  of  the  splen- 
did things  on 
our  Spring  List. 
If  a  copy  of  our 
semi-  annual 
folder  has  not 
yet  reached  you 
we  will  gladly 
send  one  on,  on 
h  ea  ring  from 
you. 


WILLIAM  BRIGGS,  Publisher 


Queen  and  John  Streets 


TORONTO,  ONT. 


B  R  i  GO S 
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British  Bible  Makers  Supreme 

THE  BIBLE  SITUATION 

Over  90  per  cent,  of  the  Bibles  imported  into  Canada  arc  British-made. 

Just  as  certain  countries  or  certain  districts  in  those  countries,  have  pre- 
dominated the  trade  of  the  world  in  particular  lines  of  manufactured 
goods,  so  it  is  that  Britain  to-day  stands  supreme  in  the  making  of  Bibles. 
She  has  for  centuries  led  the  world  in  their  production  and  British  Char- 
acter, Spirit  and  Training  will  maintain  that  supremacy. 

The  situation  in  the  leather  market  as  well  as  other  causes,  have  necessi- 
tated advances  in  the  price  of  Bibles,  but  these  advances  are  not  so  great 
with  British  as  with  American  Bibles. 

If  any  American  Bible  publishers  or  their  representatives  say  to  you: 
"Buy  American  Bibles  because  Britain  is  short  of  Leather,"  consider 
these  facts:  The  British  Government  to-day  controls  the  leather  market 
of  the  world.  Consequently,  British  manufacturers  are  in  a  better  posi- 
tion than  foreign  makers. 

British  Bibles  have  always  sold  at  lower  prices  than  American  Bibles 
and  will  continue  .to  do  so. 

The  Canadian  public  knows  that  British  Bibles  are  superior  and  will  not 
buy  any  others. 

Cambridge  Bibles  are  the  Best 

NEW      MODERN      UP-TO-DATE 

Cambridge  Bibles  sales  in  Canada  have  increased  very  rapidly.  Our 
orders  sent  to  Britain  in  1916  amounted  to  twice  the  total  business  done 
in  1915,  and  three  times  the  total  of  any  previous  year's  sales  of  Cam- 
bridge Bibles  in  Canada. 

The  Cambridge  University  Press  have  a  sufficient  stock  of  leather  on 
hand  to  take  care  of  1917. 

George  Stewart  is  the  recognized  Bible  man  of  Canada.  He  looks  after 
our  Bible  trade  and  personally  looks  after  the  interests  of  each  individual 
customer. 

Hold  your  Bible  Orders  for  Our  Travellers. 

McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  .*.  266-268  King  Street  West  .\  TORONTO 
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Ready 
February  24th 

A  second  brilliant  war  book  by 
Palmer,  more  remarkable  than 
the  first,  of  which  many  editions 
have  been  sold. 

MY  SECOND  YEAR 
OF  THE  WAR 

12mo,  Cloth,  $1.50  net 

Mr.  Palmer  has  devoted  three  chapters  to  the  Canadians  and 
every  Canadian  will  want  to  read  this  first-hand  account  of 
the  greatest  of  all  war  correspondents  of  the  part  taken  by 
Canada's  sons  in  the  recent  fighting  on  the  Somme. 


Palmer  now  gives  the  results  of  his  second 
year  on  the  Western  Front. 

Booksellers  will  recall  the  unprecedented 
record  of  sales  made  by  his  first  war  book 
and  should  see  to  it  that  they  get  an  ade- 
quate supply  of  the  first  edition  of  this 
new  book,  so  as  to  be  prepared  for  the 
big  demand  that  its  appearance  will  imme- 
diately create. 

Put  them  in  your  Show  Window  and  make 
this  Display  so  striking  that  all  will  see  it. 
Thus  you  will  create  Immediate  Sales. 
You  can  make  this  a  Big  Month  for  Book 
Sales  by  Pushing  this  Big  Book! 
AN  OPPORTUNITY  —  DON'T  MISS  IT! 
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Mr.  Palmer  is  recognized  the  world  over 
as  one  of  the  greatest  living  authorities  on 
war,  and  his  chapter  on  the  Somme   front 

will  be  photographed  upon  the  heart  of  every  reader.  He  makes 
clear  all  the  latest  processes  of  the  fighting  which  have  char- 
acterized the  decisive  effort  to  break  the  Western  front. 
For  those  who  are  following  the  war  closely  and  would  know 
what  the  method  of  procedure  will  be  in  the  next  great  attack 
this  is  the  book,  for  it  describes  in  detail  the  processes  of  the 
last  campaign,  which  will  be  those  of  the  next. 
Xo  other  observer  has  had  such  a  chance  to  see  what  has  gone 
on  along  the  battle  fronts  of  the  British  and  French  armies, 
and  the  inside  workings  of  their  forces. 

His  graphic  pen  pictures  of  the  armies  in  action  will  live  long 
in  memory.  No  matter  what  books  are  written  about  the  war, 
Frederick  Palmer  's  will  be  among  the  permanent  chronicles. 


The  Chapter  Headings  of  "My  Second  Year  of  the  War" 


T. 

Back  to  the  Front. 

XI. 

The      Brigade      That 

XXII. 

The      Mastery     of     the 

11. 

in. 

Verdun  and  its  Sequel. 
A     Canadian     Innova- 
tion. 

Ready  for  the  Blow. 

XII. 

Went  Through. 
The   Storming   of   Con- 
ta-maison. 

XXIII. 

Air. 
A     Patent    Curtain    of 
Fire. 

IV. 

XIII. 
XIV. 

A  Great  Attack. 
The  Cavalry  Goes  In. 

XXIV. 

XXV. 

Watching  a   Charge. 
Canada  is  Stubborn. 

v. 

VI. 

The  Blow. 

First     Results     of     the 
Somme. 

XV. 
XVI. 

Enter  the  Anzacs. 
The   Australians  and   a 
Windmill. 

XXVI. 
XXVII. 

The  Tank  Arrives. 
The    Tanks    in    Action. 

VII. 

Out   of   the    Hopper   of 

XVII. 

The  Hateful  Ridge. 

XXVIII. 

Canada  .s  Quick. 

Battle. 

XVIII. 

A  Truly   French   Affair. 

XXIX. 

The     Harvest     of     Vil- 

V III . 

Forward   the   Guns. 

XIX. 

On  the  Aerial  Ferry. 

lages. 

IX. 

When  the  French  Won. 

XX. 

The     Ever     Mighty 

XXX. 

Five  Generals  and  Ver- 

X. 

Along     the      Road      to 

Guns. 

dun. 

Victory. 

XXI. 

Bv  the  Wav. 

XXXI. 

An  Revoir,  Somme! 

McClelland,  goodchild  &  stew  art,  Limited 
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P.  <  >  <  >  K  S  E  L  L  E  R     AND     STATIONER 


In  thanking  the  Trade  for  their  kindly  interest  in  our  publications, 
we  take  the  opportunity  to  advise  them  that 

Messrs.  McClelland,   Goodchild  &  Stewart 

are  now  acting  as  oiir  exclusive  travelling  representatives.  They  will  carry  samples  of 
our  standard  and  new  lines.  It  is  needless  I'm-  any  publisher  to  ask  that  the  Trade  of 
Canada  extend  consideration  and  courteous  attention  to  publishers'  representatives — 
this  is  given  readily  and  generously  without  solicitation. 

Theslightly  increased  costs — with  special  advantages  for  travellers'  orders — are  regret- 
led,  bul  essential,  owing  to  the  rapidly  increasing  costs  of  production,  scarcity  of  labour 
and  material,  especially  gold  and  leather.  Special  provision  is  heing  made  to  assure  the 
Trade  in  the  matter  of  "margins"  in  spite  of  the  conditions,  of  which  detail-  will  he 
given  by  the  travellers. 

Some  of  our  leaders:  "EVERYMAN'S  LIBRARY,"  721  titles,  in  4  styles  of  binding. 
"WAYFARER'S  LIBRARY,"  100  titles,  in  2  styles  of  binding,  including  the  famous 
Gardiner  Books,  over  50,000  of  which  have  been  sold  in  Canada  to  date.  "TEMPLE 
SHAKESPEARE,"  still  the  peer  of  them  all.  "EVERYMAN'S  ENCYCLOPAEDIA." 

100.01)0  sets  sold  to  date. 

J.  M.  DENT  &  SONS,  ULTM%ffsr  TORONTO 


Special 
Announcement 


1  will  shortly  be  calling  on  the  trade  in 
Canada  representing  the  following  English 
Manufacturers: — 

Thos.  De  La  Rue  &  Co.,  Ltd.,  Toronto 

J.  S.  Downing  &  Sons,  Ltd.,  Birmingham 

W.  Wood  &  Sons,  Ltd.,  London 

In  addition  T  have  been  appointed  Man- 
ager for  HAROLD  COPP,  33  Richmond  St, 
W.,  Toronto,  and  will  have  samples  of  the 

publications  of: — 

Messrs.  Blackie  &  Son,  Ltd.,  Glasgow 
Messrs.  Morgan  &  Scott,  Ltd.,  London 

All  communications  should  be  addressed  to 

HECTOR    PRENTER 

33  RICHMOND  STREET  W.,  TORONTO 


TERRY'S 

Patented  and   Registered 

Pen  or  Pencil  Clip 

clips  edge  of   pocket, 
pen  or  pencil  is  inserted 
into  an  expanding  spring. 
It's  a  wonderful  seller, 
and  it's  British.     Send  for 
samples — for  after  the  war. 


Herbert  Terry  &  Sons,  Ltd. 

The  Spring  and  Presswork  Specialists 
REDDITCH      ENGLAND 


We  have  had 
over  60  years' 
experience  in 
spring  making 


HOLD  THE  LINE 


(Registered) 


London  (  Eng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 

S«ppl'ed 

61/  all  tin- 

leading 

u- hi  >lc 

sale 

houses    in 

Toronto 

and 
Montreal 


ISOOKSELLER     AND     STATIONER 


For  Quality,  Price  and 
Satisfaction  in 

Stationery  and 
Office  Supplies 

You  hit  the  mark  when  you 
buy  the  Dawson  line. 

Our  line  of 

BLANK  BOOKS 

ENVELOPES 

LOOSE    LEAF  BINDERS 

All  kinds  of  OFFICE  and 
STATIONERY  SUPPLIES 

is  complete. 

Large  or  small,  your  order 
will  have  immediate  and  best 
attention. 


1\^DxM^tV 


Montreal 


Toronto 


Winnipeg 


He  Came  In  to  Buy  Pens— He  Went  Out  With 
Pens.    Paper,    Ink,    Blank   Books,    Etc. 

The  salesman  knew  Unit  if  lie  used  pens,  he  used 
ink,   paper,   pencils,  etc. 

One  suggestion  led  to  another,  and  the  salesman 
increased  his  order  from  75  cents  to  $4.15. 
Stationers  who  appreciate  the  possibilities  of  thus 
developing  one  sale  out  of  another  realize  what  a 
tremendous  influence  an  efficiently  conducted  pen 
department  has  on  their  entire  business. 
The  most  profitable  pen  departments  are  those  that 
concentrate  on  one  complete  line,  for  these  reasons: 
You  tie  up  less  money  In  stock,  save  counter  space, 
get  maximum  display,  and  make  it  easier  for  cus- 
tomers  to   buy. 

To  assist  dealers  in  concentrating,  there  are  ten 
different  sizes  of  Esterbrook  Counter  Display  Cases. 
Write   us  to-day  for  complete  information. 

Esterbrook  Pen   Manufacturing   Co. 
18-70   Cooper  Street  Camden,  N.J. 


"Easiest  to  sell ! " 


The  "Hythe"  Series  of  Aids  to  Training* 

(Being  a  Scries  of  Lectures  to  Young  officers) 

No.      1— INFANTRY. 

Drill   and  Attack. 

No.     2 — INFANTRY. 

Defence   and    Protection. 

No.     3 — INFANTRY. 

Night   Operations.      Inter-communication. 
Reconnaissance;    and    Questions    on    Infantry 
Training. 

>„.      i — MUSKETRY. 

Farts  of  Rifle  and  Artion  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of    Arms. 

No.     5 — MUSKETRY'. 

Aiming   Instruction    and    Trigger    Fressing. 

No.     (i— MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Yisua!    Training.      Fire    Control    and    Discipline. 

No.      7 — MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and    Discipline  and    Sub-Target  Machine. 

>,,.      ? — MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     !)— MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

No.    10— MUSKETRY. 

Theory   of   Rifle  Fire. 

No.    11— HYGIENE    and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.   12— FIELD   ENGINEERING. 

Explosives.  Arranging  for  Explosives.  Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging:. 

25c.   EACH. 

All    Fully    Illustrated. 

Other     numbers     will     include     Discipline     and     Military 
Law.   Procedure  of  Courts    Martial,   etc. 

W.   S.   PAINE  &   CO.,   Military  Publishers 
HYTHE,  KENT 

McClelland,  goodchild  &  stewart,  Ltd. 

266  King  Street  West.  TORONTO,  CANADA 


BOOKS  E  L  L  E  K     .Wli     S  T  ATION  E  R  * 


The  finest  selling  line  of 
paper-bound  books  on 
S T REE  1       X  the  market  to-day. 

AND 

SMITH     l  TEN  CENTS  and 
NOVELS  /     FIFTEEN  CENTS 

Over  3,500  Titles 

A  good,  safe  purchase,  not  a  poor  seller  in  the  catalogue;  order  an  assort- 
ment.   Show  them,  and  they  will  sell  themselves. 

We  will  ship  orders  of  500  or  over,  assorted,  direct  from  the  Bindery  in  New 
York,  at  the  handsome  discount  of  50  per  cent.,  you  to  pay  duty  and  freight. 

The  cost  of  paper  is  increasing  daily,  this  discount  of  one  half  is  not  guar- 
anteed ;  it  may  be  cancelled  at  any  moment.    Get  your  order  in. 

Price   Schedule : 

Shipped  from  New  York:  Shipped  from  Toronto: 

Direct  from  Bindery—  Ten  Cent  Books 

Single  copies,       -     -     -     -     7c.  net 
In  lots  of  500  or  over,  assorted-  100  copies,     -----      6tfc.net 

250  copies,       -----    6>£c.  net 

Ten  Cent  Books,  5c.  net  Rfteen  Cent  Books 

r»£j_  n      j.  D       1        n\  Single  copies,     -     -     -     -      He.  net 

Fifteen  Cent  Books,  l\c.  net        100copies, iojic.net 

„   ,         •  250  copies, \0$4c.  net 

Non-returnable,   F.O.B.   New  York 

Non-returnable,  F.O.B.  Toronto 

Freight  and  Duty   Extra.  Freight  or  Express  Extra. 

Catalogues  and  full  information  supplied  on  request. 

WHOLESALE   AGENTS: 

THE  TORONTO  NEWS  COMPANY 

TORONTO  LIMITED 
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The  ALLEN  LINE  for  1917 

We  wish  to    call  the    attention    of    the    trade    to    the 
letters,  reproduced  on  the  succeeding  pages,  from 

Houghton,  Mifflin  &  Co.,        John  C.  Winston  Co., 

Boston.  Philadelphia. 


Rand,  McNally  &  Co., 

Chicago. 


M.  A.  Donohue  &  Co., 

Chicago. 


Our  representatives  will  be  calling  upon  you  with 
these  outstanding  lines  in  the  near  future,  and  we 
hope  you  will  give  them  the  same  hearty  support 
you  did  last  year. 


To  be  Published  February  24th 


a 


LIMPY 


»  THE  BOY  WHO 
FELT  NEGLECTED 


A  book  that  will  go  straight  to  your  heart 

By  WILLIAM  JOHNSTON 


gy  WILLIAM  JOHNSTON 


Irvin  S.  Cobb  says: 

"Somebody  might  have  written  a  truer, 
sweeter,  more  appealing,  more  convincing 
story  of  a  boy  than  'Limpy'  but  nobody  ever 
lias.'" 


Illustrated  by  Arthur  William  Brown. 


$1.35  Net. 


THOMAS  ALLEN,  Publisher 


BOOKS  OF  MERI 


215-219  VICTORIA    STREET,  TORONTO 


BOOKS  E  L  L  E  R    AND     ST  A  Tin  X  E  \l 


IMPORTANT  ANNOUNCEMENT 


January  27,  1917. 

Thomas  Allen,  Esq., 

Toronto,  Canada, 

Dear  Mr.  Allen, 

It    gives    us    great    pleasure    to    have 
completed    arrangements    with   you   for   the    hand- 
ling of   our  Canadian   business,    and    for  the 
publication    in   Canada   of   our   books    under   a 
joint    imprint.  We    believe   that    booksellers 

and    librarians    throughout   the   Dominion   "/ill 
find   the    new  arrangement   decidedly   to    their 
advantage,    and    trust    they   will    give    you  their 
hearty    support . 

V.'ith  best    -riches    for   your   success, 
we    are 

Very    sincerely    yours, 

HOUGHTON   MIFFLIN   COMPANY. 


We  wish    to    advise    the   trade    that    the    above 

announcement  does  not  apply  to  the  Educational 

and    Subscription    Books. 


THOMAS  ALLEN,  Publisher 

215-219  VICTORIA    STREET,  TORONTO 
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BOOKSELLER     AND     STATIONER 


The  John  C.Winston  Co. 

BOOK  PUBLISHERS?PRINTERS  AND   BINDERS 
Winston  Building  I006~I0I6  Arch  St. 

PHILADELPHIA 

January 
19   17 

ANNOUNCEMENT     TO     THE     TRADE 


We  take  pleasure  in  announcing  that  hereafter 
our  line  of   BOOKS  and   INTERNATIONAL  BIBLES  will 
be  handled  EXCLUSIVELY  in  CANADA  by  MR.    THOMAS 
ALLEN  of    Toronto. 

This  arrangement  should  result  in  CLOSER  CON- 
TACT with  the  Canadian  trade  on  our  publications, 
for  which  there  has  been  a  steady  increase  in  de- 
mand,   and   in  more  EFFECTUALLY  MEETING  THE  REQUIRE- 
MENTS of    the  trade.        It  is   also  assurance  to  the 
trade  that  our  publications  will  be  furnished  to 
them  on  MORE  ADVANTAGEOUS  TERMS  than  heretofore. 

Having  the   representation  of   our  line  in  Mr. 
Allen's  competent  hands   is  regarded  by  us  with 
satisfaction  and  we  have  reason  to  believe  will 
be  accepted  in  the  same  spirit  by  the  trade. 

Vary   sincersiy  yours, 

THE  JOHN  C.   WINSTON  CO. 
JUST   PUBLISHED 


The   One   Book  that   Every   Auction   Player   Needs 


The   Authorized  Biography  of   Dr.   Conwell 


HIS 


AUCTION  DECLARATIONS     RUSSELL  H.  CONWELL  ^SS& 


BY  MILTON  C.  WORK 
Including  the  Laws  of  1917 

Based  on  the  new  laws.  Mr.  Work  gives  clearly  and 
concisely  the  exact  information  that  all  classes  of  Auction 
players  desire,  and  also  much  valuable  matter  for  the 
expert.  He  has  explained  the  principles  which  underlie 
every  declaration,  and  has  evolved  a  system  which  makes 
it  easy  to  determine  the  best  bid  to  make  with  any  given 
band.  The  book  contains  many  illustrative  hands,  and 
includes  a  thorough  digest  of  Mr.  Work's  principles  of 
bidding.  A  summary  of  penalties,  a  glossary  and  an  index 
will   also   be  found   useful. 

The     book     alao     contains     the     new     laws     of     Duplicate 
Auction    for   the   season   of   1916-1917. 
288  Pages  Cloth  $1.00  Net 

Edition   DeLuxe,   bound  in   Ooze   Leather, 
Silk   Marker,   Price   $2.00 


BY  AGNES  RUSH  BURR 

Including  the  World-Famous  Lecture, 

"Acres  of  Diamonds" 

The  official  and  authentic  biography  of  this  remarkable 
religious  leader,  educator  and  lecturer,  whose  "Acres  of 
Diamonds"  has  been  delivered  more  times,  and  to  a  greate 
number  of  people,  than  any  other  lecture  in  the  world. 
Full  of  inspiration  and  help  to  all  clergymen,  writers,  lec- 
turers and  church  workers.  The  story  of  the  romantic 
life  tremendous  activities,  and  wonderful  achievements  oi 
Dr.  Conwell  is  admirably  set  forth  by  Miss  Burr,  who 
naa  bad  Dr.  Conwell's  hearty  co-operation,  and  access  to 
many  of  his  private  records  and  papers.  Illustrated  with 
many  photographs,  some  of  which  have  never  been  pul»- 
lisheil    before. 

438   Pages  Cloth  $1.35   Net 


THOMAS   ALLEN,  Publisher 

215-219  VICTORIA   STREET,  TORONTO 
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an  Stiixzt 


ThonfS  Allen, 
21?  Victoria  St., 
Toronto ,  Ont.  , 
Canada 


I.ly  Ee^r  Mr.  Allen: 

We  have  just  closed  up  oar  records 
for  the  past  year  em3  are  more  than  pleased  with  the 
business  obtained  from  Canada,  and  wish  to  congratu- 
late you.  on  your  success  with  our  line.   It  is  also 
very   gratifying  to  know  thrtt  the  REAL  MOTHER  OOOSE 
was  the  best  selling  Juvenile  in  Canada.   From  such 
information  as  we  can  obtain  in  the  United  States  ,it 
was  also  the  best  selling  Juvenile. 

Samples  of  our  new  book  will  soon 
be  in  your  hands,  anr1  we  trust  .they  will  meet  with  the 
same  success  as  those  of  1916, 


year,    we   are 


Kith  best  wishes   for  a   loros^erous 


Yours  very   truly, 


RAIID  2LaHA'LLY  t:   CO. 


Per 


.<LkcJL&^  — 


&£&■ 


FLIicIl/PK 


THOMAS   ALLEN,  Publisher  £^ 

215-219  VICTORIA   STREET,  TORONTO 
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January 
27th 
19    17. 


Thomas   /.lien: 
Toronto,    Ont. 
Dear  Mr.    Allen: -- 


Can. 


Are  we  down-hearted?   No!   VJhen  we  review  the 
splendid  business  that  we 'had  throughout  the  entire 
Dominion  last  year,  we  are  not  only  not  down-hearted, 
but  we  are  most  gratified  and  filled  with  a  lively 
optimism  for  the  season  of  1917. 

Despite  the  trememdous  advances  in  the  cost 
of  paper,  press-work,  and  binding,  you  will  be  able 
to  offer  our  lines  of  publication:;  at  prices  that 
will  be  most  attractive  values  to  the  trade  in  the 
Dominion  of  Canada,   We  will  be  particularly  strong 
on  Boys'  and  Girls'  Cloth  Books,  Flexible,  Linen, 
and  Board  Bound  Books,  as  well  as  Quarto  Juveniles. 
We  also  have  a  number  of  Specialty  Gift  Books,  Cloth 
and  Leather. 

We  have  bought  out  the  old,  established  firm 
of  G.  W.  Dillingham  Co.  of  flew  York  City,  who 
published  many  attractive  and  fast-selling  copyrighted 
books.   We  v/ill  continue  their  lines,  enhancing  the 
material  beauty  of  the  books  where  we  can. 

In  addition  to  the  Dillingham  line,  we  are 
in  a  position  to  supply  the  trade  with  a  representative 
line  of  books  of  all  kinds  and  character,  and  at  prices 
that  will  pay  the  dealer  a  profit.   I  am  sure  you  will 
be  able  to  establish  a  business  for  us  in  the  Dominion 
this  year,  and  heartily  appreciating  the  results  of 
last  year,  and  thanking  you,  and  through  you,  the 
book  trade  of  Canada  for  their  loyal  patronage  and 
support,  and  assuring  the  Dominion  trade  of  our 
hearty  cooperation  in  every  way,  we  remain 


Very  cordially  yours, 


M.  A.  Donohue  &  Co 


ITD-ACM. 


^^ 


THOMAS  ALLEN,  Publisher 

215-219  VICTORIA   STREET,  TORONTO 
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7  he  Publishing  Event  of  the  Season 
On  March  24  we  will  issue 

The  Road  To 

Understanding 

By  Eleanor  H.  Porter 


A   novel    that   has    all   the   sweetness, 

inspiration  and   human  appeal  of 

"Just  David,"  and  is  in  addition 

a  real  love  story. 

Every  one  who  enjoyed  "Just  David"  will  find  even  greater 
enjoyment  in  this  tale  of  the  romantic  courtship  and  marriage  of 
a  poor  girl  and  a  wealthy  young  man,  of  their  estrangement,  and 
of  the  final  happy  ending  brought  about  by  their  daughter,  for  it 
is  a  story  of  everyday  men  and  women,  told  in  a  way  that  will 
bring  it  close  to  every  reader's  life. 

Airs.  Porter  in  "Pollyanna"  and  "Just  David"  created  two  of 
the  most  famous  child  characters  in  literature.  Now  she  has  turn- 
ed her  remarkable  talent  as  a  story-teller  into  new  fields,  and  we 
have  a  talc  that  will  be  hailed  as  her  greatest  triumph,  and  that 
will  win  to  Mrs.  Porter  an  army  of  new  readers  who  demand  above 
all  a  good  love  story,  and  who  will  find  it  in  this  book. 

Houghton   Mifflin   Company,   Boston 


THOMAS  ALLEN,  Publisher 

215-219  VICTORIA    STREET,  TORONTO 
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Great       GETTING      U£«ed 

Br"2i5  TOGETHER  — 

By  IAN  HAY 

Author  of"  The  First  Hundred  Thousand'' 


The  author  of  this  notable  new  book,  so  timely  in  view  of  the 
present  situation  in  the  United  States,  was  commissioned  by 
the  British  Government  to  deliver  a  series  of  lectures  in  the 
United  States  to  promote  a  better  understanding  between 
these  two  great  English-speaking  nations. 

His  book  "Getting  Together"  forwards  the  same  cause. 

It  is  in  question  and  answer  form — a  Briton  and  an  American 
alternately  asking  and  answering  questions  raised  by  the  war, 
affecting  the  two  countries. 

Thus  they  come  to  a  better  understanding. 

Canadians  will  be  particularly  interested  in  reading  this  able 
presentation  of  vital  international  questions  and  their 
solution. 

THE   BOOK  OF  THE   HOUR 

Written  in  Ian  I  lav's  inimitable  style. 

50  Cents 

ALL   PROFITS  FROM  THE  SALE  OF  THIS  BOOK 
WILL  BE  DEVOTED    TO   PATRIOTIC  PURPOSES. 


Houghton   Mifflin   Company,   Boston 
»•  THOMAS  ALLEN,  Publisher     «p 
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STATEMENT  OK  THE 
BUSINESS   MANAGER 


FEBRUARY,  1917 


VOL    XXXIII  — No.  2 


STATISTICS  arc  now  available  regarding 
Canada's  trade  year  ending  with  Oc- 
tober, 1916,  and  these  significant  figures 

are  revealed: 

Total  exports $1,037,213,597 

Total  imports 716,929,813 

Favorable  trade  balance  .  .  .%    320,283,784 

Canada's  prosperity  is  increasing  as  the  war 
proceeds  and  these  trade  returns  form  a  strik- 
ing example  of  this  country's  strong  position 
despite  the  heavy  war  expenditures. 


Especially  valuable  will  be  a  scries  of  inter- 
views with  and  articles  by  traveling  salesmen 
and  sales  managers,  representing'  manufac- 
turing, publishing  and  jobbing  houses  whose 
goods  are  sold  to  Canadian  booksellers  and 
stationers. 

To  Advertisers 

Make  your  arrangements  early  for  sufficient 
space  in  the  ANNUAL  SPRING  SALES 
NUMBER,  to  ADEQUATELY  present  your 
proposition  to  Canada's  merchants  engaged 
in  the  BOOK,  STATIONERY,  FANCY 
GOODS,  TOY  and  NOVELTY  TRADES. 


In  every  section  of  Canada  booksellers  and 
stationers  had  an  exceptionally  good  year's 
trade  in  1916,  and  the  Northwest  Provinces 
have  overcome  the  depression  in  trade  from 
which  that  section  suffered  in  1914  and  1915. 


Last  year  wound  np  with  unusually  good  holi- 
day  business  throughout  Canada  and  trade 
buoyancy  has  been  maintained  by  reason  of 
good  January  business.    Universal  optimise 
prevails  regarding  1917. 


March  20 


is  the  date  to  remember.    All  copy  is  to  be  in 
l)v  that  date. 


No  Increase  Over  Regular  Rates : 

Full  page  $35.00         Half  page         $20.00 

Quarter  page      12.00         Eighth  page         8.00 

*         *         » 

Book   Your  Order  Now 

Clip  this  coupon,  sign  and  return  it  now  while 
the  question  is  np  and  let  us  know  when  copy 
for  vour  advertisement  will  follow. 


The  work  of  preparing  for  this  year's  Animal 
Spring  Sales  Number  of  BOOKSELLER  and 
STATIONER,  has  begun. 


Subscribers  may  look  forward  to  this  Spring 
number  for  a  rich  presentation  of  good  prac- 
tical articles  in  which  business-building  sug- 
gestions will  predominate,  many  of  them 
based  on  tried  and  proved  experiences  of 
highly  successful  merchants. 


)ate 


1917. 


Bookseller  and  Stationer, 

14:>  University  Ave.,  Toronto. 
Reserve page  space  in  your 

Full,  half,  quarter  or  eiirhth 

Annual  Spring  Sales  Number  for  $ ( Jopy 


will  follow  to  reach  yon  by 

Name 

Address 


(Final   date   March    20) 
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1917 

CHIEF  LINES: 

Toy  Books 

Juvenile  Books 

Book  Toys 

Book  Novelties 

Games 

Christmas  Booklets 

Calendars 

Tags  and  Seals 

Postcards 

Playing  Cards 

Children's  Blocks 

Dominoes 

Chess  and  Checkers 


THESE  INCLUDE  LINES  MADE  BY  SEVERAL  LEADING 
AMERICAN  MANUFACTURING  AND  PUBLISHING  CON- 
CERNS IN  ADDITION  TO  THE  EXTENSIVE  RANGE  OF 
GOODS  OF  OUR  OWN  MANUFACTURE. 

In  the  Valentine  book  toys  some  additional  novelties  are  being  added  to  the  line  this  year.  The  first 
samples  to  arrive  are  those  of  the  HOUSE  BOOK  SERIES  and  the  LUCY  ATWELL  BOOKS. 

The  House  Books  show  miniature  reproductions  of  the  homes  of  dogs,  rabbits,  farm  animals,  etc.,  and  to 
each  is  attached  a  toy  book  of  the  regulation  type,  but  having  to  do  particularly  with  the  animals  whose 
houses  are  thus  shown. 

The  trade  will   readily   appreciate  how  these   new  items  will  appeal  to  children. 

The  LUCY  ATWELL  series  can  be  depended  upon  to  be  equally  popular.  These  are  cut-out  toy  books,  the 
cover  page  representing  a  doll,  there  being  a  variety  of  different  ones.  The  distinctively  new  and  original 
idea  introduced  with  these  is  the  fact  that  some  of  these  dolls  wear  caps  and  muffs  of  the  actual  material 
of  which  such  articles  are  frequently  made,  while  others  wear  genuine  hair-ribbons.  This  series  gets  its 
name  from  the  artist  responsible  for  these  doll  designs. 

Other   new  ideas  will  be   shown,  as  well  as  the  fast-selling  book  toy  novelties  introduced  last  year. 

The  popularity  of  these  book  toys  make  them  decidedly  the  toy  books  that  retailers  should  feature  most 
strongly  next  holiday  season.  Our  travelers  will  be  showing  them  on  their  next  trip  along  with  an  even 
better  range  of  goods  for  holiday  selling  than  that  which  we  introduced  so  successfully  Fast  year. 

WAIT  FOR    THE   VALENTINE  MAN! 

Valentine  &  Sons  United  Publishing  Co.,  Limited 


TORONTO 


MONTREAL 


WINNIPEG 
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The  Copp,  Clark  Co.,  Limited 

TORONTO 
Announce  the 

1917  EXHIBITION 

_ 0f 


Novelties  and  Holiday  Trade 
Specialties  for  Merchants  in 
the  Book,  Stationery  and 
Fancy   Goods    Business 


HIS  YEAR'S  EXHIBITION  opens  March 
15th  and  will  continue  for  six  weeks. 

The  Exhibition  will  again  be  held  on  the 
fifth  floor  of  the  warehouse  at  Wellington  and 
Portland  Streets,  and  will  be  rich  in  goods  that 
will  immediately  appeal  as  good  money-makers  for 
1917  Autumn  and  Holiday  Selling. 

Now,  while  this  subject  is  fresh  in  your  mind, 
drop  a  post  card  giving  a  definite  date  as  to  when 
you  can  arrange  to  attend. 


The  advantages  of  r  attend- 
ing this  Exhibition  are  many, 
but  our  travellers  will 
show  samples  from  Coast 
to  Coast.  If  you  cannot 
come,  wait   for   traveller. 


SEE 

SPECIAL 

ADVERTISE. 

MENT     OF 

SOME     OF 

THE 

,    LEADING 

LINES 

ON 

OPPOSITE 

PAGE 
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C.CuCo. 


PREMIER  LINES 
FOR  HOLIDAY  SELLING 


1917 


Brief  Mention 
of  New  Lines 


A  MARKED  tendency  in 
Christmas  greeting  c  a  r  d 
styles  is  the  growing  prefer- 
ence for  Hat  cards.  This  is  dem- 
onstrated in  the  1917  collections 
of  the  productions  of  the  National 
Art  Co.  No  more  artistic  or  pleas- 
ing conceptions  have  ever  been 
shown  to  the  Canadian  trade. 


It  will  be  appreciated  by  the  trade 
that  these  are  productions  regard- 
ing which  the  sense  of  sight  and 
touch  are  required  in  order  to  con- 
vey adequately  their  points  of 
artistic  merit  and  by  the  same 
token,  their  trade  value.  This  is 
more  than  descriptions  in  cold 
type  can  accomplish. 

That  is  why  we  urge  retailers  to 
come  to  our  big  exhibition  next 
month  or  failing  that,  to  wait  for 
the  arrival  of  one  of  our  travelers 
to  show  them  these  samples,  before 
placing  any  orders  for  1917  Christ- 
mas greeting  cards  or  other  holi- 
day specialties. 


Some  new  ideas  that  you  will  see 
in  this  year's  cards  include  plate- 
sunk,  steel  die,  hand-colored  cards 
introducing  most  artistic  minia- 
ture designs  in  five  colors,  com- 
bined with  decorative  work  em- 
blematic of  Christmas. 

Small  folders,  with  accommoda- 
tion for  the  personal  card  of  the 
sender,  showing  similar  art  de- 
signs and  steel  die  stamped  mes- 
sages. 

Another  distinctively  pleasing  idea 
is  a  series  of  cards  of  pebbled  white 


stock,  exceptionally  heavy,  with  a 
plate-sunk  panel  at  the  left  bear- 
ing small  designs  in  several  colors 
and  with  brief  wording  below  in 
■old,  the  major  part  of  the  space 
being  occupied  by  the  greeting  in 
die-stamped  text  or  script.  These 
Hue  cards  have  beveled  edges. 

An  extensive  range  of  cards  are 
shown  introducing  overlapping 
triangular  Haps,  giving  an  envel- 
ope effect,  the  decorative  design  in 
colors  being  in  tbis  Hap  and  the 
greetings  die-stamped  in  black  on 
the  main  portion  of  the  card. 


Patrician,  Artistic,  Matchless, 
Ideal,  Imperial  and  Patriotic. 

These  collections  so  well  known  to 
the  trade  are  all  strong  this  year. 

Some  cards,  new  this  year,  that 
will  be  big  sellers  with  you,  in- 
clude a  Boxed  Line  of  Celluloids 
at  12V2c,  15c  and  221//2c  wholesale 
which  eclipse  anything  ever  shown 
in  German-made  cards  before  the 
war. 

You  will  want  also  the  Masonic 
greeting  cards  to  retail  at  10c  and 
15c  each. 

• 

Christmas  folders,  with  inserts  and 
cord  ties  costing  lc  EACH  in 
1,000  lots  or  $1.25  a  hundred- 
extraordinary  value ! 

Local  View  Christmas  cards  which 
can  be  had  in  different  shapes  and 
designs  by  ordering  one  gross  of 
one  sized  view. 


Post  Cards 


FOR  the  most  part  there  has 
been  NO  ADVANCE  this 
year  in  the  Cop)),  Clark  Co.'s 
post  cards.  Big  collections  for 
Christmas  and  New  Year's  as  well 
as  Thanksgiving.  Hallowe'en  and 
Birthday  post  cards  embossed  de- 
signs, at  60c  a  hundred  or  $5  a 
thousand. 
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Steel  die  post  cards  fur  Christmas 
and  New  Year  seasons  $1  per 
hundred.  $9  per  thousand. 

Birthday,  Christmas  and  New 
Years  post  cards — The  "Embroid- 
ery" Line — a  great  novelty—  en-t- 
ing the  trade  12 '-c.  each — a  line 
In  -ell  at  "25c. 


Other  Novelties 


SACHET  Handkerchief  Fold- 
ers with  Christmas  greeting 
message  on  front.  Trade  price  15c 
each. 

Narcissus  Bulbs,  attractively  boxed, 
at  $8.60  and  $7.20  doz.  boxes. 

Ilinoka  rope — (you  can  depend 
upon  delivery).  Tri-color  crepe 
ribbon,  also  plain  red  dfcd  green. 

Fancy  decorative  paper,  ribbon- 
zene,  tinsel  cord  for  tying,  candles 
and  candle  holders,  tinsel  and 
paper  garlands,  etc.,  garlands  and 
Christmas  tree  ornaments,  tag-, 
seals,  tally  and  place  cards,  etc. 

English  games,  a  great  25c  line; 
metal  photo  frames,  oblong  and 
oval;  manual  constructor,  popular 
sellers,  25c  and  50c  retail;  boxed 
calendars,  from  80c  to  $0  a  dozen, 
including  designs  by  Harrison 
Fisher  at  $6  a  dozen;  Pictur.es, 
from  25c  each  up ;  and  last  hilt 
not  least  a  great  range  and  big 
value  in 

HOLIDAY  PAPETERIES 


"Yours  for  record  1917  business," 

The  COPP 
CLARK  CO. 

LIMITED 

517  Wellington  Street   West 
TORONTO 


BOOKSELLER  AND  STATIONER 


ARO-A\AC 

LI  NCS 


SELLING  DIRECT  FROM  FACTORIES 


A.R.MacDougall  & 


SUNDRIES 


TORONTO 


Use  this  new  catalogue.    It 

will  help  you  to  sell 

more  pencils. 

It'  you  haven't  received  a  copy  ask  for  one. 

It  is  intended  for  use  with  customers.  It  contains  no 
prices. 

It  describes  the  full  line  of  pencils,  penholders,  lumber 
crayons  and  rubber  erasers. 

You  can  use  this  catalogue  to  advantage  in  selling  your 
customers  and  make  your  own  prices  foe  these  sales. 

We  positively  will  not  sell  consumers  except  through 
the  legitimate  trade.  We  want  to  co-operate  with  the 
dealers  in  marketing  these  goods. 

A  price  list  to  accompany  this  catalogue  will  be  sent 
on  request. 


CHIC AvjU  sharpener 


GIANT 
MODEL 

Sells  at 

$2.00 

Sharpens  any 
Pencil  or  Crayon 

Co-operation — the  sort  that  develops  ever- 
increasing  sales  for  you — is  our  1917  slogan.  Buy 
early — get  deliveries  when  needed.  By  actual 
machine  test  the  Chicago  sharpener  will  sharpen 
from  30,000  to  35,000  pencils.  Then  a  new  set 
of  cutters  for  the  machine  can  be  sold  to  the 
customer  for  75c  retail.  Wholesale  prices  make 
it  worth  your  while  to  vigorously  push  their 
sale. 
Standard  Model,  $1.50,  sharpens  Standard  Pencils 


Time  and  Material 
Saver,     Weighs 
about  4  lbs. 
Fully  nickel 
plated. 
100% 
fool- 
proof 


IDEAL, 
PORTABLE 


Eyeletting 
Machine  ^*>y 


Ideal  Specialties  Mfg.  Corp. 


New  York 


This  new  machine  has  a  "Trough  Maga- 
zine" for  the  reception  of  Ideal  Eyelets 
formed  into  strips  of  (15)  fifteen.  With 
but  one  stroke  of  the  handle  papers  are 
perforated,  eyelets  are  automatically  in- 
serted and  made  secure,  without  a  miss  or  a 
skip,  NOT  AN  EYELET  IS  LOST.  No 
other  portable  device  as  efficient,  none  so 
simple  or  sturdy  of  construction  as  the 
Ideal.     A  real  boon  to  the  busy  office. 


AID         HJf  T\  11      ©        C^  ¥     •  *  J_  Canadian  Representatives : 

•  K.  MaCUOllgall  &  LO.,  Limited,  266  king  st.w., Toronto 
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IAROvHAC 


SUNDRIES 


8ELLING  DIRECT  FROM  FACTORIES' 


A  RMacDougall  &  Cq. 


ARO-;*\AC 

LINES 


SUNDRIES 


VUL-COT 

WASTE 
BASKETS 


TORONTO 


Every  Basket  Guaranteed  for  Five  Years 

that  goes  with  every  basket  leaving  the  'factory. 
„,^«™v  ADVANTAGES : 

ECONOMY 

The  first  cost  of  Vul-Cot  baskets  may  be  a  little  more  than  that  of  the 
ordinary  waste  basket,  but  their  final  cost  is  incomparably  less,  because 
of  their  long  life.  An  investment  in  Vul-Cot  baskets  is  a  permanent  in- 
vestment. In  comparison  with  ordinary  baskets  that  must  be  constantly 
renewed,  the  first  cost  is  insignificant. 

DURABILITY 

With  ordinary  use  Vul-Cot  baskets  should  last  from  ten  to  twenty  years. 
Vul-Cot  baskets  won't  dent,  rust,  corrode,  or  any  way  suffer  from 
service  which  quickly  destroys  other  material. 

CLEANLINESS   AND  APPEARANCE 

The  solid  sides  and  bottoms  of  Vul-Cot  waste  baskets  hold  the  small 
particles  which  sift  through  the  ordinary  waste  basket  to  make  litter  on 
the  floor.  In  addition,  they  screen  from  view  the  unsightly  contents. 
Vul-Cot  baskets  arc  ornamental  as  well  as  useful.  The  standard  color, 
Maroon  Brown,  harmonizes  perfectly  with  the  furnishings  of  offices, 
hotels,  residences,  etc. 

NON-INFLAMMABILITY 

Vul-Cot  baskets  are  not  absolutely  fire-proof,  but  they  are  fire-resisting 
to  an  unusual  degree.  Fire  started  in  the  contents  of  a  Vul-Cot  basket 
would  be  confined  to  the  basket  itself  until  the  flames  could  be  ex- 
tinguished. 

Retail  at  $1.35  to  $3.00  Each 


Sengbusch  Self -Closing  Inkstands 

10  Reasons  Why  They  Are  The  Best 


1 — Always  airtight,  like  cork  in  bottle,  ink  always  clean  and  fresh. 
2 — No  evaporation — saves  75%  of  ink  bills. 
3 — 8  oz.  of  ink  will  last  busiest  clerk  for  one  year — think  it  over. 
i — No  funnels  above  top  surface  of  well — ink  never  spurts. 
5 — Pen  is  dipped  to  uniform  depth — no  overloaded  pens — prevents  ink  blots. 
6- — Where  other  stands  require  weekly  refilling,  the  Sengbusch  needs  refilling 
in  only  two  to  six  months  of  actual  use. 
-Requires  cleaning  inside  only  once  a  year. 
8 — Saves  pen  points — no  corroded  ink. 
9 — Prevents  evaporation  of  red  ink  and  works  perfectly  with  copying  ink. 
10 — Saves  time  and  trouble. 

You  can  have  Canadian  illustrated  price  list  with  your  imprint  and  other  good 
selling  helps.  GOOD  PROFIT  FOR  THE  DEALER. 

The  Ideal  Moistener 

$1.75.   High  class  in  every   detail.      An  efficient  and  sanitary 
moistener  for  stamps,   envelopes,  labels,   etc. 

If  you   are   asked   for   something  to    "lick   the   stamps;'  moisten    fingers, 
gummed  labels,  envelope  flaps,  etc.,"  offer  the  Ideal  Sanitary  Moistener 
— explain    its    advantages    over    other    methods — how    it    applies    the 
lii^ht    amount    of    moisture    equally,    surely,    and    easily — how    the 
wheel  revolves  without  resistance  or  noise — nothing  to  wear  out — 
no  rubber  to  become  hardened  or  useless. 

AY\  It/I  I  1  ©  f^  *  *  J_  Canadian   Representatives: 

.    K.    lVlaCUOUgall    &    LO.,    Limited,      266  King  St .W.,  Toronto,  Ont. 
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$MM 


THE  ONLY  BOOK  WRITTEN 
BY  BAIRNSFATHER 

Bullets 
&  Billets 

BY  BRUCE  BAIRNSFATHER 
Author  of  Fragments  from  France 


Captain  B.airnsfather's  Book,  "Bullets  and  Billet-,"  is  his  own  narrative  of  his  experiences  at  the 
Front.  It  has  the  same  character  as  his  drawings,  the  same  homely  humour,  the  same  quaint 
attitude  towards  life  and  danger.  Captain  Bairnsfather  has  not  written,  and  is  not  writing,  any 
other  book  about  the  tuar  or  about  anything  else. 

Not  a  Drawing  in  this  book  and  not  a  line  of  the  text  has  appeared  elsewhere.  There  are  eighteen 
full-page  illustrations  of  the  same  kind  that  has  endeared  the  artist  to  millions  of  his  countrymen, 
and  about  thirty  smaller  drawings  in  the  text. 

Price  $1.25  net. 

Fragments  From  France  No.  1,  More  Fragments  From  France  No.  2,  Still  More  Fragments  No.  3, 
can  also  be  supplied  along  with  orders  for  Bullets  and  Billets. 

GORDON  &  GOTCH  (CANADA)  LTD.,  TORONTO 


The  MACMILLAN 
COMPANY  desire 

rsa*  mm 

leaves  for  the  West 
very  shortly. 

to   announce    that 
their  representative, 
Mr.  Hugh  S.  Eayrs, 

jd  "^(^^1 

They  bespeak  for  him 
your  usual  courte- 
ous  consideration. 

Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 

"Rob  Roy" 
Pen 


It    is 

m  a  d  e 

of     fine    steel. 

writes     easily 

and   smoothly   ami 

suits     almost     any 

hand.  "Rob   Roy"  Pens 

are    made    in    one    of    the 

best     equipped      factories     in 

Birmingham,    Eng. — the    home    of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietois  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Patented  Dec.  7.  1909 
•No.   777   iy8   in.   wide,  and   only   1-16  iu.   thick,  12  inches  long. 

Very  flexible,  double  brass  edges,   ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a   good    one   if   you   do   not   carrv    our 
School    Flexible. 

WESTCOTT-JEWELL  CO.,  "g$?J£g?- 

RULER  MAKERS  EXCLUSIVELY 
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INTERESTING  NEWS  FOR 

STATIONERS  and  BOOKSELLERS 

You  have  already  experienced  the  very  marked  increase  in 
price  of  every  commodity  incidental  to  the  stationery  and 
book  business.  Every  article  that  enters  into  the  manufac- 
ture of  Blank  Books  or  Printed  Books  is  still  climbing 
upward  in  price. 

No  manufacturer  or  publisher  will  quote  prices  for  even  a 
month  in  advance,  and  paper  mills  accept  orders  only  at 
open  prices,  with  no  specified  date  of  delivery. 

PREPARE  NOW 

School  Opening  and  the   Holiday  Season 


August, 
1917 

Scribblers,  Exercise  Books, 
Note  Books,  Examination 
Paper  and  all  incidental  lines. 


November  and 
December,  1917 

Presentation  Books,  Bibles, 
Toy  Books,  Juvenile  Liter- 
ature, Books  for  Boys  and 
Girls,  etc.,  etc. 


We  have  prepared  very  large  stocks  of  School  goods  and 
Christmas  lines.  They  are  here  now,  and  are  yours  at 
present  prices  guaranteed  as  long  as  our  stock  lasts. 

Samples  are  on  display  right  now. 

A  completely  new  variety  of  Christmas  Cards  and  Books; 
not  a  single  one  a  duplicate  of  last  season. 

Our  traveller  in  your  territory  will  call  shortly  and  outline 
the  terms  on  which  these  may  be  bought.  If  you  are  inter- 
ested to  know  the  exact  date  of  his  visit,  please  write  us. 

CLARK  BROS.  &  CO.,  LIMITED 

WINNIPEG 
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RELIABLE 
SERIES 


This  Year's  Samples  of 

CHRISTMAS  CARDS 

Made  by 

WM.  RITCHIE  &  SONS,  Limited 
Edinburgh,  Scotland 

ARE  NOW  READY 

CANADIAN   SERIES  ESPECIALLY  STRONG 

\,rkim  including 

ALS0  ,arSe  va4ati «  of  *g™| j££J  g—  winter  scene. 
Patriotic,  Juveniles,  off-se  work  »  die.<lamped  numbers.  Cards  to 
bird,  hu_  g  >M*°4 jj* senp*  ^  P*         „  10c,  15c  and 

STa  taf  Thrill"  shown  by  principal  jobbing  house, 

A.  O.  HURST  itm38&"  TORONTO 
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Nature  Post  Cards 


New  and  exclusive  designs  that  will  prove  big  sellers  with  Canadian  Lovers  of  Nature.  There 
are  24  designs  in  the  series  reproduced  in  our  color  process  work.  "Best  Wishes,"  "Season's 
Greetings"  and  "Verses"  in  gold.  The  Birds  reproduced  in  their  natural  colors  of  plumage. 
These  Cards  assorted  24  designs  to  a  hundred,  packed  in  cartons  for  60c  per  100,  or  $5 .  00  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before  buying,  forward  25c  in  stamps  and  the 
set  of  24  subjects  complete  will  be  mailed  promptly.  Big  orders  already  placed  by  largest  houses 
in  United  States  and  Canada. 

We  ateo  specialize  in  Local  Views  of  One  Thousand 
per    subject    and     up.       Correspondence    solicited. 

GILBERT  POST  CARD  COMPANY 


309  River  Street 


CHICAGO,  111. 
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Wfr/M* 


of  GREETING 


Never  has  our  line  had  such  refinement, 
such    strength,  such   dignity.     We   are 

not  showing  colored  stocks,  freak  cuts  and 
shapes,  fancy  borderings  or  geegaws.  We 
are  showing,  however,  the  quintessence  of 
originality  and  excellence  from  a  large 
staff  of  artists,  engravers,  plate  printers 
and  die-stampers.  For  sentiments;  we 
chose  them  from  a  selection  of  thousands 
submitted  to  us  by  writers  from  all  parts 
of  the  country. 

Our  entire  energy  is  the  1917  line,  our 
supreme  effort. 

178  CONGRESS  ST.,  BOSTON,  Mass.,  U.S.A. 
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The  Three  Essentials  of 
Successful  Card  Parties 


some  seal    pattern    cases, 
nickel-trimmed.     The   favorite 
ot  leading   clubs  and   players. 
If  your  dealer  cannot   supply 
you,  write  us.  Circular  and  price-list  jree. 
The  Official  Rules  of  Card   Games— New 
^Cj  edition  revised  to  date.     All   the  latest    rules. 
Written  by  recognized  authorities..  300  games. 
250  pages.     Scttl-s  every  disputed  point.    Tells  you  how  to  play 
every  game  iron;  (-?ssinoto  Whist  including  games  for  the  young 
folks,  foreign  games,  round  table  games,  progressive  party  games, 
club  games.  Bound  for  service.  Sent  postpaid  for  IS  cenls  in  stamps. 


PLAYING 
CARDS 


A  delight  to  the  eye  and  the  hand.  Exquisite  backs  m  full  color 
and  gold,  reproducing  master  paintings.  Gold  edges  like  a  volume 
de  luxe.  Never  lose  their  snappy  strength  of  material.  Flexible 
but  not  flimsy.  Especially  distinguished  by  their  Air-Cushion 
Finish  which  defies  all  moist  atmospheres.  Prevents  gumming  and 
sticking.  Makes  misdeals  practically  impossible.  Docs  not  take 
up  perspiration  from  the  hands.  Congress  Cards  are  made  in  two 
sizes — Regular,  liked  best  by  men;  French,  the  new  small  dainty 
card  that  fits  milady's  hand.  Moderately  priced.  Many  different 
backs  for  your  selection.  Ask  your  dealer.  Sample  cards  and  cir- 
cu/ai  free. 

Send  today  tor  an"  of  the  free  matter  offered  above  and  by 
all  means,  get  your  copy  of  the  new  Official  Rule  Book  (15c). 

i.  PLAYING  CARD  COMPANY 
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Toronto,  Canada 
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Make  your  store  the 
recognized  headquar- 
ters for  playing!  card 
supplies — 

It  will  pay  you  in  two  ways:  You  will  sell 
more  goods  of  this  kind.  You  will  attract  to 
your  store  practically  everybody  whom  you 
would  like  to  have  as  a  customer. 

You  can  give  your  store  this  reputation  by 
carrying  the  cards  and  the  supplies  that  people 
want.  They  want  the  brands  that  are  famous 
for  their  superiority  the  world  over  and  that 
they  know  by  name  through  continual  adver- 
tising.   These  products  are — 

BICYCLESffi? 


V-S.  D,_      "re^iv?;,^»ecli. 


;ce,Veirn   eWe(<i.  mi 


* 


Everybody   knows  them.     They  require 

no    time-taking'   introduction    from    you. 

To  sell  in  your  town  most  of  the  playing 

ty'         cards  used  by  men,  you  simply  must  have 

Bicycles. 


PLAYING 
CARDS 


Every  woman   wants   them   for  social   play. 

Their  art  backs  sell  themselves.  To  secure 
the  patronage  of  card  clubs  and  of  individuals 
who  want  the  best  of  everything,  you  need 
the  latest  designs  in  Congress. 

PAINE'S  TRAYS 

Every  player  prefers  them  for  duplicate  games. 

Known  everywhere  as  the  most  practical  and 
most  attractive  tray  on  the  market.  Stock  them 
and  you  will  sell  them. 

OFFICIAL  RULE  BOOK 

The  modern  Hoyle  that  every  player  and  every 
club  like  to  have  for  ready  reference.     The  new 

edition  is  in  immense  demand.     You  should  sell  it 

in  your  town. 

All  of  these  essentials  to  the  successful  handling  of 
playing  cards  are   being  advertised  in  the  leading 
magazines   this   month    (February)    with    announce- 
ments like  the  reproductions   to   the  left   but   much 
larger.     This  publicity  will  be  of  immediate  help  to 
dealers  who  have  the  goods  on  hand.     Order  at  once 
through    your  jobber. 


New  Catalog  Price-List  Free 

Will  show  you  how  to  increase  your  playing  card  business.     Every  dealer  who  sells  or  wants  to   sell 
playing  cards  should  have  a  copy.     Send  your  name  and  jobber's  name  to-day  to 

TheJJ.  S.  PLAYING  CARD  COMPANY,    •  Toronto,  Canada 
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Ready  in  February 

The  Best  Short  Stories 
of  1916 

And   The  Yearbook  of   the   American  Short  Story. 
Edited  by  EDWARD  J.  O'BRIEN 

This  is  the  second  of  Mr.  O'Brien's  annual  volumes 
on  the  year's  short  stories.  These  volumes  are 
the  only  authoritative  surrey  of  the  short  story 
published,  and  the  present  volume  is  based  on  the 
leading  of  2,700  short  stories  published  during  1!»1<> 
in   seventy   American   periodicals. 


All  of  these  stones  are  classified  in  a  very  complete  index  of 
authors  and  titles,  and  the  lit- 
eral? value  of  each  story  is 
indicated,  with  bibliographical 
notes.  The  volume  includes 
also  a  list  of  all  books  of  short 
stories  published  during  1916, 
a  Roll  of  Honor  of  the  beat 
one  hundred  and  ten  American 
stories,  a  Necrology,  a  critical 
analysis  of  the  fifty  best  Ameri- 
can short  stories,  and  a  critical 
essay  on  the  literary  tendencies 
if    the    year. 

These  chapters  are  based  on  Mr. 
O'Brien's  annual  articles  on  the 
American  short  story  in  The 
Boston  Transcript  and  The  Bunk 
man  which  are  accepted  nation- 
ally as  the  critical  norm  of  the 
American  short  story. 
The  greater  part  of  the  volume 
i.s  occupied  by  the  text  of  the 
twenty  stories  which  Mr.  O'Brien 
finds  to  be  the  best  by  American 
authors  published  in  American 
magazines  during  the  year. 
Uniform  in  size  and  binding 
with  The  Best  Short  Stories  of 
1915. 


Just  Published 

Wildfire 

By ZANE  GREY 

You  will  enjoy  reading  this  great  outdoor  Novel; 
please    pass    it    around    and    let    others    share    your 

enthusiasm. 

Zane  Grey  has  been  steadily  climbing — be  will  reach 
and  stay  at  the  top  of  the  best  sellers  with  this,  bis 
greatest   book,   "WILDFIRE." 

Zane  Grey  has  written  many  fine  books,  but  here  is 
the  best  of  tbem   all. 


12  mo.     Cloth.      Gilt  top. 
472  pages.     Si .50  net 


Just  Published 

The 
Unknown 
Mr.  Kent 

By  ROY  NORTON 


PUBLISHERS 


Readers  have  learned  long 
since  that  Zendaland  is  the 
home  of  romance,  the  dwell- 
ing-place o  f  beautiful, 
strong  -  willed  princesses, 
harrassed  kings,  resource- 
ful, cynical  intriguers,  and 
a  picturesque  citizenry  al- 
ways holiday-making.  Many 
of  these  familiar  characters         !^^^^^^^^^— 

are  to  be  found  in  "The 

Unknown  Mr.  Kent,"  but  the  role  generally  filled 
by  a  dashing,  fearless,  romantic  young  soldier  of 
fortune  falls  to  the  lot  of  a  practical,  hard-headed 
American  business  man.  It  is  not  to  be  understood 
that  the  personality  of  Mr.  Kent  is  merely  matter- 
of-fact,  nor  that  his  career  as  uncrowned  king  of 
mythical  Marken  is  without  romance  or  danger. 
Quite  the  contrary  !  But  Instead  of  winning  his  way 
in  high  boots  and  with  saber-rattling  and  duels 
every  15  minutes,  Kent  is  sure  of  victory,  because 
he  sees  farther  ahead  than  his  enemies,  and,  by 
anticipating  their  plots  and  laying  cleverer  counter- 
plots, allows  them  to  accomplish  their  own  downfall. 

Cloth,  $1.25 


Ready  in  February 

One  of  the  most  interesting  literary   finds  which  has 
appeared  in  recent  years. 

Casuals  of  the  Sea 

By  WILLIAM  McFEE 

Kipling,  we  think  it  was  who  said:  "Call  'Mac' 
down  to  the  engine  room  of  any  steamer  the 
world  over,  and  a  Scot  will  answer."  McFee 
was,  and  is  an  engineer.  He  has  written  a  novel 
of  life,  and  it  has  been  accepted  as  a  big  book. 

The  year  has  brought  us  acquaintance  with  a  notable 
new  writer,  the  author  of  "Casuals  of  the  Sea."  As 
his  aubtitle  tells  us.  William  McFee  has  essayed  no 
less  than  "the  voyage  of  a  soul,"  and  well  and  proud- 
ly has  he  succeeded  in  his  attempt.  The  Gooderich 
family  are  people  whom,  once  knowing,  we  cannot 
forget,  and  then  there  is  the  wonder  of  the  sea,  the 
greatness  of  the  men  who  drive  the  ship's  vast  en- 
gines, the  sense  alike  of  man's  helplessness  and  of 
his  power.  "Casuals  of  the  Sea"  is  literature. — 
"New   York   Times." 

England  now  has  discovered  suddenly  that  she  is  heir  to 
another  man  who  shows  the  stuff  of  which  genius  is  made: 
a  man  who  is  English  by  chance,  because  he  was  bom  at  sea 
of  English  parentage.  .  .  .  The  man  is  William  McFee.  He 
has  written  a  novel,  "Casuals  of  the  Sea."— "Baltimore  Even- 
ing   Sun." 

In  the  crowd  of  autumn  fiction  a  dozen  books,  perhaps,  have 
made  their  way  to  the  front;  some  by  reason  of  the  name  on 
the  title  page,  otheis  by  sheer  force  of  original  person- 
ality. Of  the  latter  class  is  "Casuals  of  the  Sea,"  by  William 
MoFee.  Its  distinction  lies  partly  in  the  theme,  but  par- 
ticularly in  the  style,  which  is  quite  out  of  the  ordinary. 
.  .  .  Some  of  it  is  delightfully  humorous,  some  of  it  is  calmiy 
sordid,  all  of  it  is  convincing  and  interesting. — "The  Inde- 
pendent." 

In  "Casuals  of  the  Sea,"  the  style  is  both  lucid  and  impelling, 
the  presentation  alike  of  human  beings  and  seascapes  is  re- 
markable, while  the  third  "book"  of  the  story,  "The  Sea," 
rises  to  magnificent  level.— "Chicago  Herald." 

"Both  drifters  here  and  there  upon  the  sea  of  life;  its  quiet 
humor,  leisurely  style,  and  realistic  characterization  proclaim 
the  author  a  keen  observer  of  humanity,  and  one  who  finds 
no  uninteresting  people  in  the  world."  Reminiscent  of  Conrad 
in    its    feeling    for   the   sea. — "Wisconsin    Library    Bulletin." 


He  has  written  of  wonderful 
horses  before,  but  Wild- 
fire outruns  them  all.  He 
has  written  often  of  men 
and  women  who  loved  ad- 
venture and  had  their  fill  of 
it,  but  here  in  this  story 
of  a  Centaur  community 
the  adventures  and  pas- 
sions of  his  characters  are 
as  natural  In  the  wild 
country  in  which  they  lived, 
as  the  adventures  and  pas- 
sions told  of  primitive 
peoples  in  fabled  Greece. 
In  literary  quality,  in  vivid 
delineation  of  wild  country 
and  a  rugged  people  and  in 
high  dramatic  power  "Wild- 
fire" stands  out  as  an  in- 
disputable  masterpiece. 

Illustrated, 

Cloth,    $1.35   net 
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Third  Edition  Ready 

Pincher 
Martin,  0.  D. 

A  Story  of  the  Inner  Life  of 
the  Navy. 

By  "TAFFRAIL" 

"Taflfrail"  has  accomplished 
in  "Pincher  Martin"  what 
Captain  Marryat  failed  to 
do  in  writing  of  the  British 
Navy  of  a  former  genera- 
tion —  he  has  made  his 
story  realistic.  Y'ou  feel 
that  you  are  not  reading 
fiction,  fascinating  as  fiction 
may  be  in  the  hands  of 
a  true  artist,  but  that  you 
are  reading  a  true  story 
It  is  a  photograph  of  the  Royal 
but    with    the    difference — the 


from  start  to  finish 
Navy  as  it  is  to-day 
photograph  is  colored,  its  tints  are  reproduced  direct 
from  nature.  You  smell  the  tar  and  the  oil  and 
the  paint;  you  inhale  the  atmosphere  of  the  foc'sle, 
the  ward-room  and  the  " 'orrible  den,"  and  you  hear 
the  swish  of  the  waves,  and  your  face  is  moist  with 
the  spindrift.  As  a  faithful  picture  of  this  branch 
of  the  service  to-day,  this;  book  cannot  be  beaten. 
We  commend  it  to  all  who  wish  to  follow  the  Joys 
and  sorrows  of  our  sailors,  and  to  become  familiar 
with  their  glorious  work — from  the  security  of  their 
own  firesides,  for  by  doing  so  a  bond  of  sympathy 
will  be  formed  with  our  navy  men  that  can  be  se- 
cured by  no  other  means. 

Cloth,  Si. 25 
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Editorial  Chronicle  and  Comment 


ARE  YOU  GUILTY f 

DO  merchants  fully  appreciate  the  show  window 
as  a  potent  factor  in  successfully  conducting  a 
retail  business?  Window  displays  properly  arranged 
bring  more  people  into  a  store  and  actually  produce 
more  sales  than  the  highest  estimate  of  their  efficacy 
concedes. 

Why  should  the  waste  of  dollars  in  the  way  of 
neglect  of  this  phase  of  merchandising  be  permitted 
to  continue? 

Sometimes  the  merchant  depends  on  his  assist- 
ants to  completely  look  after  his  interests  in  this 
connection,  but  he  is  himself  to  blame  if  he  does  not 
exert  the  proper  supervision  that  will  assure  adequate 
attention  to  this  big  question  of  window  display. 

Some  merchants,  alas,  too  many,  are  still  blind  to 
the  potential  business-bringing  power  of  the  show 
window. 

Window  display  properly  conducted  is  advertis- 
ing of  the  livest  and  most  valuable  character. 

If  this  subject  has  not  had  the  thought  and  atten- 
tion it  deserves  in  the  past,  let' 1917  see  an  awakening 
on  the  part  of  those  retailers  who  have  been  negli- 
gent in  this  particular.  Then  a  bigger  business  and 
more  profits  will  inevitably  follow. 


the  war  and  consequently  poetical  volumes,  old  and 
new,  should  find  an  increasing  rather  than  decreas- 
ing sale  this  year. 


POPULARITY  OF  POETICAL  WORKS 

THERE  has  been  so  decided  an  increase  in  the 
number  of  volumes  of  poetry  in  the  past  two 
years,  in  which  connection  may  also  be  mentioned 
the  establishment  of  periodicals  devoted  exclusively 
to  matters  pertaining  to  poetical  works,  that  there 
seems  to  be  no  doubt  that  the  war  has  really  had  the 
effect  of  greatly  popularizing  poetry  if  it  has  not 
actually  inspired  poetical  expression  other  than 
actual  "war  verse." 

This  condition  is  true  of  both  England  and 
France,  despite  the  many  singers  that  have  died  the 
death  of  martyrs  in  fighting  for  the  cause  of  higher 
civilization  against  the  materialistic  "will  to  power" 
of  the  Germans. 

Canada  in  the  past  year  has  produced  a  most 
creditable  number  of  really  good  volumes  of  verse, 
to  such  an  extent  in  fact  as  to  make  these  books  the 
outstanding  feature  of  the  book  publishing  in  Can- 
ada in  1916. 

Applying  all  this  to  the  book  trade,  it  would  seem 
that  the  spirit  of  poetry  will  continue  to  thrive  during 
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BOOK  PRICES  STILL  HIGHER 

INCREASING  cost  of  production  in  the  making  of 
books  of  all  kinds  is  resulting  in  still  further  and 
decided  advances  in  many  classes  of  books,  particu- 
larly Bibles  and  other  leather  bound  volumes.  Paper 
has  continued  to  soar  in  the  market  and  consequently 
no  books  are  exempt  from  increasing  costs.  Here  is 
a  table  showing  how  the  principal  materials  which 
enter  into  the  making  of  a  book,  have  gone  up  since 
a  year  ago : — 

Old  Price  Present  Price 

Cloth    $     .06  per  yard  $     .12 

Ink  for  stamping   l.fiO  per  lb.  3.00  to  $3.50- 

Thread     1.00  per  spool  1.75 

Leaf    Gold    7.15  10.00 

Binder's   Board    24.00  per  ton.  .  !K).00 

('renin   Loaf  for  Stamping   ...  .03  per  sheet  .07 

Book  paper 03  4/5  per  lb.  .08% 

Glue  Increase  150% 

Oriental  Leaf  for  stamping   .  rnerease  25% 

Lining  and   end   papers    Increase  150% 

Crash    Increase  100% 

Labor   Increase  20% 

Ooze  Leather   Increase  200% 

Skiver  Leather Increase  175% 

Buffings    Increase  105% 

Marble   Paper    Increase  85% 

Those  quotations  deal  with  materials  entering 
into  the  cloth  bound  books  of  the  kind  that  are  most 
freely  sold. 

When  it  comes  to  Bibles,  the  quantity  of  high- 
grade  leather  required,  and  the  advance  of  over  125 
per  cent,  in  the  price  of  the  cheapest  Bible  paper, 
with  still  greater  advances  in  the  finer  grades  of  paper 
so  extensively  used,  calls  for  decided  advance.  A 
forty  per  cent,  advance  has  been  definitely  announced 
by  what  is  perhaps  the  largest  book  jobbing  house  in 
the  United  States.  Prices  in  Canada,  too,  will  be 
considerably  in  advance,  but  not  so  heavy  as  that, 
because  most  of  the  Bibles  sold  in  this  country  come 
from  England  and  conditions  are  somewhat  more 
favorable  in  the  case  of  British-made  Bibles. 


CANADA'S  BUSINESS 

THE  Statistics  of  the  trade  of  Canada  for  the 
twelve  months  ending  October  last  are  a  very 
fair  indication  of  the  prosperity  that  is  a  by-word  in 
this  country.  A  prosperity  too  that  is  increasing  as 
the  war  proceeds.  Canada  has  exported  to  the  United 
Kingdom  $678,796,960  to  the  United  States  $254,- 
000,000.  Imports  from  the  United  Kingdom  for  the 
same   period   amounted   to   $117,222,539,   from   the 
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United  States  $54Q,OOO.OO0>.  From  all  sources  Can- 
ada's exports  for  the  twelve  months  totalled  $1,037,- 
213,597  while  imports  totalled  $716,929,81:!  which 
leaves  a  favorable  trade  balance  of  $320,283,784. 

This  is  a  striking  example  of  Canada's  strong 
financial  position  despite'the  heavy  war  expenditures. 


WEAKNESS  OF  DEALER  ADVERTISING 
IN  THE  BOOK  TRADE 

THE    following    editorial    reprinted    from    "The 
Publishers'  Weekly,"  of  New  York,  is  reprinted 

here  because  it  applies  to  the  Canadian  hook  trade  to 
an  even  greater  degree  than  it  does  to  that  of  the 
United  States: — 

As  every  advertiser  knows,  there  is — or  should  be 
—a  difference  between'  advertising  copy  aimed  at  the 
consumer  and  copy  aimed  at  the  dealer.  The  former 
tells  what  an  article  is,  how  it  differs  from  competing 
articles,  what  people  say  about  it,  and  why  the  pros- 
pective buyer  should  have  it.  Dealer  copy,  however, 
should  not  only  tell  this  hut  in  addition  should  "sell" 
the  dealer  on  the,  to  him,  even  more  important  ques- 
tions: why  it  is  worth  the  dealer's  while  to  stock  the 
article  and  what  people  in  his  community  will  want 
it.  A  recent  issue  of  the  Saturday  Evening  Post  con- 
tained an  article  on  selling  on  the  road  in  which  an 
instance  was  cited  of  a  salesman's  going  into  a  new 
and  highly  competitive  territory  and  making  good 
on  the  following  fundamentally  sound  dealer  appeal : 
"1  realize  that  I  am  offering  you  a  new  article  and 
that  mine  is  only  one  among  hundreds  of  articles 
which  you  carrf ,  but  I  believe  in  this  article  for  such 
and  such  reasons  and  I  believe  you  can  sell  it  for  the 
following  reasons.  .  .  .  My  future  standing  in  this 
city  depends  on  my  dealing  fairly  by  you  now  and 
I  am  therefore  in  the  position  of  your  partner  in  ad- 
vising this  investment."  This  is  essentially  the  at- 
tack of  trade  paper  copy,  for  advertisements  in  a 
trade  paper  are  nothing  more  or  less  than  salesmen 
who  visit  dealers  fifty-two  times  each  year  and  go 
with  them  thru  their  stock  of  the  article  advertised 
—that  is,  they  do  if  they  are  good  dealer  copy ! 

.  It  is  of  interest  in  this  connection  to  thumb  the 
current  file  of  the  Publishers'  Weekly.  Surely 
hooks,  if  anything,  offer  an  opportunity  for  direct 
and  varied  dealer  talk!  And  yet,  judged  from  this 
angle,  well  over  half  the  advertising  in  our  columns 
fails  to  return  its  full  value.  Fully  two-thirds  of  it 
makes  no  pretence  at  making  a  special  dealer  appeal 
— it  is  nothing  hut  consumer  copy  off  the  same  spool 
as  the  copy  for  the  daily  press. 

It  is,  perhaps,  difficult  for  the  publisher,  whose 
own  books  bulk  so  large  to  him  in  the  literary  output 
of  the  year,  to  realize  that  after  all  many  of  his  fond- 
est offerings  are  to  the  retailer — the  man  to  whom  he 
looks  for  his  sales  outlet — little  more  than  names. 
Thus  the  description  of  "The  Syrian  Christ"  by 
Abraham  Mitrie  Rihhany  as  "of  unusual  signifi- 
cance,"   "a  study  and  interpretation-  of  Jesus  Christ 


by  a  Syrian."  leaves  or  is  apt  to  leave,  the  husy  dealer 
in  the  mid-t  of  a  busy  season  fairly  cold,  though  as  a 
fact  it  well  merit-  the  first  phrase.  At  best  an  appeal 
of  this  sort  will  have  to  he  reiterated  a  large  number 
of  times  before  it  will  get  the  results  of  Mime  such  line 
of  approach  a-  the  following:  "This  hook.  Mr.  Book- 
seller, is  by  one  oi  America's  most  prominent  Ini- 
tarian  ministers.  It  will  pay  you  therefore  to  call  it 
especially  to  the  attention  of  the  members  of  the 
Unitarian  church  in  your  community.  We  have 
prepared  special  circulars  written  from  this  particu- 
lar angle  of  appeal  which  will  lie  sent  you  upon 
request.  Tt  will  also  sell  to  other  ministers,  to  social 
workers,  to  all  Sunday  School  teachers  and  workers, 
to  those  who  have  purchased  Bihles  of  you,  Tetc.,]  be- 
cause it  supplements  the  Bible  and  all  commentaries 
on  the  Bible  in  its  authentic  interpretations  of  the 
native  Syrian  background  of  the  Bible  story." 

"Or  take  a  book  like  John  Muir's  .just  published 
"Thousand  Mile  Walk  to  the  Gulf";  suppose  the 
trade  advertising  copy  on  this  book,  instead  of  stop- 
ping with  the  statement  that  "John  Muir's  journal  of 
his  tramp  from  Indiana  to  Florida  in  1867  and  of  his 
trip  thence  to  Cuba  and  finally  to  California  will  he 
warmly  welcomed,  because  it  is  interesting  in  itself 
as  well  as  for  the  light  it  throws  on  the  development 
of  the  great  naturalist's  aims,"  leaving  the  publishers 
probably  to  circularize  the  membership  of  the  Appala- 
chian Mountain  Club  and  other  walking  and  moun- 
taineering organizations  by  whom  the  book  is  especi- 
ally likely  to  be  "warmly  welcomed,"  suppose  the 
publishers  had  pointed  out  to  the  trade  that  among 
many  other  bodies  and  classes  of  readers  this  hook 
would  interest  especially  the  members  of  the  Amer- 
ican Alpine  Club,  the  American  Geographical  Soci- 
ety, the  Appalachian  Mountain  Club,  the  Colorado 
Mountain  Club,  the  Geographic  Society  of  Chicago. 
Boy  Scout  leaders,  local  members  of  natural  history 
societies,  not  to  speak  of  the  innumerable  readers  of 
the  National  Geographic  Magazine,  etc..  etc..  and 
that  they  would  supply  the  trade  with  special  circu- 
lars with  which  to  reach  these  buyers.  The  same  line 
of  attack  could  be  incorporated  into  the  trade  adver- 
tisements of  nearly  every  non-fiction  book  published. 
It  is  not  that  we  advocate  the  omission  of  general 
descriptive  matter  from  dealer  advertisement-,  hut 
we  do  urge  that  the  incorporation  of  direct  dealer  ap- 
peal is  essential  if  full  efficiency  is  to  be  gained  from 
Publishers'  Weekly  advertisements.  There  are  scores 
of  mediums,  such  as  our  own  Book  Review,  through 
which  to  advertise  books  to  the  individual  ultimate 
consumer;  the  Publishers'  Weekly,  except  for  its  libr- 
ary clientele,  is  not  one  of  them.  Its  field  is  no  less 
important  but  it  is  distinctly  different. 

In  the  case  of  fiction  it  is  generally  more  difficult 
to  tell  why  people  will  buy  one  book  rather  than  an- 
other and  consequently  why  the  dealer  should  stock 
it.  but  even  here  there  is  room  for  more  direct  dealer 
appeal  than  frequently  appears  in  our  advertising 
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pages.       Bold-face    announcements    that    a    I k    is 

"sweel  as  cherry  blossoms,"  "a  modern  'Quo  Vadis'," 
or  "the  biggest  novel  of  a  decade" — right  enough  for 
consumer  copy  perhaps  (although  we  doubl  it!)  — 
doesn'l  hit  the  bookseller  in  the  pocket  as  hard  as  the 
announcement  that  "this  hook  will  sell  to  the  same 
people  who  bought  'Pollyanna'  and  'Michael  O'Hall- 
oran'," — recent  big  money-makers  tor  him — or  "a 
book  which  makes  substantially  the  same  appeal  as 
The  Harbor'  and  which  although  by  a  new  author 
we  think  enough  of  to  risk  a  first  printing  of  10,000 
copies."  Or,  in  addition  to  advertising  "The  Spins- 
ter" as  "the  story  of  a  nineteenth  century  girl  who 
finds  her  place  in  the  twentieth  century,"  tell  the 
dealer  that  the  hook  will  sell  especially  to  the  femin- 
ist patrons,  to  suffragists,  to  unmarried  wage-earning 
women,  to  anti-vivisectionists,  bo  people  of  New  Eng- 
land extraction,  to  people  interested  in  socialism,  etc. 
Some  day  we  may  reach  a  sufficient  state  of  trade 
frankness  and  co-operation  for  the  publisher  to  tell 
his  sales  partner,  the  retailer,  before  asking  him  to 
risk  money  on  a  "cat  in  a  bag,"  just  how  much  faith 
he,  the  publisher,  has  in  a  hook  in  terms  of  copies 
printed  before  publication.  If  anybody  knows,  or  is 
prepared  to  guess,  at  a  book's  possibilities,  it  is  the 
publisher,  and  greater  frankness  in  this  regard  would 
go  far  toward  vitalizing  a  publisher's  trade  advertis- 
ing copy.  One  of  the  "Book  Supply  Company's 
strongest  appeals  to  the  trade  in  the  ca^e  of  the 
Harold  Bell  Wright  hooks  is  the  cold  figure  state- 


ments of  copies  <>f  previous  hooks  sold  and  copies 
printed  of  the  new  hook  before  publication.  The 
trade  is  almost  hypnotized  by  such  argument. 

The   easy   answer   to   a    plea    for   such    suggestive 
advertising  is  that  the  booksellers  would  not  adopt 

such  -ales  "leads"  even  if  (he  publisher  offered  them, 
that,  in  fact,  such  suggestions  in  the  past  have  not 
met  with  any  particular  response.  This  is  in  part 
true  bul  it  is  also  true  that  the  average  retailer  has 
not  in  the, past  been  accustomed  to  find  so  many 
definite  .-ales  tips  in  his  trade  advertisements  that  he 
has  come  to  look  there  for  them:  when  he  doe-,  the 
readiness  to  follow  them  up  will  inevitably  follow. 


With  white  paper  selling  as  "waste"  at  between 
two  or  three  cents  a  pound,  this  would  seem  to  he  the 
time  for  publishers  to  scrap  sheet  stock  of  old  "has 
beens"  which  they  are  carrying  in  their  own  or  their 
binders'  warehouses.  It  is  hard  for  the  manufactur- 
ing man  to  admit  to  the  man  higher  up  that  he  has 
"over-manufactured";  there  persists  a  hope  that 
something  may  happen  to  start  a  boom  and  clear  out 
a  few  of  those  cobwebby  sheets,  so  he  carries  them 
along  from  year  to  year  in  his  inventories.  But  with 
the  present  opporunity  to  realize  on  their  old  paper 
content. — an  opportunity  which  may  not  last  many 
months  longer — it  would  certainly  seem  the  wiser 
policy  to  write  a  number  of  the  more  flagrant  offend- 
ers off  the  books. 


A  Lesson  in  the  Selling  oFBibles 

Oood  Ideas  Brought  Out  in  an  Interview  With  George  Stewart  Methods  of  Some  Success- 
ful Retailers 


IT   is  a  fact   that    with   certain  staple  articles  of  mer- 
chandise coming  in  a  series  of  prices,  some  retailers 
are    vastly    more    successful    with    the    higher-priced 
numbers  than  are  other  merchants  who  are  just  as  favor- 
ably situated  in  every  particular. 

As  an  example,  let  us  take  Bibles.  Witli  some  dealers 
Kittles  retailing  at  $2  are  sold  almost  as  freely  as  .+  1 
Bibles,  and  some  merchants  sell  five  times  as  many  Bibles 
at  $5  as  do  others  whose  stores  are  located  in  similar 
sized  cities,  consequently  having1  equal  opportunities.  Why 
arc  they  not  doin»  as  well?  BOOKSELLER  AND  STA- 
TIONER asked  George  Stewart,  who  lias  been  sellinu 
Bibles  to  the  trade  throughout  Canada  for  lo,  these  many 
years,  to  throw  some  light  on  this  puzzle. 

ilr.  Stewart  said  the  explanation  rested  in  the  manner 
of  selling.  "For  instance,"'  he  said,  "a  man  comes  into 
the  store  and  says  he  wants  a  Bible." 

"About  what  price?"  asks  the  salesman. 

"Oh,  about  a  dollar." 

The  average  salesman  forthwith  brings  down  a  dollar 
Bible  and  the  sale  is  closed. 

"Now,  the  proper  way  to  handle  that  customer  is  to 
show  one  of  the  best  Bibles  in  stock.  If  he  cannot  afford 
the  price  he  will  soon  say  so,  but  the  quality  idea  will  be 
conveyed  to  his  mind  and  even  if  he  does  not  buy  one  of 
the  more  expensive  books,  the  chances  are  that  he  will  take 
a  two  dollar  rather  than  a  one  dollar  Bible. 


"You  see,  therefore,  that  the  volume  of  the  sale  over 
the  method  of  the  first  salesman,is  just  doubled  and  so  is 
the  margin  of  profit  on  the  sale." 

That  is  a  pretty  good  lesson  in  Bible  selling  isn't  it? 

Mr.  Stewart  cited  the  case  of  a  retailer  in  an  Ontario 
town,  who  after  going  carefully  into  such  questions  as 
type  and  binding,  increased  his  Bible  sales  more  than  25% 
over  the  previous  year.  A  good  plan,  he  said  was  to  carry 
a  well  assorted  stock  of  three  classes  of  Bibles  in  greatest 
demand:  "Text,"  "Reference"  and  "Teachers'  "  Bibles. 

Mr.  Stewart  instanced  another  bookseller  who  greatly 
increased  his  sales  of  Bibles  by  having  good  window  dis- 
plays at  Christmas,  Easter  and  Thanksgiving  Day.  This 
dealer  was  also  particularly  successful  in  selling  Bibles  as 
gifts  "to  mother,  sister  or  brother"  and  "from  mother  to 
son."  Another  dealer  made  a  hit  in  selling  pocket  testa- 
ments for  soldiers  at  the  front  by  advertising  them  and 
displaying  them  in  khaki  bindings  in  the  shop  window, 
with  a  display  card  bearing  the  wording:  "For  your 
soldier  brother  or  friend — has  saved  many  lives." 

Another  good  idea  that  results  in  increased  sales  of 
Bibles  is  to  push  the  sale  of  Bibles  on  India  paper  and 
witli  large  type,  as  being  especially  suitable  for  older 
people. 

Some  further  points  in  Bible  selling  will  appear  in  a 
later  issue  of  BOOKSELLER  AND  STATIONER. 
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Thomas  Menzies,  of  Menzies  &  Co.,  was  in  New  York 
on  a  business  trip  last  month. 

Bert  Nash,  of  the  College  Bookstore,  Kingston,  Ont., 
was  a  trade  visitor  to  Toronto  last  month. 

Roy  Stiff  of  the  fancy  goods  department  of  the  Copp, 
Clark  Co.,  was  a  business  visitor  to  New  York  recently. 

Among  the  trade  visitors  in  Toronto  in  January  was 
George  Sully,  of  Sully  &  Kleinteich,  the  New  York  pub- 
lishers. 

A  Wilson,  who  has  been  in  the  book  and  stationery 
business  on  Barton  street,  Hamilton,  has  sold  out  to  B. 
Ackert. 

Theo.  Pike,  formerly  of  Toronto,  now  with  Longmans 
Green  &  Co.,  was  in  Montreal  and  Toronto  in  January  iti 
the  interests  of  that  house. 

M.  Ritchie,  who  formely  covered  Ontario  as  a  book 
salesman  for  the  Copp  Clark  Co.,  is  this  year  with  the 
Toronto  branch  of  the  Imperial  News  Co. 

The  Imperial  News  Co.  has  been  given  sole  agency  for 
"Jack  Canuck"  for  all  parts  of  Canada,  with  the  excep- 
tion of  a  few  accounts  in  certain  cities  and  towns. 

The  Robt.  Gillespie  Co.,  Maltese  Cross  Bldg.,  Winni- 
peg, have  been  appointed  representatives  for  Isaacs  and 
Co.,  Birmingham,  Eng.,  makers  of  mechanical  toys. 

The  American  Lace  Paper  Co.  is  the  name  of  a  newly 
incorporated  company,  with  headquarters  in  Milwaukee, 
Wis.  They  will  manufacture  lace  paper  products,  such  a  5 
shelf  paper,  doilies,  laces,  etc. 

C.  D.  Sutherland,  proprietor  of  the  Watrous  Drug  & 
Stationery  Co.,  Watrous,  Sask.,  recently  sold  out  his 
interests  to  Dr.  Mathieii  and  left  for  Winnipeg,  where 
he  will  spend  the  balance  of  the  winter. 

The  Dennison  Manufacturing  Company,  of  Framing- 
ham,  Mass.,  features  a  new  line  of  napkins.  The  bulletin 
describing  the  new  line  is  gotten  out  in  unusually  neat 
style,  a  sample  accompanying  each  bulletin. 

Messrs.  McClelland  &  Stewart,  of  McClelland,  Good- 
child  &  Stewart,  visited  New  York  and  other  United 
States  publishing  centres  last  month,  and  Mr.  Stewart, 
before  returning,  spent  a  brief  holiday  at  Atlantic  City. 

A.  R.  MacDougall  &  Co.,  of  Toronto  have  been  ap- 
pointed Canadian  selling  agents  for  the  Sengbusch  Self- 
Closing  Inkstand  Co.  of  Milwaukee,  Wis.  Also  for  the 
Automatic  Pencil  Sharpener  Co.,  Chicago  and  the  Celebrity 
Art  Companv,  Boston. 
NEW  STORE  IN  REGINA. 

G.  R.  Dring  formerly  a  member  of  the  traveling 
staff  of  the  Copp,  Clark  Co.,  opened  a  rplail  store  at 
1764  Hamilton  Street,  Regina,  Sask.,  recently.  In  a 
letter  extending  New  Year's  Greetings  to  "BOOK- 
SELLER &  STATIONER"  lie  stated  that  the  Christmas 
season  had  been  a  good  one. 


WITH  THE  COLORS 

BOOKSELLER  AND  STATIONER  is  pleased  to  be 
able  to  present  herewith  a  half-tone  reproduction  of  the 
features  of  Sergt.  Clive  Hurst,  only  son  of  Aubrey  0. 
Hurst.  Clive  Hurst  is  a  graduate  of  the  University  of 
Toronto  School.  After  leaving  school  he  went  with  the 
Copp,  Clark  Co.,  where  he  was  when  he  enlisted  with  the 
208th  Battalion.  He  took  his  discharge  from  the  208th, 
taking  out  a  commission  in  the  Royal  Flying  Corps  (Mili- 
tary Wins).     He  is  now  in  England. 


SERGT.  CLIVE  HURST. 

ERASER  TIPS. 

Last  year  in  New  York  City  one  organization  sold 
three  hundred  and  fifty  million  lead  pencils  that  had 
rubbers  on  the  ends.  Why  was  it  profitable  to  put  the 
rubbers  on   the   ends   of  those   pencils  ? 

Because  people  make  mistakes. 

Now,  when  any  of  us  think  we  can  swell  up  and  point 
the  finger  of  scorn  at  a  co-worker,  let  him  take  out  his 
pencil  and  see  if  the  rubber  is  soiled  or  worn  down — 
then  you  will  realize  that  mistakes  are  universal. 

What  you  and  your  firm  do  with  your  mistakes  is  the 
most  crucial  problem  of  your  business. 

Nine  people  out  of  ten  make  the  same  mistake  twice. 

Millions  of  money  and  laurels  of  fame  are  not  made 
by  luck,  or  sweat,  or  inspiration;  they  are  always  made 
by  using  mistakes  as  stepping-stones  away  from  more 
mistakes. 

Don't  be  afraid  of  more  mistakes,  but  loathe  the 
same  old  mistake.  Then  success  darts  like  an  arrow  to 
its  bull's  eve. 
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Thomas  Allen,  accompanied  by  M.  G.  McLean,  of  his 
traveling  staff,  visited  New  York,  Philadelphia,  and  Chi- 
cago) in  January.  New  arrangements  made  included  ap- 
pointment as  Canadian  representatives  for  the  John  C. 
Winston  Co.,  of  Philadelphia. 

E.  J.  Boyd,  manager  of  the  Canadian  branch  of  the 
House  of  Cassell,  spent  ten  days  in  Montreal  in  January. 
He  found  the  book  business  good  in  the  eastern  metropo- 
lis, with  the  retailers  in  an  optimistic  mood  regarding  the 
prospects  of  the  ensuing  year's  trading. 

A  feature  in  a  fountain  pen  advertisement  in  Tor- 
onto papers  last  month  by  McAinsh  Company  was  the 
following  paragraph.  "We  pay  postage.  Any  of  the 
above  may  be  had  with  fine,  medium,  coarse  or  stub 
nibs.     Pens  may  be  exchanged  to  suit." 

J.  Basil  Reid,  stationer,  Ottawa,  sustained  a  loss  of 
$7,000  in  the  fire  on  Sparks  Street,  in  that  city  last 
month.  This  loss  was  only  partly  covered  by  insurance. 
In  the  same  fire  the  5,  10  and  15c  store  of  F.  W.  Wool- 
worth  &  Co.,  was  damaged  to  the  extent  of  about 
$25,000. 

By  arrangements  made  by  the  Dodge  Publishing  Co. 
of  New  York  for  the  ensuing  year,  Bert  Caldwell  will 
travel  in  Ontario  and  Eastern  Provinces  showing  this 
company's  line  of  books,  calendars  and  other  art  pub- 
lications, while  in  Western  Canada  the  line  will  be  shown 
by  W.  C.  Bell. 

Among  the  trade  visitors  to  Toronto  in  January  were 
Thomas  Swan,  manager  of  the  Imperial  News  Co.,  Mon- 
treal branch,  and  T.  J.  Sinnott,  who  has  charge  of  the 
same  company's  Winnipeg  branch.  They  came  to  confer 
with  Manager  Pattullo,  of  the  Toronto  branch,  relative  to 
1917  business.  All  three  spoke  optimistically  of  this  year's 
trade  outlook. 

J.  C.  Murrie,  of  George  J.  McLeod  Limited,  was  in 
Chicago  for  a  week  in  January  attending  a  convention  of 
the  salesmen  of  the  P.  F.  Volland  Co.  At  a  banquet 
unique  favors  were  distributed  and  Mr.  Murrie,  at  his 
place  at  the  table,  found  a  small  model  of  a  British  battle- 
ship as  a  compliment  to  the  Canadian  representative  and 
the  share  that  Canada  is  taking  in  assisting  the  Empire  in 
the  great  war. 

The  1917  trade  list  of  the  House  of  Cassell  is  a  most 
comprehensive  one  of  eighty-eight  pages,  featuring  late 
fiction,  important  works  of  history  and  politics,  biogra- 
phy, reminiscences  and  memories,  social  science,  travel, 
military  works,  gardening  handbooks,  natural  history, 
technical  books,  juveniles,  as  well  as  other  special  class 
volumes,  general  literature  and  the  many  well-known  lib- 
raries published  by  this  house.  The  list  is  a  most  com- 
prehensive one,  that  cannot  fail  to  prove  of  practical  value 
and  help  in  selling,  for  retail  booksellers. 


DOES  YOUR  TOWN  LACK  A  FIFTH  AVENUE? 

Every  city  should  have  its  Fifth  Avenue — a  section  de- 
voted exclusively  to  fine  shops.  Just  as  a  saloon  or  a  pawn- 
broker near  your  shop  would  hurt  trade  for  you,  so  would 
the  best  jeweler,  florist,  milliner  and  other  fine  deaiers  at- 
tract trade  for  the  art  dealer  if  located  in  the  same  block. 
Art  dealers  who  have  no  exclusive  section  in  their  citv 
at  present  would  do  well  to  get  a  group  of  such  dealers  to 
move  simultaneously  to  one  particular  section.  A  street 
right  off  the  main  thoroughfare,  preferably  near  the  auto- 
mobile row,  would  be  most  desirable. 

Incidentally,  this  would  prove  a  most  profitable  real 
estate  venture,  as  this  property  would  immediately  go  up 


in  value,  and  yet  you  would  be  secure  with  your  long-time 
leases.  It  is  hardly  necessary  to  add  that  the  real  estate 
dealers  should  know  nothing  of  this  concerted  movement 
until  your  leases  are  closed,  lest  they  increase  the  rates 
and,  for  this  reason,  it  might  be  well  to  act  jointly. — 
"Picture  and  Art  Trade  Journal." 


LIEUT.  HAROLD  COPP. 

Lieut.  Harold  W.  W.  Copp,  who  US  connected  with  To- 
ronto's >new  battalion,  the  255th,  is  one  of  the  best  known 
men  in  the  book  and  stationery  trade  in  Canada,  having 
been  connected  with  it  for  nearly  twenty  years,  since 
1913   as   a    publisher's   representative,   having   the   Cana- 


LIEUT.    HAROLD  COFP. 

dian  agency  for  the  publishing  houses  of  Blackie  &  Sons 
and  Morgan  &  Scott,  of  Edinburgh,  as  well  as  other  Bri- 
tish houses. 

Mr.  Copp  has  arranged  to  have  his  business  managed 
in  his  absence  by  Hector  Prentor,  who  is  favorably  known 
throughout  the  Canadian  trade  as  representative  in  Can- 
ada for  the  London  firm  of  De  La  Rue  &  Co.,  and  other 
British  houses. 


WASTE  PAPER  BALERS. 

Almonte,  Ont.,  Jan.  8,  1917. 
Bookseller  and  Stationer, 
Toronto, 
Dear   Sirs : 

Observe  article  on  waste  paper  in  January 
number.  Will  you  please  furnish  me  with  names  of  man- 
ufacturer of  a  paper  baling  press  where  I  can  purchase 
one. 

Yours   truly, 

O.  E.  Henderson. 
The   following  firms    in    Canada     manufacture    paper 
balers:— The  General  Sales  Co.,  203  Stair  Bldg.,  Toronto; 
Climax  Baler  Co.,  Hamilton,  Ont. 
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The  new  educational  director  of  the  National  Whole- 
sale Grocers'  Association  has  suggested  the  following  lis! 
nf  questions  to  his  members  as  possibly  offering  a  hint  of 
the  sources  of  danger,  due  to  carelessness  or  "leaky''  cus- 
toms. The  questions  were  drawn  up  for  grocers,  but  they 
apply  just  about  as  well  to  booksellers  and  stationers. 
(  heck-  them  over: 

1.  When  was  your  cash  on  hand  checked  last? 

2.  When  were  you  cash  book  footings  proved? 
'■',.  When   was  your  bank   account   reconciled? 

4.  Is  your  general  ledger  in  balance? 

5.  Is  your  sales  ledger  in  balance? 

6.  Are  you  sure  that  advantage  is  taken  of  all  dis- 
counts  for  cash  within  the  time  limit  fixed? 

7.  Have  you  a  statement  of  accounts  and  bills  receiv- 
able ? 

(a)  Are  the  past  due  noted? 

(b)  Are  the  accounts  in  check? 

(c)  When  were  they  verified? 

(d)  How  are  the  accounts  posted? 

(c)    Are    invoices    checked    against    the    goods    re- 
ceived? 

(g)  How  are  your  bills  drawn? 
S.  What  record  have  you  of  cash  sales? 
fl.  What  record  have  you  of  allowances  to  customers? 

10.  How  do  you  keep  your  register  of  orders? 

11.  How  are  the  receiving  books  kept? 

12.  Are  you  carrying  sufficient  merchandise  insurance 
to  cover  your  present  stock,  or  is  your  stock  over-insured? 

13.  Are  your  furniture  and  fixtures  covered  by  insur- 
ance? 

14.  Do  you  carry  liability  insurance? 

1.).  Are  your  salesmen  and  other  employees  handling 
cash  adequately  bonded? 

16.  Is  your  sprinkler  system  tested  regularly?  Are 
your  fire  buckets  filled,  your  extinguishers  workable,  and 
and  the  hose  usable? 

17.  What  precaution  do  you  take  to  see  that  your  in- 
surance policies  are  renewed  on  time? 

15.  Where  are  your  insurance  policies  kept? 
19.  Are  the  letters  of  your  subordinates  tactful? 


be 


20.  Are  letters  answered  promptly  and  courteously? 

21.  Are  your  tiles   kept   so  that   correspondence  can 
readily  located? 

22.  Is  your  filing  system  such  as  not  to  cripple  your 
work   in  your   tile  clerk's  absence? 

2.'i.  What  control  is  used  to  avoid  unnecessary  telephone 
and  telegraph  charges? 

'24.  What  are  the  physical  conditions  of  your  wan- 
house? 

25.  Is  the  stock  neatly  arranged  and  easily  accessible? 

26.  Is  the  arrangement  such  as  to  avoid  unnecessary  de- 
terioration, loss  or  damage? 

27.  Have  your  scales  been  tested  recently? 

28.  Are  your  employees  held  accountable  for  regular 
hours? 


GIVE  THE  BOOK  A  CHANCE  TO  SELL  ITSELF 

The  saleswoman  in  the  bookstore,  after  finding  out  tin- 
wants  of  the  customer,  selected  the  volume  asked  for  and 
held  it  out  before  him.  Then  she  ran  over  the  pages,  lin- 
gering on  those  illustrated  in  color.  All  this  time  she  was 
talking  to  the  customer  about  the  book. 

During  the  procedure  the  proprietor  was  watching  the 
main  floor  from  his  little  office  on  the  balcony,  as  was  his 
frequent  practice  during  the  day.  It  save  him  a  better 
view  of  things  than  he  could  get  from  the  store  floor,  and 
yet  he  did  not  take  the  place  of  mingling  with  the  cus- 
tomers. In  fact,  he  divided  a  good  portion  of  the  day 
between  working  around  among  the  clerks  and  customers, 
and  viewing  the  main  floor  from  the  balcony. 

This  particular  sale  interested  him  much.  The  custo- 
mer seemed  absorbed  in  what  the  salesperson  was  saying. 
Several  times  he  reached  out,  as  if  to  take  the  book.  Fin- 
ally, he  told  the  salesperson  he  would  come  in  again,  and 
left  the  store. 

But  why  did  the  sale  fail?  Of  course,  the  proprietor 
could  not  say  to.  a  certainty.  Yet  his  knowledge  of  the 
principles  of  salesmanship  led  him  to  a  very  safe  conclu- 
sion. The  customer  wanted  to  handle  the  book  and  didn't 
get  a  chance.  It  seems  of  small  importance.  Yet  the  ex- 
perienced retailer  knows  it  is  not.  In  such  a  case  as  this 
it  would  have  helped  much  in  closing  the  sale.  In  fact, 
it  is  such  a  little  thin°'  as  this  which  frequently  stands 
between  success  and  failure  in  retail  selling. — From  "Re- 
tail Helling,"  by  James  W.  Fisk. 


BOOKSELLER  OR  BLACKSMITH? 

An  English  bookseller,  retired  after  fifty  years'  of 
bookselling,  complains  to  the  Bookseller  that  horseshoeing 
is  a  better  profession  than  bookselling.  He  has  been  com- 
paring notes  with  a  contemporary,  who  has  also  retired 
after  active  work  for  about  the  same  period  as  a  black- 
smith. He  finds,  to  his  sorrow,  that  his  working  expenses 
as  a  bookseller  have  been  more  than  ten  tirne^  as  great  as 
those  of  his  friend,  while  his  anxieties  and  responsibilities 
have  been  proportionately  great.  Both,  it  appears  retired 
on  equal  fortunes,  both,  it  may  be  presumed,  worked 
equally  hard,  and  he  concludes  that  he  himself  has  been 
badly  used  bv  fortune, 


WHAT    MISS    FRASER     SAYS: 

Hamiota,  Man.,  Dec.  2S.  1916. 
Bookseller  and  Stationer, 
Toronto. 
Gentlemen,— Enclosed  find  order  for  $2.    it  is  simply 
impossible    lo   run    a    bookstore   without    The   Bookseller 
and  Stationer. 

Yours   truly, 

(Miss)   T.  T.  FRASKK. 
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Ribbon  and  Carbon  Men 
Convene 

The  Upward  Tendency  of  Prices — Pre-eminence  of 
United  States  and  Canadian  Makers 

Fifty  manufacturers  at  the  annual  convention  of  the 
Ribbon  and  Carbon  Association  held  at  the  Hotel  Astor 
New  York  City,  January  12,  were  practically  unanimous 
in  the  belief  that  before  the  present  year  ends  consumers 
would  be  paying  anywhere  from  33  1-3  to  50  per  cent,  more 
for  these  accessories  than  at  the  present  time. 

A.  L.  Foster,  of  Manifold  Supplies  Co.,  retiring  presi- 
dent of  the  association,  in  his  annual  report  devoted  con- 
siderable attention  to  the  abnormally  high  prices  prevail- 
ing in  1916  for  all  of  the  materials  entering  into  the  manu- 
facture of  the  finished  products.  He  also  noted  the  ex- 
pansion taking  place  in  export  business  as  a  result  of  the 
exclusion  of  Germany  from  the  world's  markets.  Manu- 
facturers of  typewriter  supplies,  it  was  stated,  had  done 
the  largest  and  most  profitable  business  in  1916  in  the 
history  of  the  trade. 

A  prominent  member  of  the  association,  in  discussing 
conditions  in  the  industry,  said: 

"During  the  year  just  closed  the  war  made  its  in- 
fluence increasingly  felt.  Prices  for  all  our  raw  materials 
continued  to  soar,  some  were  difficult  to  get  at  any  price, 
and  labor  cost  went  up  about  40  per  cent.  Cloth  for  rib- 
bons, to  take  a  striking-  example,  advanced  35  per  cent, 
in  the  last  three  months,  and  is  now  100  per  cent,  higher 
than  before  hostilities  began.  Paper  is  anywhere  from  50 
to  100  per  cent,  hiaher  than  a  vear  aan.  while  colors  since 
1914  have  soared  1,600  per  cent.  Blacks  are  hard  enough 
to  obtain,  but  when  it  comes  to  purple  or  other  colors  our 
troubles  reach  a  climax. 

"Another  material  sky-rocketing  is  cardboard  used  in 
making  boxes  and  covers.  Generally  speaking,  prices  for 
cardboard  are  300  per  cent,  higher  than  two  years  ago. 
With  the  cost  of  materials  and  manufacture  constantly 
increasing,  the  indications  are  that  before  the  end  of  the 
year  the  consuming  public  will  be  under  the  necessity  of 
paying-  possibly  50  per  cent,  more  for  typewriter  supplies 
than  at  the  present  time.  The  consensus  of  opinion  among 
the  manufacturers  at  the  convention  is  that  no  relief  is  in 
sight,  despite  peace  talk.  The  prospect  for  lower  prices 
is  dark.'" 

It  was  brought  out  at  the  two-days'  convention  that 
practicallv  the  entire  world  is  depending  upon  the  Ameri- 
can and  Canadian  manufacturers  to  furnish  much  needed 
supplies.  Up  to  the  outbreak  of  the  war  Germany  had  a 
big  hold  on  foreign  markets,  but  this  is  a  thins:  of  the  past. 
Orders  are  pouring  in  from  all  quarters  of  the  "lobe  for 
ribbon  and  carbons,  with  the  result  that  manufacturers 
are  hard  put  to  it  to  meet  both  domestic  and  foreign  de- 


mand. Members  said  they  had  no  idea  how  many  billions 
of  yards  of  ribbon  were  necessary  to  keep  the  world's 
typewriters  busy  for  a  year,  but  statistics  on  this  subject 
may  be  prepared  in  time  to  be  presented  at  the  1918 
meeting. 

George  F.  Malcolm,  of  Boston,  was  elected  president 
for  the  ensuing  year,  while  A.  B.  Holmes,  of  New  York, 
succeeded  E.  A.  Brecher  as  secretary-treasurer. 

MARKET  CONDITIONS 

One  good  effect  of  the  unusual  conditions  in  the  field 
of  typewriter  carbon  papers  and  ribbons  brought  about 
by  the  European  war  is  that  the  increased  prices  and  the 
difficulty  in  obtaining  colors,  necessarily  resulting  in  a  cur- 
tailment of  production  of  low  grade  papers  and  ribbons 
and  restriction  to  standard  has  had  the  effect  of  largely 
eliminating  the  peddler,  who  has  thrived  on  the  sale  of 
low  grades,  especially  inferior  carbon  papers,  sometimes 
put  out  under  special  imprints. 

The  sale  of  medium  and  higher  grades  through  lie 
legitimate  stationery  trade,  is  on  the  increase.  The  scar- 
city of  colors  has  had  the  effect  of  making  both  the  manu- 
facturers and  the  dealers  put  greater  effort  into  the  sellir._i 
of  black  carbon  paper  and  ribbons. 

As  pointed  out  by  the  committee  of  the  National  Asso- 
ciation of  Stationers  of  the  United  States  in  its  annua! 
report,  this  is  of  distinct  advantage  to  the  stationer  in  eli- 
minating the  "freak"  colors  of  ribbons  he  has  been  carry- 
ing and  has  helped  greatly  to  put  his  stock  on  a  quick- 
turning  basis. 

It  also  enables  him  to  carry,  with  the  same  investment, 
a  larger  quantity  of  the  more  popular  kinds,  resulting  i'i 
better  service  to  his  customers  and  greater  satisfaction 
to  himself. 

One  manufacturer  says  that  the  distribution  of  these 
goods  is  gradually  resolving  itself  into  three  main  distri- 
buting pointS: — 

"First,  through  the  stationer  who  will  continue  to  han- 
dle what  we  term  the  single  box  trade  to  the  small  con- 
sumer, at  a  price  affording  a  good  profit,  carbon  from  $2 
to  $3  per  box,  typewriter  ribbons  from  60  cents  to  75 
cents  each. 

"Second,  the  larger  consumer  business  will  be  done 
through  the  specialty  houses,  which  are  increasing  in  num- 
ber yearly.  This  trade  does  not  afford  as  large  a  profit 
but,  of  course,  a  far  greater  volume.  The  specialty  houses 
handle  almost  exclusively  imprint  goods. 

"Third,  the  manufacturer  himself  selling  his  own  stan- 
dard brands,  either  direct  or  through  branch  offices,  repre- 
senting- a  mixture  of  the  large  as  well  as  the  small  con- 
sumer." 

This  being  true,  the  stationer  has  the  call  on  the 
better  or  more  profitable  share  of  the  carbon  and  ribbon 
business  and  if  the  opportunity  is  fully  realized  by  him. 
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should    continue    to    increase     his   sales     and    consequent 
profits. 

Another  manut'act urer  warns  against  trying  to  obtain 
excessive  profits  by  imprinting  low  grade  goods  and  re- 
tailing them  as  of  high  grade— thus  giving  just  the  open- 
ing for  which  the  peddler  seeks — an  opportunity  to  fur- 
nish equal  quality  at  -a  less  price,  establishing-  his  argu 
nient  that  there  is  no  use  paying  high  prices  to  get  quality 
— the  consumer  hasn't  had  good  quality  and  doesn't  know 
what  it  is,  but  the  impression  the  argument  has  made 
sticks  with  him.  That  committee  concluded  its  report  as 
follows: — 

' '  We  cannot  believe  there  is  any  large  number  of  sta- 
tioners  pursuing  this  policy  as  it  would  seem  to  lead,  as 
does  any  other  form  of  misrepresentation,  to  final  elimina- 
tion from  that  particular  field. 

"The  present  upward  tendency  of  prices,  if  continued, 
will,  of  necessity,  eradicate  this  evil  by  forcing  low  grade 
goods  from  the  market. 

"All  reputable  manufacturers  are  willing  and  anxious 
to  co-operate  with  the  stationer  to  enable  him  to  get  all 
this  business  possible  and  reports  indicate  that  he  is  be- 
ginning to  reap  the  benefits  of  such  co-operation. '' 


Inks  and  Mucilage 

Standardization    of    Packages    and    Elimination    of 

Some  Needless  Ones — The  Policy  Being  Carried 

Out  bv  Manufacturers 


FOLLOWING  the  decision  reached  by  the  committee 
on  inks  and  mucilage  at  the  recent  convention  of 
the  National  Association  of  Stationers  of  the  United 
States,  the  different  manufacturers  are  taking  action  to- 
ward the  elimination  of  needless  packages  and  the  better 
standardization  of  others. 

The  war  has  hit  ink  manufacturers  pretty  hard.  Al- 
most all  the  raw  material  used  in  the  business  comes  from 
abroad  and  the  supply  had  either  been  cut  off  entirely  or 
advanced  from  100  to  1,000  and  1,500  per  cent.  Heavy 
advances  have  also  been  made  in  all  domestic  supplies, 
with  notices  of  still  further  advances  to  be  made. 

The  result  of  this  standardization  will  be  about  as 
follows: — 

That  the  standard  assortment  of  sizes  for  the  combined 
ink  be  quarts,  pints,  y2  pints,  and  2  oz.  squares. 

That  the  standard  assortment  of  sizes  for  blue,  green 
and  violet  inks  be  quarts,  pints,  y2  pints,  3  oz.  squares,  2 
oz.  squares  and  1  oz. 

That  all  small  sizes  of  the  cheaper  red  ink  be  elimin- 
ated except  1  oz. 

That  the  1%  oz.  cone  and  cylinders  be  confined  to  black 
ink  and  mucilage. 

That  the  capacity  of  the  4  oz.  mucilage  be  reduced  to 
.'{  oz. 

That  the  standard  size  for  small  paste  be  l1/^  oz.  and 
3  oz. 

That  the  small  size  of  inks  and  adhesives  be  equipped 
with  standard  black  wood  tops,  not  enameled,  or  screw 
tops  embossed  and  decorated  in  one  color  only. 

That  no  liquid  glue  be  put  in  bottles  of  less  than  1  oz. 

The  decision  to  take  this  action  was  based  not  only 
upon  opinions  of  members  of  the  association's  speci.il 
committee,  hut  upon  replies  to  questions  sent  out  to  re- 
presentative retailers  throughout  the  membership  of  the 
association  which  includes  some  Canadian  stationers. 


NOVEL  FILING  SYSTEM  PERFECTED 

George  II.  Young,  a  real  estate  dealer  of  Ford  du  Lac, 
Wis.,  has  applied  for  a  patent  on  a  comprehensive  system 
of  filing  and  indexing  business  correspondence. 

According  to  a  description  in  the  "Reporter,"  a  local 
newspaper,  it  furnishes  a  most  convenient  and  speedy 
method  of  filing  away  correspondence  relating  to  unfin- 
ished business  where  it  can  be  procured  with  the  least  loss 
of  time.  It  consists  of  a  Hat  topped  desk  without  the 
usual  row  of  drawers  on  each  side.  In  their  place  are  two 
revolving  drums,  consisting-  of  thirty-one  compartments 
each.  These  compartments  have  sliding  covers  that  are 
provided  with  a  removable  label  for  indexing  the  contents 
and  files  in  each  compartment  just  the  size  of  a  sheet  of 
letter  paper  and  having  a  capacity  of  forty  or  fifty  letters. 
As  the  drum  is  fixed,  the  top  of  the  upper  compartment 
is  in  view,  as  it  is  the  same  size  as  a  slot  in  the  top  of  the 
desk.  The  label  can  be  read,  the  cover  raised,  and  the  file 
extracted  without  moving  from  the  chair.  If  a  man  has 
real  estate  and  insurance  or  loans  for  his  business,  he 
may  use  one  drum  for  the  real  estate  and  loans.  When 
he  comes  in  the  morning  and  has  his  mail  sorted,  any 
letters  relating  to  old  business  can  be  placed  with  the 
former  correspondence  by  turning  the  wheel  to  the  pro- 
per pocket  wjien  the  whole  matter  is  before  him  at  once. 
He  can  refresh  his  memory  on  all  business  under  way  by 
reading  the  labels  on  the  compartments  and  only  use  a 
few  minutes  of  his  time.  When  any  deal  has  been  com- 
pleted, the  file  can  be  removed  from  the  compartment  and 
a  new  one  started  in  its  place.  The  compartments  are  so 
arranged  that  the  partitions  can  be  moved  to  make  some 
larger  than  others. 

The  device  allows  a  busy  man  to  go  through  all  live 
matters  without  getting  up  from  his  desk  to  go  and  search 
for  some  letter  that  came  in  a  few  days  before. 


SOME  ACHIEVEMENTS  TO  EMULATE 

A  recent  review  of  the  work  of  the  Retail  Merchants* 
Board  of  the  Commerce  Club  of  Toledo,  Ohio,  revealed  a 
series  of  activities  in  behalf  of  the  dealer  which  is  not  only 
interesting,  but  which  should  be  seriously  considered  by 
the  various  trade  clubs  throughout  the  country.  The  re- 
cord of  the  Retail  Merchants'  Board  points  the  way  to  op- 
portunities for  general  co-operation.  In  part,  the  review 
reads : 

"Established  a  six-day  limit  on  the  return  of  merchan- 
dise, effective  Nov.  1,  1915.  This  rule  is  rigidly  enforced 
by  the  stores,  has  reduced  the  return  of  goods  nearly  50 
per  cent,  during  its  11  months'  operation,  has  stopped  the 
practice  of  returning  remnants,  and  has  been  very  bene- 
ficial to  all  concerned. 

"Effected  an  agreement  among  retail  stores  to  dis- 
continue the  practice  of  allowing  discounts  to  various 
professions  and  classes  of  people. 

"Compiled  and  published  8,000  copies  of  list  of  mer- 
chandise books  in  Toledo  Public  Library,  for  free  distribu- 
tion and  free  use  of  clerks  and  employees  in  retail  stores. 
This  action  of  the  Board  has  been  highly  commended  by 
leading  educators  and  merchants  all  over  this  country,  has 
resulted  in  widespread  publicity  in  national  magazines. 

EH 

JAP  TOY  NOVELTIES. 

The  nature-faking  rooster  that  is  wound  up  to  eat 
out  of  a  bucket,  and  the  hen  which  carries  realism  to  the 
point  of  laying  eggs,  were  two  of  the  most  unusual  of 
the  novelties,  during  the  toys  from  Japan  which  were 
prominent  during  the  toys  sold  in  America  in  the  Christ- 
mas season  of  1916. 
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SOME  NEW  GREETING  CARDS 

"Sampler''  designs  in  calendars  and  greeting  cards 
constitute  a  feature  of  the  new  Volland  line.  A  figure 
that  is  worked  into  some  of  these  new  designs  is  that 
of  a  little  girl  engaged  in  this  old  "Sampler"  method  of 
doing  "fancy  work"  and  this  in  itself  gives  a  clear 
conception  of  the  nature  of  this  new  idea  in  art  produc- 
tions. 

Another  novelty  introduced  in  this  line  this  year  is 
a  series  of  dance  programme  and  place  cards  with 
"Oriental  good  luck"  ring's.  Each  card  has  a  ring  at- 
tached to  it  by  means  of  ribbon,  these  rings,  made  of  a 
composition   and   in    different   colors,   being  of  a   size   to 


It  is  by  devising  selling  ideas  like  this,  or  others 
similarly  efficacious,  that  much  is  being  accomplished  in 
the  way  of  combating  the  adverse  effect  on  post  card 
sales  that  was  brought  about  by  the  ill-advised  action  of 
the  government  at  Ottawa  in  imposing  the  one  cent  war 
tax  on  post  cards,  the  result  of  which  was  that  the  post 
card  trade  for  months  after  that,  was  virtually 
paralyzed. 

m 

A  LITTLE  BIT  OF  HEAVEN 

A  notable  new  picture  introduced  this  season  is  en- 
titled "A  Little  Bit  of  Heaven,"  a  specimen  of  the  art 
of  Bessie  Pease  Guttman,  who  has  gained  fame  as  a  de- 


A  Little  Bit  of  Heaveu. 


slip  readily  over  the  thumb.  The  idea  has  already  caught 
on  for  dances  and  other  social  events,  in  large  cities 
across  the  border. 

As  a  means  of  popularizing  art  post  cards  for  use 
as  greetings,  Volland 's  have  put  them  up  in  neat  little 
boxes,  the  boxes  themselves  having  illuminated  designs 
on  the  lids,  each  box  containing  ten  or  twenty-four  cards 
in  series  of  similar  designs.  Considering  the  boxes  of 
twenty-four  cards,  these  retail  in  the  United  States  at 
20c  or  25c  a  box  but  in  Canada  of  course  with  the  22 V2 
per  cent,  duty  plus  7Y2  per  cent,  war  tax  the  price  will 
be  30c  or  35c  retail.  One  distinct  benefit  of  selling  cards 
in  this  manner  will  be  that  individual  customers  will 
frequently,  in  this  manner,  purchase  two  dozen  cards 
whereas  ordinarily  they  might  buy  only  two  or  three,  or 
at  most,  half  a  dozen  cards. 


lineator  of  babyhood.  This  half-tone  is  a  reduction  from 
the  picture  which  is  14  in.  x  22  in.  size  and  appears  here 
through  the  courtesy  of  Guttman  and  Guttman,  of  New 
York. 

m 

BOOKSELLER  AND  STATIONER  acknowledges  re- 
ceipt of  a  series  of  Canadian  official  war  postcards  in  real 
photograph  form  from  the  Imperial  News  Co.  These  have 
been  published  by  arrangement  with  the  well-known  Lon- 
don pictorial  newspaper,  the  Daily  Mirror.  Among  the  in- 
teresting pictures  are  such  subjects  as  the  "Tank  in 
Action,"  post  cards  showing  different  views  of  these 
monsters  in  actually  fighting  action.  Another  most  inter- 
esting view  is  "First  Line  Hospital,"  showing  wounded 
soldiers  in  the  rear  of  advance  trenches.  "Some  of  Can- 
ada's 'Bag,'  "  shows  Canadian  soldiers  escorting  a  large 
body  of  captured  Boches. 
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A  MYSTIFYING  NOVELTY 

The  accompanying  illustration  shows  the  "Wireless 
Pup,"  a  novelty  put  <>u!  by  the  National  Toy  Co.,  of  Bos- 
ton.    It  is  operated  at  a  distance  by  sound  waves.     Blow 


the  whistle,  or  call,  or  clap  your  hands,  and  on  "hearing" 
the  noise  the  dog-  will  come  out  ol'  his  kennel.  There  are 
no  wires  or  other  mechanical  contrivances  attached  to 
the  dog'. 

This  is  not  a  jim-crack  toy.  In  fact,  it  retails  in  the 
U.  S.  for  five  dollars,  but  in  addition  to  selling-  as  a  toy, 
it  is  reported  as  taking-  well  as  a  novelty  for  offices, 
dens,  etc. 

u 

NEW  IDEA  IN  GREETING  CARDS 

A  very  pleasing  effect  has  been  obtained  by  William 
Ritchie  &  Sons,  of  Edinburgh,  in  one  of  their  new  series 
of  Christmas  cards  samples  of  which  reached  their  Cana- 
dian representative,  Aubery  0.  Hurst  last  mont'h.  It  is 
obtained  by  having-  a  thin  covering;  of  very  fine  netting 
mounted  over  the  picture  itself  and  the  result  is  a  clever 
imitation  of  the  oil  painting  effect.  These  novel  cards 
are  shown  in  a  variety  of  designs. 

u 

"  'Pictures  add  another  window  to  the  home,'  is  the 
way  one  man  expressed  the  necessities  of  pictures." 


BLACK  CAT  NOVELTIES 

Two  specimens  of  the  unique  black  cat  gift 
shop  upvelties,  as  introduced  by  C.  A.  Russell 
&  Co.,  Flat  iron  Building,  New  York,  are  shown 
herewith.  It  will  be  observed  that  these  novel- 
ties are  useful,  as  well  as  ornamental,  serving, 
as  twine-holders,  candle  holders,  etc.  The  de- 
signs are  so  strikingly  humorous  that  they 
carry  an  immediate  appeal  and  consequently 
beiong-  to  the  class  of  novelties  that  are  easy 
to  sell. 

BOOKSELLER  AND 
STATIONER  will  con- 
tinue to  give  the  trade  ad- 
vance information  about 
new  items  in  the  class  of 
goods  that  have  become 
known  as  gift  shop  novel- 
ties. 


A 


NEW  "FAMILY" 
OF  TOYS 

"The  Happy  Rite' 


fam- 


ily are  newcomers  in  the 
toy  world,"  there  being 
"Daddy  Rite,"  "Mother 
Rite,"  "Brother  Rite," 
"Sister  Rite."  "Tige 
Rite,"  "Kitty  Rite."  and 
"Bunny  Rite,"  the  last 
three  named  being  the  dog, 
the  cat  and  the  rabbit. 
They  are  decidedly  origi- 
nal in  construction  as  well 
as  facial  expression. 


Wonderful  Development  of  the  GiftShopIdea 

Great  Expansion  Across  the  Border — A  Great   Opportunity  for   Canadian   Book   and 

Stationery  Merchants. 


ONE  of  the  notable  developments  in  merchandising 
in  the  United  States  in  the  past  two  years  has 
been  the  growth  of  the  gift  shop  idea.  In  New 
York  and  the  other  great  cities  and  in  many  of  the  com- 
paratively smaller  cities,  there  are  exclusive  "gift  shops" 
in  which  gift  novelties  embracing  a  great  variety  of 
articles  are  handled  to  the  exclusion  of  any  distinct  line 
of  merchandise  of  the  old  and  familiar  types.  These 
stored  in  most  cases  have  been  remarkably  successful. 

The  gift  novelty  trade  expansion,  however,  has  been 
shared  by  established  retail  stores  such  as  book,  art, 
and  stationeiy  shops  and  altogether  the  production  and 
sale  of  the  various  gift  novelties  has  gone  up  by  leaps 
and  bounds.-  0,  •" 

In  Canada  this  development  has  by  no  means  been 
absent  but  it  has  been  largely  restricted  to  the  big  cities. 

"BOOKSELLER  &  STATIONER"  wishes  to  impress 


upon  the  minds  of  its  subscribers  the  absolute  necessity 
for  giving-  heed  to  this  trade  evolution. 

The  book  and  stationery  store  is  logically  the  medium 
through  which  this  development  should  find  expression. 
At  Christmas  time  these  stores,  perhaps  more  than  any 
other  retail  shops,  loom  in  the  minds  of  the  public  as 
"Santa  Claus  headquarters."  This  new  "gift  shop" 
development  accentuates  that  conception  but  enormously 
extends  it,  so  that  the  natural  consequence  is  an  infinitely 
greater  variety  of  gift  novelties,  carried  in  stock  and  sold 
and  "the  still  more  important  expansion,  extending  the 
gift  novelty  idea  to  a  year-round  proposition,  thereby 
gaining  for  these  dealers  a  far  greater  proposition  of 
sales  of  articles  intended  for  wedding  gifts,  birthday 
gifts  and  various  special  gifts,  making  for  repeated  sales 
from   day  to  day  throughout  the  whole  year. 

"Opportunity",  knocks  at  the  door .  of  every  book- 
seller and  stationer  in  Canada.  Do  not  neglect 
opportunity ! 
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How  to  Build   up  Sporting 
Goods  Trade 

Carefully  Laid  Plans  Are  Necessary — Requirements 

of   Prospective   Customers   Should   be    Diligently 

Investigated — Co-Operation  With  Organizations 

GETTING  a  good  start  is  a  mighty  good  way  to 
make  any  selling  campaign  successful.  It  is 
possible  to  do  business  in  a  restricted  selling 
season  by  waiting  until  just  before  it  opens,  allowing 
only  a  few  days  in  which  to  get  the  goods  and  to  put 
them  on  display,  but  that  isn't  good  merchandising  nor 
can  a  merchant  possibly  measure  up  to  possibilities  with- 
out much  greater  preparation. 

The  season  for  selling  baseball  goods,  tennis  goods 
and  other  kindred  sporting  lines  may  seem  far  off,  but 
the  winter  and  early  spring  months  will  soon  pass  and 
if  the  merchant  does  prepare  well  ahead  of  time  he 
will  run  the  risk  of  not  being  able  to  get  the  particular 
items  in  this  class  of  merchandise  which  people  will 
want.  It  must  be  borne  in  mind  that  baseball  devotees, 
those  who  play  the  game,  not  the  fans  who  are  satisfied 
to  sit  in  a  grandstand  and  watch  others  do  the  playing, 
are  posted  all  the  time.  They  know  what  is  going  on  in 
the  baseball  world  and  they  know  what  they  want  in  the 
way  of  baseball  goods.  Consequently  this  subject  of 
baseball  merchandise  is  one  that  demands  even  more  than 
ordinary  study  on  the  part  of  the  dealer  who  should 
keep  in  close  touch  with  the  different  organizations  such 
as  leagues  and  clubs  in  factories,  colleges,  schools  and 
churches,  so  as  to  work  in  harmony  with  them  and  put 
into  stock  the  very  class  of  goods  they  want.  A  very 
special  advantage  of  this  action  which  has  been  demon- 
strated by  many  an  alert  dealer,  is  that  this  interest 
shown  by  the  merchant  is  appreciated  by  the  men  and 
boys  who  form  these  different  organizations  and  con- 
sequently they  are  not  so  prone  to  send  orders  by  mail 
to  sporting  goods  houses  in  larger  centers. 

The  volume  of  business  to  be  done  is  so  great  that 
it  will  be  advisable  for  the  dealer  to  spend  as  much  time 
as  he  can  possibly  spare  in  thus  planning  to  make  the 
next  sporting  goods  selling  season  a  bigger  success  than 
ever  before. 

What  has  been  said  about  baseball  applies,  of  course, 
to  other  sports  such  as  lacrosse,  football,  cricket  and 
tennis. 

Fishing  tackle  constitutes  another  line  that  offers 
good  rewards  in  profits  to  the  retailer  who  will  devote  the 
necessary  time  to  a  study  of  this  subject  so  as  to  be 
able  to  stock  the  particular  goods  that  will  be  certain 
to  sell  in  his  locality. 
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Not  only  should  these  preparations  include  study  of 
the  requirements  of  the  prospective  customer  who 
knows  what  he  wants  and  will  get  it  elsewhere  if  the 
first  dealer  he  goes  to,  hasn't  it  in  stock,  but  plans 
should  be  made  to  interest  new  customers  by  means  of 
effective  displays  of  the  goods  and  other  publicity  means. 

Does  the  merchant  reading  this  say  to  himself:  "I 
haven't  time  to  go  to  all  that  bother?"  Well,  before 
putting  the  subject  out  of  his  mind  in  that  brief  manner, 
he  should  bear  in  mind  that  his  competitor  is  likely  to 
adopt  the  other  course  of  action,  the  one  that  will  at- 
tract this  trade  to  his  store  so  to  ignore  the  question  is 
simply  to  play  into  the  competitor's  hand.  If  the  mer- 
chant cannot  himself  do  this  promotional  work  he  can 
depute  an  assistant  to  do  all  or  most  of  it,  in  which  case, 
all  that  will  be  required  of  the  merchant  himself  will 
be  the  necessary  time  for  supervision  of  the  assistant's 
work. 


Spring  and  Summer  Toys 

Good  Business  Can  be  Done  With  Large  Variety  of 

Items  and  Careful  Attention  to  These  Will 

Help  Year-Round  Toy  Selling. 

TOO  many  merchants  selling  toys  seem  to  think  that 
season  lines  other  than  those  intended  for  Christ- 
mas selling  are  not  worth-while. 

This  is  a  big  mistake  and  this  very  mistake  is  some- 
times made  by  a  merchant  in  a  small  town  in  which  there 
is  no  other  store  selling  toys.  This  is  a  very  short- 
sighted policy  and  one  thing  certain  is  that  such  a  dealer 
is  inviting  competition  by  reason  of  his  failure  to  give 
the  community  proper  service  in  this  particular.  • 

Now  let  us  just  glance  briefly  over  some  of  the  more 
familiar  toy  lines  that  are  particularly  associated  with 
the  spring  and  summer  seasons.  These  include  garden 
tools,  jack  stones,  marbles,  rolling  hoops,  skipping  ropes, 
boy  scout  supplies,  carts  and  barrows,  velocipedes,  side- 
walk sulkies,  roller  skates,  go-carts  and  doll  cabs,  toy 
pistols,  cap  canes  and  bombs,  fire-crackers,  safety  tor- 
pedoes and  many  other  items  besides  which  as  belonging 
to  the  same  department  must  be  considered  baseballs. 
baseball  bats,  gloves,  rubber  balls  and  other  sporting 
goods  lines  for  boys  and  girls. 

With  all  these  goods  for  children  are  closely  associ- 
ated such  goods  as  croquet  sets,  lawn  swings  and  ham- 
mocks. In  fact  the  range  of  merchandise  is  so  extensive 
that  it  is  almost  past  comprehension  that  so  many  dealers 
are  satisfied,  or  at  least  apparently  so,  with  a  hit  or  miss 
selling  method  as  applying  to  these  goods  while  many 
toys  left  over'  from  the  hdliday  trade  are  packed  away 
out  of  sight  in  an  almost" un-get-at-able  manner  whereas 
''37 


BOOKSELLER  AND  STATIONER 


many  <>!'  these  if  kepi  easily  accessible  along  with  the 
spring  and  summer  toy  lines  could  frequently  be  sold 
the  year  round. 

A  most  important  point  to  be  remembered  is  that  due 
attention  to  toy  lines  that  are  particularly  associated  with 
the  different  seasons  will  naurally  help  along  the  year- 
ro mid  Belling  of  toys  of  a  general  type  not  restricted  to 
any  season  but  which  by  custom  have  been  usually 
associated  with  the  Christmas  season. 

m 

WANTED,  A  GOOD,  QUIET  ELEPHANT  IN  EX- 
CHANGE FOR  A  SAND  DUMPER  IN  FINE 
WORKING  ORDER. 

(From  the  Estevan,  Sask.,  Progress.) 

Christmas  being  over  and  gone,  we  are  at  leisure  to 
look  around  and  survey  the  toys  that  Santa  Claus  brought 
the  kiddies.  There  is  a  great  array  of  them,  and  many 
are  fearfully  and  wonderfully  made. 

I  know  a  youngster  that  has  a  tiger,  a  terrible  beast 
on  wheels,  painted  a  real  yellow,  with  black  stripes  and 
every  time  he  moves,  he  opens  a  huge  cavernous  mouth, 
and  seeks  whom  he  may  devour. 

It  is  my  duty,  now  becoming  a  painful  one,  to  stimu- 
late and  register  fear  every  time  this  animal  approaches 
me,  I  am  suposed  to  climb  on  chairs,  get  under  the 
table,  and  yell  with  fright. 

This  brings  joy  to  the  heart  of  a  five-year-old,  being 
the  only  individual  in  the  house,  able  to  keep  the  yellow 
and  black  monster  under  control.  I  am  compelled  to  buy 
things  at  a  store,  and  to  be  the  motive  power  at  the  end 
of  a  street  car. 

All  this  is  nothing  to  a  device  called  a  Sandy  Andy. 
I  have  no  doubts  as  to  its  'andiness  in  distributing  sand 
all  over  the  place,  though  it  is  not  supposed  to. 

Its  chief  business  is  to  dump  sand  from  a  hopper 
into  a  tin  can,  and  when  the  can  is  full,  the  sand  is 
transferred  back  to  the  hopper,  and  so  the  game  goes 
an  infinitum.  In  some  way  the  sand  drifts  into  most 
uncomfortable  places,  such  as  the  butter,  the  sugar,  and 
on  the  bread  plate. 

It  seems  to  be  the  most  popular  toy  with  a  youngster 
that  I  have  struck  yet,  and  runs  all  day. 

I  often  wonder  whether  that  or  the  tin  horn  is  the 
worst. 

If  anyone  has  a  good  quiet  elephant  to  trade  for  the 
sand  business,  I  am  willing  to  make  a  deal. 

That  is  to  say,  if  I  can  get  hold  of  it.  I  understand 
that  the  Sandy  Andy  rests  at  night  in  the  same  bed  as 
the   owner. 

HI 

THE  NEW  AMERICAN  DOLL. 

The  day  of  the  old-fashioned  German  doll  has  gone, 
probably  forever.  She  was  always  an  unnatural,  artifi- 
cial product,  with  her  porcelain  face,  painted  like  a 
chorus  girl,  her  popping  blue  eyes,  her  mass  of  unvarying 
golden  hair,  her  highly-colored  "ruby"  lips.  No  single 
thing  in  the  nursery  was  the  cause  of  so  many  domestic 
tragedies,  says  "The  World's  Work."  Drop  her  on  the 
floor,  and  the  head  would  usually  go  flying  into  a  dozen 
parts,  and  legs  and  arms  constantly  bled  sawdust  so  pro- 
fusely as  to  suggest  the  carnage  of  a  European  battle- 
field. Little  girls  who  could  easily  manufacture  a  baby 
out  of  the  family  ragbag  had  no  difficult  in  mothering  one 
of  these  queer  products  of  the  Germanic  genius,  and  so 
millions  of  Americans  have  been  brought  up  on  them. 
But  their  day,  we  are  told,  is  over. 

The  European  war,  which  had  ended  most  kinds  of 
immigration,   has  shut  out   these  little  wanderers.     Am- 


erican genius,  which  is  now  being  called  upon  to  manu- 
facture coal  tar  dyes,  bexamythyline,  and  manicure  scis- 
sors, is  also  turning  its  attention  to  dolls.  Our  success 
has  been  so  great,  we  are  told,  that  not  only  shall  we  not, 
import  any  more  dolls  from  the  Fatherland,  but  that  we 
shall  probably  sell  them  in  Nuremberg  itself!  For  our 
doll-makers  have  turned  realists.  Their  products  are  in- 
dividualized like  a  real  baby.  No  more  unglazed  porce- 
lain faces;  these  American  dolls  are  really  flesh-color, 
and  their  heads  have  the  additional  value  of  durability. 
These  little  creatures  are  already  so  popular  that  our 
toy  factories  are  running  day  and  night  to  supply  the  de- 
mand.    It   is  one   of  the  pleasanter  aspects  of  the   war. 

02 
"A  B  C  OF  TOYLAND" 

The  accompanying  illustration  is  a  reproduction  of  a 
toy  advertisement  used  in  the  recent  holiday  trading  sea- 
son, and,  as  it  is  one  that  can  readily  be  used  by  any  toy- 
dealer,  though  it  may  be  necessary  to  substitute  articles 
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Little    sketches  of   thingi    that 
Santa  Claus  ha*  «ent  lohi«  Hamilton 
Headquarter*    in    The   Right   House    j 
Basement    and  now  on  display  (here 
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in  some  cases  for  those  shown  in  this  advertisement,  it 
will  be  advisable  for  dealers  to  either  clip  and  file  away 
this  advertisement  or  keep  the  idea  definitely  in  mind  for 
use  in  the  next  holiday  season. 

m 

SOME  NEW  BRITISH  TOYS 

It  is  interesting  to  observe  that  that  lucky  mascot, 
"Fnms  Up,"  which  made  such  a  hit  as  a  postcard  when 
introduced,  has  now  appeared  in  doll  form. 

Other  new  toys  of  British  manufacture  include  un- 
breakable doll's  heads.  These  are  made  of  a  fine  com- 
position, and  are  said  to  be  better  than  the  best  of  pre- 
war German  goods,  in  form,  finish  and  color.  The  most 
noteworthy  is  a  baby  doll's  head,  but  several  lines  are 
made. 

Dogs  and  other  animals  which  at  a  touch  will  jump, 
skip,  hop,  dance,  sit  up  and  "do  things"  are  toy  novelties 
recently  offered. 
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CAMERA  SALES  IN  WINTER. 

In  order  to  keep  up  the  sale  of  cameras  and  photo 
supplies  in  the  winter  months,  dealers  should  emphasize 
the  fact  in  conversing1  with  prospective  customers  that 
particularly  fine  pictures  can  be  obtained  in  winter  time 
and  consequently  there  is  no  reason  why  cameras  should 
be  neglected  at  that  season. 

As  a  writer  in  the  "Amateur  Photographers'  Weekly" 
says:  "Photography  is  one  of  the  finest  hobbies  for  a 
person  of  either  sex.  It  takes  the  mind  off  one's  troubles, 
and  demands  attention  in  itself.  It  afford  a  relaxation 
for  the  moment,  and  a  constant  reminder  of  many 
pleasant  moments  in  its  resulting-  prints.  It  takes  us 
often  far  afield  and  gives  us  a  knowledge  of  the  beauties 
of  Nature  that  many  of  us  would  never  even  dream  of, 
were  it  not  for  the  camera.  It  develops  our  faculties  of 
observation  and  concentration — in  short,  the  camera 
makes  David  Graysons  of  us  all.  And  why  shelve  such 
a  good  friend  merely  because  of  cold  weather?" 

PHOTOGRAPHIC  TIPS. 

Clean  developing  dishes  as  well  as  clean  graduates, 
are  aids  to  clean  negatives  and  prints.  A  piece  of  loofah 
is  a  very  convenient  thing  for  scrubbing  both  the  inside 
and  outside  of  developing  dishes.  A  rub  of  the  loofah 
on  a  cake  of  sapolio  will  generally  be  enough  to  clear 
any  developer  stains.  In  more  obstinate  cases  one  or 
other  of  the  above  mentioned  acid  cleansing  solutions 
may  be  needed.  In  that  case  we  may  save  the  fingers, 
and  make  a  mop  scrubber  with  a  bit  of  firewood  and  a 
piece  of  loofah  tied  to  its  end  with  fine  string. 

FLATTENING  PRINTS. 

A  good  method  of  flattening  prints — much  better  than 
running  them  under  a  ruler,  is  to  lay  them  one  by  one 
between  the  pages  of  an  old  magazine,  being  careful  to 
interleave  them  with  the  curl  all  the  same  way  up.  Then 
proceed  to  roll  up  the  magazine,  as  it  were,  in  the  op- 
posite direction.  A  few  stiff  rolls  suffice  to  take  all 
creases  and  curls  out,  leaving  them  comparatively  flat 
for   mounting.  — Amateur  Photographer's    Weekly. 

BIG  MARKET  FOR  PHOTOGRAPHS. 

Dealers  will  do  well  to  remind  their  camera  customers 
and  prospective  customers  that  millions  of  human  inter- 
est photographs  are  being  used  every  year  for  magazine 
and  newspaper  illustrations. 

Publishers  are  now  demanding  clean,  snappy  prints, 
well  defined  in  all  planes.  Contact  prints  made  with  the 
large  size  reflecting  cameras  fitted  with  long  focus  lenses 
which  produce  results  lacking  in  depth  of  definition,  are 
consequently  in  less  demand  than  sharp-in-every-plane 
enlargements  from  small  negatives.  By  impressing  upon 
amateur  photographers  the  big  market  there  is  from 
good  pictures  the  effect  will  be  that  more  pictures  will 
be  taken  consequently  more  supplies  will  be  used  and 
more  money  will  be  made  by  the  dealers. 

PERIODICAL  NEWS. 

To  the  February  Century,  George  Creel  contributes  a 
partial  solution  of  the  question  of  the  high  cost  of  living 
in  an  article  entitled  "Can  a  Democratic  Government 
Control  Prices?"  It  is  stated  that  Mr.  Creel's  discus-- 
sion,  is  based  on  an  interview  with  Joseph  E.  Davies  of 
the  Federal  Trade  Commission,  formerly  United  States 
Commissioner  of  Corporations.  While  dealing  specifically 
with  conditions  in  the  United  States,  there  is  so  much 
similarity  between  these  and  Canadian  conditions  that 
theoretically  is  of  as  much  interest  to  Canadians  as  to 
people  in  the  United  States. 


A  GOOD  ADVERTISEMENT. 

TIk-  advertisement  of  Wolfe's  Bookstore,  of  Welland, 
Out.,  as  reproduced  herewith  is  a  piece  of  copy  of  the 
sort  that  is  above  the  average  in  point  of  general  merit. 
The  typographical  arrangement  is  good  and  so  is  the 
matter  forming  the  message.  The  idea  of  running  a 
"store  news" — heading  and  a  date  line  is  of  course  not 
a  new  one  but  there  are  still  many  newspapers  in  which 
it  has  not  been  featured.  The  style  of  heading  however, 
is  of  secondary  importance,  the  essential  point  being  that 
the  heading  should  be  one  that  will  be  certain  to  arrest 
the  reader's  attention. 

:x*  xxxxxxxxxsxxxxxxxxxxxx: 

TO.  1.  Thonday.  J»n.  t.  Vtil.  .  No.  \i 

OFFICE  SUPPLIES:— 

This  is  the  time  of  year  when  you  require  Board  Filea, 
Box  Files,  Binding  Cases,  Blank  Books,  Diaries.  Desk  Calen- 
dars, Ink,  Typewriter  Ribbons,  Lead  Pencils,  etc.,  etc.  We 
have  a  good  .supply  and  await  your  orders.     Phone  14. 

FOUNTAIN  PENS:— 

The  MOORE  ORIGINAL  NON-LEAKABLE  Fountain 
Pen  is  in  a  class  by  itself.  Absolutely  satisfactory  and  fully 
guaranteed.     Let  us  explain  its  features  to  you. 

MUSICAL  INSTRUMENTS  AND  SUPPLIES:— 

We  are  headquarters  for  Violins,  Mandolins,  Autoharps, 
Mouth  Organs;  "also  Violin  and  other  strings  and  supplies. 

WOLFE'S  BOOKSTORE 


35  East  Main  St 


Phone  14 


WELLAND.  ONT. 
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This  is  a  reduction  from  an  advertisement  in  a  two  column 
space  five  inches  deep,  taken  from  the  Welland  Telegraph. 

OUTLOOK  FOR  HANDBAGS 

In  the  small  leather  goods  trade  the  outlook  for  this 
year  is  favorable,  but  uncertain,  on  account  of  material 
markets.  Leathers,  both  staple  and  fancy,  are  bound  to 
1)0  higher,  and  this  will  naturally  emphasize  fabrics,  but 
the  trade  does  not  look  with  much  favor  on  these  diver- 
sions from  regular  lines.  They  are  of  value  chiefly  for 
novelty  purposes.  Leather  is  the  legitimate  field  for  such 
dress  accessories  and  dealers  should  encourage  its  use 
more  extensively  because  it  is  relevant  to  the  business 
and  gives  greater  satisfaction  to  the  public. 

Styles  of  1916  will  probably  continue  without  many 
radical  changes.  Flat  goods  are  popular,  while  for  larger 
bags  the  pleated  and  shirred  effects  will  continue  in  favor. 
Considerable  has  been  done  with  combinations  of  leather. 
Paisley  effects  had. quite  a  run,  and  will  probably  'be  good 
to  a  limited  extent  this  spring. 

SB! 

WRONG  PRICE  QUOTED 

An  unfortunate  error  occurred  in  the  advertisement  of 
the  Copp,  Clark  Co.,  last  month,  the  wrong  price  being 
printed  opposite  the  item  dealing  with  the  "Papeteries" 
containing  the  new  "Red,  White  and  Blue"  notepaper  and 
envelopes  in  the  advertisement  announcing  the  tablets, 
envelopes  and  papeteries,  in  which  this  new  patriotic  cor- 
respondence paper  is  available.  Instead  of  the  correct 
price  of  $2.40  a  dozen  for  the  papeteries,  the  price  was 
given  as  $2. 
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RUSSIAN  MUSIC. 

The  following  is  from  the  preface  to  M.  Montagu- 
Nathan's  new  volume  "An  Introduction  to  Russian 
Music,"  published  by  Cecil  Palmer  and  Hay  ward,  of 
London : 

"It  will  quickly  become  obvious  to  those  who  com- 
pare the  recent  music  of  Russia  and  of  Prussia,  that 
while  the  latter  is  in  a  decline,  the  former  is  in  a  particu- 
larly flourishing  condition.  The  people  who  were  study- 
ing Russian  music  long  before  the  War  and  wondered  why 
the  Britain  musical  public  persisted  in  ignoring  all  the 
great  Russians  excepting  Tchaikovsky,  knew  that  Debussy 
was  saved  from  the  great  wave  of  Wagnerism  that  all 
but  engulfed  Europe  in  the  'eighties  through  his  good 
fortune  in  learning  of  the  existence  of  Moussorgsky's 
Boris  Godounof;  they  knew  that  while  there  is  much  that 
is  original  in  Pelleas  et  Melisande,  it  is  in  many  respects 
to  be  regarded  as  the  grandchild  of  Dargomijsky 's  some- 
what austere  opera,  "The  Stone  Guest,"  welcomed  by 
the  Russian  reformers  as  "the  keystone  of  the  modern 
Russian  opera;"  they  knew  that  in  leading  the  French 
movement  for  the  foundation  of  a  national  school  upon 
native  traditions,  Debussy  had  not  the  intention  of  copy- 
ing, but  of  emulating  the  Russians  who  had  succeeded  in 
achieving  this  for  their  own  music. 

It  is  because  Russia  has  made  a  national  music  for 
herself,  because  she  had  contrived  to  endow  Opera  with 
a  dignity  that  compels  people  to  think  of  Opera  as  Drama, 
and  not  as  a  "Concert  in  costume,"  because  her  musi- 
cians have  consistently  preached  nationalism  not  merely 
for  themselves  but  for  all  nations,  that  we  should  study 
Russian  music.  We  have  much  to  learn  from  it,  and, 
not  least,  how  to  be  ourselves." 

WESTERN  CONDITIONS 

Charles  Passmore,  of  Boosey  &  Co.,  is  back  at  his  desk 
at  Toronto  headquarters  after  a  trip  of  over  three  months 
through  the  Canadian  West  and  the  extreme  Western 
States. 

Mr.  Passmore  told  of  many  interesting  things  which 
indicate  the  return  of  prosperous  conditions  in  Western 
Canada.  For  example,  in  Trail,  B.C.,  the  large  smelting 
works  there,  which  has  a  monthly  pay-roll  of  $180,000,  is 
building  a  million  dollar  addition  to  their  plant. 

Mr.  Passmore  was  informed  by  a  financial  man  in  Van- 
couver that  business  in  that  city  had  improved  100%  in 
the  last  eight  months. 

Standing  on  the  verandah  of  a  hotel  in  Southern  Alberta 
was  a  farmer  with  a  sample  of  wheat  in  his  hand  saying 
to  himself,  "they've  offered  me  a  dollar  sixty-nine.  I 
guess  I'll  have  to  take  it.  It's  the  best  I  can  do."  When 
asked  how  much  wheat  he  had  for  sale,  the  farmer  re- 
plied, "8,000  bushels."     Mr.  Passmore  noted  that  scores 


of  farmers  who  had  had  substantial  returns  from  last  sea- 
son's crops  were  going  to  California  and  other  southern 
points  for  the  winter. 

Dealers  who  have  had  such  pronounced  success  in 
handling  Irene  Humble 's  "We're  From  Canada,"  will  be 
interested  to  know  that  there  has  been  published  another 
song  by  Miss  Humble,  entitled  "My  Little  Sweetheart, 
Marie."  This  is  a  song  of  the  semi-popular  ballad  type, 
and  its  worth  may  be  gathered  from  the  fact  that  a  large 
retail  concern  contracted  for  the  entire  first  edition,  prac- 
tically from  manuscript. 

A  music  trades  exhibition  is  to  be  held  in  Chicago  dur- 
ing the  trade  conventions  to  be  held  in  that  city  in  June. 
It  is  proposed  to  engage  the  foremost  orchestras,  choral 
organizations  and.  solo  artists  of  the  United  States  for  a 
series  of  festival  concerts.  The  idea  is  to  link  up  exhibition 
and  concerts  with  the  work  of  the  Music  Advancement 
Bureau. 

Miss  Dorothy  Jardon,  the  celebrated  American  artist, 
is  to  tour  Western  Canada  the  latter  part  of  January  and 
the  first  part  of  February,  appearing  at  Winnipeg,  Cal- 
gary and  Vancouver,  where  she  will  especially  feature  the 
song  success,  "Oh,  You  Haunting  Waltz." 

Morgan  Kingston,  the  eminent  tenor,  who  appeared  re- 
cently in  Toronto,  sang,  "Songs  of  the  Motherland,"  by 
Lionel  Monckton,  the  fine  words  of  which  are  by  Henry 
Hamilton;  also  the  famous  Ivor  Novello  number,  "Till  the 
Boys  Come  Home." 

A  music  dealer  revises  his  mailing  list  once  every  year 
in  order  to  keep  it  up-to-date.  He  offers  a  small  prize  to 
every  school  teacher  who  will  send  him  the  names  of 
fifty  or  more  school  children  who  are  taking  piano  lessons, 
or  are  interested  in  music.  When  he  receives  these  names 
he  circularizes  the  children 's  parents  for  the  sale  of  pianos, 
other  musical  instruments  and  music. 

AN  ADVERTISING  TIP. 

On  another  page  of  this  issue  in  connection  with  an 
article  on  retail  advertising  will  be  found  an  advertise- 
ment of  Wolfe's  Book  Store  of  Welland,  Ont.  Reference 
is  made  to  this  advertisement  here  because  it  contains 
a  special  paragraph  featuring  musical  instruments  and 
supplies.  This  plan  of  having  newspaper  advertising, 
take  the  form  of  store  news  is  not  a  new  idea  but  it  is 
a  good  one  and  enables  advertisers  to  work  in  mention 
of  different  departments  without  decreasing  the  effective- 
ness of  advertisement.  This  method  adopted  by  Wolfe's 
Bookstore  can  consequently  be  advantageously  adopted 
by  other  booksellers  and  stationers  and  just  here  comes 
the  point  of  this  particular  paragraph:  see  to  it  that 
due  attention  is  paid  to  the  advertising  of  the  stock  of 
musical  publications,  musical  instruments  and  supplies. 
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Lesson  No.  24. 

IT  has  been  emphasized  many  times  in  this  series  of 
cardwriting  lessons  that  it  is  not  at  all  necessary  to 
be  an  artist  to  become  a  proficient  cardwriter.  Never- 
theless, it  is  necessary  to  be  able  to  draw,  to  a  certain  ex- 
tent, in  order  to  fulfill  all  the  requirements  of  a  card- 
writer. 

Among  the  many  little  bits  of  art  work  a  cardwriter 
is  called  upon  to  do  is  the  index  hand.  This  is  something 
a  cardwriter  in  a  large  store  may  have  to  draw  many 
times  during  a  week's  work.  A  cardwriter  of  a  smaller 
store  does  not  have  the  same  call  for  this  kind  of  work, 
but  should  be  able  to  do  it  as  well  as  his  more  experienced 
brother. 

Speed  and  effect  are  the  two  main  points  to  be  obtained. 
The  cardwriter  should  be  able  to  make  the  directory  or 
index  hand  very  rapidly,  for  this  style  of  card  should  be 
turned  out  just  as  quickly  as  the  other  style  of  cards. 

There  may  be  many  cardwriters  who  cannot  work 
quickly  because  of  non-practice.  For  the  benefit  of  these 
the  following  quick  method  of  obtaining  a  drawing  of  the 
index  hand  is  suggested : — Draw  very  carefully  and  lightly 
an  index  hand  on  tough  drawing  paper.  Have  it  well  pro- 
portioned and  full  of  life.  When  it  is  satisfactory,  trace 
heavily.  This  will  be  a  pattern  that  is  always  ready  for 
instant  use.  To  use,  place  a  piece  of  carbon  paper  under 
the  drawing  and  trace.  This  will  give  a  faint  outline  in 
the  desired  position  on  the  card.  This  should  then  be  re- 
traced with  pen  or  brush  as  the  case  may  be.  About  three 
different  sizes  should  be  made  and  kept  ready  for  instant 
use.     These  patterns  may  be  reversed  by  simply  using  the 


carbon  paper  with  the  black  side  up  and  under  the  draw- 
ing already  on.  This  will  give  a  drawing  of  a  hand  point- 
ing in  the  opposite  direction. 

One  thing  essential  is  to  have  the  drawing  beyond  re- 
proach, even  by  an  artist.  That  is,  have  the  proportions 
correct  and  make  it  appear  full  of  life  and  snap.  This 
must  be  done  entirely  by  outline.  Shading  of  the  drawing 
should  not  be  attempted.  Another  thing  to  be  avoided 
is  the  tendency  to  reproduce  the  human  hand  in  its 
natural  state.  It  should  only  be  made  as  an  outline  draw- 
ing that  will  give  at  a  glance  the  desired  result  of  acting 
as  a  directory. 

Some  cardwriting  courses  on  the  market  to-day  use  a 
method  for  hand  formation  which  should  be  commented 
upon.  This  style  is  the  using  of  angles,  etc.,  in  order  to 
get  the  hand  in  the  proper  proportions.  It  is  a  very  slow 
process,  and  all  one  can  say  about  it  is  that  it  is  not 
"modern  cardwriting."  It  is  more  of  a  draughtsman's 
or  designer's  method,  and  too  slow  for  rapid  cardwriting. 

It  is  well  to  have  various  styles  of  index  hands,  that 
can  he  used  for  variety's  sake.  If  one  keeps  their  eyes 
opened,  these  may  be  found  from  time  to  time  in  maga- 
zine  advertisements. 

Errors  in  Drawing 

In  Fig.  No.  2  we  have  an  object  lesson.  These  are  a 
few  of  the  many  errors  made  by  beginners,  who  will  not 
take  the  time  to  make  these  drawings  correct.  "A." 
Here  is  a  hand  that  is  too  narrow.  Note  how  narrow  the 
wrist  is.  This  mistake  is  often  made,  and  should  be 
avoided. 


Mad. 
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"B."  Tli is  is  just  the  opposite  to  the  preceding  one. 
It  is  too 'short  and  thick  at  the  wrist.  Note  how  clumsy 
it  appears. 

'•('."  This  is  another  common  mistake.  The  wrist  is 
too  hum.  and  the  fingers  and  tluimh  arc  too  short  and 
stubby,     it  is  important  that  this  be  avoided. 

During  this  entire  series  of  "Cardwriting  Made  Easy" 
lessons  many  varieties  of  alphabets,  both  of  heavy  and 
light  formation,  have  been  taken  up — some  suitable  for 
large  show  cards  and  others  for  the  finer  kind  of  show 
cards.  All  of  these  are  important  to  the  eardwriter,  be- 
cause each  and  every  one  has  an  important  place  in  the 
show  card  world.  The  alphabet  this  month  shows  yet 
another  style.  This  one  is  called  by  sign  painters  "Thick 
and   thin."     Some  card  writers  call  it  a  single  and  double 


stroke  letter.  It  is  a  bold  faced  letter,  which  is  used  on 
large  signs  and  show  cards  alike  with  good  effect.  For 
the  finer  show  card  work  it  is  not  advisable,  because  a 
small  bold-faced  letter  has  not  the  appearance  that  a 
finely-spurred  pen  or  brush  stroke  Roman  letter  has.  So 
it  is  well  to  keep  this  letter  to  the  larger  cards  and  posters. 
Tor  any  card  or  sign  that  is  to  be  read  at  a  distance  this 
type  is  excellent. 

For  reference  sake  we  will  call  this  a  thick  and  thin 
type.  It  gets  this  name  because  one  stroke  of  the  letter  is 
thicker- than  the  other.  On  show  cards,  when  this  type  is 
used,  always  use  a  brush  that  makes  a  stroke  the  same 
width  as  the  narrow  stroke  of  the  letter.  That  means 
the  narrow  strokes  are  all  to  be  made  with  one  stroke  of 
the  brush,  the  wider  strokes  being  twice  as  broad  or  two 
strokes  wide.  This  type  when  executed  properly  does  not 
need  any  rilling  in,  because  the  outline  strokes  will  com- 
pletely cover  the  centre  of  the  letter. 

It  will  be  noticed  that  the  stroke  of  each  letter  has  not 
been  numbered  on  this  chart  as  on  previous  charts.  This 
is  more  difficult  to  illustrate  on  account  of  the  more 
numerous  strokes  than  the  brush  stroke  letters  have.  How- 
ever, with  the  previous  lessons  in  mind,  one  should  experi- 
ence no  difficulty  in  working-  out  this  formation.  The 
numerous  overlapping  of  strokes  also  makes  it  impossible 
to  number  them  correctly.  The  first  thing  is  to  have  the 
brush  working  properly.  It  must  have  a  good  chisel 
point  and  without  a  ragged  edge.  As  the  width  of  the 
fine  stroke  is  a  brush  stroke,  use  the  size  of  brush  that 
will  make  this  stroke  properly.  Have  the  color  working 
smoothly  and  work  the  brush  to  a  good  point  on  a  piece 
of  waste  card  before  attempting  the  work. 


An  individual  explanation  of  this  alphabet  is  not 
necessary,  as  the  same  method  applies  all  the  way  through. 
Some  of  the  curved  letters  are  marked  when  the  strokes 
join  or  overlap.  The  arrows  indicate  the  direction  in 
which  to  draw  the  brush.  Notice  that  the  ends  of  all 
strokes  are  finished  with  a  stroke  across  the  end. 


THE  TWENTY  BEST  STORIES 

The   twenty  best   short   stories   by   American   authors, 

published  in  American  magazines,  during  1916,  as  selected 

by  Edward  J.  O'Brien  out  of  2,700  short  stories  published 

in  seventy  periodicals  during  the  year,  are  these: — 

The  Sacrificial  Altar.  By  (Jertrude  Atherton.  (From  Harper's 
Magazine);  Miss  Willett.  By  Barry  Benefield.  (From  The  Century 
Magazine)  ;  Supers.  By  Frederick  Booth.  (From  The  Seven  Arts 
Magazine)  :  Fug.  By  Dana  Burnet.  (From  McBride's  Magazine)  \ 
Ma's  Pretties.  By  Francis  Buzzell.  (From  The  Pictorial  Review)  ; 
Tin-  Great  Auk.  By  Irvin  S.  Cobb.  (From  The  Saturday  Evening 
Post)  ;  Tlie  Lost  Phoebe.  By  Theodore  Dreiser.  (From  The  Century 
Magazine)  ;  Tlie  Silent  Jnfare.  By  Armistead  C.  Gordon.  (From 
Scribner's  Magazine)  ;  The  Cat  of  the  Cane-Brake.  By  Frederick 
Stuart  Greene.  (From  The  Metropolitan  Magazine)  ;  Making  Port. 
By  Kichard  Matthews  Hallett.  (From  Every  Week)  ;  "Ice  Water, 
PI — /"  By  Fannie  Hurst.  (From  Collier's  Weekly)  ;  Little  Selves. 
By  Mary  Derner.  (From  The  Atlantic  Monthly)  ;  The  Sun  Chaser. 
By  Jeanette  Marks.  (From  The  Pictorial  Review)  ;  At  the  End  of 
the  Road.  By  Walter  J.  Muilenburg.  (From  The  Forum)  ;  The 
Rig  Stranger  on  Dorehester  Heights.  By  Albert  Du  Verney  Pentz. 
(From  The  Boston  Evening  Transcript)  ;  The.  Menorah.  By  Benja- 
min Rosenblatt.  (From  The  Bellman)  ;  Penance.  By  Elsie  Sing- 
master.  (From  The  Pictorial  Review)  ;  Feet  of  Gold.  By  Gordon 
Arthur  Smith.  (From  Scribner's  Magazine)  ;  Down  on  Their  Knees. 
By  Wilbur  Daniel  Steele.  (From  Harper's  Magazine)  ;  Half-Past 
Ten.     By  Alice  L.  Tildesley.     (From  The  Black  Cat). 

The  volume  containing  these  stories  will  be  published  this 
month  under  the  title  of  The  Best  Short  Stories  of  1016. 

LIBRARY  FOR  THE  BLIND 

The  Canadian  Free'  Library  for  the  Blind  is  to  have 
new  quarters  on  College  street,  Toronto,  in  the  old  Worts 
home  on  the  north  side,  two  doors  west  of  University 
avenue.  The  house  has  been  bought  from  the  Toronto 
General  Trusts  Co.,  executors  for  the  Worts  Estate,  for 
about  $6,000,  and  it  is  understood  that  very  reasonable 
terms  have  been  secured  from  the  Toronto  University  for 
the  five-year  renewable  lease,  owing  to  the  library  being 
an  educational  institution. 


R.  F.  Foster,  the  well-known  writer  on  Bridge,  has 
written  a  new  book  on  "Pirate  Bridge,"  a  new  game 
showing  further  advance  in  this  absorbing  game.  This 
book  will  appear  about  March  1. 

Katherine  Keith's  new  book,  "The  Girl,"  is  being 
referred  to  as,  in  a  sense,  an  American  Marie-Claire,  with 
a  sure  choice  of  significant  incident  and  episode  it  reveals 
the  development  of  an  American  girl  of  to-day. 

In  his  book  "My  Wife,"  Edward  Burke  tells  the  story 
of  a  man  who  sets  out  to  write  the  story  of  his  own  life 
but  finds  in  the  spinning  of  his  yarn  that  he  has  really 
been  the  creature  of  wiles  of  his  wife  and  family.  This 
is  a  refreshing  humorous  book. 

In  addition  to  being  the  arbiter  of  the  American  short 
story,  Edward  J.  O'Brien  is  a  poet  of  distinction.  His 
volume  of  odes  and  lyrics,  to  be  published  this  month, 
under  the  title  of  White  Fountains,  is  evidence  that  his 
ability  is  creative  as  well  as  critical. 

From  Grossett  &  Dunlap  comes  a  new  list  of  book? 
added  to  the  reprint  list,  including  Jack  London's  novels, 
"The  Valley  of  the  Moon,"  "John  Barleycorn,"  "Com- 
mon Clay,"  by  Cleves  Kinkaid;  "The  Man  of  Iron."  by 
Richard  Dehan;  "The  Boomers,"  by  Ray  Norton;  "On 
Trial,"  by  Elmer  Reizenstein;  "Little  Sir  Galahad,"  by 
Phoebe  Gray;  "The  Right  Track,"  by  Clara  Louise  Burn- 
ham;  "I  Accuse!"  by  a  German,  and  "The  Right  Stuff," 
by  Ian  Hay. 
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TALES   OF  FISHERFOLK. 

"The  Shack  Locker"  is  the  title  of  a  book  of  tales 
by  Frank  W.  Wallace,  author  of  "Blue  Water,"  these 
stories  being  chiefly  of  the  fisherfolk  of  the  Maritime 
Provinces.  He  visualizes  the  home  life  of  these  people 
and  explains,  more  by  suggestion  than  direct  language, 
their  superstitions,  and  the  deep  religious  feeling  that 
underlies  their  every  action.  The  recklessness  of  their 
own  lives  and  their  tender  care  of  the  lives  of  others, 
make  the  fishermen  of  these  tales  very  dear  to  the  reader. 

TORONTO  COOK  BOOK 

From  Thomas  Allen  comes  a  copy  of  the  new  Toronto 
Cook  Book,  compiled  by  Mrs.  E.  J.  Powell,  with  the  assist- 
ance of  other  prominent  women  of  Toronto.  The  preface 
states  that  the  housewives  of  Toronto  have  for  some  years 
past  been  calling  for  a  cook  book  of  moderate  cost.  The 
volume  is  offered  with  the  assurance  that  the  recipes  are 
tested  and  proven  by  a  wide  circle  of  ladies  in  the  art  and 
domestic  science. 

A  JUST  COMPLAINT 

Stout  Red-faced  Lady  in  Stationery  Store — Do  you 
mean  to  say  you  won't  give  me  my  money  back  for  this 
book  just  because  I  have  read  it?  You  know  you  adver- 
tise that  it  is  your  aim  to  have  only  satisfied  customers. 

"Yes,  madam;  but  what  is  the  matter?  Is  the  print 
imperfect  or  anything  like  that?" 

"No." 

"Then  why  are  you  not  satisfied  with  the  novel?" 

"Why,  I  don't  like  the  way  it  ends." — Harper's 
Weekly. 

OFFERS  $100  PRIZE 

Doubleday,  Page  &  Co.,  publishers  of  the  American 
edition  of  '-Casuals  of  the  Sea,"  by  William  McFee,  of 
which  The  Mussnn  Book  Co.,  have  the  market  for  Can- 
ada, are  offering  a  prize  of  $100  for  the  most  interesting 
essay  on  "Casuals  of  the  Sea."  The  essay  must  be  not 
less  than  1,000  words  and  must  reach  Garden  City  by 
noon  on  March  31,  addressed  "Casuals  of  the  Sea," 
Doubleday,  Page  &  Co.,  Garden  City,  L.  I. 

The  prize  will  be  awarded  to  the  essay  which  is  marked 
by  the  qualities  which  distinguish  good  criticism :  clarity, 
insight,  and  understanding.  The  most  genuinely  value- 
able  and  original  comment  on  the  book  will  win  the  prize; 
undiscriminatino'  praise  is  not  desired. 


From  the  Putnam's  comes  Rose  Pastor  Stoke 's  play  in 
four  acts  entitled  "The  Women  Who  Wouldn't."  It  is 
not  an  imaginative  play  but  a  stern  picture  of  real  life — 
harsh,  brutal,  strong.  The  scene  is  a  mining  town,  and 
before  the  reader  passes  the  terrible  struggle  for  existence, 
of  a  typical  miner's  family.  In  the  development  of  her 
heroine — the  girl  who  is  big  enough  to  look  straight  at  the 
future — the  author  discloses  more  than  mere  talent. 


BEST  SELLING  BOOKS  IN 
CANADA    • 

Fiction  Points 

1— Mr.   Brttling   Sees  it   Through    Wells  108 

2— When  a  .Man's  a  Man   Wright  124 

3— The   World   For  Sale   Parker  102 

i — The  W6rn  Doorstep  Sherwood    68 

5— The    Wonderful    Year     Locke    52 

6 — (Kingdom   of  the  Blind    Oppenheini     50 

(.lust   David)    Porter     50 

Non-Fiction. 

1 — Rhymes   of  a    Ited    Cross   Man    Service  102 

2 — Northwest    Mounted   'Police    Deane     20 

3 — Action    Front    Cable     14 

UNITED  STATES  SUMMARY. 

I  From    MeClurg's    Bulletin) 

Fiction. 

When  a   Man's  a   Man   Harold  Bell  Wright 

Mr.  Britling  Sees  It  Through   H.  G.  Wells 

Cieorgina  of  the  Rainbows Ynnie  Fellows  Johnston 

Mary — 'Gusta    Joseph    C.    Lincoln 

I  enrod   and   Sam    Booth  Tarkintou 

Enoch   Crane F.   Hopkinson   Smith 


A  NEW  NOVELIST. 

' '  The  Stars  in  Their  Courses "  is  a  new  novel  by 
Hilda  M.  Sharp  a  young  Englishwoman's  first  work  of 
fiction  which  has 'scored  a  distinct  success  in  England. 
The  Canadian  edition  is  published  by  William  Briggs.  The 
story  is  of  a  fighter  against  odds,  who  is  also  a  gambler 
by  inherited  instinct.  Finding  himself,  at  twenty-two, 
disinherited  by  his  millionare  father,  and  being  deep  in 
debt  and  desperate,  he  seizes  the  one  visible  forlorn  hope 
— a  species  of  gamble  in  which  his  own  reputation  is  the 
stake.  He  plays  and  loses,  and  for  the  succeeding  eight 
years  pays  the  penalty  exacted  by  public  condemnation. 
His  life,  from  the  age  of  ten,  is  interwoven  with,  and 
trammelled  by,  that  of  his  cousin,  a  born  poseur  and 
egoist,  with  the  gift  for  making  society  in  general,  and 
women  in  particular,  believe  in  those  splendid  and  "in- 
teresting" qualities  which  he  flatters  himself  he  pos- 
sesses, and  to  guard  which  he  submits  to  paying  black- 
mail till  the  inevitable  climax  comes.  The  cousins,  in 
their  different  fashions,  both  love  the  same  woman,  and 
her  happiness  narrowly  escapes  shipwreck  between  the 
one  man's  weakness  and  the  other's  strength. 


"The  Thrush  and  the  Jay"  is  the  name  of  a  new 
volume  of  verse  and  prose  sketches  by  Sylvia  Lind,  which 
comes  from  Constable  &  Co.,  of  London.  Many  of  the  fine 
poems  which  it  contains  have  appeared  in  "The  Nation" 
and  of  the  prose  sketches  in  that  review  and  "The  New 
Statesman."  From  the  same  publishers  comes  a  new 
novel  entitled  "Out  of  the  House,"  by  M.  E.  F.  Irwin, 
author  of  "How  Many  Miles  to  Babvlon"  and  "Come 
Out  to  Plav." 


"There  is  a  great  difference  between  pictures  bought 
to  sell  at  low  prices  and  pictures  made  to  sell  at  low  prices. 
The  former  would  be  cheaper  at  any  price  less  than  the 
regular  price.  Our  stock  represents  the  latter,  fresh,  for 
this  season's  selling." — From  a  retailer's  advertisement. 
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LIMPY 

William  .Johnston  has  in  his  new  book  "Limpy," 
written  a  story  of  a  boy  who  felt  neglected.  This  tale 
puts  into  words  what  a  boy  of  ten  felt  in  his  soul  upon 
coming  face  to  face  with  the  truer  values  of  life.  Irving 
Cobb,  in  speaking'  of'this  tale,  said  recently:  "Somebody 
might  have  written  a  truer,  sweeter,  more  appealing,  more 
convincing  story  of  a  boy  than  'Limpy,'  but  nobody  ever 
has.' ' 

THE  SPELL  OF  SCOTLAND 

Another  new  volume  in  the  "Spell"  series  published -by 
the  Page  Company  is  "The  Spell  of  Scotland,"  as  with 
previous  volumes  this  book  is  designed  to  convey  the 
charm  of  the  country  depicted  and  the  author  has  rambled 
leisurely  through  the  different  regions  of  Auld  Scotia  de- 
scribed, visiting  the  many  interesting  historical  spots, 
observing  the  every-day  intimate  life  of  the  people  and 
he  writes  in  such  a  fascinating  way  that  unconsciously  the 
spell  of  the  land  is  laid  on  the  reader.  The  book  is  bound 
in  decorated  cloth,  has  some  illustrations  in  color  and  ' 
others  in  duogravure.     It  is  a  $2.50  book. 

DICTIONARY  OF  SIMILES 

A  valuable  new  book  published  this  year  by  Thomas 
Allen  is  "A  Dictionary  of  Similes,"  by  Frank  J.  Wil- 
stach.  It  is  a  $2.50  book.  From  Chaucer  to  Shakespeare 
and  through  English  and  American  literature  to  0.  Henry 
and  Irvin  Cobb,  the  simile  has  a  favorite  figure  of  speech 
and  now  at  last  a  book  of  similes  is  available  for  refer- 
ence use. 

The  similes  presented  include  many  quaint  and  curious 
ones  of  other  than  English  authors.  This  book  will  be  a 
valuable  aid  to  writers,  speakers,  teachers  and  students. 
The  volume  includes  over  fifteen  thousand  similes,  alpha- 
betically arranged  under  subject  headings. 

MR.  BELL'S  AGENCIES 

W.  C.  Bell,  formerly  of  the  firm  of  Bell  &  Cockburn 
and  for  the  past  year  with  the  Oxford  University  Press, 
has  again  gone  in  business'on  his  own  account  and  is  now 
the  Canadian  selling  representative  of  the  following  pub- 
lishers: William  Heineman,  John  Murray,  T.  Fisher  Un- 
win,  T.  Werner  Laurie,  Cecil  Palmer  and  Hay  ward,  of 
London;  and  W.  B.  Huebseh,  of  New  York,  besides  which 
he  will  sell  the  publications  of  the  Dodge  Publishing  Co., 
New  York,  in  Western  Canada  and  the  lines  of  the  Ox- 
ford University  Press  in  the  cities  of  Montreal,  Ottawa, 
Toronto,  Hamilton  and  London.  Mr.  Bell  has  taken  quar- 
ters at  27  Richmond  street  West,  in  the  Oxford  Univer- 
sity Press  building. 

THE  STARS  IN  THEIR  COURSES 

A  novel  that  seems  destined  to  have  a  good  run  in 
Canada,  following  its  success  in  England,  is  "The  Stars 
in  Their  Courses,"  by  Hilda  M.  Sharp,  published  by 
William  Briggs. 

This  story,  the  author's  first  novel,  will  appeal  especi- 
ally to  the  people  who  so  enjoy  the  novels  of  Florence  M. 
Barclay. 

The  two  chief  characters  are  cousins.  One  of  these 
young  men  is  a  scion  of  an  ancient  house,  whose  mother 
had  married  a  self-made  man,  whose  rise  was  rapid  as  a 
parliamentarian,  following-  his  commercial  achievements. 
Eventually,  when  the  son  was  but  a  boy,  his  mother 
elopes  with  another  man  and  the  father  vents  the  vials  of 
his  wrath  upon  the  son,  and  by  a  diabolically  planned 
scheme,  seeks  to  thoroughly  ruin  the  boy  by  making  a  will 
in  favor  of  a  nephew,  encouraging  his  son  toward  spend- 


thrift habits  and  an  inherited  passion  for  gambling.  The 
lather's  object  is  to  have  this  millstone  of  debt  crush  the 
young  man  upon  learning  that  he  is  cut  off  in  his  father's 
will.  But  the  nephew  proves  a  disappointment  and  in  his 
last  moments  the  father  makes  a  new  will  reinstating  his 
son.  The  will,  by  a  well-devised  ruse,  does  not  come  to 
light  until  years  after  the  father's  death,  and  in  those 
years,  the  nephew  enjoys  the  full  fruits  of  the  wealth  and 
position  bequeathed  in  the  first  will.  In  those  years  events 
transpire  that  combine  to  bring  the  story  to  a  most 
dramatic  climax,  ending  in  the  exoneration  of  the  rightful 
heir  after  years  of  ilhrepute  as  the  result  of  machinations 
of  his  cousin.  The  interest  of  the  story  is  enhanced  by 
the  fact  that  the  cousins  loved  the  same  girl. 


W.  McLeod  Raine,  author  of  "Steve  Yaeger,"  has 
written  a  new  book  entitled,  "The  Yukon  Trail,"  which 
will  be  published  shortly. 

Mrs.  Patrick  McGill  in  a  new  book  called  "The  Rose 
of  Glenconnell,"  is  a  Yukon  story,  Glenconnell  being  a 
lumber  camp.     It  is  a  tale  of  love  and  stirring  adventure. 

The  Life  and  Letters  of  Reverend  Mother  Theresa 
Dease,"  foundress  and  Superior  General  of  the  Institute 
of  the  Blessed  Virgin  Mary  in  America  by  a  member  of 
the  community  is  to  be  published  this  season. 

"The  Boy  Settler"  by  Edwin  L.  Sabin,  is  a  new  book 
by  the  author  of  the  "Bar  B.  Boys"  which  comes  from 
the  Crowell  Company.  It  is  an  illustrated  book  of  304 
pages. 

Mr.  Sabin  has  a  quiet  vein  of  humor  and  a  keen  sense 
of  the  picturesque.  He  knows  how  to  tell  a  Western 
story  without  dwelling  on  the  "blood  and  thunder"  as- 
pects and  still  inject  plenty  of  excitement  of  the  right 
sort. 

A  new  volume  of  poems  comes  from  the  Crowell  Com-_ 
pany  being  the  work  of  Rossiter  W.  Raymond  entitled 
"Christus  Consolator,  and  other  Poems.''  Dr.  Raymond 
is  an  accomplished  Biblical  student  and  expositor,  author 
of  numerous  poems,  hymns,  and  stories,  many  written 
for  the  (Brooklyn)  Plymouth  Sunday  School,  of  which 
he  was  long  the  Superintendent. 

An  interesting  volume  which  has  just  come  to  the 
editor  from  Putnam's  is  "The  Seven  Wonders  of  the 
Ancient  World,"  by  Edgar  J.  Banks,  Ph.D. 

The  book  is  profusely  illustrated  and  is  a  thoroughly 
interesting  and  instructive  .volume.  Dr.  Banks  was  field 
director  of  the  recent  Babylonian  expedition  of  the  Uni- 
versity of  Chicago.  Despite  the  familiarity  of  the  term 
"the  seven  wonders  of  the  ancient  world,"  most  people, 
even  the  learned,  find  it  necessary  to  refer  to  some  "book 
of  knowledge"  in  order  to  name  the  seven.  The  list  is  as 
follows:  The  Pyramid  of  Khufu,  2900  B.C.,  or  earlier; 
The  Walls  of  Babylon,  605  to  562  B.C.;  the  Statute  of 
Olympus  Zeus,  470  to  462  B.C.;  the  Tomb  of  the  King  of 
Mausolus,  356  B.C.;  the  Colossus  of  Rhodes,  280  B.C.; 
the  Pharos  of  Alexandria,  247  B.C. 


Four  "chains"  of  five  and  ten-cent  stores  did  a  business 
last  year  of  $135,000,000,  which  meant  about  two  billions 
of  articles  sold.     In  so  big  a  country  nothing  is  small. 

"It  will  be  discovered  by  the  careful  investigator  that 
in  the  honest  advertisement  the  light  of  truth  dispels  the 
shadow  of  suspicion." 
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"Lydia  of  the  Pines"  is  the  title  of  a  new  novel  by 
Honore  Willsie. 

Two  new  titles  in  Thornton  Burgess'  Bed-Time  Stories 
are  to  be  brought  out  this  season. 

Bella  K.  Maniates'  new  novel  "Our  Next  Door  Neigh- 
bor," will  be  published  next  month. 

A  new  nature  book  by  Comstock  is  "The  Handbook  of 
Nature  Study,"  published  at  $3.50. 

A  new  tale  of  Western  life  and  adventure  is  "The 
Lure  of  the  Desert,"  by  Kathlyn  Rhodes. 

"John  Webster  and  the  Elizabethan  Drama,"  by 
Rupert  Brook  is  to  be  published  very  shortly. 

Waldo  Frank  is  the  author  of  a  new  novel  entitled, 
"The  Unwelcome  Man."    It  is  a  story  of  modern  life. 

B.  M.  Croker  is  the  author  of  a  new  book  just  pub- 
lished entitled,  "Given  in  Marriage,"  an  Anglo-Indian 
tale. 

A  new  series  of  "Buster  Brown"  and  "Foxy  Grand- 
pa" books  are  being  introduced  this  year  with  eight 
titles. 

A  posthumous  humorous  novel  by  George  Fitch,  en- 
titled, "The  Twenty-Four,"  is  to  be  published  this 
season. 

A  new  novel  of  Canadian  life  is  being  written  by 
Isabel  Ecclestone  Mackay  and  will  be  published  in  the 
summer. 

"The  Alabaster  Box,"  by  Florence  Kingsley  and  A.  B. 
Freeman  is  a  new  religious  novel  announced  for  early 
publication. 

Constance  Lindsay  Skinner  is  the  author  of  a  lively 
new  novel  shortly  to  appear  entitled,  "Good  morning, 
Rosamond." 

W.  L.  George,  the  English  novelist,  has  written  a  new 
book  announced  for  early  publication,  entitled,  "The  In- 
telligence of  Woman." 

Mrs.  Belloc  Lowndes  who  will  be  recalled  for  her  read- 
able story  "Good  Old  Anna,"  has  written  a  new  novel 
entitled  "Lilla,"  just  published. 

"Piccadilly  Jim,"  the  serial  by  P.  G.  Wodehouse, 
which  has  been  running  in  the  "Saturday  Evening  Post" 
is  to  appear  in  book  form  very  shortly. 

Another  popular  writer  represented  in  the  new  fiction 
announced  for  this  season  is  B.  M.  Bower.  The  title  of 
this  book  will  be  "The  Star  of  the  Desert." 

Grace  S.  Richmond  has  many  admirers  who  will  be 
glad  to  know  that  a  new  book  by  this  writer  is  to  be  pub- 
lished this  season.     Its  title  will  be  "The  Brown  Study." 

W.  Wiley  will  be  remembered  by  many  for  his  fine  tale 
' '  Windyridge. ' '  He  has  a  new  book  out  this  season  en- 
titled "The  Way  of  the  Winepress."  It  is  a  Yorkshire 
tale. 

The  1917  list  of  popular  copyright  fiction,  received 
from  The  Copp,  Clark  Co.,  shows  a  total  of  129  titles. 
Some  fine  books  having  been  added  to  this  library  since  a 
year  ago. 

In  a  new  novel  entitled  "The  Balance,"  by  Francis 
R.  Bellamy,  the  author  depicts  the  life  story  of  a  man  to 
whom  success  had  nearly  spelled  failure,  had  it  not  been 
for  a  woman. 


SONS  OF  CANADA 

Studies  of  characteristic  Canadians  by  Augustus 
Bridle.  Drawings  by  F.  S.  Challoner,  R.C.A.,  O.S.A., 
Toronto.  London  and  Paris,  J.  M.  Dent  &,Sons,  Ltd., 
pp.  280. 

"These  Studies,"  Mr.  Bridle  tells  us,  "Attempt  to  do 
some  amount  of  justice  to  the  patriotic  efforts  of  certain 
men  whose  names  are  well  known  through  the  medium  of 
the  pi*ess,  but  who  are  little  more  than  names  to  the  gen- 
eral public.  ...  In  all  cases  the  author  has  tried  to 
gei  down  to  first  principles  and  to  show  the  real  character 
of  the  man  "under  consideration,  leaving  the  reader  to 
form  his  own  judgment  of  that  character  from  the  facts 
supplied." 

The  book  contains  .'i4  sketches  with  16  illustrations — 
the  latter  of  unequal  merit,  although  of  a  high  average — 
and  the  political,  literary  and  musical  training  of  the 
author  enables  him  to  cover  a  wide  field  with  a  discrimin- 
ating insight.  One  of  the  outstanding  points  in  this  book 
— piquant,  informing,  interesting,  impartial,  and  combative 
only  in  the  case  of  Henri  Bourassa — is  the  picturesque 
phrasing,  which  is  revealed  in  concentrated  form  by  the 
author  in  sub-titles  to  his  characters:  Sir  Robert  Borden, 
"A  Gentleman  Premier";  Sir  Wilfrid  Laurier,  "The 
Chevalier  of  Quebec";  Sir  Clifford  Sifton,  "The  Sphinx 
of  Public  Life ' ' ;  Sir  John  Eaton, ' '  A  Capitalizer  of  Public 
Interest";  -Sir  Sam  Hughes,  "Hob-Nailed  Boots;"  Sir 
William  Van  Home,  "Prodigious!";  Col.  Sir  Henry 
Pellatt,  "Our  Unprofessional  Showman." 

From  first  to  last  the  character  studies  are  impression- 
istic,— in  one  sense  resembling  a  building-up  process, 
quality  upon  quality,  with  illustrative  incidents,  rather 
than  a  survey  from  different  angles.  Little  time  is  taken 
to  paint  in  the  local  environment,  save  in  the  case  of  Gen- 
eral Steele,  when  we  are  given  a  strongly  drawn  historical 
setting,  suggestive  of  rich,  imaginative  power  on  the 
writer's  part.  Indeed,  to  many  readers  this  may  prove 
the  favorite  in  the  whole  collection. 

A  few  quotations  will  serve  to  show  the  style  of  the 
skilfully  drawn  portraitures,  in  which  one  notes — perhaps 
as  a  type  of  some  pronounced  radical  views  of  the  author 
that  are  expressed  on  many  occasions — a  tendency  to  dis- 
dain Christian  names  or  titles,  the  more  noticeable  in  cases 
like  that  of  Rev.  J  A.  Macdonald  ("The  Gaelic  Orator"), 
for  whom  "the  cloth"  has  intervened  heretofore  between 
his  full  name  and  the  use  of  the  surname  alone. 

Sir  Edmund  Walker  is  described  as  the  "clearing- 
house of  civilization  in  Canada," — as  patron  of  art  music, 
literature,  as  well  as  banking.  "Ignorance  to  Sir  Edmund 
is  never  bliss;  he  must  always  make  knowledge  useful." 

One  of  his  earliest  descriptions  of  Sir  Wilfrid  Laurier 
is  this:  "I  know  of  no  other  inconsiderable  mixture  of 
great  qualities  and  opportunising"  melodrama  that  suggests 
the  great  French-Canadian  leader  so  well  as  Henry 
Irving. ' ' 

Sir  William  Mackenzie  is  the  psychic  link  between  all 
governments,  municipalities  and  plain  peoples.  He  is  the 
new  thought  applied  to  public  utilities,  a  cross  between  the 
man  with  a  club  and  the  hypnotist  whose  weapon  is  auto- 
suggestion.   He  is  incalculable,  baffling,  uncorralable. " 

Of  Sir  George  Foster's  aloofness:  "Foster,  kissing  a 
baby  on  the  platform  would  be  a  caricature.  Low-browed 
politicians  might  line  up  their  friends  at  the  bar.  Foster 
preferred  a  cold  jug  of  water  or  a  cup  of  weak  tea.  He 
has  often  seemed  to  be  a  sort  of  pinnacular  morality  built 
upon  complaint." 

So  he  goes  on,  with  hosts  of  metaphors,  in  a  refreshing 
series  of  sketches,  mostly  serious,  rarely  humorous;  mak- 
ing a  really  valuable  contribution  to  what  many  consider 
the  most  fascinating  of  vocations,  a  study  of  personalities. 
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THE  VINDICATION  OF  GREAT  BRITAIN 

This  remarkable  book,  published  by  the  Copp,  Clark 
Co.,  presents  an  eloquent  appeal  to  the  British  people  to 
develop  a  greater  intelligence  in  public  and  private  busi- 
ness to  determine  by  this  character  the  future  of  Euro- 
pean civilization.  The  book  is  a  history  of  period  before 
the  war,  being-  a  study  of  the  conditions  and  diplomatic 
opinions  that  led  eventually  to  the  present  conflict.  It 
is  an  attempt  to  truly  present  the  genuine  feelings  of  the 
peoples  involved  and  the  book  describes  in  full  the  efforts 
of  King'  Edward  VII  to  promote  peace.  It  deals  at  length 
also  with  Lord  Haldane's  missions  in  Germany  and  of  the 
rehabilitation  of  the  army  and  navy  under  Lord  Haldane 
and  Lord  Fisher. 

SIR  CONAN  DOYLE'S  WAR  HISTORY 

A  momentous  volume  that  is  most  valuable  by  reason 
of  the  evident  painstaking  care  and  thorough  investiga- 
tion on  the  part  of  the  author,  is  "The  British  Campaign 
in  France  and  Flanders,  1914,"  by  Sir  Arthur  Conan 
Doyle,  which  Plodder  &  Stonghton  have  just  published. 
The  author  states  in  the  preface,  that  from  the  first  days 
of  the  war  he  has  devoted  much  time  to  the  accumulation 
of  evidence  from  first  hand  sources  as  to  the  various  hap- 
penings of  those  great  days. 

The  result,  as  the  reader  finds,  is  a  history  of  the 
British  operations  in  the  first  six  months  of  the  war,  that 
bears  all  the  ear-marks  of  being-  a  record  that  will  stand 
the  test  of  time  so  far  as  actual  events  in  that  period  are 
concerned.  Of  course,  as  the  author  himself  states,  in 
so  far  as  points  of  larger  strategy  and  the  motives  back 
of  them  are  concerned,  these  must  wait  for  later  years  to " 
he  cleared  up.  This  book  will  be  followed  by  a  second 
volume  dealing  with  1915,  and  a  third  volume  devoted  to 
1916,  to  carry  on  this  contemporary  narrative  of  a  tre- 
mendous episode  in  the  world's  history. 

UNDER  FIRE 

"A  Soldier's  Sketches  ITnder  Fire,"  by  Harold  Harvey, 
is  a  dollar  volume  just  published  by  Thomas  Allen,  and  is 
a  really  strong  war  book  of  topical,  military  and  pictorial 
interest  by  an  author  who  is  his  own  artist.  He  had 
achieved  fame  as  an  artist  before  enlisting,  scoring  a 
success  with  his  picture,  "A  Market  Scene  in  Cairo,"  at 
the  Royal  Academy  Exhibition  in  1909.  Sailing-  for  France 
within  a  month  of  the  outbreak  of  hostilities,  Mr.  Harvey, 
after  a  brief  detainment  in  Malta,  served  in  the  trenches 
until  seriously  wounded  at  Ypres.  Invalided  home,  he 
brought  with  him  a  notebook  crammed  with  pencil 
sketches,  taken  by  him  in  face  of  the  enemy  and  under 
fire,  the  conditions'  of  trench  warfare  affording  him  many 
opportunities.  The  sketches  are  extraordinarily  vivid  and 
lifelike,  depicting  actual  happenings,  actual  scenes  and 
actual  scenery  of  which  everybody  has  heard,  but  which 
it  is  impossible  to  visualize  without  the  aid  of  just  such 
all  too  rare  illustrations,  which  are  in  marked  contrast 
with    the    faked    pictures    drawn    by    stay-at-homes    from 


imagination.  In  racy  and  realistic  style — and  more  at 
leisure — Private  Harvey  has  supplied  the  literary  matter 
that  accompanies  his  sketches. 

AUSTRIAN  REVELATIONS 

"Seven  Years  in  Vienna,  a  Record  of  Intrigue,  1907- 
1914,"  comes  from  Constable's,  of  London.  It  is  a  strik- 
ing revelation  of  court  and  political  life  in  the  capital  of 
Austria-Hungary  during-  the  seven  years  preceding  the 
present  European  conflict.  In  lively  and  informing  anec- 
dote and  description  the  author  deals  with  this  fateful 
period,  which  opens  with  the  visit  of  King  Edward  and 
closes  on  the  declaration  of  war.  In  these  pa^es  are  re- 
corded impressions  and  character  studies  of  the  Emperor, 
the  murdered  Archduke  and  his  wife,  the  present  heir  to 
the  throne,  the  Kaiser  and  his  family,  the  Kings  of  Bul- 
garia and  Montenegro,  the  Prince  of  Wied,  Prince  Furst- 
enberg,  Counts  Berehtold,  Tisza  and  Tehirsky,  and  Baron 
Aehrenthal.  The  intrigues  and  "underground"  influences 
at  work  in  the  capital  are  vividly  described  and  throw 
much  light  on  the  events  that  preceded  the  outbreak  of 
war. 


Palmer's  new  book  "My  Second  Year  of  the  Great 
War,"  is  announced  for  publication  on  Feb.  15. 

"Inside  the  German  Empire,"  by  Herbert  Bayard 
Swope,  an  American,  tells  of  Germany  in  the  third  year 
of  the  war  from  first  hand  observation  by  the  author. 

"Soldiers'  Song-s,"  by  Patrick  McGill,  author  of  "The 
Red  Horizon,"  presents  verses,  written,  almost  without 
exception,  under  fire.  They  are  after  the  style  of  Robert 
W.  Service's  poems. 

Frederic  Coleman's  new  war  book  "With  Cavalry  in 
1915,"  will  be  ready  soon.  It  presents  the  personal 
narrative  of  a  British  Trooper  in  the  French  Line,  through 
the  second  battle  of  Ypres. 

Fred  C.  Curry  of  Brockville,  Ontario,  who  is  with  the 
Canadian  forces  at  the  front  is  the  author  of  a  book 
entitled  "From  the  St.  Lawrence  to  the  Yser  that  will 
appeal  strongly  to  Canadian  readers. 

A  book  that  is  comparable  to  Mary  Shipman  Andrews' 
"Three  Things,"  is  "Of  water  and  the  Spirit,"  by  Mar- 
garet Prescott  Montague,  which  is  a  book  dealing  with 
questions  relating-  to  the  war  and  religion. 

A  book  that  has  reached  its  tenth  edition  in  England 
which  is  just  being  published  in  this  country  is  "A 
Student  in  Arms,"  by  Donald  Hankey,  who  was  killed  in 
one  of  the  Somme  battles. 

Among  the  many  war  books  announced  for  early  pub- 
lication by  English  houses,  two  stand  out  prominent : 
"At  the  "War,"  by  Lord  Northcliffe.  issued  on  behalf  of 
the  British  Red  Cross;  and  "My  Country,"  including  the 
article  by  the  Queen  of  Rumania  published  in  "The 
Times."  The  Queen's  book  is  issued  in  aid  of  the 
Red   Cross  in  Rumania. 
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TWENTY  POPULAR  NOVELS 

Following   is   the   "January   List   of  Twenty   Popular 
Novels."    as"  supplied    to    the    Kingston    Whig,    by    the 
Library  of  that  city : 

Rainbow's  End — Beach,  Rex. 

Lion's  Share — Bennett,  Arnold. 

Greenmantle — Buchan,   Jno. 

Matchmakers — Buckrose,  J.  E. 

Rising  Tide — Deland,  Margaret. 

Leather  face — Baroness  Orczy. 

Castaways — Jacobs,  W.  W. 

Malvina  of  Brittany — Jerome,  J.  K. 

Tutor's  Story — Kingsley,  Chas. 

Cappy  Ricks — Kyne,  P. 

Further  Foolishness — Leacock,  Stephen. 

Mary  Gusta — Lincoln,  Jos. 

Vermillion  Box — Lucas,  E.  V. 

I  Spy— Lincoln,  N.  S. 

Park  Wall — Mordannt,  Elinor. 

King-  of  Khyber  Rifles— Talbot  Munday. 

Heard  of  Rachel — Norris,  K*athleen. 

Leatherwood  God — Howells,  W.  D. 

Straight  Down  a  Crooked  Lane — Runkle,  B. 

Dark  Forest — Walpole,  Hugh. 

BRANTFORD  PUBLIC  LIBRARY 

At  the  annual  meeting-  of  the  Brantford  Public  Library 
it  was  stated  that  799  books  for  adults  and  140  juveniles 
had  been  added  during  the  past  year.  The  total  circulation 
of  books  during  the  year  was  89,240  as  compared  with 
85,593  in  1915.     Librarian  Henwood  in  his  report  said: — 

"I  am  extremely  pleased  to  make  special  mention  of 
the  excellent  work  accomplished  in  the  Juvenile  Depart- 
ment under  the  able  charge  of  Miss  Middlemiss.  The 
Story-Hour  conducted  by  Miss  Middlemiss  is  a  great  suc- 
cess and  the  attendance  has  been  very  large.  The  work 
beiim-  done  here  is  bound  to  produce  excellent  results, 
no(  only  creating  a  desire  in  the  children  for  good  read- 
ing, but  is  a  great  factor  in  their  education." 

LOUVAIN  LIBRARY. 

The  scheme  for  the  reconstruction  of  the  library  of 
the  University  of  Louvain,  destroyed  by  the  German  in- 
vaders, lias  led  already  to  the  accumulation  of  upwards 
of  8,000  volumes.  It  originated  with  the  resolution  of 
the  council  of  the  John  Rylands  Library,  Manchester,  to 
give  some  practical  expression  of  their  feelings  of  sym- 
pathy with  the  authorities  of  the  university  in  the 
irreparable  loss  they  had  sustained.  The  first  instalment 
was  a  gift  of  upwards  of  200  volumes  made  by  the  John 
Rylands  Library.  All  classes  of  the  community,  not  only 
in  this  country,  but  in  many  parts  of  the  English-speak- 
ing world,  have  responded  to  the  appeal.  Institutions 
have  made  liberal  donations  of  suitable  works  from  their 
stores  of  duplicates;  individual  book  collectors  have  given 
volumes  of  great  interest,  and  often  of  great  rarity;  and 
the  list  of  donors  also  includes  struggling  students  and 
working  men  who  have  parted  with  treasured  possessions 


acquired  through  the  exercise  of  economy  and  self-denial; 
but  as  the  books  destroyed  at  Louvain  numbered  nearly 
a  quarter  of  a  million,  much  remains  to  be  done  before 
the  work  of  replacement  is  accomplished. 

NEW  APPOINTMENTS. 

Dr.  D.  J.  Goggin,  formerly  general  editor  of  Ontario 
educational  text-books,  has  been  appointed  historio- 
grapher with  general  charge  of  the  department  library 
in  St.  James'  square,  Toronto.  The  position  of  general 
editor  of  text-books  is  taken  by  I.  E.  Wetherell,  M.A., 
high  school  inspector.  The  vacant  high  school  inspec- 
torship has  been  filled  by  the  appointment  of  I.  M. 
Levan,  B.A.,  specialist  in  classics,  moderns  and  English, 
principal  Woodstock  Collegiate  Institute.  The  position 
of  inspector  of  English-French  schools,  vacant  by  the 
resignation  of  V.  H.  Gaboury,  has  been  filled  by  the 
appointment  of  J.  S.  Gratton,  recently  principal  of  the 
Plantagenet  public  school.  All  the  above  appointments 
take  effect  at  once. 

THE  CHILDREN'S  LIBRARY 

Mothers  or  those  in  charge  of  children  should  arrange 
a  bookcase  purposely  for  the  little  ones,  either  in  school 
room  or  library,  and  having  done  this  the  parents  should 
wait  until  the  children  of  their  own  initiative  turn  to  the 
shelves  for  recreation.  Included  on  these  book  shelves 
should  be  books  of  biography,  of  history,  including  le- 
gendary lore;  of  fiction,  as  comprehensive  as  possible,  from 
Scott  to  Kipling,  and  not  forgetting  Gulliver  and  Grimm; 
of  poetry,  of  travel  and  of  nature;  also  on  the  shelves 
she  should  place  the  Bible,  a  good  dictionary  and  an  ency- 
clopedia. From  time  to  time  temporary  additions  of 
topical  interest  should  be  made,  but  such  additions  should 
not  be  made  permanent  inmates  of  the  "library."' 

Books  should  be  carefully  classified  and  their  sequence 
maintained  in  orderly  fashion,  and  children  should  be 
taught  to  respect  their  books  materially  and  treat*  them 
carefully.  Experience  of  homes  and  hoarding  schools 
where  such  arrangement  was  in  operation  has  proved  that 
children  soon  begin  to  ask  questions  about  the  hooks  and 
are  easily  led  on  to  an  interesting  discussion  of  them,  in 
which  the  seeds  of  a  sound  intellectual  life  could  be  laid. 

An  antagonistic  influence  to  reading  exists  in  some 
quarters  in  the  curiously  mistaken  idea  that  it  hinders 
the  development  of  individuality,  making  comers  instead 
of  originators.  Any  knowledge  of  the  history  of  great 
men  and  women  proves  the  absolute  falsity  of  this,  more- 
over, the  conscious  desire  to  be  original  which  such  an 
attitude  on  the  part  of  grown-ups  leads  to  in  children  is 
very  bad.  One  never  heard  of  great  men  being  preoccupied 
with  the  endeavor  to  be  original.  Observation,  again,  is 
increased  rather  than  the  reverse  by  the  habit  of  reading. 
Those  children  into  whose  lives  books  other  than  as  en- 
forced lessons  never  enter  are  as  a  rule  singularly  unob- 
servant— proof  that  the  brain  must  be  behind  the  eyes  in 
observation,  just  as  it  must  be  behind  the  hand  in  techni- 
cal work. 
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Librarian  Sykes  of  the  Carnegie  Library  in  Ottawa 
has  started  a  movement  looking  toward  the  erection  of 
an  addition  to  the  building  so  as  to  provide  a  reading 
room  of' adequate  size.  "If  a  small  city  like  Kitchener 
can  have  a  large  reading  room  in  their  Carnegie  Library 
why  not  Ottawa?"  he  said.  The  cost  would  run  between 
$10,000  and  $20,000.  The  present  reading  rooms  are  en- 
tin  lv  too  small.  It  has  been  announced  that  these  read- 
ing rooms  will  be  open  on  Sunday  afternoons  between 
2.30  and  5  o'clock. 

TORONTO  PUBLIC  LIBRARY 

DR.  GEORGE  H.  LOCKE,  Chief  Librarian,  in  his 
report  on  Toronto  public  libraries  for  1916,  tells  of 
the  opening  of  three  more  branch  libraries — Wych- 
wood,  High  Park,  and  Beaches — through  the  generosity  of 
the  Carnegie  Corporation  of  New  York. 

Won  Honor  at  Front 

Reference  was  made  to  a  member  of  the  staff,  Lieut. 
Zinovi  Pechkoff,  who  was  awarded  by  the  French  Govern- 
ment the  Croix  de  Guerre  with  the  palm  and  a  medal  for 
special  valor,  also  a  medal  for  special  valor  by  the  Em- 
peror of  Russia.  He  lost  his  right  arm  in  action  and  was 
for  a  short  time  back  in  Toronto  on  leave  of  absence, 
revisiting  his  friends  here. 

A  significant  event  of  the  year  was  the  establishment 
of  a  Provincial  Library  Training  School  for  those  who 
were  in  service  in  the  province,  but  who  had  not  been 
trained  for  that  service.  This  was  planned  by  W.  O. 
Carson,  the  lately  appointed  inspector  of  public  libraries 
for  the  Province. 

The  innovation  was  successful,  and  in  case  it  develops 
into  an  established  Library  School  witli  a  longer  term  "I 
would  recommend,"  says  Dr.  Locke,  "that  our  board  co- 
operate with  the  Provincial  Government,  so  that  candidates 
for  positions  in  our  libraries  would  be  accepted  only  after 
they  had  passed  the  examinations  of  this  provincial  school, 
as  well  as  our  own  examination. ' ' 

From  the  Reference  Department  was  issued  a  pamph- 
let of  76  pages  under  the  title,  "Books  and  Pamphlets 
Published  in  Canada  up  to  the  Year  1837,  copies  of  which 
are  in  the  Public  Reference  Library. ' ' 

This  is  but  one  of  a  series  which  it  is  hoped  will  be 
issued. 

Among  the  Children. 

In  1912  the  number  of  books  circulating  among  boys 
and -girls  was  90,958;  in  1913  it  was  108,495;  in  1914  it 
was  187,188;  in  1915  it  was  249,260;  and  in  1916  it  was 
287,351. 

As  a  result  of  the  "National  Story  Hours"  there  were 
told  to  15,000  children  in  the  children's  department  of  the. 
library  and  branches  stories  of  the  early  history  of  the 
country,  its  discoverers,  explorers,  etc. 

Use  of  Books 

The  use  of  books  during  1916  was  as  follows :  Chil- 
dren 's  Libraries,  287,351 ;  Reference  Library,  187,403 ; 
Municipal  Reference,  7,491;  College,  173,783;  Dovercourt, 
135,580;  Riverdale,  111,803;  Church,  90,293;  Yorkville, 
62,726;  Western,  62,149;  Queen  and  Lisgar,  60,102; 
Beaches,  58,392;  Earlscourt,  45,591;  Deer  Park,  43,067; 
Wychwood,  33,292;  Northern,  26,707;  Eastern,  19,728; 
High  Park  (two  months),  13,271.  The  total  use  of  books 
was  about  1,200,000,  of  which  936,844  were  for  home  circu- 
lation, an  increase  of  45,000  over  the  figures  of  1913. 

There  were  added  to  the  library  during  the  year  34,306 
books. 


A  VALUABLE  COLLECTION 

What  is  declared  by  experts  to  be  the  finest  ornithol- 
ogical (art)  collection  on  the  continent  has  been  presented 
to  the  eitj  of  Toronto  by  John  Ross  Robertson.  The  col- 
lection represents  the  lifework  of  the  late  William  Pope 
of  Port  Ryerse,  and  was  purchased  by  Mr.  Robertson  to 
prevent  it  being  shipped  out  of  the  Dominion.  The  pre- 
sentation was  made  at'  the  Reference  Library,  College 
street.  N.  B.  Gash,  K.C.,  Chairman  of  the  Toronto  Library 
Board,  presided. 

KIPLING 

"Sea  Warfare,"  by  Rudyard  Kipling,  which  volume 
also  includes  "The  Fringes  of  the  Fleet,"  "Tales  of  the 
Trade,"  and  "Destroyers  at  Jutland,"  is  to  appear  this 
month.  Some  remarkable  accounts  are  here  found  of  sub- 
marines in  frigid  seas,  accounts  so  filled  with  the  author's 
keen  understanding  and  with  his  delightful  knack  of  fitting 
world  upon  ideas  that  the  most  mechanical  details  become 
living  things. 

A  book  of  short  stories  and  poems  by  Rudyard  Kipling 
entitled  "A  Diversity  of  Creatures"  will  be  published  in 
the  early  spring. 


SHOW  CARD  WRITING 

"How  to  Make  Show  Cards"  is  the  title  of  a  little  vol- 
ume bound  in  red  paper  covers  recently  issued  by  the 
Spatula  Publishing  Company  of  Boston.  The  book  was 
written  by  Charles  A.  Miller,  with  an  appendix  by  W.  A. 
Thompson.  It  contains  seventeen  chapters,  giving  direc- 
tions as  to  the  tools  for  the  use  of  show  card  writers,  and 
different  practice  exercises,  diagrams,  forms,  directions, 
etc. 

SELLING  GOODS  BY  MAIL 

' '  Sales  Promotion  by  Mail,  Haw  to  Sell  and  How  to 
Advertise,"  a  handbook  of  business  building  with  illus- 
trative diagrams,  is  a  recent  work  which  has  been  issued 
from  the  press  of  G.  P.  Putnam's  Sons,  New  York  and 
London.  This  is  a  rather  important  and  formidable  vol- 
ume containing  360  pages.  It  covers  the  subject  of  mail 
sales  quite  thoroughly,  telling  how  to  compile  a  mailing 
list  and  give  ideas  with  regard  to  the  sources  from  which 
the  names  of  prospective  customers  can  be  obtained.  A 
chapter  on  how  to  compile  a  mailing  list  and  how  to  keep 
and  classify  the  names  is  one  of  the  features. 

The  second  division,  edited  by  James  Wallen,  give-; 
some  valuable  ideas  on  form  letters,  followed  by  a  chap-, 
ter  on  follow-up  letters  edited  by  Louis  Victor  Eytinge. 
Gridley  Adams  contributes  a  chapter  on  letter  enclosures. 
P.  J.  Wright  is  the  author  of  "Making  Collections  by 
Mail,"  while  Chas.  W.  Meers  contributes  chapter  six, 
"From  Inquiries  to  Sales."  Other  chapters  are  written 
by  Wm.  H.  Ingersoll.  W.  P.  Werheim,  Arthur  T.  Garrett 
and  A.  E.  Ashburner,  of  the  American  Multigraph  Sales 
Company,  whose  article,  "Building  Export  Business  by 
Mail,"  is  one  of  the  most  interesting  contributions  in  the 
book. 

m 

Hugh  de  Selincourt  is  the  author  of  a  new  war  book 
published  by  Constable's,  entitled  "A  Soldier's  Life." 
This  author  has  to  his  credit  nine  previous  novels  and 
three  books  of  letters. 

James  Norman  Hall,  author  of  "Kitchener's  Mob," 
who  last  year  returned  to  his  home  in  the  United  States 
with  the  intention  of  staying,  has  gone  back  to  England, 
re-entered  the  English  army  and  is  again  at  the  front  in 
France.     His  book  has  gone  into  its  ninth  printing. 
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Monthly   Record   of   New 
Books 

Published  by  Firms    Established  in  Canada 


THOMAS  ALLEN 
Non-Fiction 

A  Dictionary  of  Similes,  Wilstacli,  cloth,  $2.50;  A  Sol- 
dier's Sketches  Under  Fire,  Harold  Harvey,  cloth,  $1; 
Auction  Declarations,  Milton  C.  Work,  cloth,  $1. 

WILLIAM  BRIGGS 
Fiction 
The  Rise  of  Ledgar  Dunstan,  Alfred  T.  Sheppard, 
cloth,  $1.25;  Bindle,  Herbert  Jenkins,  cloth,  $1.25;  The 
Breath  of  the  Dragon,  A.  H.  Fitch,  cloth,  $1.25;  The  Bal- 
ance, Frances  R.  Bellamy,  cloth,  $1.35;  The  Lure  of  the 
Desert,  Kathlyn  Rhodes,  cloth,  $1.25;  The  Rose  of  Glen- 
connel,  Patrick  MaoGill,  cloth,  $1.25;  My  Wife  (Author 
Bachelor's  Buttons),  Edward  Burke,  cloth,  $1.25;  The 
Way  of  the  Winepress,  W.  Riley,  cloth,  $1.25;  The  Pri- 
vate Secretary,  Edward  Jones  Kilduff,  cloth,  $1.25 ;  'Neath 
A7erdun,  Maurice  Genevoix,  cloth,  $1.25  Given  in  Mar- 
riage, B.  M.  Croker,  cloth,  $1.25;  Lila— A  Part  of  Her 
Life,  Mrs.  Belloc  Lowndes,  cloth,  $1.25. 

Non-Fiction 
Rhymes  of  a  Red  Cross  Man    (in  the  miniature  edi- 
tions),   Robert    W.    Service,   lambskin,   $1;    ooze   leather. 
$1.25. 

CASSELL  &  CO. 
Fiction 
The  Lion's  Share,  Arnold  Bennett,  cloth,  $1.25;  Mal- 
vina  of  Brit'.any,  Jerome  K.  Jerome,  cloth,  $1.25;  Mike,  E. 
F.  Benson,  cloth,  $1.25. 

Non-Fiction 

Imperial  Germany.  Prince  Von  Bulow,  cloth,  $1.50  net; 
The  Retreat  from  Mons,  Major  A.  Corbett-Smith,  cloth, 
$1  net;  Mounted  Police  Life  in  Canada,  Capt.  R.  Burton 
Deane,  cloth,  $1.50  net. 

Juvenile 

Princess  Marie-Jose's  Children's  Book  (vairous — 100 
contributors),  picture  boards,  $1  net;  My  Book  of 
Beautiful  Legends,  Christine  Chaundler  and  Eric  Wood, 
cloth,  $1.50  net;  My  Book  of  Best  Fairy  Tales,  edited  by 
Charles  S.  Bayne,  cloth,  $1.50  net. 

THE  COPP  CLARK  CO. 

Non-Fiction 
Canadian   Almanac,   cloth,  $1;    Shop   Notes   for  1917. 
cloth,  $1;  paper,  50c. 

THE  MACMILLAN  CO.,  OF  CANADA 
Non-Fiction 

The  Law  of  the  Sea,  G.  W.  T.  Omond,  cloth,  75c;  The 
Foundation  and  Growth  of  the  British  Empire,  J.  A.  Wil- 
liamson, cloth,  75c;  In  Far  North-east  Siberia,  I.  W.  Shk- 
lovsky,  cloth,  $3;  State  Government  in  U.  S.,  A.  N.  Hol- 
combe,  cloth,  $2.25;  Writers'  and  Artists'  Year  Book  for 
1917,  cloth,  50c;  Reveries  Over  Childhood  and  Youth,  W. 
B.  Yeats,  cloth,  $2;  A  Realistic  Universe,  J.  E.  Boodin, 
cloth,  $3.25;  He  Knew  Lincoln,  Ida  M.  Tarbell,  cloth, 
50c;  Father  Abraham,  Ida  M.  Tarbell,  cloth,  50c;  The  Cel- 
lar-house of  Pervyse,  T'Serclaes  &  Chisholm,  cloth,  $1.75; 
An  Intro,  to  Astronomy   (X.  Ed.),  F.  R.  Moulton,  cloth, 


$2.25;  Hist.  Intro,  to  the  Private  Law  of  Rome,  Muirhcad, 
cloth,  $6;  Dramatic. iPoems,  Lea.  Vol.  II.,  W.  B.  Yeats, 
leather,  $2.25;  Lyrical  Poems,  Lea.  Vol.  I.,  W.  H.  Yeats, 
leather,  $2.25;  An  Introduction  to  Kconomics,  F.  O'Hara. 
cloth,  $1;  Dairy  Farming',  Eckles  &   Warren,  cloth,  $1.10. 

Non-Fiction 

Profit  and  Wages,  G.  A.  Kleene,  cloth,  $1.25;  How  We 
Pay  Each  Other  (a  primer  of  pol.  economy),  S.  T.  Wood, 
cloth,  50c;  Modern  Currency  Reforms,  E.  W.  Kem  merer, 
cloth,  $2.40;  The  Empire  and  the  Future,  a  series  of  Im- 
perial studies,  cloth,  75c;  The  Forgiveness  of  Sins,  H.  B. 
Swetc,  cloth,  90c;  Sir  Walter  Raleigh,  F.  (*.  Ilersey,  cloth, 
50c;  Outline  of  Applied  Sociology,  II.  P.  Fairehild,  cloth, 
$1.75;  Defence  and  Foreign  Affairs,  Z.  A.  Lash,  cloth, 
50c;  Who's  Who  for  1917,  cloth,  $5;  Who's  Who  Year 
Book,  cloth,  35c. 

Juvenile 

English  Nursery  Rhymes,  L.  E.  Walter,  cloth,  $1.50. 

McClelland,  goodchild  &  stew  art 

Fiction 
The    Hillman,    E.    Phillips    Oppenheim,    $1.35;     The 
Twenty-four,   George  Fitch,   $1.25;    The   Girl,   Katherine 
Keith,  $1.35;  The  Unwelcome  Man,  Waldo  Frank,  $1.50. 

Non-Fiction 
The   Intelligence   of  Woman,    W.    L.    George,   $1.25; 
Brazil,  J.  D.  McEwen,  $1.25;  A  Layman's  Handbook  of 
Medicine,  Richard  C.  Cabot,  $2.00. 

IH 
JOHN  COLLIS  SNAITH 

THE  steady  development  of  the  literary  genius  of 
John  Collis  Snaith  over  a  period  of  some  twenty 
years  is  one  of  the  remarkable  incidents  of  contem- 
porary English  literature.  Mr.  Snaith  is  a  young  English- 
man who  makes  his  home  now  in  London.  At  the  age  of 
eighteen  he  wrote  a  remarkable  novel  full  of  the  faults  of 
youth,  full  of  the  inspiration  of  a  really  imaginative  mind. 
It  had  a  marked  success  and  still  stands  in  a  distinguished 
place  among  English  modern  fiction.  He  then  produced  in 
regular  order  half  a  dozen  novels  of  different  types,  some 
historical,  some  contemporary,,  some  with  a  political 
flavor,  some  with  a  strong  romantic  character  development 
tone.  Each  book  was  different  from  the  last.  The  author, 
very  gradually  finding  himself,  was  too  original,  too  inde- 
pendent to  stick  to  his  last.  The  craftsman  in  him  instinct- 
ively rebelled  against  any  set  mold  for  his  work.  Mean- 
time the  author  himself,  who  is  a  quiet,  reserved  English- 
man, a  member  of  certain  established  literary  and  artistic 
clubs  in  London,  lived  his  own  life  partly  retired  from  the 
busy  whirl  of  the  great  city,  working  out  his  own  prob- 
lems and  the  development  of  his  art.  Many  times  review- 
ers have  noted  as  one  book  after  another  has  appeared, 
that  some  day  Snaith  would  come  into  his  own,  when  he 
found  the  proper  mediums  for  what  was  unquestionably 
the  real  genius.  After  "Broke  of  Covenden, "  in  1909, 
came  "Araminta,"  "Anne  Feversham,"  and  now  his 
latest  book,  "The  Sailor." 

It  looks  now  as  if  the  general  opinion  of  both  England 
and  America  was  justified,  and  that  the  promise  of  a  high 
order  of  literary  effort  was  being  fulfilled  in  "The  Sailor." 
Both  the  American  and  British  reviewers  of  this  long 
novel  have  been  quite  unstinted  in  their  praise  and  in  their 
acknowledgment  that  the  author  has  at  least  reached  the 
high  place  he  was  bound  to  occupy  eventually. 

Mr.  Snaith  is  still  a  young  man,  hardly  forty  years  old, 
and  his  great  work  is  still  ahead  of  him.  The  promise  of 
another  great  British  writer  of  the  Thomas  Hardy  type  is 
there. 
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New  Goods  Described  and  Illustrated 


NEW  IDEAS  IN  CREPE  TISSUES 

Aubrey  0.  Hurst  is  this  month,  introducing  some  new 
ideas  in  crepe  paper  in  the  "Tissue  Company"  line  includ- 
ing serviettes,  folded  and  packaged  forty  to  a  package 
(-1  retail  at  fifteen  cents  a  package.  In  colored  crepe  a 
new  departure  lias  this  year  been  developed  in  flat  pack- 
ages  instead  of  rolls.  A  large  triangular  opening  shows 
the  pat-tern  and  this  method  has  two  distinct  advantages. 
The  flat  packages  take  up  less  room  and  keep  the  ends 
from  tear.ri'j  or  fading.  A  similar  plan  is  followed  in 
packages  of  the  "Satino"  brand  of  cr.^ie  nnpcjs  in  plain 
colors. 

Some  sinking  new  designs  are  shown  in  colored  crepes, 
including  heavy  stripes  and  "checker  board''  effects. 

RE-INKING  DEVICE 

A  new  apparatus  for  re-inking  typewriter  ribbons  is 
the  Ree-Nu  Re-Inker,  which  has  been  introduced  by  the 
Re-Inker  Manufacturing  Company,  225  Fifth  Ave.,  New 
York.  It  is  a  compact  little  device,  hardly  larger  than  a 
fountain  pen  and  will  re-ink  a  typewriter  ribbon  in  a  few 
minutes.  It  contains  sufficient  ink  to  care  for  dozens  of 
machines.  It  is  packed  in  a  neat  ease  and  is  made  in 
several  sizes,  the  smallest  size  retailing  at  $2.50  in  the 
United  States. 

BIRD  POSTCARDS. 

From  tlie  Gilbert  Postcard  Company  of  Chicago, 
"BOOKSELLER  AND  STATIONER"  is  in  receipt  ^of 
a  set  of  their  new  bird  postcards.  These  include  repro- 
ductions in  actual  colors  of  many  of  the  best  known  birds 
of  all  parts  of  the  world  and  a  brief  description  of  the 
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bird  appears  on  the  face  of  the  postcard  just  above  the 
space  for  correspondence.  The  design  accompanying 
each  picture  contains  a  greeting  such  as  "Season's 
Greetings,"  "With  Best  Wishes"  or  a  poetical  quota- 
tion. These  cards  are  most  interesting  and,  combining 
beauty  with  information  about  the  many  different  birds 
featured,  they  will  doubtless  be  very  popular. 

JAPANESE  WATER-COLORS 

•Japanese  water-colors  are  very  popular.  One  large  job- 
bing house  is  showing  an  extensive  line  of  these.  They 
are  painted  on  wood,  each  one  an  original.  The  effect  of 
these  Japanese  water-colors  is  both  artistic  and  pleasing. 
They,  moreover,  frame  up  very  handsomely,  every  copy  de- 
manding a  good  frame  of  its  own. 


LOOSE-LEAF  RECIPE  BOOK 

A  new  item  introduced  by  the  Luckett  Loose  Leaf  Co., 
of  Toronto,  is  a  loose-leaf  recipe  book  illustrated  herewith. 
This  comes  in  #  substantial  cover  of  washable  material. 
The  blank  sheets  being  loose-leaf  may  be  changed  at  will, 
the  different  recipes  being  arranged  in  alphabetical  order 
according  to  the  names  on  the  index  tabs,  "bread." 
"cake,"  etc. 


Loose  Leaf  Recipe  Book. 

NEW  LIQUID  PASTE 

Phasta  is  the  name  of  the  new  liquid  paste  manufac- 
tured by  S.  S.  'Stafford,  Inc.  It  is  described  as  a  "differ- 
ent" liquid  paste  because  the  manufacturers  claim  it  does 
not  harden  or  crack,  form  a  scum  on  the  surface  nor  change 
its  consistency  and  is  also  ideally  adapted  for  mounting 
photographs. 

The  great  advantage  to  the  dealer  in  stocking  this 
product  lies  in  the  fact  that  it  may  be  used  for  every  pur- 
pose for  which  either  mucilage  or  hard  paste  is  adapted  and 
there  is  no  possibility  of  loss  through  drying  out  or  crack- 
ing as  is  so  often  the  case  with  hard  paste.  Phasta  is  mar- 
keted in  sizes  from  quart  jars  to  l1/!  oz.  cones,  including  5- 
oz.  and  8-oz.  desk  jars,  each  of  which  is  equipped  with  an 
ingenious  combination  screw  cap  and  wiper  for  brush,  also 
adjustable  brush  holder  which  prevents  soiling  of  fingers 
and  allows  use  of  all  the  paste. 


A  fleet  of  little  fighting  vessels  is  unique  and  interest- 
ing. Different  sizes  are  to  be  had  and  representations  of 
cruisers,  dreadnoughts,  torpedo  boats,  submarines,  armed 
liners,  and  in  fact  every  sort  of  boat  craft. 

A  British  Tank,  too,  has  arrived  in  toyland,  and  is 
being  very  warmly  received.    It  is  an  excellent  model. 

Remarkable  and  original  fabric  and  stuffed  dolls  are 
showing  continual  improvement  in  finish.  They  are  very 
life-like. 

Electric  toys  promise  to  be  more  prominent  than  ever 
for  next  season.  Motors,  telephones,  cooking  ranges,  heat- 
ers, and  many  other  lines,  are  nicely  finished  and  really 
"work." 
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BOOKSELLER  AND  STATIONER 


Weldon  Roberts 

Rubber  Erasers 


"Another  just  like  it"  is  the  demand  of  those  who  have  used  these  erasers. 

The  Weldon   Roberts  Erasers  are  of  the  finest  quality.  They  give  the   utmost  satisfaction  to  all  users 

of  erasers— draughtsmen,  artists,  students,  the  library,  office,  factory. 

Also  Metal  Polishers  (No.  88) for  the  kitchen,  golfer,  factory,  typewriter  repairer,  piano  tuner  and  user  of   oo 

Styles  to  meet  every  need.  Write  for  samples. 


WELDON  ROBERTS   RUBBER  CO.  office  &  works  NEWARK,  N.J.  (ISA. 


Travellers  are  now  out 


Showing  Post  Cards,  Booklets  and  Novelties  for 

Easter,   Valentine   and   St.    Patrick's   Day 

Post    Cards,    Patriotic,    Birthday. 

Comic,  etc. 
Pennants  and  Textile  Novelties. 
Battalion  Pennants,  Cushions  and 

Photo  Banners. 
Military  Specialties  and  Soldiers' 

Supplies. 
Tigris  Ivory  Novelties   (Made  in 

Canada) . 
Specials    in    Toys,    Novelties    and 

Souvenir  Goods. 
Emerson  Records  to  retail  15  and 

35c  each. 

The  completest  Christmas  line 

we    have    ever    shown.       Don't 

fail  to  see  it. 

If  you  aie  on  our  mailing  list  you  get  in- 
teresting and  money-making  literature  once 
a  month.  If  you  are  not  on  send  us  your 
name  on  a  post  card. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  St.,  Toronto,  Canada 


The 

Hoosier  File 


A   neat,  thorouj 

well  -  made     bo 

The  best  on  the 

low  a  price.     Covered  with 

hard-finished,   brown  fibre  paper,   has   good 

fastening  and  a  strong  Manila  index.  Leather 

pull  on  back.    Manila  index  held  in  place  by 

one  pin. 

Write  us  f"i'  guotation, 

.The  Slcbe^r»tekeeo.£t<>. 

STRATFORD.  ONT. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THEEATON-DIKEMAN  COMPANY,  Lee, Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


BOOKSELLER     AND     STATIONER 


MADE 


.    CANADA 

ADDING  MACHINE  ROLLS 


Wii'i-   us  loi    s.imples  ,md   prices. 

MONARCH  PAPER  CO.,  Limited 

tnufacturers  419  Kin(f  St.  W..  Torontr 


MANUFACTURERS  OF 

Die   Stamped    and 

Engraved 

Greeting  Cards 

329    Craig    Street    West 
MONTREAL 


LOOSE-LEAF 
METALS 


De  Luxe  Line  Metals  are  used  in  every 
civili/ed  country  in  the  world.  We  make 
all  kinds.       Write  lor  Catalogue   No.  32. 

WILSON-JONES  LOOSE  LEAF  CO. 

CHICAGO  .'.  NEW  YQRK 


Wycil  &  Company 

85  Fulton  Street,   New  York  City 
carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 


of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discount*  to  the  Trade 


Wonder  Soap  Bubbler 

Blows  Double.  Chains,   Clusters,   Etc. 

INDESTRUCTIBLE.     PROFITS  80 '/.  to   100*„ 

Write  for  Samples   and  Prices 

BRADWAY  NOVELTY  CO. 


1    Wast  Broadway, 


NEW  YORK  CITY 


ART    SUPPLIES*. 

Artists'   Supply  Co.,  77  York  St.,  Torouto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BLOTTING    PAPERS. 
The    Albemarle  Paper  Co.,   Richmond,   Va. 
John  Dickinson  &  Co.,  Montreal. 
Dawson  &  Sons,  W.  V.,  Montreal. 
Eaton-Dikeman    Co.,   Lee,   Mass. 
Standard   Paper   Mfg.   Co.,   Richmond,    Va. 

BLANK     BOOKS. 
Boorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown    Bros.,   Ltd.,   Toronto. 
Buntin,    Gillies    &   Co.,    Hamilton. 
\V..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
Menzies  &   Co.,   Limited,   Toronto. 
The  Copp,   Clark   Co.,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn   Bros.,  266  King  St.  W.,  Toronto. 
British-Canadian    Publishing    Co.,    35    Church 

St..   Toronto. 
J.  H.  Jost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 

Packard  Bros.,  329  Craig  St.  W.,  Montreal,  Que. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE  BOOKS. 
The   American    Code   Co.,   83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney  A   Smith.   New  York. 

EYELETTING    MACHINES 
Elbe   File  and   Binder   Co.  New    York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   552   Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Brown   Bros.,   Limited,  Toronto. 
Buntin,   Gillies   4  Co.,    Hamilton. 
Copp,   Clark  Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &   Co.,   Limited,   Toronto. 

ERASERS. 
St.   Mungo  Mfg.   Co.,  Glasgow,  Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 
FANCY  PAPERS,  TISSUES  AND  BOXES. 
Dennison    Mfg.   Co.,    Boston. 
Menzies   &   Co.,   Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W„ 
Toronto. 

FOREIGN  TEXT  BOOKS. 
Wycil  &  Co.,  S3  Fulton  St.,  New  York. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,  Ltd.,   New   York. 
Sanford    A    Bennett    Co.,    51-53    Maiden    Lane, 

New    York. 
A.     R.    McDougall    &    Co.,     266    King    St.    W., 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian    Agents. 

INKS,  MUCILAGE  AND  GUMS. 
Chas.  M.   Higgins  A  Co.,  Brooklyn,   N.>. 
The  Carter's   Ink  Co..  Montreal. 
W„    V.    Dawson,    Limited,    Mcntreal,    Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,".A.    R.    MacDougall    &    Co.,    266    King 

St.    W..    Toronto. 
"Gluclne,"   Menzies   A   Co.,   Limited,   439    King 
St.  W.,  Toronto. 

INDELIBLE     INK. 
Carter's    Ink   Co.,    Montreal. 
Payson's   Indelible   Ink. 
S.    S.   Stafford   Co..   Toronto. 

INKSTANDS. 
The  Sengbusch  Co.,  Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co.,   83   Fulton    Street,    New   York. 

LEAD   AND    COPYING   PENCILS. 
American   Pencil   Co.,   New   York. 
Eberhard    Faber   Co.,    New   York. 
A.    R.    McDougall    &    Co.,    266    King    St.    W., 
Toronto. 

LOOSE     LEAF     BOOKS.     BINDERS     AND 
HOLDERS. 
The   Brown   Bros.,   Ltd.,  Toronto. 
Boorum   A    Pease   Co.,    Brooklyn. 
Buntin,   Gillies  &   Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose    Leaf,     Limited,    215    Victoria 

St.,  Toronto. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
Rockhlll  A  Victor,  22  Cliff  St.,  New  York  City. 
Smith,    Davidson    A    Wright,    Ltd.,    Vancouver. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Fost,  Solid  Po«t  and  other  Loose  Leaf 
Metals. 

On     request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wit. 
New  York  City 


Your    Ad    in    this 
space  on  yearly 

contract 
$2.10  per  month 


CUSTOMS 
TARIFFS 

CUSTOMS 
FORMS 

INTEREST 
TABLES 


Order  your  supply  for 
beginning  of  1917. 


Morton.Phillips  &  Co. 


FUBLUHKR8 


115  Notre  Dame  St.   West     -      MONTREAL 


BOOKSELLER  AND  STATIONER 


BUYERS'  GUIDE 


SCHOOL  AuT" 

RULERS 

Send  for  Samples  and 


Interesting  Prices 


Lucas-Tuttle  Mfg.  Co. 

Silver  Springs,  N.Y. 


HAVE  A  BETTER  BOOK  STORE 

We  make  show  cases,  counters, 
wall  cases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail  trade. 

Send    us    plans    and    spe- 
cifications   for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2  Amen  Corner  -  London,  E.C 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  IH  in 

for 

$25  a  year. 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  129  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,   Toronto. 
D.    Harper    &    Co.,    25S-262     Holjoway     Road, 
London,  Eng. 

MAP    PUBLISHERS. 

Rand,    McNally    &   Co.,    Chicago. 
The   Copp,   Clark   Co.,   Toronto. 

METAL    PARTS    FOR    LOOSE    LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Oar- 
roll  Ave.,  Chicago;  128  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,  Southam  Bldg.,   Montreal,  Que. 
NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York   City. 
O.K.   Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES   AND    WRITING    PAPERS. 

\V.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The  Brown   Bros..   Ltd.,  Toronto. 

PLAYING     CARDS. 

Goodall's   English   Playing  Cards,   A.  O.  Hurst, 

Scott   St.,  Toronto. 
Menzies  &   Co.,   Limited,   Toronto. 
U.  S.  Playing  Card  Co.,  Cincinnati.  O. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road, 

London,   E.C. 
Philip  G.   Hunt  &  Co.,  332  Balham   High   Rd., 

London    Eng. 
Pug-h  Sperialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons   Publishing  Co.,  Montreal. 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.  Co.,  Silver  Springs,  N.Y. 
Wescott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MUSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria  St..   Toronto. 

Chappell    Co.,    134S   Yonge   St.,    Toronto. 

Hawkes  &  Harris  Co.,  Toronto 

McKlnley  Music  Co.,  1501-15  East  Fifty-Fifth 
St.,   Chicago. 

STANDARD   COMMERCIAL   PUBLICATIONS. 

Morton,  Phillips  &  Co.,  Montreal. 
The  Copp.   Clark   Co.,   Toronto. 
Runtin,   Gillies   &  Co.,   Hamilton. 
Raton.  Crane  &  Pike.  Pittsfleld.  Mass. 
A.    R.    MacDougall    &    Co.,    26e    King    St.    W., 
Toronto. 

STATIONERS'  SUNDRIES. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers, 

Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
The     Copp,     Clark    Co.,     Wholesale     Stationers. 

Toronto. 
Clark  Bros.  &  Co.,   Ltd..  Winnipeg,  Man. 
W.    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Smith,  Davidson  &  Wright,  Vancouver,  B.C. 

STEEL     WRITING     PENS. 

Tohn    Heath,    8    St.    Bride    St.,    E.C,    London. 

Uinks.   Wells  &   Co.,   Birmingham,   Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian    Representatives. 

\.  R.  MacDougall  &  Co..  266  King  St.  W.. 
Toronta 

Spencerian  Pen  Co.,  New  York,  N.Y. 


PICTURES  —  FRAMES  —  CBAYQN  AXIi 

Water   Color    Portrait    Enlargements  - 
Statuary.      Everything    in    picture    framing 
outfits.     $150.00  will   start  yon   in  a   profit 
able  line. 

Send  your  pictures  to  me.  I  will  frame 
them  at  low  prices  if  you  can't  do  so  your- 
self. 

Little   Wonder  S-tnch   Phonograph 
Records,  $20.00  gross. 

G.  L.  IRISH 

499  Queen  Street  West,   Toronto 


PATRIOTIC  SONGS 

are  still  in  active  demand.  There  is 
good  profit  in  them.  We  supply  the 
following  at  8c. 

We'll    Never    Let    the    Old    Flag    Fall. 

The  most  successful  Canadian  song 
ever  published.  Over  100,000  copies 
sold  ......     i5c 

By  Order  of  the  King.  A  new  song 
by   the  same  composers.    16,000  sold     16c 

I'll  Not  Forget  You,  Soldier  Boy.  A 
very  popular  new  song.  4th  thousand     15c 

Our  Own  Canadian  Boys.  3rd  thou- 
sand ......     ige 

Soldiers   of   the   King.     50,000    sold       -     15c 

Call  of  the  Motherland.  10th  thou- 
sand ......     igc 

There's  a  Fight  Going  On.  7th  thou- 
sand -  -  -  -  -     16c 

You  Bet  Your  Life,  We  All  Will  Go. 
2nd    thousand.      New         ...     i5e 

NEW 

Canada,  Fall  In  15c 

On    to    Victory  .....  15c 

There's  a   Corner  of  the  Flag  for   You 

to  Hold 15c 

Kiss   Your    Soldier   Boy    Good-bye  15c 

ANGLO -CANADIANI;MUSIC  CO. 

144   Victoria   Street,    Toronto,    Ontario 


One  dollar  a  year  is 
all  it  costs  to  have  this 
publication  mailed  to 
your  address. 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.*. 
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KOOKSELLER  AND  STATIONER 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write  for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO.  N.Y. 

T.  E.  T uttle,  Mer.  Ruler  Dept. 


MAPS 

We  can  supply  the  trade  with  anything-  in 
the  map  line  as  well  as  undertake  any  kind  of 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 


TALLY  CARDS.  DANCE  PROGRAMMES, 

Verdler,  Ltd.,  18  Christopher  St.,  London.  B.C. 

TOYS   AND   GAMES 

A.  C.  Gilbert  Co.,  New  Haven,  Conn. 
Menzies  &   Co.,   Limited,  Toronto. 
Modellit   Mfg.    Co.,   19   Brunswick   St.,   Bristol, 
England. 

TYPEWRITER     RIBBONS     AND     CARBONS. 

Uittag  &  Volger,  Park   Ridge,   N.J. 

T.    A.    Heale    &    Co..    96    John    St.,    New    York, 


An  Advertisement 

in  the 

Buyers'  Guide 

Department 

will 

give    you    highly   effective 

publicity  at  minimum 

cost. 


Kindly  Mention 

this  Paper 

when    Writing 

Advertisers 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   184  2.    MONTREAL. 


Ginger   up   your   sales   by   using  this   attractive  cabinet   on   your 
counter. 


Glass    Heads 
Steel    Points 

This    assortment 
including 

Window     Poster 

$12.50 


The      Hanger 
with  the  twist 

Style    L 

Assortment. 

Order    from 

your    jobber. 


„       ,  This  Assortment  retails  for   $18.75 

Request  _  -       __,  Free  samples 

samples  on  Moore  rush-rins  ,„tm 

your  Moore  Push-less  Hangers  -"•""' 

etter-head        Moore    I'ush Tin    Co.,    117   Berkley    Street, 
Philadelphia,   Fa. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 

The  Carter's  Ink  Co. 

356   St.   Antoine  Street  Montreal,   Que. 
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THIS  IS  THE  S«iM3  MEMO  BOOK 

MADE  IN  CANADA  and  Made  Right 


Construction 

Morocco  Binding 
Leather  Lining 
Gold  Imprint 
Standard  Sizes 
Universal  Punching 

Best  Canadian 

Paper 
Accurate  Trimming 
Careful  Ruling 
Real  Leather  Index 


Uses 

Pocket  Memo 
Desk  Co^t  Book 
Appointment  Book 
Perpetual  Diaries 
Price  Books 
Address  Books 
Sermon  Books 
Shopping  Lists 
Pocket  Check 

Books 
Etc.,  Etc.,  Etc. 


RING  BOOKS 


SLUCKITT'S      p-» 


Our  new  Diaries  are  good  for  any  year — they  are 
ideal  for  appointment  Books- — Get  a  supply  NOW. 

We  Also  Make 
LEDGERS  POST  BINDERS 

Manufactured  by  a  Strictly  Canadian  Company. 

Luckett  Loose  Leaf,  Limited 

215-219  Victoria  Street       Dept.  S.       Toronto,  Ontario 


NOTE  BOOKS 


™rnG 


l\ 


YOU    CAN     NOW 

BUY 

MADE  IN  CANADA 

*■     PENCILS    ■« 

/*lann  tortured    by 

The  Wm.  Cane  &  Sons  Company,  Limited 
Newmarket,  Canada 


Hang  this  card 
in  your  store 

and  let  your  customers  know  you  are 
handling  the  new 

Canadian-made 
Pencils 

Get  them  acquainted  with  the  splen- 
did money's  worth  represented  in 
every  Cane  Pencil,'  a  value  not  excell- 
ed hy  any  imported  line. 

Send  for  sample  card  of  pencils  to-day 
and  test  out  your  trade.  Then  when 
you  see  how  favorably  they  impress 
your  customers,  let  us  know  and  we 
will  make  arrangements  to  supply 
you  through  your  regular  channel. 

We  are  the  Pioneer  Canadian 
Manufacturers  of  Lead  Pencils 
for  Commercial,  Studio,  School, 
and  Advertising  Purposes. 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket,  Canada 


BOOKSELLER  AND  STATIONER 


The 

Most  Cleanly 

Fictile-. 

Antiseptic 

and  Odorless 

Modelling 

Medium  on 

the  Market 


The  children's  favourite 
pastime 

MODELLIT 

will  attract  more  customers 
to  your  store  than  any  other 
modelling  medium. 


Made  in  Many 
Beautiful 
Colours  and 
Putupin  Vari- 
ous Sizes  of 
Fancy  Boxes 
and  Refills 
1  lb.  Blocks 


Agents  for   the  Dominion  of  Canada; 
MENZ1ES  &  COMPANY.  LIMITED  TORONTO.  CANADA. 

Write  Us  for  Samples  and  Particulars  TO-DAY 

MODELLIT  MFG.  CO.,  19  Brun»wick  St.,  Bristol,  England 

Telegrams  :  "Modellit.  Bristol."  England 


ill 


He  is   SO   Happy   Modelling,   with  MODELLIT       1 


Every   book,   toy   store  and   school  furnisher 
in  the  Dominion  should  sell 

MODELLIT 


ABOUT  STAMP  PADS 
MR.  STATIONER! 

Are  YOU  getting  your  full  share  of  this 
profitable  business?  Why  not  combine 
supreme  satisfaction  to  your  customers 
with  liberal  profits  for  yourself? 

The  "FULTON"  Self-Inking 
Stamp  Pad 

Seven  Sizes — Six  Colors 
STANDARD 

The"FULTON"Nou-Blurring 
Wood  Pad 

Three  Sizes — Six  Colors 

The  Best  Pad  on  the  Market — Giving 
the  Highest  Percentage  of  Stamp  Pad 
Satisfaction. 

By  all  means  write  TO-DAY 
for  Price  List  No.  34. 

FULTON  SPECIALTY  COMPANY 

Formerly  Fulton  Rubber  Type  Company 

128-142  Fulton  Street,      ELIZABETH,  N.J. 


1  Simple 

s  Economical 

1  Efficient 


The  new 

BUMP 

Paper  Fastener 

Here  's  a  handy- 
little  d  e  v  i  ce 
that  will  in- 
stantly appeal 
to  the  busy  of- 
fice  man. 


Besides   fasten-  I| 

ing    from     two  M 

to     ten    papers  H 

neatly      and  M 

firmly  with  one  f§ 

pressure  of  the  = 

H        hand,  the  Perforator  in  the  opposite  end  punches  as  j|= 

M       many  sheets  of  paper  as  can  be  inserted  in  opening.  M 

H       The  one  movement  performs  both  operations  making  p_ 

^       an  important  saving  of  time — a  point  to  appeal  to  i| 

s       the  busy  executive.  W 

g        The  Bump  is  made  by  expert  workmen  from  a  high  §§ 
W       grade  of  Steel,  nickel-plated  and  polished. 

Order  one  for  your  own  use  and  see  how 

it  works.    It  sells  at  $2.50,  leaving  you  a 

H               flood  margin  of  profit.  M 

Bump  Paper  Fastener  Co. 

LA  CROSSE,  WIS. 

=        Canadian  Agents:    W.  J.  Gage  &  Co.,  Ltd.,  Toronto  p 
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THE  BINDER  OF  TO-DAY.    Made  in  U.S.A. 


Spring  Binder 

SIMPLE  AND  DURABLE 
PRACTICAL   AND    INEXPENSIVE 


Be  your  own  bookbinder.     Bind  your  sheets 
like  a  book,  quickly. 


ELBE  FILE  &  BINDER  CO. 

97-99-101  Reade  Street 

NEW  YORK  CITY 


AN  ALWAYS  PROFITABLE  LINE 

of   Beautifully  Colored,  Perfectly  Finished 


American  Toy  Marbles 


"The  Christensen  Line" 

Made  in  nine  sizes  and  in  eight  beautiful  colors — National 
Onyx  (four  colors),  Royal  Blue,  American  Cornelian,  Per- 
sian, Turquoise   and   Oriental  Jade. 

We  also  make  Ballot  Balls,  Crystal  Glass  Castor  Balls, 
Glass  Balls  for  Pump  Valves,  Lithographic  Use,  etc. 

Write  for  Catalogue  and  Prices. 

The  M.  F.  Christensen  &  Son  Co.,     -    ?Akron,  Ohio 
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Keep  m     g 

Standard  |  | 
Blotting 

Well  Displayed  I 

Keep  it  out  where  1     g 

your    customers  g     g 

cannot  fail  to  see  1     g 

it.    Draw  their  at-  g     1 

tendon  to  it,  sug-  §     g 

gest  it  to  the  custo-  g     I 
mer  looking  for  a  blotting  of  superior  absorb- 

ency  and  durability.     And  be  assured  that  i 
repeat    sales    always    follow    first    sales    of 

"Standard" — which  means  bigger  profits  for  1 

the  Standard  dealer.  g     g 

Our  other  lines  include   "Imperial,"   "Ster-  I     j 

ling"    (plain  blottings)    "Prismatic,"  "Curi-  I     1 

Curl,"  "Banker's  Linen  Finish"   (Embossed  §     | 

blottings)  "Royal  Worcester"  and  "Defend-  §     m 

er"  (Enamelled  blottings).  1     g 

Order   your   supplies    to-day! 

Standard  Paper  Mfg.  Co.  | 

Richmond,  Va.,  U.S.A. 

Largest  Exclusive  Manufacturers  of  Blottings 

l!l!lllll!lllllllllil!ll|[|!l!lllltllll!lllllllll^  H||| 
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MODELLED   IN   PLASTICINE. 
Harhutfs     Plasticine — the     world's     unrivalled     modelling     paste 
clean   and   easy  to  work   with  and   ever  ready  for  instant  use 
can   buy   it   by    the  lb.    by  the  cwt.   by   the  ton. 


Yon        s 


PLASTICINE 


i>    also   packed   as  Home   Modelling   Outfits  in   most  attractive  boxes 
tn    retail   at  all   prices. 

We    have    over    30   different    styles    so    there    is    bound    to    be    one 
to  suit  TOUR  business. 


PLAY-WAX 


Then  there  is  the  new  PLAY  WAX.  this  is  a  most  attractive 
material  owing  to  its  complete  cleanliness,  brilliance  of  coloi^  and 
the  fact  that  in  its  normal  condition  it  is  hard.  Please  apply 
to  our  Canadian  agents  as  below  or  to  ourselves.  We  have  been 
making  modelling  materials  for  the  last  20  years.  Our  experience 
will    guarantee    your   satisfaction. 

Canadian  Agents:  THE  GEO.  M.  HENDRY  CO..  215-219 
Victoria  Street.  Toronto.  THE  COPP,  CLARK  CO..  495- 
517  Wellington  Street  West.  Toronto.     Or 

HARBUTTS  PLASTICINE  LIMITED 

17  Bathampton.  Bath.,  England 


BOOKSELLER  AND  STATIONER 


Jost  "  Elite "  Cards  and 
Art  Calendars 

Private  Greeting  Cards. 

Xmas  Greeting  Cards. 

Hand-Colored  Photo  Art  Calendars. 

All  (aids   Photo-Engraved  and  Hand-Colored,  from 

Original  and  Exclusive  Designs. 
Correspondence   solicited    from    interested   parties. 


J.  H.  JOST, 


Halifax,  Canada 


KINDLY   MENTION   THIS   PAPER  WHEN 
CORRESPONDING     WITH     ADVERTISER. 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,    where    to    buy    stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  tov  trade. 
Subscription  price  OXE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO., 


118  East  28th  Street 
NEW  YORK 


CLASSIFIED  ADVERTISING 


Advertisements  under  this  heading,  2c  pel 
word    per    insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,  etc. 


PATSON'S  INDELIBLE)  INK.  TRADE  Sup- 
plied by  all  Leading  Wholesale  Drug  Houses 
in  the  Dominion.  Received  Highest  Award 
Medal  and  Diploma  at  Centennial,  Philadel- 
phia, 1876;  World's  Pair,  Chicago,  1893,  and 
Province  of  Quebec  Exposition,  Montreal,  1897 


DEALERS  WANTED.— BOOKSELLEKiS  AND 
stationers  can  add  a  profitable  new  line  by 
featuring  Japanese  prints.  Get  further  par- 
ticulars by  communicating  with  "Jap-Art"  c/o 
Bookseller  and  Stationer,  143  University  Ave., 
Toronto. 


BRITISH  FIRM  MAKING  GAMES  AND 
toys  at  popular  prices,  need  agent  to  sell 
wholesale  houses  in  Canada.  Goods  are  up- 
to-date  and  sell  readily.  Write:  Games,  c|o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 


BRITISH  FIRM  OF  ART  PRINTERS  AND 
Publishers  with  extensive  and  up-to-date  line, 
need  agent  or  traveler  for  Canada.  Goods  sell 
to  stationers,  art  dealers,  picture  frame  manu- 
facturers, etc.  Write:  Pictures,  do  Bookseller 
and  Stationer,  University   Avenue,  Toronto. 


WANTED 


TJKITI.SH      OR      CANADIAN 
stationery     trade,     wanted 


LINE  FOR 
by  manufac- 
turers' agent  having  strong  connection  with 
trade  throughout  the  Dominion.  Would  de- 
vote whole  time  to  sufficiently  important  line 

as   straight  representative.     Box  ,   care  of 

Bookseller  aud  Stationer. 


CANADA  IN  A  NUTSHELL! 

Every  live  newsdealer  will  be  waiting 
for  the  new  1917  edition  of 

5,000 

Facts  About  Canada 

It  is  now  ready. 
Compiled  by  Frank   Yeigh 

Everything  about  Canada,  in  concrete 
form,  under  50  chapters  from  "Agriculture" 
to  "Yukon."  A  gold  mine  of  information 
about  our  wonderful  country.  Praised  by 
press  and  people. 

Order  through  your  News  Company, 


or  fr 


Canadian  Facts  Publishing  Co. 


588  Huron  Street 


Toronto,  Canada 


To  everyone  who  uses  a  Loose 
Leaf   System  you  can  sell  the 

"F-B" 
Loose  Leaf  Holder 


Pat.   May   13,    1913 

Keeps  his  old  records  in  permanent  form  instead  of 
lying  around  in  disorderly  bundles. 

Peimits  quick  and  easy  reference.  Practical  and  low- 
priced.  Adjustable  to  fit  any  size  of  paper,  or  whatever 
the  location  of  punch  holes. 

Send  to-day  for  prices  and  particulars. 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dept  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 
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Prosperity  and  pro- 
nounced business  activity 
stimulate  a  demand  for 
quality  goods.  You  can- 
not fill  this  demand  unless 
you  stock 


Q 


ranes 


The  Correct  Writing  Paper 


Eaton,  Crane  &  Pike  Co. 

Pittsfleld,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


Blotting 


Its  thirty  years  selling 

I*Pf*Orn     's  convincing     proof     of     "World" 

■    ^^"*  *■*    Blotting  superiority.    No  other  paper 

has  the  same  absorbency  ami  durability  of  this  high 

grade  blotting 

It   is   made    from    selected     cotton     rags,   hence   its 

quality  is  assured. 

We    produce     two     cheaper    grades — "Hollywood" 

and  "Eeliance" — the  very  best  value  at  the  price. 

The  attractive  colors  of  all  our  lines  make  displays 

easy  and  eye-catching. 

Try  their  selling  qualities.     Order  a  trial  supply. 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Eevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also  we   want   you  to  know   our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 
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Maclean'sMagazine 

for  March 

(€~\  E  thankful  that  Canada  has  a  magazine  of  BIG 
I^Jjcalibre.  A  magazine  fit  to  be  placed  alongside 


Sir  Gilbert  Parker 
Robert  W.  Service 
Stephen  Leacock 
Alan  Sullivan 
Miss  Agnes  Laut 
H.  F„  Gadsby 
Erman  J.  Ridgeway 
Madge  MacBeth 
L.  M.  Montgomery 
Norman  Lambert 
Hopkins  Moorhouse 
H.  M.  Tandy 
Robson  Black 
Adam  Barnhart  Brown 
Arthur  William  Brown 
Peter  McArthur 


the  best  British  and  American  magazines — 
by  the  test  of  those  who  contribute  to  it 
regularly  and  of  ideals. 


Maclean's  Magazine 


carries  world-famous  names 
in  its  list  of  contributors — writ- 
ers who  have  an  open  sesame  to  any  magazine,  yet  writers  that  some 
magazines  cannot  get,  because  they  fail  to  measure  up  to  a  standard  set. 
Not  every  or  any  magazine  can  have  the  work  of  Sir  Gilbert  Parker, 
Miss  Laut,  Stephen  Leacock,  Arthur  Stringer,  Arthur  E.  McFarlane, 
Mrs.  Montgomery,  Nellie  McClung,  Robert  W.  Service,  Alan  Sullivan, 
and  others  whose  names  are  familiar  to  readers  of  MACLEAN'S 
MAGAZINE, 


Maclean's  Magazine  ly" 

fine  and 
high-priced  writers  because  they  are  Canadian-born  or 
bred  and  because  they  are  genuinely  interested  in  seeing 
the  land  of  their  birth  or  adoption  have  a  magazine 
worthy  of  the  land  of  their  love  and  of  their  work  and 
fame.  And  they  have  found  this  magazine  in 
MACLEAN'S.  MacLean's  gives  them  access  to  the  read- 
ership they  desire  to  reach— the  man  and  women  of  cul- 
ture and  position,  of  real  love  for  Canada  and  in  earnest 
to  see  its  nationality  enlarge  and  its  destiny  advanced. 

And  so  we  feel  that  we  have  a  right  to  ask  you  to  give 
MACLEAN'S  MAGAZINE  a  first  place  in  your  favor. 
It  is  fruit/  Canadian,  doing  a  needed  service  for  Canada, 
and  doing  this  worthily.  Doing  all  that  it  is  doing  at  a 
.heavy  present  cost,  looking  to  the  future  for  its  larger 
reward. 

You  can  show  your  appreciation  of  what  the  publishers  of 
MACLEAN'S  MAGAZINE  are  doing  by  making 
MACLEAN'S  an  elect  magazine  among  all  magazines 
enjoying  your  favor,  and  by  making  it  better  known  to 
others  who  have  your  spirit — your  sense  of  Canadian  na- 
tionality, your  purpose  to  advance  Canada  in  all  right 
and  high  ways. 

Booksellers  of  Canada: 

GIVE  MACLEAN'S  MAGAZINE  a  bold  place 
in  your  displays  of  magazines.     Speak  to  your 

customers  and  callers  of  it.  Point  out  to  them  that  this  maga- 
zine, above  all  others,  is  Canadian  in  essence  and  in  purpose; 
that  it  18  giving  Canadian  writers  their  chance  to  find  their 
own;  that  it  is  the  equal  in  interest  and  worth-whileness  of  any 
Bntixlt  or  American  Mat/aziiK — in  proof  ivhereof  look  at  the 
mmmarij  of  contents  of  the  March  issue. 

GO 


Contents  of 

MARCH    MACLEAN'S 

(CONDENSED) 

Jordan    is    a    Hard    Road.      Serial    by    Sir    Gilbert 

Parker. 
The   Wings   of  Icarus.     By    Peter   McArthur. 
Fate   Up.     By   Hopkins   Moorhouse. 
The     Rabbit     Revolution.        By     Adam     Barnhart 

Brown,     with    illustrations     by     his     brother, 

Arthur   William   Brown. 

The  Above  are  Stcries 

Ten  Million  for  the  Asking.  By  Stephen  Leacock 
— a  serious  contribution  on  a  phase  of  na- 
tional finance. 

National  Policies — How  they  are  formulated  and 
exploited  by  Parties  aud  Cabinets.  By  H.  F. 
Gadsby. 

Prospects  for  Peace  and  Peace's  Problems.  By 
Agnes  C.  Laut.  A  stirring  and  thought- 
provoking  article  by  this  wonderful  woman 
writer   with   a   statesman's   mind. 

The  Above  are  Special  Articles 

W.  T.  Dewart.  Business  Manager  of  the  Munsey 
Publications.  By  Erman  J.  Ridgeway,  form- 
erly publisher  of  Everybody's  Magazine.  Mr. 
Dewart  holds  a  big  position  in  New  York. 
He  is  a  Canadian,  a  member  of  a  well-known 
Toronto  family. 

Mrs.  Ilayter  Reed — the  woman  who  is  respon- 
sible for  the  decorative  schemes  of  the  big 
C.P.R.  hotels.     By  Madge  MacBeth. 

H.  C.  Brewster — Premier  of  British  Columbia. 
By  Norman  Lambert.  A  timely  sketch  of  a 
man  of  interest  to  all  Canadians. 
These  are  brief  biographies  of  interesting 
Canadians — a  feature  of  every  issue  of 
MACLEAN'S  MAGAZINE. 

The  Review  of  Reviews  Department  condenses 
for  busy  readers  fhe  cream  of  the  best 
things  appearing  in  the  current  magazines  of 
the  world.  So  MACLEAN'S  becomes  many 
magazines  in  one. 

The  Business  Outlook  and  Information  for  In- 
vestors are  two  feature-;  of  MACLEAN'S 
greatly  liked  and  esteemed  by  many  of  its 
readers. 

These  are  Department  Features  found  in 
every  issue 
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The  Line  of  10,001  Numbers 

Duplicating  Folding  Receipts 

(Used  with  Carbon  Sheet) 

f|            ,„_ 

r  i 

B 1     IJ»wlwrf  _ 

1 

Hj 

k  i 

M^^^^^^B^HH 

The  half  sheet  to  right  of  perforation,  when 
folded  to  left,  shows  the  same  printed  form, 
and  by  use  of  carbon  sheet  a  duplicate  copy 
is  made  which  is  retained  in  book. 

In  addition  to  the  form  shown  here,  we  have 
No.  5091 — Shipping  Receipts.    Size  of  book 
8%x3'%,   100   leaves,   bound   in  full  duck, 
heavy  board. 

Samples  and  prices  furnished  on  request. 

Boorum  &  Pease  Co. 

New  York  City,  N.Y.,  U.S.A. 

B&P  STANDARD 

The  line  of  10,001    Numbers 

B&P  NEW  EMPIRE  TRANSFER 
AND  POST  BINDERS 


This  new  line  is  sure  to  find  great  favor 
everywhere,  as  they  combine  lightness  with 
great  strength  and  durability. 
Made  end  lock  with  key — top  lock  button 
fastener — and  end  lock  with  key  and  non- 
protruding  posts. 

Write  for  circular  describing  this  and  other 
new  Transfer  and  Post  Binders  that  we 
recently  brought  out. 

Boorum  &  Pease  Loose  Leaf 
Book  Company 

New  York  City,  N.Y.,  U.S.A. 
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POLAR  PRACTICAL  OFFICE  ARTICLES  SELL  QUICKLY 


GLASS   DESK   PAD 
No    0-15x18  No.  1 


18x24 


No.  2-20x34 


CENTER  DESK 
DRAWER  TRAY 


AT  LIBERAL   PROFITS 
Every  Dealer  Should  Keep  Posted  at  all  Time* 
About  Our  Entire   Line.     New  Items  Are  Being 
Added  Continually. 
Some  of  our  other  practical  office  articles 
which    all    dealers    should    know    about  : 
Polai  Desk   Calendar. 

Pocket    Index    Card   Cases. 
"      Cut      Glass      Paper      Weights      and 
Trays. 
Side   Desk    Drawer   Tray. 
Paper   Weight   and    Memo   Pad. 
Penknife    and    Ink    Eraser    Blade. 
Signature    Blotter    Book. 
Valuable    Paper    Wallet. 
Furniture    Top    Protectors. 
Typewriter    Shock    Absorber   Pad. 
"      Felt    Mats. 

A  Liberal  Discount   to  the  Trade. 
Dealers,   write  for   complete  information 


For   Assorting  Pins, 
Clips.  Rubber  Bands.   Etc. 


DESK  REMINDER 

Polar  Manufacturing  Co.,  g^StSttg*  Philadelphia,  Pa. 


pen  Profits 


AN   EVER  POPULAR   GIFT 

The  "A. A. "  self -filling  feature  is  simple  and 
attractive.  That's  one  reason  why  this  pen  sells 
so  easily  and  quickly.  The  "A.A."  pen  is  an 
attractive  holiday  gift.  The  material  and  work- 
manship are  absolutely  guaranteed.  The  ex- 
quisite flexibility  of  the  gold  pen  point  is  pleas- 
ing to  customers. 

We  will  furnish  attractive  display  eases  free. 
Each  case  contains  an  appropriate  holiday 
assortment  of  self-fillers,  lower  end  joint, 
middle  joint,  and  safety  fountain  pens. 

Write  to  your  local  jobber  or  to  us  for  prices, 
catalogue  and  trade  discounts  on  this 

PROFITABLE  LINE 

Arthur  A.  Waterman  &  Co. 

Established  1895 
36  THAMES  ST.  NEW  YORK  CITY 

Not  connected  with  the 
L.  E.  Waterman  Co. 


The  Non-Shine  Chair  Pad 


Dealers: 


Have  you  ever  realized  the  sell- 
ing possibilities  of  the  Non  Shine 
Chair  Pad?  Every  office  employee  in  your  town  is  a 
mighty  good  prospect  for  this  very  necessary  little  office 
article.  The  fact  that  500,000  were  sold  in  the  U.S.  is 
ample  evidence  of  their  popularity  and  selling  value. 

There  is  a  big  field  open  in 
Canada  to  push  the  Non-Shine 
Pad.  Live  dealers  are  going  to 
make  good  profits  on  its  sale. 

We  will  be 
glad  to  fur- 
nish you  with 
full  particulars 
of  the  Non- 
Shine  on  re- 
ceipt of  a  post 
card  request. 
Send  it  right 
away. 

Non-Shine 
Pad  Co. 

7039  Ridge  Ave. 

Philadelphia 
Pa. 


FELT  AND  LEATHER 


PACIFIC     PENMAN? 
&  NOVELTY  CO.    244-46  NEW  HI0HST 


PILLOW  TOPS 

VELTIES— SEWN  AND  REPRC 

PENNANTS 


NOVELTIES-SEWN  AND  REPRODUCTION. 


"  NEW- 
STUFFED  FELT 
BULLDOGS  AND  CATS 


UNBREAKABLE 

DRESSED  DOLLS 

ALL  SIZES-ALL  PRICES 


YOUR     WANTS    ^  pT/and^i' 


low.     Use  the  want 
id  of  a  few  of  them. 
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IMPORTANT  ANNOUNCEMENT 


With  the  issue  of  Dec.  23rd,  we  assumed  the  agency  for  "Jack  Canuck"  throughout  Canada.  This  Cana- 
dian publication  is  well-known  everywhere  and  its  circulation  is  rapidly  increasing.  Tf  you  are  not  now 
selling  it  you' will  find  it  profitable  to  add  this  at  once  to  your  order. 


Unique  War  Post  Cards 

This  line  is  having  an  enormous  sale 
in  Canada — taken  by  the  French  Gov- 
ernment and  now  only  released.  Price, 
10c  per  packet  of  8;  sell  15c. 

Fragments  from  France 
This  very  clever  work  is  still  strong 
—Parts  i  and  2  in  stock.     You  should 
stock  this  line.     No.  3  will  be  issued 
shortly. 


American  Paper  Bound  Books 

We  positively  supply  fullest  range, 
best  authors,  titles  and  covers. 
ALGER  books  for  boys  at  7%e.  The 
ALERTS,  by  Garvice,  Clav  and  so 
Forth,  only  7%e.  The  JESSE  JAMES 
— all  titles  at  9c.  Modern  authors — 
100  titles  at  8y2c. 

Ward.  Lock's  6/,  remainder  sold  up 
to  $1.50.     Clearing  at  only  24c. 


Book  Counter  Racks 

These  are  essential  for  displays.  They 
pay  for  themselves  at  once.  These 
lacks  are  the  best  in  Canada.  Fitted 
to  hold  all  sizes  and  shapes  of  maga- 
zines and  made  of  solid  metal  that 
will  not  wear  out.  Write  for  illus- 
trated circulars,  prices,  etc. 


IMPERIAL  NEWS  COMPANY,  LIMITED 

87  Queen  Street  East,  Toronto,  Ontario 


LEASE  FORMS 

(Quebec) 

TO-LET  SIGNS 

ALL  KINDS  AT  LOW  PRICES 


A  new  list  of  10c  and  15c  paper- 
bound  novels  is  being  printed  and 
will  be  ready  within  two  weeks. 

We  will  l>e  pleased  to  co-operate 
with  any  dealer  who  has  not  sold  our 
cheap  paper  lines,  giving  the  best 
selection  of  novels  that  can  be  pro- 
cured. Ask  for  special  offer  to  new 
(halers. 

Imperial  News  Company 

LIMITED 
254  Lagauchetlere  Street,  Montreal 


IMPERIAL  NEWS  COMPANY 

LIMITED 
WINNIPEG 

We  have  just  received  a  shipment  of  sixpenny, 
sevenpenny  and  shilling  novels,  by  the  following 
well-known  authors: 

Hall  Caine,  Robert  Chambers,  Conan  Doyle, 
Charles  Garvice,  Rider  Haggard,  W.  W.  Jacobs, 
Seaton  Merriman,  Le  Queux,  H.  de  Vere  Stacpoole, 
H.  G.  Wells,  Stanley  Weyman,  Elinor  Glyn,  Booth 
Tarkington,  Bindloss,  Charles  Dickens,  Jack  Lon- 
don, Max  Pemberton,  Temple  Thurston,  Baroness 
Orczy,  G.  K.  Chesterton,  Maurice  Hewlett  and 
R.  L.  Stevenson. 

Price:  Sixpennies,  lOV^e;  sevenpennies,  14c; 
shillings,  21c.     All  f.o.b.  Winnipeg. 

Prices  are  bound  to  advance  on  these  goods,  and 
many  of  the  titles  we  have  in  stock  will  not  be 
again  obtainable  until  after  the  war. 

Sole  Canadian  Agents  for 

OFFICIAL  PHOTOGRAPHS  OF  THE  FRENCH 
ARMY. 

DAILY  MAIL  OFFICIAL  WAR  POST  CARDS. 

These  are  splendid  values  at  $10.00  per  thousand. 
Send  us  an  order  for  any  of  the  above  lines  and 
you  will  find  them  quick  sellers. 

SOLE  AGENTS  FOR  JACK  CANUCK 
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WAIT 


HOLYOKE. 

MASS. 


SEE  THE  1917  LINE  OF 

Whiting  &  Cook,  Inc., 

before  buying  your  supplies  of 
CHRISTMAS  and  NEW  YEAR'S  GREETING  CARDS 

Steel  Die  Engraved  Embossed  Hand  Colored 

NOTHING  FINER  PRODUCED 
This   line   includes   Easter  ami    Birthday  Cards  and 
greetings    for    various   other   occasions,   as    well   as 
Birth    Notices,    Funeral    Notices,    Wedding    kivila 
tinus,    Congratulations,    Condolences,   etc. 

A  Money  Making  Line  For  Retailers 

Geore-f  Ridotit  &  Cn       11  york  street 

ueor5c    IVIUUUl    Qt    V-O.,  TORO  NTO.  CANADA 


"What  ruined  your 
business?" 

"  Advertising." 

Howr' 

"I  let  it  all  be  done 
by  my  competitors." 

—  Boston  Transcript 


WINNING  THE 
BUYER'S  FAVOR 

THE  best  possible  buyer 
is  not  made  an  actual 
buyer  at  a  single  step. 
It  is  one  thing  to  win  the 
buyer's  favor  for  an  article 
and  another  to  make  adjust- 
ments incident  to  closing  the 
sale.  Winning  the  buyer's 
favor  is  the  work  of  trade 
paper  advertising.  Under 
ordinary  conditions  it  should 
not  be  expected  to  do  more. 


Advertising   a   Labor -Saver 


The  merchant's  greatest  labor-saver  is  not  necessarily  an  adding  machine. 
It  is  more  likely  to  be  advertising. 

A  great  factor  in  the  cost  of  goods  is  the  time  it  takes  to  move  them.  Adver- 
tising and  trade-marks,  working  together,  are  the  most  efficient  movers  of 
goods — consequently  the  greatest  reducers  of  selling  cost. 

The  producer  who  places  his  trade-mark  on  his  goods  and  advertises  it 
nationally,  is  so  sure  of  their  quality  that  he  is  willing  to  stand  the  full  force 
of  possible  complaints. 

The  whole  tendency  of  trade-marks  and  advertising  is  to  raise  qualities  and 
standardize  them,  while  reducing  prices  and  stabilizing  them. 


fi4 


BOOKS  E  L  L  E  R     A  N  1)     ST  A  T  I  0  N  E  1 1 


The  service  that  satisfies 

Efficient  executives  demand  cleanliness,  durability  and  economy 
in  their  supplies  of  typewriter  ribbons  and  carbons.  That's  why 
there  is  such  a  biff  demand  for  the  reliable 

M.  and  V.  Brand 

Dealers  stocking  it  are  making  good,  increasing  their  sales,  their 
profits,  and  their  number  of  satisfied  customers.  You  can  do 
this,  too. 

Get  a  supply  of  M.  &  V.  Typewriter  Ribbons  and  Carbons  and 
recommend  them  to  your  people.  The  quality  of  the  goods  will 
do  the  rest. 

MITT  AG  &  VOLGER,  INC. 

SOLE  MANUFACTURERS  FOR  THE  TRADE 

Principal  Offices  and  Factories,  PARK  RIDGE,  N.  J.,  U.S.A. 

BRANCHES 

NEW  YORK,  N.Y..  261  Broadway        CHICAGO.  ILL..  205  West  Monroe  St.        LONDON,  7  &  8  Dyers  Bldg.,  Holborn,  E.C. 

AGENCIES  IN  EVERY  PART  OF  THE  WORLD;  IN  EVERY  CITY  OF  PROMINENCE 


NATIONAL 


EMERALD 


LOOSE-LEAF  LEDGER 

A  WONDERFUL  book  value.  Bound 
in  Imitation  Pigskin.  Back  and  Corn- 
ers gold-tooled :  with  Green  Corduroy  Sides. 
The  Buff  Linen  Ledger  Paper  Index  is 
linen  stayed  with  Green  Tabs  to  match 
binding.  Fly  leaves  and  Lining  Sheets 
lithographed.  The  frame  is  made  of  pressed 
steel.  The  mechanism  is  simple — detachable 
flat  key,  controls  the  expansion  which  is 
90%. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
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Import  Samples 

for 
Christmas,  1917 

will  soon  be  in  our  travellers'  hands. 
They  will  carry,  in  addition  to  our 
line  of  Fine  Stationery,  "Made  in 
Canada,"  a  full  line  of  the  latest 
British  and  American-made  goods. 
It  will  pay  you  to  see  them  before 
ordering  Papeteries,  Greeting  Cards, 
Post  Cards,  Gift  Dressings,  etc. 


Why  you  should  stock 

Dutch  Fabrik 

It  is  known  from  coast  to  coast 
as  Canada's  most  popular,  me- 
dium-priced Stationery. 

Its  pure  white,  linen-grained 
surface  makes  writing  a 
pleasure. 

Supplied  in  the  most  popular 
styles  of  notepaper,  envelopes, 
papeteries  and  tablets. 

The  distinctive  packing  at- 
tracts attention  and  helps  to 
sell  the  goods. 

Display  rolls  supplied  on  re- 
quest. 

Made-in-Canada. 


antjp 

HAMILTON 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  -Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-one  years  the  recognized  authority  for  those   interests. 

MONTREAL,  701-702  Eastern  Townships  Bank  Bldg.     TORONTO,  143-153  University  Ave.         WINNIPEG,  22  Royal  Bank  Bide-       LONDON,  ENG.,  88  Fleet  S«.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     MARCH,      1917 


No.  3 


rvice ! 


Beauty  of  finish  or  high-class 
materials  count  for  little  in 
fountain  pens,  unless  they  give 
satisfactory  service.  S.  &  B. 
Fountain  Pens  please  the  eye, 
and  are  the  last  word  in  quality 

— but  their  extraordinary  value  is  in  SERVICE 

to  the  user. 

SANFORD  &  BENNETT 

FOUNTAIN  PENS 

are  built  for  action.  All  working  parts  tested 
and  proved — mechanism  accurate — pens 
tipped  with  native  Russian  iridium  points  — 
writing  easy,  continuous,  perfect.  Seldom 
out  of  order — cannot  leak— always  ready  for 
service.  They  sell  on  reputa- 
tion— re-sell  on  merit. 


s.  &  B.  AUTOPEN 


S.&B.  GRAVITY-STYLO 


BOO  K  SELL  E  R     A  N  I >     s  T  ATIO'N  E  It 


DE  LUXE 

HOLIDAY 

PAPETERIES 

PAR    EXCELLENCE 


HHRULY  a  wonderful  collection 
of  unique  novelties  in  boxed 
stationery,  fully  up  to  the  high 
standard  of  quality  established  by 
a  long  line  of  successes;  many  new 
styles  of  paper,  the  latest  sizes  and 
shapes  of  envelopes,  and  always 
dependable  value  worthy  of  our 
factory. 

You  cannot  buy  wisely  unless  you 
see  the  De  Luxe  line. 


WARWICK  BROS.  & 
RUTTER,    LIMITED 

MANUFACTURING   STATIONERS 

TORONTO 


rtMSSiS 
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BRUCE  BAIRNSFATHER 

Bruce  Bairnst'ather  —  the  cartoonist  whose 
work  is  making  a  war-worn  world  laugh. 
We  are  reproducing  some  of  his  very  best 
wink  in  a  new  series  of  playing  cards — a  de- 
cidedly novel  idea  that  will  make  a  telling 
appeal  to  card  lovers.    6  Designs. 


TO  VICTORY 


ON  LEAVE 


Two   new  additions    to   our 
popular  Patriotic  Series 

This  line  is  haying  a  big  run,  the 
ideas  are  very  timely,  and  the  de- 
signs  are  artistic  in  the  extreme. 
A   line  worth   featuring. 


Goodall  Playing  ('aids  arc  always  timely  in 
design.  Their  selling  qualities  make  them 
favorites  with  dealers.  They  are  always 
popular   with   the  card-playing  public. 


■ 
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Keep  Goodall's 
well  displayed 


Exclusive 
Designs 


It  will  pay  you.  Everybody  knows  the  quality 
of  Goodall  Playing  Cards.  Their  artistic  merit 
and  correct  finish  and  .splendid  wearing  qual- 
ities appeal  to  card  lovers  everywhere. 

To  still  further  enhance  the  popularity  of  the 

Goodall  lines  there  has  recently  been  added  a 
"Bairnsfather  Series,"  reproductions  of  some  of 
the  celebrated  cartoonist's  best  war  skits.  The 
growing  demand  for  this  new  idea  is  sufficient 
evidence  of  its  selling  value.  Make  this  one  of 
your  leaders. 

Other  New  Issues  include  15  New  and  Attrac- 
tive   designs    in     the    '"Society,"    '"Salon'''    and  , 
"Sultan"  Series. 

Imperial  Club  Series 

is  conceded  to  be  the  best  and  most  popular  25c 
card  on  the  market. 

* 

Order  Through  Your  Jobber 


Aubrey  O.  Hurst 

32  Front  St.  W.,  Toronto 


BO OK SELLER     AND     STATIONER 


BROWN  BROS.,  limited 

Wholesale  and  Manufacturing  Stationers,  TORONTO 

FOR   OVER   SEVENTY  YEARS  this   business   has   been   established 

in  Toronto  and  it  has  been  its  aim  to  keep  the  most 

complete  and  up-to-date  stock  of 

STATIONERY  AND  OFFICE  SUPPLIES 

BLANK  BOOKS,      MEMO  BOOKS,      LOOSE-LEAF 

SPECIALTIES,  LEATHER  GOODS,  Etc. 
NOTE  PAPER,  ENVELOPES,  CARDS  Visiting  and  Memorial. 

STEEL  PENS EsterbrOOks,  Our  Specialty.     Canadian  Agents,  GillottS,   Myers' 

Ball  Pointed,  Mitchell,  Russia  Moheta,  Brown  Bros. 
LEAD  PENCILS— Ophir,  Silco,  Royal  Academy,  Black  Watch,  Auditor. 
WRITING  INKS— Stephens,  Carters,  Underwoods,  Staffords,  Higgins. 

INKSTANDS Wood  Base  Own  Make,     GlaSS  Cut  and  Pressed, 

Bankers,  Metal,  Etc. 

PASTE— MUCILAGE — Staffords,    Carters,    Higgins,    Underwoods, 
Cico,  Chases  and  LePage  Glues,  Seccotine. 

Archive  Office  Files  and  Binding  Cases,  Clips,  Harp  and  Wire  Files. 

Rubber   Bands,   Pen   Holders,    Erasers,    Paper   Fasteners,    Rulers, 
Sealing  Wax. 

Waste  Paper  and  Document  Baskets,  Deed  Boxes,  Stationery  Cases, 
Rubber  Stamps. 

Shipping  and  Merchandise  Tags,  Notarial  Seals,  Etc. 

BROWN  BROS.,  limited 

Simcoe  and  Pearl  Streets,  TORONTO 
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STICK  with  GLUCINE 


The  Trade  Price  still  gives  you 
the  biggest  profit  of  any  adhesive 
on  the  market. 

Glucine  is  a  clean  adhesive  that 
never  dries  up — never  goes  bad — 
is  free  from  odor. 

It  is  economical.  Above  all,  it  is 
a  good  liquid  paste  that  does  all 
that  it  is  required  for. 

It  carries  our  guarantee ! 

We  have  a  good  stock  on  hand  at 
present  at  1916  prizes. 


2J  oz.  size  retails  at  10c. 

5  oz.  size,  with  cap  and  brush, 

retails  at  25c. 

10  oz.  size,  with  cap  and  brush, 

retails  at  SOc. 

30    nz.    size,    it's   for   re-filling, 

retails  at  90c. 

Gross  Prices  on  Application. 


LYONS  BANK  WAX 

is  the  standard  of  high  grade  wax. 

8    Canadian  Banks  have  used  it  consistently 
for  15  years  throughout  their  entire  system. 

Write  us  for  our  new  prices. 

MANUFACTURED    BY 

Lyons  Ink  Limited,  Manchester,  Eng. 

SOLE   CANADIAN  AGENTS: 

MENZIES  &  COMPANY,  LIMITED 

Manufacturers'  Agents  Importers  Blotting  Paper 

Publishers  of  Christmas   Cards,   Etc. 

439  King  Street  West,  Toronto,  Ont. 
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The  Season's 


The 
Undertow 


BIG  SELLERS 

Here  are  a  few  of  the  best  things  on  Our 
Spring  List — Real  Big  Sellers. 
Look  them  over. 


HERBERT  JENKINS 


s 


Bindle 

If  your  customer  wants  to  laugh,  recommend  "Bindle."     If 
he  wants  to  be  amused  for  a  few  hours,  recommend  "Bindle." 
The  adventures  of  this  characteristic  English  labor-philoso- 
pher will  stir  up  the  risibilities  of  anyone,  even 
under  the  tension  of  the  present  nerve-trying 
davs.  $1.25 


C^e  Stars  in 
their  Courses 

©" Hilda MSfarp 


H 


Mrs.  N  o  r  r  is  ' 

newest  novel 
deals  with  the 
perils  of  pros- 
perity, with  a 
couple     who 

lived  too  fast  and  too  hard  and 
who  could  not  enjoy  either 
their  children  or  each  other's 
company  in  consequence.  A 
sane  conclusion  brings  them 
back  to  a  natural  form  of  liv- 
ing. $1.25 

The  Stars 

in  Their  Courses 

A.  really  good  book  in  two  ways — a  splendid 
story  and.  as  well,  a  literary  achievement  of 
note.  One  British  authority  says  "This  is  one 
of  the  best  hooks  we  have  read  in  a  decade." 

$1 .  25 

Maple  Leaves 

on  Flanders'  Fields 

A  Canadian  Officer's  thrilling  story  of  the  part  taken  by  the 
Canadians  in  Flanders.  $1.2o 

Rhymes  of  a  Red  Cross  Man 

A  Record  Breaker 

Is  your  stock  of  this  good?  30,000  copies  were  sold  in  the 
first  five  weeks  in  Canada,  which  is  a  record  sale,  and  this  is 
still  keeping  up.     Have  you  sold  your  share? 

We  now  offer  miniature  editions.     Lambskin,  $1.00,  ooze,  $1  .  25,  cloth,  $1 .00 

WILLIAM  BRIGGS 

PUBLISHERS 
Queen  and  John  Streets      -      TORONTO,  ONT. 


Bindweed 

This  is  a  powerful  and  arresting  novel,  as  well 
as  being  a  wonderful  piece  of  word  painting. 
The  book  has  already  run  to  its  fifth  British 
edition  and  prospects  point  to  a  large  sale  in 
Canada.     Gabrielle  Vallings,   the  author,  is  a 
cousin  of  Lucas  Malet,  the  well- 
known     French     author,     and 
seems  to  have  some  of  the  lat- 
ter's  genius.  -$1.25 

The  Preacher  of 
Cedar    Mountain 


Ernest  Thomp- 
son Seton's  new- 
est book,  this 
time  a  novel,  in- 
culcating t  h  e 
author's  inti- 
mate knowledge 
of  wild  life. 
$1 .  50 


MAPilE  REAVES 
FLANDERS  FIELDS 


k 


CEDAR  M0UN1AIN 

ERNEST  THOMPSON  SETON 
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PUBLISHERS' 
REMAINDERS 

The  very  interesting  books  mentioned  below  are  all 
new  copies,  exactly  as  received  from  the  publishers, 
though  offered  at  greatly  reduced  prices. 

The  Best  of  the  Fun.     1891-1897.     By  Captain 

K  IVnnell-Klmhirst.  With  8  sporting  il- 
lustrations in  colour  by  G.  D.  Giles,  and  48 
others  by  J.  Sturgess  ami  G.  D.  Gib's.  Pub- 
lished 1(3/-  5/- 

My  Vagabondage:  The  Intimate  Autobiogra- 
phy of  a  Nature's  Nomad.  By  J.  E.  Pat- 
terson.   With   portrait.    Published   8/6 3/6 

How  I  Became  a  Governor.  By  Sir  Ralph 
Williams.  With  map  and  illustrations. 
Published   15/-   5/- 

British  Military  Prints.  By  Ralph  Nevill.  Full 
of  fine  coloured  and  other  plates.  Pub- 
lished  5  '-    2/- 

Personal  Reminiscences  of  Henry  Irving.    By 

Bram  Stoker.      Illustrated.    Published  6/-.  .      3/6 

Thomas  Stothard,  R.A.  An  Illustrated  Mono- 
graph.    By  A.  G.  Coxhead.    Published  16/-.      5/- 

Noted  Murder  Mysteries.     By   Philip   Curt  in. 

Published    7  6    '.  .  .      2/6 

Macdonald  of  the  Isles:  A  Romance  of  the 
Past  and  Present.  By  A.  M.  W.  Stirling. 
With   illustrations.    Published   12/-    5/- 

London  Clubs,  Their  History  and  Treasurers. 
By  Ralph  Nevill.  With  coloured  frontis- 
piece and  6  plates  in  monochrome.  Pub- 
lished  7,  6    4  6 

The  Great  Wall  of  China.  By  William  Edgar 
Geil.  With  numerous  illustrations.  Pub- 
lished 21/-    9/- 

Portuguese  East  Africa:  The  History,  Scenery, 
and  Great  Game  of  Manica  and  Sofala.  By 
R.  C.  F.  Maugham.  With  map  and  illus- 
trations.    Published    15/-    6/- 

Sterne,  A  Study.  By  Walter  Sichel,  to  which 
is  added  the  Journal  to  Eliza.  With  por- 
traits.     Published   8'6    3/9 

Manners  and  Customs  of  England.  A  Classi- 
fied Collection  of  the  Chief  Contents  of 
"The  Gentleman's  Magazine"  from  1731- 
1868.  Edited  by  George  Laurence  Gomme. 
Published  7/6    3/6 

Horace  Walpole's  World.  By  Alice  G.  Green- 
wood.    Published    12/6    5/- 

The  Temple  Dictionary  of  the  'Bible.  Written 
and  edited  by  the  Rev.  W.  Ewing  and  the 
Rev.  J.  E.  H.  Thomson.  With  8  Coloured 
Maps.     Published   10/6    5/6 

Many  Cargoes.  By  W.  W.  Jacobs.  With  16 
Illustrations  in  Colour  by  Maurice  Greiffen- 
hagen.     Published  7/6    4/6 

Servia  by  the  Servians.  Compiled  and  edited 
by  Alfred  Stead.  With  a  Map.  Published 
12/6    3/6 

Relics  and  Memorials  of  London  Town.  By 
J.  S.  Ogilvy.  With  52  Coloured  Plates  bv 
the   Author.      Published  £1   5s    ".    10/6 

Italian  Hours.     By  Henry  James.     Illustrated 

by  Joseph  Peunell.     Published  £1  5s 16- 

Thames-Side  in  the  Past:  Sketches  of  Litera- 
ture and  Society.  By  F.  C.  Hodgson.  With 
Illustrations.     Published  12/6    6  - 

Write  for  the  Complete  Catalogue. 

THE  TIMES  BOOK  CLUB 

380  Oxford  Street,  London,  W. 


Venus 

lO*  PENCIL 

Perfect  for  Every  Purpose 

You  satisfy  every  requirement 
every  time  with  this 
famous  pencil! 

Y"  OU   never  need   apolo- 
gize    when     you     sell 

VENUS  pencils  —  you  don't 
have  to  say  "I  think  you 
will  find  this  pencil  satisfactory 
for  your  work''  —  you  know  that 
VENUS  has  never  failed  and  that  its 
supremacy  in  quality,  uniformity 
and  correctness  of  composition  is  un- 
challenged. 


No  matter  who  your  customer  is — artist, 
architect,  draughtsman,  engineer,  banker, 
editor,  business  man,  student — in  fact 
anyone — when  the  best  pencil  is  wanted 
you  must  always  sell  VENUS,  the 
highest  quality  pencil  in  all  the  world. 

For  very  soft — suggest  6B-5B-4B 
For  medium  soft  3B-2B  are  splendid 
The  very  popular  -medium 

degrees  are  .  .  .  B-HB-F-H 
Medium  hard  are  .  .  2H-3H-4H 
The  very  hard  VENUS'S 

are  .  .  .  5H-6H-7H-8H-9H 
For  copying      165  medium-168  hard 


17  degrees  perfect  in  every 
detail — perfect  always.  If 
your  stock  is  not  complete 
and  ample  for  big  busi- 
ness write  to-day.  Samples, 
Catalog,  Prices  and  Deal- 
er--'   Helps    on    application. 


AMERICAN 


I 


Lead  Pencil  Company 

220  Fifth  Avenue    New  York  City 

and  Clapton,  London,  England 
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A  New  N.C.R.  Invention 

As  important  to  you  as  your 
telephone  or  cash   register 


It's  a  new  credit  file  that  safeguards  your  credit 
business — in  a  better,  easier,  safer,  quicker  way  than 
you  thought  possible. 

It  is  so  simple  that  anyone  can  operate  it. 

It  is  so  speedy  that  all  entries  are  made  in  the 
presence  of  the  customer,  who  leaves  with  a  state- 
ment of  the  purchase — plus  a  record  of  the  balance 
carried  forward. 

It  is  so  convenient  that  you  can  set  it  on  any  size 
counter,  table  or  desk.  The  exact  balance  due  from 
any  customer  is  instantly  available,  and  the  file  can 
be  operated  with  one  hand  while  the  other  holds 
the  telephone  receiver. 

It  is  so  complete  that  a  true  record  of  the  whole 
credit  business  is  always  available  in  short  order. 

And  this  knowledge  alone  is  worth  more  than  the 
cost  of  the  file. 


It  is  so  safe  that  records  once  filed  in  its  locked 
compartment  cannot  be  lost  or  destroyed.  Records 
can  be  seen,  but  not  tampered  with. 

A  few  weeks'  use  will  pay  for  it. 


nothing 


There' 
it    can     be    seen 
office     near     you, 
us      will      bring 
information. 


else     like     it,     and 
at    the     N.     C.     R. 
or     a     letter     to 
you      complete 


See   this   new 
out     how     it 
your       losses, 
your  customers, 
and       relieve 
y  o  u  of  work 
and      worry. 
Use   the' 
coupon. 


file   or   find 

will     stop 

please 


The 

National 
Cash 
Register 
Company  of 
Canada,  Limited 
Toronto,  Ontario 
Please   send   full  in- 
formation about  your 
new   Credit    File. 

We  have  about  

Charge  and  C.O.D.  accounts. 


The  National  Cash  Register  Company 

of  Canada,  Limited 


Toronto,   Ontario 
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He  is  SO   Happy   Modelling,  with  MODELLIT 

Every    book,   toy    store   and    school  furnisher 
in  the  Dominion  should  sell 

MODELLIT 


The 

Most  Cleanly 

Fictile 

Antiseptic 

and  Odorless 

Modelling 

Medium  on 

the  Market 


The  children's  favourite 
pastime 

MODELLIT 

will  attract  more  customers 
to  your  store  than  any  other 
modelling  medium. 


Made  in  Many 
Beautiful 
Colours  and 
Put  upin  Vari- 
ous Sizes  of 
Fancy   Boxes 
and  Refills 
1  lb.  Blocks 


Agents  for    the  Dominion  of  Canada; 
MENZ1ES&  COMPANY.  LIMITED  TORONTO.  CANADA. 

Write  Us  for  Samples  and  Particulars  TO-DAY 
MODELLIT  MFG.  CO.,  19  Brunswick  St.,  Bristol,  England 

Telegrams  ;  "Modellit.  Bristol."  England 


CHARLES  W.  BAKER 

KEEN  EXPORT  AND 
COMMISSION  BUYER 

OF 

GENERAL  MERCHANDISE 
AND    PRODUCTS 

OF  THE 

UNITED   KINGDOM 


Indents  and  Enquiries  Invited. 

Selling  Agencies  and 
Commissions  Undertaken. 


NORTHAMPTON  ST.,  ISLINGTON 
LONDON,   N. 

CITY  OFFICE  (Permanent): 

Armfield's  Hotel,  South  Place 
Moorgate,  London,  E.C. 


Esterbrook  Pens  often 
make  the  start  of  a  five- 
dollar  sale.  The  conveni- 
ent Esterbrook  counter 
d  i  s  p  1  a  y  case  makes  a 
quick  transaction,  makes  selling 
easier,  takes  little  space,  and 
gives  you  the  best  assortment  of 
the  best  pens  made. 

Write  for  particulars  and  prices. 
ESTERBROOK  PEN  MFG.  CO. 

18-70  Cooper  St..  CAMDEN.  NJ. 

Canadian  Agents:    The  Brown  Bros.,  Ltd. 

Toronto,  Canada 

The  "Quadro"  Frame 

(Patented  in  all  countries) 


FRONT 


BACK 


SECTION 

5%n  original  and  inexpensive  frame  for 

^holographs  &    Pictures. 

permanent  /Prtistic 

3y  means  c  f  this  invention  which  consists  of 
a  simple  metal  edging  it  is  possible  to  irame 
any  picture,  prtnt  or  photograph  in  a  peimanent 
and  artistic  manner  in  a  minute. 
The  edging  is  made  in  leng'hs  of  2|",  5",  3^", 
5.J"  S  upwards  by  i  inches  to  15J"  inches  and 
any  size  within  these  limits  can  be  supplied 
with  Glass,  Strut  and  Suspender  rings  su>'*able 
for  upright  or  oblong  positions 

^No  tools,  glue  or  accv  sories  necessary. 

Oull   art   enamel   finish   Brown,    Grev,    Slack 

and  Green. 

Samples  &    particulars  from 

BARTONS',  Cosway  Works, 
FincS  Road,  BIRMINGHAM,    England. 
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Bicycle  Playing  Card  advertisements   (greatly  reduced)    that  have  appeared  recently  in  such 
magazines  as  The  Saturday  Evening  Post,  Cosmopolitan,  Life,  Literary  Di  gest,   MacLean's. 

National  Advertising  plus  Supreme  Quality 
make  these  the  best-selling  playing  cards 


in  the  world-- 


New 
Catalog  Free 

Illustrates,  describes  and 
prices  everything  in 
playing  cards  and  sup- 
plies, including  cards 
}<>r  general  play,  for 
social  play  and  for  chil- 
dren ;  fortune-  telling 
cards,  pinochle  packs, 
educational  games,  card 
trays,  chips,  official  rule 
hook,  etc.  Every  dealer 
should  have  a  copy. 
Send  for  it  to-day  to 

The  U.  S.  Playing 
Card  Company 

Toronto,  Canada 


Years  and  years  of  continuous  advertising  in  the  leading  magazines 
have  made  Bicycle  Playing  Cards  and  Congress  Playing  Cards  known 
wherever  cards  are  played. 

Unvarying  adherence  to  the  highest  standard  in  material,  design, 
printing  and  finish  has  made  every  pack  give  complete  satisfaction. 
To-day,  to  think  of  playing  cards  is  to  think  of 

BICYCLE1™ 


AND 


CARDS 

PLAYING 
CARDS 

Successful  stationers  everywhere  sell  these  cards  because  they  realize 
the  advantages  of  carrying  goods  that  are  recognized  as  the  best  and 
called  for  by  name. 

If  you  are  not  supplying  the  card  players  of  your  town  with  Bicycle 
and  Congress  Cards,  you  may  be  sure  that  someone  else  is.  You  can 
get  your  share  of  this  business  by  ordering  the  following  popular 
backs  from  your  jobber. 

BICYCLE— Thi slio,  New  Fan,  Acorn,  Lotus,  Rider,  Western  Plaid. 

CONGRESS — Diana,  Homeward,  Apache,  Youth,  Oriental,  Berenice. 

CONGRESS  WHIST  (French)  Size— Sappho,  Orpheus,  Vista,  Muse, 
Fountain. 

11  and  12  Spot  Packs  in  Congress  Grade — (Known  as  Bijou  Play- 
ing Cards)  The  Awakening,  The  Storm,  Baronial,  Autocrat, 
Gordon,  Murray  and  many   other  Scotch  Plaid  designs. 


Congress    Playing    Card    advertisements  '(greatly  reduced)    that  have  appeared  recently    in 
such   magazines    as    Vogue,    Vanity    Fair,  Harper's  Bazar,   Theatre  Mazagine,   MacLean's. 
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OH 

MARY 

BE  CAREFUL! 

B^  GEORGE  WESTON 

J   IV  l  1ITINCOTT  COMPANY 


GET  THIS  OFF   YOUR  MIND 
AND  ON  YOUR  TABLE 

ORDER  STOCK  AT  ONCE  OF 

OH,  MARY, 
BE   CAREFUL! 

By  GEORGE  WESTON 

Another  Success  like 

The  Rose  Garden  Husband 

Beautifully    illustrated  and    bound.       Jacket    in    three 
colon  and  gold.     In  a  sealed  packet ,  $1.00  net. 

The  plot:  Mary's  Aunt  left  her  Fifty 
Thousand  Dollars  and  three  unusual  tests 
for  men  which  she  applies  right  and  left 
with  strange  and  diverting  results — a  witty 
delightful  romance.  Wives, '  sisters,  cous- 
ins, sweethearts,  brothers,  friends  and  hus- 
bands will  talk  about  this  book,  the  women 
on  one  side  and  the  men  on  the  other,  and 
they  will  recommend  it  to  each  other  with 
a  chuckle. 


honor::  VV1LLS1E 


A  Story  of  Young  Womanhood  in  the 
Hiawatha  Country 

LYDIA  x°„FE  PINES 


By  HONORE  WILLSIE 

Author  of  "  STILL  JIM"  and 

"  The  Heart  of  the  Desert  " 

RICHARD  LE  GALLIENNE  calls  this 
novel  "a  noble  and  very  moving  story  of  a 
high-souled  but  mos-t  human  girl,"  and 
adds,  "Mrs.  Willsie  is  growing  in  strength. 
more  surely  becoming  one  of  the  authentic 
voices  of  nobler  Americanism." 

The  scene  is  laid  in  the  primitive  pine  for- 
ests of  the  upper  Mississippi,  and  the  story 
has  to  do  with  the  pioneer  New  England 
stock — "the  best  blood  that  went,  west." 
Lydia,  the  heroine,  develops  in  just  the 
clean  sort  of  love  story  American  men  like. 
She  might  be  said  to  complement  the 
thoroughly  masculine  Still  Jim  in  Mrs. 
"Willsie's  previous  novel. 

NOW  READY 
$1.40  net 


Every   Woman  a  Customer  for  these  Delightful  Stories 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  V  266-268  King  Street  West  V  TORONTO 


MG&S 


MG&S 


MG&S 


MG&S 


MG&S 


I'.OOKSELLER  AND  STATIONER 


Messrs.  BLACKIE  &  SON,  LTD. 

will  have  ready  early  this  year  another  grand  selection  of 
picture  board  books,  limp  toy  books,  untearables,  juveniles, 
etc.,  and  samples  are  being  carried  by  the  leading  Canadian 
Wholesale  Houses. 

Catalogues  and  particulars  may  be  had  from  oyr  represen- 
tative. Mr.  Harold  Copp,   33   Richmond  St.  W.,  Toronto. 


Some  New  War  Stories  of  Stirring  Interest 
that  You  Should  Stock: 


Captain  Brereton. 
ON  THE  ROAD  TO  BAGDAD : 

A  Story  of  the  British  Expeditionary  Force 
in  Mesopotamia.     Illus.  by  Wal.  Paget.        6s. 

WITH  OUR  RUSSIAN  ALLIES: 

A  Tale  of  Cossack  Fighting'  in  the  Eastern 
Campaign.    Illus.  by  Wal.  Paget.  6s. 

WITH  JOFFRE  AT  VERDUN: 

A  Story  of  the  Western  Front.  3s.  6d. 

WITH  FRENCH  AT  THE  FRONT: 

Down  to  the  Battle  of  the  Aisne.  3s.  6d. 

UNDER  FRENCH'S  COMMAND: 

From  Neuve  Chapelle  to  Loos.  3s.  6d. 

Fleet-Surgeon  T.  T.  Jeans,  R.N. 
A  NAVAL  VENTURE: 

The    War    Story    of    an    Armoured    Cruiser. 
Illus.  by  Frank  Gillett,  R.I.  6s. 

Lieut-Commander  Taprell  Dorling,  R.N. 
THE  SECRET  SUBMARINE: 

A  Story  of  Fighting  by  Sea  and  Land.    Illus. 
by  0.  M.  Padday.  5s. 


Captain  Charles  Gilson. 
ACROSS  THE  CAMEROONS: 

A  MOTOR-SCOUT  IN  FLANDERS: 

Or,  Held  by  the  Enemy. 


3s. 


3s. 


Percy  F.  Westerman. 
THE  DISPATCH-RIDERS: 

The  Adventures  of  Two  British  Motor  <  de- 
lists with  the  Belgian  Army.  3s.  6d. 

ROUNDING  UP  THE  RAIDER: 

A  Naval  Story  of  the  Great  War.  3s. 


THE  FIGHT  FOR  CONSTANTINOPLE: 

A  Story  of  the  Gallipoli  Peninsula. 


3s. 


Other  Good  Books: 

Lieut.-Col.  Cyril  Field,  R.M.L.I. 
THE  BRITISH  ARMY  BOOK: 

By  Paul  Danby  and  Lieut.-Col.  Field.  Illus. 
bv  34  plates  in  colour  and  black-and-white. 

3s.  6d. 

THE  BRITISH  NAVY  BOOK: 

By  Lieut.-Col.  Field.  Illus.  from  Drawings 
by  C.  M.  Padday  and  others  and  from  Photo- 
graphs. 3s.  6d. 


TWO   NEW   EDITIONS   BROUGHT 
UP-TO-DATE 

MODERN  WEAPONS  OF  WAR: 

Bv  Land,  Sea,  and  Air.     Bv  Cyril  Hall. 

2s.  6d.  net. 

THE  MASTERY  OF  THE  AIR: 

A  Full  Account  of  Aviation,  Aeroplanes,  and 
Zeppelins.    By  William  J.  Claxton.  2s.  6d.  net. 


BLACKIE  &  SON,  Limited 


LONDON 


GLASGOW 


BOMBAY 


10 


83 


BOOKSELLER  AND  STATIONER 

III 


THE 


Autumn  and  C 
FANCY  STA 


OLLOWING 

HOUSE  OF 

V-^OPP,   VjLA  RK   V^O.,  limited 

WELLINGTON  AND  PORTLAND  STREETS 

I  be  able  to  buy  most  advantageously  and  will  have  the 
opportunity    of   purchasing   many  lines  for  profitable  selling  in  the 
ristmas  trading  season. 

Illllllll 
IONERY  SPECIALTIES,  ART  PRODUCTIONS, 

GAMES,  NOVELTIES,  CHRISTMAS   ACCESSORIES   and   an 

unexcelled  line  of 

PAPETERIES 

Hundreds  of  retailers  get  valuable  business-creating  ideas  and  buy 
money-making  goods  by  taking  advantage  of  this  most  beneficial  annual 

method  of  doing  their  buving  for  Holiday  Trade. 

* 

en  Will  You  Come  ? 

Write  us  without  delay,  giving  definite  date  of  your  coming,  and  we  will 
make  the  necessary  arrangements  to  give  you  the  very  best  of  attention 
and  service. 


IHECOPF.CURKCCUIMITED. 


• 


RONTO. 
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HOOKS  E L L  E R     A  N D     S  T  A  T I  0  N  E  R 


SELLING  DIRECT  FROM  FACTORIES" 


A.R  MacDougall  &  Ca 


IAROAVAC 


SUNDRIES 


TORONTO 


i 


DIXON'S 
SOVEREIGN 


The  5c.  Pencil  for  Canadian 
Dealers  TO  PUSH 

The  Leads 

have  a  perfect  balance  of 
smoothness,  strength  and  wear- 
ing quality. 

The  Wood 

is  the  softest,  straightest  grained, 
most  easily  cut  cedar  obtainable. 

Test 

The  Sovereign 

in  comparison  with  any  other 
five-cent  pencil  made.  Yon  will 
find  yon  can  sharpen  this  pen- 
cil with  any  machine  and  the 
lead  will  not  crumble,  or  break, 
providing  that  the  cutters  are 
sharp. 

Quality 

is  t  h  e  watchword  o  f  the 
JOSEPH  DIXON  CRUCIBLE 
CO.,  and  you  can  absolutely 
depend  on  the  Sovereign  which 
is  made  in  these  grades: 

Tipped— HB,  F  and  H. 
Untipped-B,HB,  F,  H  and  HH. 


The  CHICAGO 

Pencil  Sharpener 

Standard  Model,  $1.50 

Just  about  everybody  will  buy  a  depend- 
able   pencil   sharpener   at   the   right   price, 
and  the  Chicago  fills  the  bill. 
The     standard     model     sharpens     standard 
pencils. 

The  Chicago  Giant  sharpens  any  pencil  or 
crayon,  and  retails  at  $2. 

BOTH  SELL  READILY 


Improved  Superior 
.  Paper  Fasteners 

ACTUAL  5IZ£  MADE   BY  THE 

IDEAL  SPECIALTY  MFG  . 

CORPORATION 

NEW  YORK 


SEE  THOSE 
PRONGS  ? 


TRACE.  MARK 


Double  Prongs — Two  Piercing  Points  to  prevent 
paper   from   twisting. 

Improved  Swp<  rkir  Paper  Fasteners  have  closed 
prong  housings  which  protect  fingers  from  be- 
ing lacerated ;  this  is  not  so  with  the  open 
sleeve  kind. 

Recent  Improvements  (i.e.)  deeper  double 
prongs  and  prong  housings  and  the  new  cham- 
fered edges,  each  an  added  efficiency,  have 
made  the  Improved  Superior  Paper  Fasteners 
I'll  the  paper.  They  are  by  far  the  peer  of 
all  others. 


AT\        11  If  r\  11     f)       f%  I     •  •  .  Canadian  Representatives : 

.  K.  lVlacDOUgall  &  L0M  Limited,  266  king  st.  w.,    Toronto 
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HO OK  SELLER     AND     STATIONER 


TORONTO 


WHAT 

IS  YOUR 

OPINION 

WORTH  ? 


You  occupy  a  position  of  importance  in  the 
business  community. 

Your  opportunities  as  a  "guide  to  efficiency'' 
are  big.  The  average  man  is  so  busy  with 
matters  of  greater  import  that  he  gives 
little  thought  to  office  equipment. 

But  when  he  asks  for  an  inkstand  or  a  "lick- 
ing machine,"  express  your  opinion,  suggest 
and  show  the  Sengbusch  line. 

The  Sengbusch  Self-Closing  Inkstand  and 
the  Ideal  Sanitary  Moistener  make  friends 
wherever  (hey  go,  and  the  man  who  buys 
them  at  your  suggestion  will  appreciate  your 
practical   and   money-saving   "pointer." 

Get  our  folders,  cards,  etc.,  with  your  imprint 
on  them,  to  be  enclosed  with  your  mail. 

Our  10  days'  free  trial  offer  makes  sales— 
that  stick. 


You  can  have  a  Canadian 
illustrated  price  list  with 
your  imprint  and  other 
good  selling  helps. 


GoodiProfit 
for  the 
Dealer 


#  X  7UL-C0T  Waste  Baskets  are 
f  y  ft'ood  for  you  to  sell  because 
they're  good  for  your  customers  to 
buy.  Their  fine  appearance  attracts 
the  eye.  Their  evident  utility  ap- 
peals to  the  business  sense.  Their 
clean-cut  shape  and  attractive  colors 
appeal  to  the  sense  of  harmony. 
Their  sturdiness  denotes  wear  and 
service  —  a  direct  appeal  to  the 
thought  of  economy.  Then  there's 
the 

VUL-COT 

FIVE  YEAR  GUARANTEE 

to  you  and  your  customers.  If  they  fail 
to  make  good  that  rive-year  warranty,  we 
replace  them.  You  can  sell  them  and  keep 
getting  repeat  profit  from  Vul-Cots.  Big 
concerns  are  using  them.  They  like  them 
because  they  are  strong,  fire-resisting,  prac- 
tically indestructible,  because  they  won 't 
dent  or  rust,  won  't  lose  their  shape,  won  't 
catch  on  clothes  nor  mar  furniture.  Write 
for  dealer  proposition. 

Extensive  Advertising  in  leading  magazines 
creates   a   demand   that    helps    the   dealer. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  Toronto,  Ont. 
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Here's  Line  You  Can  Sell 


— A  sensible  article  that 
will  appeal  at  once  when 
you  show  it. 

Think  of  the  hundreds  of  office  workers  in  your  tOWH 
who  would  appreciate  the  comfort  and  the  advantages 
embodied  in  the 

NON-SHINE  CHAIR  PAD 

There  are  over  600,000  satisfied  users  in  the  l\S.. 
ample  evidence  surely  of  Non-Shine  Tad  popularity. 
Full  particulars  will  show  you  what  a  big  field  there 
is  in  Canada  to  push  the  sales  of  Non-Shine  Chair 
Pads.  Just  drop  us  a  card  to-day  and  we'll  show  you 
why  you  should  connect  up  with  this  seller.  Send 
it  right  now. 


NON-SHINE  PAD  COMPANY 


PHILADELPHIA,  PA. 


Office:   101-103-105-107  No.  Marshall  St. 


Factory  :    7039  Ridge  Avenue 


v\ 

YOU    CAN     NOW 

MADE  IN  CANADA 
«-.    PENCILS     ^ 

Manufactured    by 

The  Wm.  Cane  &?  Sons  Company,  Limited 

INLWMARKET,    Canada 


clLST 


^p 
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SS58^^^^ 
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•  CANE'S  «H«*    TAR  A     *  M 


i  um  mwiiy 


•  CANt'SSSSJ.S*    NELSON  MB 
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■  J.*,  "ton 
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Suggest  Cane's 

Canadian  Made 

Pencils  to  Your 

Customers. 


The  attractive  card  here  shown  will  help 
you  introduce  this  splendid  new  line  to 
your  trade. 

Cane's  Pencils  will  win  favor  because  of 
their  sterling  merit  and  because,  too,  of 
the  fact  that  they  arc  entirely  Canadian- 
made. 

You  can  test  out  your  trade  with  one  of 
our  sample  cards.     Then,  if  they   make 

g I,   and   you   wish   to   sell   them   right 

along,  we'll  make  arrangements  to  supply 
you  through  your  regular  channel. 

We  are  the  Pioneer  Canadian 
Manufacturers  of  Lead  Pencils 
for  Commercial,  Studio,  School, 
and  Advertising  Purposes. 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket,  Canada 
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SBTuSN^°NFATaHEFR MARCH,  1917 VOL.  XXXIII -No.  3 

A  Message  to  Advertisers 

IF  your  special  representative  could  always  be  on  hand  when 
the  dealer  wants  to  buy,  how  much  would  your  sales  increase? 

YOUR  ADVERTISEMENT  IN  THE 

ANNUAL  SPRING  NUMBER 

of  BOOKSELLER  &  STATIONER 

will  be  a  salesman  right  on  the  job  when  Canadian  dealers  in 
Books,  Stationery  and  Toys  are  placing  their  biggest  orders  of 
the  year  both  for 

School  Opening  (September)  and  for 
Autumn  and  Christmas  Trade 

This  issue  will  reach  practically  all  the  really  worth-while 
accounts  among  the  merchants  throughout  Canada  who  sell  Books, 
Stationery  and  Toys. 

Send  in  copy  by  March  20  for  your  adver-  Date  1917 

tisement.    No  increase  in  rates.  Full  page      i  ^    ,     „  ,  „,  ,, 

.  TT   i/-  *         ^  4.  Bookseller  and  Stationer, 

$35;  Half  page  $20;  Quarter  page  $12;      '  . 

r>-    1  ,1  +Q  I         14d  university  Ave.,  Toronto. 

highth  page  $8.  • 

Reserve  .  . page  space  in  vour 

Book  Your  Order  Now  j  Annual 8p££'j££ %£& {oi$ Copv 

Clip  this  coupon,  sign  and  return  it  now      I     ...  .         . 

.  .        .  .  .  ,  1  will  follow  to  reach  von  bv 

while  the  question  is  up  and  let  us  know  (Final  date  March  20) 

when   copy   for   your   advertisement   will  Name 

follow.  ,  Address  . 

15 


BOOKSELLER  AND  STATIONER 


CUT  OUT  THE  ADVERTISEMENT  BELOW 

PASTE  IN  ON  YOUR  WINDOW 

Direct  Special  Attention  to  a  Window  Display  of  Thisp Canadian-made  Loose 
Leaf  Line.     Dealers  Who  Have  Nol  Received  Particulars  Aboul  How  to  Make 
-  Such  a  Display  Highly  Effective,  Should  Write  to  Luckett  Loose  Leaf.  Limited, 
for  full  information. 


I 


1 


THIS  IS  THE  EfflS&G  MEMO  BOOK 

MADE  IN  CANADA  and  Made  Right 


Construction 

Morocco  Binding 
Leather  Lining 
Gold  Imprint 
Standard  Sizes 
Universal  Punching 

Best  Canadian 

Paper 
Accurate  Trimming- 
Careful  Ruling- 
Real  Leather  Index 


-<^pg- 


^^3 


-^2  5^ 


js-sa 


«pp^- 


Uses 

Pocket  Memo 
Desk  Cost  Book 
Appointment  Book 
Perpetual  Diaries 
Price  Books 
Address  Books 
Sermon  Books 
Shopping  Lists 
Pocket  Check 

Books 
Etc.,  Etc.,  Etc. 


RING  BOOKS 


iTERLI 


n(j 


Our  new  Diaries  are  good  for  any  year — they  are 
ideal  for  appointment  Books — Get  a  supply  NOW. 

We   Also  Make 

LEDGERS  POST  BINDERS 

Manufactured  by  a  Strictly  Canadian  Company. 

Luckett  Loose  Leaf,  Limited 

215-219   Victoria  Street       Dept.  S.       Toronto,   Ontario 


NOTE  BOOKS 


SLUCKETT-S      ^-» 
terlinG 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THEEATON-DIKEMAN  COMPANY,  Lee, Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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IMPERIAL  RACKS 


The  Very 
Best 


Never  Wear 
Out 
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No.  1— This  useful  Rack  holds 
from  twenty  to  forty  maga- 
zines or  books — every  one  in 
plain  view.    Price  $2.15. 

No.  2— A  handy  Rack 
for  newspapers,  etc. 
35  cents. 

No.  3 — This  Rack  is  essentia 
for  larger  publications,  like 
Ladies'  Home  Journal,  Sat- 
urday Evening  Post,  Illus- 
trated London  News,  etc. 
Price,  20  cents. 

Imperial  Racks  sell  more  books 
and  magazines  —  for  display 
they  are  essential. 


COUNTER  RACK,  $1.50 


No.  4 — -For  posts,  window 
corners,  etc.  Can  be  made 
to  hold  from  ten  to  thirty 
magazines  or  books.  It  dis- 
plays them  all.     Price  $1.10. 

No.  5— This  is  THE  Rack  — 
holds  from  thirty  to  sixty 
books  or  magazines  —  a 
silent-salesman  that  is  busy 
selling  all  the  time.  Price, 
$2.85. 

Imperial  Racks  are  scientifi- 
cally made — they  look  well  and 
easily  earn  their  cost  monthly. 


IMPERIAL  NEWS  COMPANY,  LIMITED 

TORONTO  MONTREAL  WINNIPEG 
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Valentines  Series 

_  POST  <m&!2^  CARDS  _ 


^THROUGHPUT, 


)RtP 


Introducing  some  of  the  lines  Our  Travelers  are  showing. 

You  will  be  given  an  early  opportunity  of  seeing 

them.     WHY  NOT  WAIT  ? 


Gibson  Art  Line 

Christmas  and  New 
Year  Booklets,  Tags, 
Seals,    Post   Cards. 


THE 


Boston  Line 


OF 


Greeting  Cards  for  Christ- 
mas and  New  Year's 


THE 

WHITNEY 

LINE 

Of  Correspondence  Cards,  Greeting 

Cards  and  Folders. 

Place  Cards  Post  Cards 


The    Classic   Series 

OF 

CHRISTMAS  BOOKLETS 

A  Large  and  High-class 
English  Line 


DEAN'S 

RAG 
BOOKS 


THE  CANADIAN 
SERIES 

OF 

Real    Photo     Local     View 

Christmas  Booklets. 

A  10  cent  Line 


THE 

Gabriel  Line 

CHILDREN'S 
PICTURE  BOOKS 

The  Leading  Line  on  the  Market 


Milton  Bradley  Go's. 

GAMES 

AND 

HOME 

AMUSEMENTS 


ROTARY 
COLORED 
REAL  PHOTO 
POST  CARDS 


DONOHUE'S 

BOOKS  FOR  CHILDREN 

Juveniles  and 

The  Winston  Line 

of  Juveniles. 


THE 

Embossing  Co's. 


BLOCKS 
DOMIXOES 
CHECKERS 
and  CHESS 


TBE  U.S.  PLAYING  CARD  CO'S. 

Bicycle 
Congress 

and  other 

PLAYING  CARDS 

Made  in  Their  Canadian  Factory 


POST  CARDS 


FOR  EVERY  SEASON 
The  Most  Complete  Range  we  have  ever  shown. 


Valentine  &  Sons  United  Publishing  Co.,  Limited 

MONTREAL  TORONTO  WINNIPEG 
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GETTING 
TOGETHER 


-  I- 
by  HAY 

-N- 


**/!     "* • 


IS  NOW  READY 

This  book  is  going  to  be  one  of  the  best 
selling  books  of  the  spring.  Thousands 
of  people  have  read  his  "The  First  Hun- 
dred Thousand,"  Thousands  more  have 
heard  him  lecture.  The  subject  he  deals 
with  is  of  supreme  interest  at  the  present 
time.  And  the  price  of  the  book  is  only  50c. 

Coming  This  Month: 

THE  ROAD  TO  UNDERSTANDING 

By  ELEANOR  H.    PORTER 

The  author  of  "Just  David''  and  "Pollyanna"  has  created  two  of  the  most  famous  child  characters 
in  fiction.  In  "The  Road  to  Understanding"  she  shows  equal  insight  into  the  hearts  of  children 
of  a  larger  growth. 

"A  good  love  story"  is  a  phrase  often  abused,  but  it  fits  "The  Road  to  Understanding"  perfectly. 

Illustrated  in  color  by  Mar;/  G.  Blumenschein.     $1.40.     (March  24.) 


An  Idea  for  Mother's  Day 


Feature  the  New  Book  Coming-  in  April,  Entitled 


TO  MOTHER 


An  Anthology  of  Mother  Verse,  with  an  introduction   by  Kate  Douglas  Wiggin. 
with  a  copy  of  Whistler's  famous  picture    of    his    mother  as  the  frontispiece. 

BOXED,  $1.00 


OBSTACLES  TO  PEACE,  by  S.  S.  McClure.  This 
great  book  presents  both  the  material  and  spir- 
itual obstacles  to  peace,  with  analyses  in  the  light 
of  first-hand  information  from  responsible  sources. 
Now  ready,  $2.00. 

THE  WAY  OF  THE  WIND,  by  Eugenia  Brooks  Foth- 
eringham.  A  fine  novel  of  New  England  life  and 
.character.     Now  ready,  $1.40. 

OUT  WHERE  THE  WEST  BEGINS,  by  Arthur  Chap- 
man. People  who  so  enjoy  the  writings  of  Robert 
W.  Service  and  the  poems  of  Bret  Harte  will  wel- 
come this  book.     Now  ready,  $1.25. 

AMBULANCE  NO.  10.  The  reading  of  this  notable 
War  Book  is  recommended  by  Ian  Hay  in  his  new 
book,  "Getting  Together."    $1.00. 


JERRY,  by  Arthur  Stanwood  Pier.  A  story  of  a  young 
American  of  the  best  type.     Now  ready,  $1.50. 

THE  PHOENIX,  by  Constance  M.  Warren.  A  most 
readable  society  novel  with  the  scene  laid  in  Bos- 
ton.    Now  ready,  $1.40. 

THE  TRIFLERS,  by  Frederick  Orin  Bartlett.  The 
story  of  an  American  heiress,  besieged  by  suitors, 
who  wants  to  see  the  world  without  let  or  hind- 
rance.    Coming  this  month,  $1.40. 

LINES  LONG  AND  SHORT,  by  Henry  B.  Fuller.  This 
book  is  in  essence  a  collection  of  short  stories  in 
verse,  done  with  a  satiric  edge.     Now  ready,  $1.25. 


THOMAS  ALLEN,  Publisher 

215-219  VICTORIA   STREET,   TORONTO 
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the  sprightliest,  most  laugh-provoking  fellow, 
publishers  and  booksellers  have  met  in  many 
a  day,    has   just  made  his   bow  to   the  public. 

The    author    is    that    inimitable    humorist, 
PELHAM   GRENVILLE  WODEHOUSE 

AUTHOR  OF  "  UNEASY  MONEY",  Etc. 

His  is  a  story  by  a  real  humorist — a  genuinely  funny  farce,  alive  with 
excitement,  sentiment,  humor  and  mystery. 

Piccadilly  Jim  is  going  to  create  a  stir  and  a  big  one  among  book- 
buyers;  for  Wodehouse  has  produced  a  seller,  worth  plenty  of 
attractive  advertising,  and  we've  planned  a  lot  of  it. 

Illustrated  in  colors  by  May  Wilson  Preston.    $1.40  net. 

McClelland,  goodchild  &  stewart 


266   KING   STREET  WEST,   TORONTO,   CANADA 


LIMITED 


NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big 
sellers  with  Canadian  Lovers  of  Nature.  There 
are  24  designs  in  the  series  reproduced  in  our 
color  process  work.  "Best  Wishes,"  "Season's 
Greetings"  and  "Verses"  in  gold.  The  Birds  re- 
produced in  their  natural  colors  of  plumage.  These 
Cards  assorted  24  designs  to  a  hundred,  packed 
in  cartons  for  60c.  per  100,  or  $5  per  M.  assorted. 
Should  you  prefer  to  see  a  sample  set  before  buy- 
ing, forward  25c.  in  stamps  and  the  set  of  24  sub- 
jects complete  will  be  mailed  promptly.  Big 
orders  already  placed  by  largest  houses  in  United 
States  and  Canada. 

We  also  specialize  in  Local  Views  of  One   Thousand 
per  subject  and  up.     Correspondence  solicited. 

GILBERT  POST  CARD  COMPANY 

309   RIVER   STREET,  CHICAGO,    ILL. 


You'll  make  good 
profits  selling 

American  Toy 
Marbles 

The    Christensen    Line  " 


Hero's  a  neat  line  of  Beauti- 
fully  Colored,   Perfectly  Finished 

toy  marbles  that  will  make  a  hit 
"iiii  every  wide-awake  youngster 

in  your  community.  Made  in 
nine  sizes,  in  eight  attractive 
colors.  National  Onyx  (four 
colors)  Royal  Blue.  American 
Cornelian,  Persian.  Turquoise 
and   Oriental  Jade. 

We  also  make  Ballot  Balls.  Crys- 
tal Glass  Castor  Balls,  Glass 
Balls  for  Pump  Valves,  'Litho- 
graphic Use,  etc. 

May  we  send  you  our  free  cata- 
log and   price  list? 


The 

ML  F.  Christensen  &  Son  Co. 

Akron,   Ohio 
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Musson's  Popular  60c.  Reprints 


KNOf 


THE 

TEMPLE  OF  DAWN 

Byl-A-R  WVUE 


1!)17  prices,  based  on  1916  cost.  Our  preparedness  is  your 
gain.  Dodge  the  exorbitant  prices  of  other  publishers. 
and  ORDER  TO-DAY  at  the  inside  price. 

Present  Prices  are :    37c  in  small  quantities 
36c  in  hundred  lots         35c  in  thousand  lots 

Order  Now,  Prices  Will  Advance  Later 

1.  Alone  in  the  Wildernes§    Joseph    Knowles 

2.  Captivating   Mary   Carstairs    Henry    Sj'dnor   Harrison 

3.  Beltane    the    Smith     Jeffrey    Farnol 

4.  Rich     Mrs.    Burgoyne     Kathleen    Norris 

5.  Behind  the  Scenes  at  the  Court  of  Vienna.  .  Weinilel   &  Sergeant 

6.  The  Adventures  of    Sherlock    Holmes    Conan    Doyle 

7.  The    Secret    Service    Submarine    Guy    Tliorne 

H.  Virginia     Ellen    Glasgow 

ft.  Counsel    for    the    Defence    LeRoy    Scott 

10.  Blue    Water    Frederick    Win.    Wallace 

11.  The  Place  Beyond  the   Winds    Harriet   T.    C&instock 

12.  In    Pastures    New    George   Ade 

13.  The  Competitive  Nephew    Montague   Glass 

14.  The    Golden    Silence    The  Williamsons 

15.  My    Friend    the    Chauffeur    " 

16.  The  Motor  Maid    " 

17.  Port    of    Adventure    " 

18.  Set    in    Silver    "  " 

19.  A    Soldier    of    the   Legion    ' 

20.  Secret    History     " 

21.  The  Albert  Gate  Mystery    Louis    Tracy 

22  The    Main    Trail    Henry   Oyen 

23.  At   the   Sign   of  the   Sword    William    Le    Queux 
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25.  The    Amateur     Charles   G.    Norris 

2fi.  The   Least    Resistance    Kate   L.   McLaurin 

27.  The  Eagle  of  the  Empire    Cyrus  Town  send  Brady 

28.  The    Temple   of    Dawn    I.    A.    R.    Wy lie 

29.  Kings,    Queens   and    Pawns    Mary    Roberts    Rineli.iit 

30.  The  Happy  Irish    Haloid   Begbie 

31.  The   Thirty-nine    Steps    John    Buchan 

32.  You    Never   Know   Your   Luck    Gilbert   Parker 

33.  Boon     Introduction  by  H.  G.  Wells 

34  The   Adventures   of   Dr.    Witty    George  A.   Birmingham 

35.  Minnie's    Bishop     

36.  Gossamer     " 

37.  The   Seething  Pot,  2 . .    

38.  General  John  Regan    " 

39.  Spanish     Gold     "  " 

40.  Lalage's    Lovers    

41.  The    Search    Party    

42.  The  Simpkin's  Plot    

43.  The  Major's  Niece    

44.  Pris«illa's    Spies    

45.  The    Red    Hand    of    Ulster    .' "  " 
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47.  Hyacinth     
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Editorial  Chronicle  and  Comment 


SELLING  GIFT  NOVELTIES 

Ol'i;  readers  will  have  observed  that  we  are  giving 
prominence  this  year  to  Gift  Novelties  as  con- 
stituting a  line  of  merchandise  by  means  of  which 
retail  stationers  can  add  materially  to  their  volume 
of  business  and  net  profits.  While  this  is  a  particu- 
larly good  line  for  Christinas  selling  it  must  not  he 
thought  that  it  is  not  a  ready-selling  line  for.  year- 
round  selling  for  most  of  the  items  are  of  a  nature 
that  will  sell  to  people  for,  their  own  satisfaction  as 
well  as  for  presentation  purposes.  There  is  an  in- 
finite variety  of  suitable  goods  from  which  to  select 
Mich  a  stock  including  articles  for  young  people,  old 
people  and  children.  Careful  selection,  and  follow- 
ing that,  effective  display  of  the  goods  will  ensure 
steady  selling  throughout  the  year  with  a  "land 
office''  business  at  Christmas  time.  We  would  urge 
the  retail  stationers  throughout  Canada  to  look  into 
this  question  very  thoroughly.  The  result,  we  are 
satisfied,  will  be  that  they  will  take  up  the  sale  of 
these  on  as  extensive  a  plan  as  that  which  distin- 
guishes some  of  the  more  prominent  classes  of  goods 
now  freelv  sold  in  their  store. 


.1  BOOKSELLING  SUGGESTION 

THE  following  editorial  from  a  recent  issue  of 
The  Saturday  Evening  Post,  is  good  enough  for 
a,  bookseller  to  reproduce  in  leaflet  form  as  a  mail 
enclosure  and  for  effective  distribution  by  other 
means.  As  the  member  of  one  of  the  big  wholesale 
houses  said  in  referring  to  this  editorial:  "It's  the 
most  comfortable  position  of  the  pleasures  of  book 
reading  that  I've  seen  for  a  long  time.  It  just  makes 
you  hungry  for  all  the  things  named.  Especially 
the  book." 

The  retail  bookseller  can  promote  many  sales  and 
get  more  people  into  the  book-reading  habit  by  doing 
missionary  work  of  this  sort.  He  can  tell  people  they 
have  all  the  essentials  for  comfort  in  their  homes  but 
"the  book's  the  thing"  and  that's  where  the  book- 
seller should  come  in  with  suggestions  of  volumes 
most  likely  to  give  pleasure  to  the  particular  person 
who  happens  to  be  the  prospective  customer : 

"Below  are  the  rules  for  playing  the  greatest  in- 
door game  ever  invented.     Persons  of  either  sex  and 


of  any  age  from  six  to  ninety  may  engage  in  it  with 
slight  variations.  It  may  be  played  at  any  hour 
of  the  day  and  at  any  season  of  the  year;  but  it  is 
especially  appropriate  for  cold  and  stormy  winter 
evenings." 

"The  player  first  remove-  hi.-  -hoes  and  puts  on 
a  pair  of  loose  slippers.  He  then  places  a  comfort- 
able chair  two  feet  and  eight  inches  due  south  of  a 
good  lamp.  Next — if  a  gentleman — he  places  a  foot- 
stool or  -mailer  chair  two  feet  and  three  inches  due 
east  of  the  first  chair.  He  then  places  himself  in 
the  larger  chair  and  elevates  his  feet  to  the  smaller 
one — or  the  footstool,  as  the  ease  may  be.  His  next 
move — if  a  gentleman — is  to  fill  a  good  briar  pipe 
with  prime  tobacco,  apply  a  match,  and  draw  in  his 
breath  with  a  prolonged,  unhasty  action.  He  then 
takes  up  a  good  book,  settles  himself  in  the  chair,  and 
informs  whatever  members  of  his  household  that  may 
be  present  that  anybody  who  speaks  to  him  or  other- 
wise disturbs  him  before  eleven  o'clock  will  be  hit 
Over  the  bean.  Lady  players  and  children  should 
vary  the  above  rules  in  detail,  according  to  taste  and 
the  dictates  of  their  elders.  The  joy  of  this  game  will 
be  sensibly  enhanced  by  a  nice  open-grate  fire,  located 
anywhere  from  ten  to  fifteen  feet  northwest  of  the 
player. 

"For  cold  winter  evenings  this  game — measured 
by  the  yield  of  solid  satisfaction  in  proportion  to  the 
outlay  of  money  and  effort  involved — beats  any  other 
pastime  ever  invented  by  man.  If  you  are  not  al- 
ready addicted  to  it  get  the  habit  this  winter." 


WE  WANT  YOUR  HELP 

BOOKSELLER  AND  STATIONER  would  like  to 
get  ALL  the  news  of  the  trade.  To  do  this  one 
Hundred  per  cent,  co-operation  on  the  part  of  the 
retailers  is  required.  Whether  it  is  a  trade  item,  an 
improvement,  a  good  window  display,  a  change  in 
ownership  or  partnership  or  anything  in  the  way  of 
news  of  interest,  pertaining  to  the  book,  stationery 
and  associated  trades,  we  want  that  news  and  will 
gladly  publish  it.  The  individual  retailer  should  see 
to  it  that  his  particular  district  is  adequately  repre- 
sented in  the  news  columns  of  the  trade  paper.  The 
familiar  "do  it  now"  appeal  applies  here  also.  "This 
Means  You." 


23 


- 


NEWS  OF  THE  TRADE 
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D.  Campbell,  who  was  binned  out  in  the  fire  which 
destroyed  the  Scott-Bathgate  Building,  Winnipeg,  has 
moved  to  new  premises  on  Bannatyne  Avenue. 

S.  S.  Glass,  formerly  with  Small,  Maynard  &  Co.,  of 
Boston,  is  now  manager  of  the  book  sales  department  of 
the  Automobile  Blue  Book  Publishing  Co.  Mr.  Glass  was 
in  Toronto  last  month  in  connection  with  the  placing  of 
the  Canadian  sales  agency  with  McClelland,  Goodchild  & 
Stewart. 

Fire  did  considerable  damage  to  the  stock  of  the  Art 
Metropole,  Toronto,  on  Feb.  17.  The  loss  was  covered  by 
insurance. 


FIRE  IN  MONCTON,  N.B. 

In  a  fire  which  destroyed  the  Mintu  Hotel,  Moncton, 
X.B.,  on  February  (i.  Mis.-,  Hattie  Tweedie,  bookseller  and 
stationer,  had  a  narrow  escape  personally  and  as  regards 
her  bookstore  which  is  in  the  building  which  adjoined  the 
hotel.  Forunately  the  good  work  of  the  firemen  kept  the 
flames  from  spreading  and  the  damage  to  Miss  Tweedie 's 
store  was  restricted  to  that  caused  by  smoke  and  the  loss 
is  covered  by  insurance. 

Miss  Tweedie  was  a  guest  at  the  Minto  House  and 
lost  all  her  personal  effects  with  but  slight  insurance  eov- 
ering-  this  loss. 


If  the  Paper  Shortage  Continues   "Lemea  ,„  Sr.[pmspoit-j)isparcfi: 


Miss  Thompson,  manager  of  the  book  department  of 
the  Hudson's  Bay  Company's  Calgary  store,  and  G. 
Sew  ell,  of  the  same  concern's  store  in  Vancouver,  were 
in  Toronto  on  a  buying  trip  in  February. 

PENCIL  SHARPENERS 

In  reply  to  an  enquiry  as  to  firms  manufacturing  sharp- 
eners, the  following  list  is  submitted: — 

Automatic  Pencil  Sharpener  Co.,  Chicago;  Boston 
Specialty  Company,  2(51  Broadway,  New  York;  F.  H. 
Cook  Company,  Leominster,  Mass.;  New  Era  Manufactur- 
ing Company,  450  Fourth  avenue,  New  York;  A.  B.  Dick 
Company,  736  West  Jackson  boulevard,  Chicago,  111.; 
Searight  Manufacturing  Company,  143  Columbia  street, 
Detroit,  Mich.;  Specialty  Manufacturing  Company,  De- 
catur, 111.;  F.  S.  Webster  Company,  Boston,  Mass.;  Whit- 
acre-Gochert  Company,  Rockford,  Til.;  Traut  &  Heine, 
New    Britain,  Conn. 


II.  G.  Stanton,  vice-president  and  general  manager. 
R.  S.  Williams  &  Sons,  Co.,  Ltd.,  Toronto,  was  elected  to 
the  1917  Council  of  the  Toronto  Board  of  Trade. 

COULD  NOT  RESIST  ADS. 

Fred.  W.  Warren,  Trail,  B.C.,  who  has  for  many  years 
been  in  the  retail  book  and  stationery  business  is  retiring. 
In  a  letter  just  received  from  him  he  says: — 

''Kindly  erase  by  name  from  your  list,  as  I  am  going 
out  of  Retail  Stationery  business  and  I  find  it  so  much 
easier  to  resist  buying,  if  I  do  not  read  the  '"ads."  in 
your  paper. 

1  have  been  a  subscriber  now  for  about  twenty-five 
years,  and  have  found  the  Bookseller  and  Stationer  of  a 
great  deal  of  service  to  me,  especially  as  to  new  fiction, 
and  1  would  advise  every  person  in  the  'profess'  to  be  a 
subscriber  and  a  careful  reader. 

Wishing  vou  every  success  in  the  future." 

Yours  truly.  F.  W.  WARREN. 
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Business  Systems 


TAKING  THE  OFFICE  ALONG 

A  PLAN  by  which  a  traveling  man  may  have  all  the 
conveniences  of  Ins  office,  even  while  he  is  "on  the 
road,"  is  described  under  the  above  heading-  in 
System.  Correspondence  and  other  routine  duties  have  no 
chance  to  accumulate,  for  they  are  handled  as  they  come 
up.  All  the  facilities  are  ready  to  hand  in  the  "office 
trunk"  which  this  man  has  had  specially  built  for  him, 
says  the  magazine  just  named : 

"The    following   is   a   list   of  the   articles   the   trunk    is 
designed  to  hold  : 


The  Officp  He  Takes  in  His  Trunk 

(Courtesy  of  System) 


1  typewriter. 

1  portfolio  with  all  sample  forms  and  bulletins  required 
for  presenting  the  product  to  any  prospect. 

1  four-drawer  steel  card-index  (three  by  five)  for  pros- 
pects and  users.     Capacity  about  four  thousand  cards. 

4  pocket  rating-books. 

1  complete  sample  machine. 

2  sample  drawers. 

1  house  organ  binder  with,  house  organs. 
1  sales  and  commission  ledger. 
1  letter  portfolio  for  correspondence. 
Several  sales  manuals  and  bulletin-books 
Advertising  and  stationery. 

"The  trunk  is  made  of  three-ply  veneer  covered  inside 
and  out  with  fibre  and  strongly  reinforced  with  iron  cor- 


ners and  small  angles.  The  partitions  arc  made  of  veneer 
and  covered  with  thin  brass  at  the  front.  The  dimensions 
are  twenty-four  inches  by  twenty  inches  by  eighteen  in- 
ches. The  weight,  empty,  is  about  eighty  pounds;  filled  to 
capacity,  about  one  hundred  and  seventy  pounds." 

The  principal  advantages  of  the  trunk,  says  a  user, 
are : 

"1.  I  have  complete  office  facilities  with  me  at  all  times. 

"2.  My  prospect  files  are  always  up  to  date  and  I  have 
all  my  correspondence  records  with  me  wherever  I  go. 

"3.  I  can  keep  up  my  records  while  on  the  road  when 
time  is  heavy  on  my  hands. 

"4.  1  have  all  facilities  for  handling  any  sale  that  may 
arise.  " 

RUBBER  STAMPS 

Rubber  stamps  are  now  being  recognized  by  most  sta- 
tioners as  a  necessary  part  of  the  office  supply  business, 
And  they  are  accordingly  giving  more  attention  to  the 
line  and  using  it  to  assist  in  increasing  their  profits  in 
place  of  handling  it  just  as  the  accommodation  to  their 
customers. 

Reports  received  from  the  list  of  questions  sent  out 
by  the  special  committee  of  the  National  Association  of 
Stationers  of  the  United  States,  indicate  that  far  more 
harmony  now  exists  between  the  rubber  stamp  manufac- 
turers and  stationers  than  ever  before— no  doubt  brought 
about  through  a  better  understanding  between  them. 

This  committee  believes  from  reports  received  that 
there  is  a  universal  desire  on  the  part  of  the  stationers  to 
conform  to  any  scale  of  prices  that  may  be  adopted  by  the 
International  Stamp  Manufacturers'  Association,  and  will 
aid  in  every  reasonable  manner  to  assist  in  maintaining 
such  schedule  of  prices. 

"MOVIE"  RECORD  BOOK 

In  any  town  or  city  where  there  are  motion  picture 
iheitres  the  stationer  should  be  able  to  find  a  sale  for  the 
new  Motion  Picture  Record  which  the  Boorum  &  Pease 
Co.,  New  York,  have  placed  on  the  market. 

In  this  book  space  is  provided  for  recording  the  details 
of  receipts  and  disbursements,  and  also  listing  the  various 
attractions  shown,  making  it  .a  time-saving  and  valuable 
record  book  for  the  theatre  manager.  The  book  is  so  ar- 
ranged that  there  is  a  separate  page  for  each  week  and  a 
summary  for  each  month,  as  well  as  a  general  summary 
for  the  year.  When  these  records  are  kept  up  the  book 
becomes  a  complete  record  for  one  year's  business,  very 
valuable  for  reference. 

This  book  is  made  in  only  one  size,  ll1/^  x  14%  inches. 
It  has  back  and  corners  of  red  Fabri-hide  and  black  cloth 
sides.  Pages  of  Manhattan  ledger  paper  and  the  title  of 
the  book  is  stamped  in  gold  on  the  front  cover.  It  is  made 
in  only  one  thickness — 80  pages — and  retails  for  $2.75  in 
the  U.  S. 
25 


Post  Cards >rt#f  rards 

Jt^Siy-£ko/;rpf>tiny  „.,    Calendars 

i*LvV!i  arifl  Gift-Novelties 


Selling  Pictures 


Writer  in  a  Picture  Trade  Journal  Deals  With 
Business  as  a  Side  Line  for  Stationers 


This 


ON    the    subject    of   increasing   sales    of   pictures   in 
stationery  stores,  Henry  Lloyd  contributed  an  inter- 
esting   article    to    "The    Picture    and    Art    Trade 
.Journal."     After  remarking  that   it   is   usually  in  towns 
and    smaller   cities    where    stationers    are    art    dealers,    lie 
said : — 

"This   usually   applies   only  in   the   towns   and   smaller' 
cities,  but  it  is  sometimes  successful  in  large  cities. 

This  department  should  have  special  floor  and  wall 
space,  but  not  special  window  space.  Pictures  are  very 
artistically  shown  in  windows  along  with  a  few  choice 
books,  special  lines  of  fine  stationery,  etc.  (but  never 
too  much  of  anything),  and  make  about  as  attractive  a 
window  as  we  would  wish  to  see,  and  there  is  no  better 
increaser  of  sales  than  a  good  window. 

It  is  better  always  to  employ  a  framer,  in  a  business 
where  small  articles  are  sold  such  as  books  or  stationery. 
The  framer  in  some  cases  can  do  the  selling,  but  it  is  more 
satisfactory  for  the  proprietor  and  sales  clerks  to  attend 
to  that  part,  and  the  framer  only  attend  to  the  practical 
end. 

Now  the  question  arises  again:  "How  to  Increase 
Sales,"  and  I  will  deal  as  briefly  as  possible  with  these 
other  ways. 

First.  The  schools.  All  teachers  like  in  their  rooms 
good  pictures  suitable  to  the  lessons  they  teach.  It  is  a 
good  idea  to  get  in  touch  with  principals,  and  as  many  as 
possible  of  the  other  teachers,  and  have  them  arrange  for 
the  children  to  give  concerts  or  any  of  the  other  many 
ways  schools  have  for  raisins'  money  for  the  buying  of 
pictures;  then  have  a  good  picture  house  hold  an  exhibi- 
tion, either  at  your  store  or  the  school;  make  a  commis- 
sion on  the  pictures,  and  get  the  framing.  Now  this  is  not 
only  a  direct  profitable  sale,  but  a  large  one,  and  is  one 
of  the  best  means  of  getting  indirect  sales.  Suitable  pic-' 
tures,  properly  framed,  will  not  only  bring  you  before  the 
teachers  (who  are  usually  picture  lovers),  but  before  the 
parents  as  well,  as  the  scholars  will  talk  at  home  about 
the  pictures,  and  who  framed  them;  that  is,  if  you  have 
kept  yourself  and  your  name  before  them. 

Second.  Employ  reliable  canvassers  (and  they  must 
be  reliable),  and  if  the  right  men  are  employed  they  can 
do  wonders.  I  have  known  dealers  in  out-of-the-way  dis- 
tricts to  do  a  large  and  profitable  business  in  their  "out- 
of-the-way,"  "cheap  rent"  stores,  and  have  seen  them 
get  so  well  known  that  after  a  few  years  they  have  dis- 
continued canvassing,  and  still  kept  their  successful  busi- 
ness. (Many  dealers  consider  this  like  the  medical  man's 
advertising — unprofessional;  but  why  should  they?) 

Third.      Another  help  is   prompt   deliveries,   with   kept 


promises.     If  you  cannot  deliever  as  promised  it  is  often 
better   to   refuse   a   sale.      So   many   art    stores   regularly 
disappoint.     Keep  your  promises.     It  is  one  of  the  best, 
if  not  the  very  best  way  of  increasing  sales. 
This  cannot  be  impressed  too  strongly. 


Indian  Goods  Profitable  Line 

Some  Good  Suggestions    for    an    Effective  Window- 
Display  to  Boost  Sales 

FOR  retailers  in  the  West  and  in  any  part  of  Canada, 
for  that  matter,  an  occasional  window  of  Indian 
goods  will  be  found  a  good  business-bringer.  This  is 
a  line  that  is  not  sufficiently  featured  in  book  and  sta- 
tionery stores.  These  merchants  visiting  the  larger  cities 
cannot  fail  to  observe  the  stores  that  deal  almost  exclu- 
sively in  goods  of  this  nature  and  also  that  their  windows 
are  extraordinarily  attractive.  It  is  surprising  that  more 
stationers  have  not  appreciated  the  advantages  of  handling 
goods  of  this  nature. 

Here  is  a  suggestion  for  a  window  display,  try  it  out. 

Plan  an  Indian  camp  scene,  introducing  a  tiny  lake, 
with  trees  in  the  background.  On  the  lake  show  small 
birch-bark  canoes,  with,  miniature  Indians  standing  up- 
right in  them.  This  will  also  serve  to  show  toy  paddles. 
Papoose  dolls  niay  be  attached  to  the  lower  branches  of 
the  trees  and  tethered  to  the  trees  show  toy  ponies.  On 
the  margin  of  the  lake,  show  papier  mache  storks  of  the 
sort  that  are  much  used  for  table  decoration.  In  different 
parts  of  the  camp  show  Indians  and  squaws.  These  dolls 
in  their  variegated  attire  will  add  a  life-effect  to  the 
display. 

Demington  pictures  of  Indian  life  may  be  introduced 
but  it  would  be  better  to  have  these  shown  in  a  second 
window  along  with  leather  cushions  and  cushion  tops, 
leather  pennants,  articles  of  bead  work,  Indian  pottery, 
skookum  character  dolls,  etc. 

A  window  card  prominently  displayed  should  have 
some  such  wording  as  this: — 


TAKE    HOME    A     WARRIOR,    SQUAW. 

OR 

PAPOOSE 

AS  A  SOUVENIR 

FULL      LINE      OF 

INDIAN         GOODS 

INSIDE 

Those  stationers  who  have  not  as  yet  taken  up  the  sale 
of  these  goods  would  do  well  to  add  this  line  and  the  fore- 
going window  display  suggestions  will  be  a  good  way  to 
introduce  the  new  department. 
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A  Good  Plan  to  Increase  Your  1917  Trade 

Some  Further  Suggestions  About  Selling  Gift  Novelties  and  How  They  Help  to  Tone  Up 

a  Retail  Store. 


GIFT  simp  novelties  constitute  a  line  which  provides 
great  scope  for  retail  booksellers  and  stationers  to 
increase  trade  and  at  the  same  time  raise  the  aver- 
age ratio  of  profit  on  the  year's  turn-over  because  these 
-oods  carry  a  higher  percentage  of  profit  than  staple  lines. 

BOOKSELLER  AND  STATIONER  will  continue  to 
feature  these  goods  editorially,  and  it  is  hoped  that  with- 
in a  month  nr  twn  examples  will  lie  afforded  of  success  in 
this  line  attending  the  efforts  of  dealers  acting  on  these 
suggestions  put  forward  by  BOOKSELLER  AND  STA- 
TIONER. 

Specialties  of  the  variety  coming  within  the  scope  of 
these  gift  shop  goods  are  largely  the  outgrowth  of  the 
demand  originally  filled  by  the  Christmas  card  or  perhaps 
it  would  be  better  to  credit  the  originators  of  the  Christ- 
mas card  with  developing  an  entirely  new  market.  Easter 
cards,  birthday  cards,  etc.,  followed  the  introduction  of 
the  Christmas  card..  Then  came  Christmas  booklets,  art 
calendars,  until  to-day  the  recital  of  the  many  gift  speci- 
alties that  have  been  added  would  fill  pages  of  this 
journal. 

In  considering  more  particularly  the  gift  novelties, 
aside  from  the  art  productions  of  the  greeting  card  type 
or  very  closely  associated  with  them,  these  divide  them- 
selves into  two  general  classes — articles  of  the  utilitarian 
type  and  those  which  appeal  purely  for  their  beauty  or 
decorative  effect  as  an  ornament  as  well  as  those  introduc- 
ing a  certain  element  of  humor  of  which  the  "Billiken" 
was  a  good  example. 

A  gift  novelty  department  stimulates  curiosity.  It 
brightens  up  a  shop  and  draws  crowds.  Naturally  the  in- 
creased number  of  customers  thus  attracted  is  beneficial 
to  the  merchant  not  only  because  of  the  extra  business 
thus  done  in  selling  these  gift  specialties  but  because  it 
leads  to  more  sales  of  the  general  lines  stocked  in  the 
store.  Thus  for  example  a  customer  attracted  into  the 
store  to  buy  some  decided  novelty  shown  in  the  window 
will  be  reminded  by  seeing  boxed  stationery,  that  she 
needs  some  correspondence  paper;  or  the  tactful  introduc- 
tion of  some  other  items  by  the  clerk,  as  for  instance,  the 
latest  novels,  will  in  many  cases  result  in  extra  sales  that 
would  not  otherwise  be  made. 

This  is  a  subject  which  should  have  the  immediate  at- 
tention of  the  book  and  stationery  merchants  of  Canada. 
The  time  to  act  is  NOW.  Use  this  means  to  materially 
build  up  your  business  in  this  year  1917. 

.    m 

FEATURING  WEDDING  GIFTS 

A  RETAIL  stationery  concern,  Oakland,  California, 
decided  to  feature  wedding  gifts  and  the  initial  win- 
dow display  of  these  goods  had  for  its  background, 
dark  green  cloth  and  a  series  of  rolls  of  white  glazed 
paper  set  on  end  like  the  pipes  of  an  organ.  In  the  centre 
of  the  window  was  arranged  an  altar  of  white  crepe  paper. 
Leading  up  to  the  altar  was  a  series  of  steps  surmounted 
by  a  pair  of  tall  gold  candlesticks  and  wax  candles  and 
ivory  backed  prayer  books.  The  second  shelf  displayed 
correspondence  paper  in  willow  green,  orchid  and  dove 
grey.  The  third  shelf  exhibited  specimens  of  engraved 
wedding  invitations  and  announcements. 

Standinu1  at  either  corner  of  the  altar  was  a  life-sizo 
cut-out   of   the   bride   and   groom,  the  bride   wearing   an 


actual  veil.  On  the  floor  at  the  feet  of  the  bridal  couple 
were  wedding  books  in  white  and  gold  ami  white  and  silver. 
Nearby  on  a  little  stand  of  green  enamel  were  strewn  place 
cards  for  the  wedding  feast.  These  were  white  hearts  on 
which  were  pasted  little  figures  of  a  bi*ide,  or  of  a  pjroom. 
.  Still  another  stand  held  pear]  fountain  pens  and  gold  pen- 
cils. Placed  in  the  midst  of  the  wedding  stationery  was  a 
tall  silver  vase  filled  with  crimson  roses.  On  the  wall  were 
shown  kodaks,  prints  and  several  targe  pictures  and  a  card 
reading,  "Of  all  the  gifts  'that  lit  the  wedding  day  none 
is  so  timely  as  the  one  that  provides  the  means  for  telling 
the  picture  story  of  the  day — the  Kodak." 

Such  a  display  may  well  be  featured  at  times  of  the 
year  when  marriages  are  most  frequent,  as  in  June  and 
October.  Women  especially  are  always  interested  in  wed- 
dings or  in  anything  that  is  associated  with  weddings.  No 
better  proof  of  this  can  be  asked  than  the  practice  of  many 
women  who  faithfully  read  the  marriage  notices  published 
from  day  to  day  in  the  newspapers  even  in  large  cities 
where  it  is  only  occasionally  that  the  name  of  an  acquaint- 
ance appears  among  the  marriage  licenses.  This  perpetual 
interest  in  weddings  can  be  capitalized  by  the  merchant 
by  utilizing  the  plan  described  in  the  foregoing. 

LISTS  RECEIVED 

The  nature  of  a  new  list  just  received  from  the  Joseph 
Dixon  Crucible  Co.  induces  us  to  recommend  the  same 
idea  to  other  manufacturers.  This  list  catalogues  all  the 
pencils  in  the  Dixon  line,  but  prices  are  omitted.  Thus  it 
can  be  freely  used  by  retailers  in  making  sales  to  their 
customers,  which  is  not  always  deemed  advisable,  having 
in  mind  catalogues  in  which  prices  to  the  trade  are  set 
forth.  This  is  especially  true  of  catalogues  of  United 
States  firms,  because  the  great  margin  between  wholesale 
prices  and  the  retail  prices  which  Canadian  retailers  are 
obliged  to  get  makes  it  seem  to  the  prospective  customer 
that  the  retailers'  profits  are  excessive.  This  Dixon  cata- 
logue, with  prices  omitted  altogether,  obviates  any  such 
annoyance. 

Another  feature  worthy  of  special  mention  in  this 
new  list  is  a  vocational  index,  listing  alphabetically  dif- 
ferent trades  and  professions,  and  suggesting  the  differ- 
ent qualities  and  grades  of  pencils  suitable  for  each.( 

This  catalogue  is  profusely  illustrated,  and  in  man) 
respects  other  than  those  mentioned  in  the  foregoing  will 
prove  helpful  to  dealers.  There  is  a  supplement  for  the 
trade  giving  trade  prices  of  all  the  items  in  the  catalogue. 

GREETING  CARDS 

Some  fine  new  productions  and  original  ideas  are  in- 
cluded in  the  line  of  greeting  cards  being  introduced  this 
year  by  Warwick  Bros.  &  Rutter,  known  as  the 
"H.L.W. "  line.  Steel  die  stamped  greetings  and  plate 
marked  cards  add  distinction,  and  there  are  novelties  in 
shape  and  treatment  that  strike  a  new  note  and  put  life 
into  the  line. 

NEW  SILK  FLAGS 

Notable  additions  to  the  Copp,  Clark  Company's  line 
of  flags  of  their  own  manufacture  are  silk  Union  Jacks 
and  Canadian  ensigns,  in  four  sizes — 2  in.  x  3  in.,  4  in.  s 
6  in..  6  in.  x  9  in.,  and  8  in.  x  12  in.  They  are  mounted 
on  black  enameled  sticks,  with  spear  points. 
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MERCHANDISING  METHODS 


Telephone  and  the  Rainy  Day 

A    Good    Way    to    Sell    Goods    That    Will    Amuse 

Children  Indoors  and  Ease  the  Lives  of 

Harassed  Mothers 

WHAT    have    you    ever   done    in    way    of   rainy    day 
specialties  for  children. 

When  Spring-  comes  again  and  rainy  days  are 
plentiful  you  can  do  a  lot  to  ease  the  life  of  harassed 
parents  in  homes  blessed  with  kiddies. 

These,  rainy  days  are  usually  doleful  ones  in  the  store 
witli  customers  very  scarce.  This  is  a  good  time  to  use 
the  telephone  to  make  sales.  Call  up  the  homes  where  you 
know  children  to  be  fairly  numerous  and  tell  the  mother 
about  your  "rainy  day"  goods,  such  as  sets  of  modeling- 
clay,  transparent  glass  slates,  boxes  of  paints  and  crayons, 
blackboards,  picture  books,  and  especially  those  showing 
colored  pictures  on  one  page  and  a  reproduction  of  the 
same  picture  in  outline  only  on  the  opposite  page,  to  be 
completed  by  painting  in  the  colors  and  doing  this  by 
means  of  colored  crayons.  The  different  well-known  line's 
of'  toy  builders  and  toys  of  various  other  toys  and  games 
may  well  be  mentioned  in  this  connection  and  it  will  be 
found  that  the  telephone  will  make  many  sales  if  used  in 
this  way. 

Have  a  Children's  Week 

Good  Plan  i(»  Greatly  Boost  Sales  of  Toys  and  Other 
Goods  for  Children  in  Any  Season— Can  lie 
'  Made   to   Rival   Christmas  Trade 

AS  a  means  of  boosting  the  sale  of  toys  in  a  season  Ear 
removed  from  Christmas  time  or  any  season  other 
than  the  months  immediately  preceding  Christmas 
selling,  a  plan  that  has  been  successfully  tried  out  by 
stores  in  different  cities  is  to  have  a  "Children's  Week'"' 
which  is  an  easy  thing  for  any  store  carrying  toys  to 
arrange.  Throughout  the  whole  store,  including-  the  win- 
dows, children's  goods  should  predominate  during  that 
week  and  there  should  be  considerable  advance  publicity 
so  as  to  develop  curiosity,  interest  and  anticipation  in  the 
minds  of  children  and  parent*.  Special  decorations  should 
be  shown  on  the  store  front  and  store  interior,  all  designed 
especially  to  appeal  to  children. 

Just  as  at  Christmas  time,  Santa  Claus  is  the  conspicu- 
ous figure,  there  should  be  some  other  outstanding-  figure  in 
these  displays.  One  large  store  in  London,  England,  which 
adopted  this  plan,  had  a  mammoth  "Gulliver"  as  the 
central  figure.  Others  that  might  be  utilized  are  '-Jack 
the  Giant  Killer,"' "The  Old  Woman  Who  Lived  in  a 
Shoe,"  or  any  one  of  dozens  of  other  familiar  characters 
beloved  of  children. 

It  will  be  appreciated  that  a  unique  idea  of  this  nature 
well  worked  out  either  on  a  large  or  a  comparatively  small 
plan  will  bring  returns  that  will  warrant  many  times  over 
the  time  and  expense  which   it   will  entail. 


It  is  by  merchants  who  strike  out  energetically  in  some 
such  original  plan  as  this,  that  success  is  conspicuously 
achieved. 

A  "children's  week"  planned  along  the  lines  suggested 
can  be  made'  to  bring  business  to  a  store  that  will  rival 
the  volume  of  business  done  with  similar  goods  in  the 
best  week  of  the  Christmas  selling  season. 

MAGAZINE  SELLING  TIPS 

A  retail  concern  that  does  good  newspaper  advertising- 
is  the  Western  News  Agency  of  Winnipeg.  A  recent  ad- 
vertisement bore  the  prominent  heading: — 

TWO  BRITISH  MAILS  THIS  WEEK 
ALL  THE  LATEST  WAR  NEWS 

Then  followed  a  list  of  the  British  magazines  and  news- 
papers that  had  arrived  or  were  due  on  those  two  mails. 
This  is  a  good  plan  to  adopt  in  advertising  the  news  trade 
and  can,  of  course,  be  adapted  to  new  issues  whether 
British,  Canadian  or  United  States  publications. 

A  plan  that  is  more  generally  adopted  and  which  proves 
very  efficacious  too,  is  to  put  out  a  sign  prominently  dis- 
playing the  words  BRITISH  MAIL  JUST  IN,  together 
with  some  of  the  magazines. 

MAKE  YOUR  WINDOWS  PAY  YOUR  RENT 

Keep  after  your  windows.  Remember,  many  sales  are 
made  from  the  sidewalk.  Something  really  good  and  pro- 
fitable to  buy  is  the  recently  introduced  hanging  fixture 
for  stationery  windows.  You  can  now  get  some  good  out 
of  the  top  space  in  your  show  windows  that  is  now  not 
being  used.  You  can  hang  the  fixture  at  any  height  you 
desire.  End  brackets  are  made. of  %-inch  square  wood 
stock,  dove-tailed  and  doweled  joints.  Each  fixture  has  a 
six-foot  chain  with  strong-  ceiling  hooks.  The  shelf  is 
3/4-inch  thick  (wood),  with  cleated  ends.  Leading  sta- 
tioners are  buying  these  hanging  fixtures  freely  for  use  in 
their  show  windows,  and  a'.so  hanging-  over  show  cases 
inside  of  store. 

HOW  TO  ADVERTISE 

George  French,  editor  of  "The  Advertising  News,"  is 
author  of  "How  to  Advertise,"  a  practical  manual  and 
guide  for  the  advertiser  published  under  the  direction  of 
the  Associated  Advertising-  Clubs  of  the  World. 

The  potentiality  of  advertising  is  one  of  the  most  amaz- 
ing features  of  our  civilization,  according  to  Mr.  French, 
and  yet  the  waste,  in  this  field  is  appalling.  In  "How  to 
Advertise"  the  author  probes  the  causes  of  this  waste  and 
suggests  ways  to  build  advertisements  that  "get  results." 
Generalities  are  avoided  and  examples  are  given  of  con-, 
crete  cases  where  advertisements  have  made  or  missed 
their  mark.  Among  the  subjects  discussed  in  his  book 
by  Mr.  French  are:  The  Human  Interest  Appeal.  What 
Has  Art  Got  to  Do  with  Advertising?  What  is  Art?  The 
Decorative  Advertisement  and  Optics  and  the  Advertise- 
ment. 
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Charging  Interest  on  Accounts 

Can   a   Merchant   Charge   Interest   on  Accounts i  -     Whal    Per    Cent.    Can    jkegally    be 
Charged? — Under  What  Conditions  Can  He  Not  (Jet  the  Amount  Allowed 

Under  the  Law. 


Is  it  legal  for  a  merchant  to  charge  in- 
terest on  accounts?  If  so,  when  can  he 
start  to  add  interest?  And  how  much 
interest  can  he  charge  under  the  law? 

YOUR  question  is  simple  enough  as 
asked,  but  to  give  you  a  short, 
simple  answer  would  be  danger- 
ous. The  answer  to  the  above  question 
all  depends  upon  the  particular  circum- 
stances of  each  particular  case. 

Let  me  take  the  retail  merchant  Hrsl. 
A  customer  telephones  in  an  order  for 
goods.  The  merchant  delivers  the  goods. 
If  this  is  the  first  order  the  merchant  has 
received  from  the  customer,  and  if  the 
customer  has  not  asked  for  credit  for  any 
stated  period,  then  the  law  presumes 
that  the  customer  agreed  to  pay  cash  for 
the  goods,  either  on  delivery  or  upon  the 
receipt  of  an  invoice.  In  such  a  case,  if 
the  customer  does  not  pay  up  at  once, 
the  merchant  is  entitled  to  charge  b% 
interest  on  the  amount  so  overdue.  He 
cannot  charge  a  higher  rate  than  5%,  no  matter  how  his 
invoices  may  be  drawn.  Statements  printed  or  stamped 
on  invoices  to  the  effect  that  interest  will  he  charged  upon 
all  overdue  accounts  at  the  rate  of  S,  10  or  12%  have  n 
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merchant  cannot  collect  a  higher  rate  of 

interest  on  overdue  accounts  than  the 
customer  has  agreed  fco  pay,  hut.  the  cus- 
tomer must  pay  at  least  5  per  cent,  in- 
terest on  his  overdue  accounts,  because 
the  law  presumes  that  he  will  pay  his 
bills  as  they  become  due,  according  to 
the  terms  of  credit  agreed  upon. 

There  is  one  exception  to  what  1  have 
just  been  saying  as  the  merchant's  right 
to  stipulate  for  and  recover  any  rate 
of  interest  on  his  overdue  accounts.  The 
albove  is  perfectly  good  law  so  long  as 
the  rate  of  interest  mentioned  is  so 
much  per  centum  per  annum,  but  for 
some  unknown  reason  merchants  have 
the  foolish  habit  of  printing  statements 
on  their  invoices  to  the  effect  that  in- 
terest at  the  rate  of  1  per  cent  per  month 
will  be  charged  on  all  overdue  accounts." 
If  such  statements  are  made  in  a  re- 
ply to  a  letter  asking  for  credit  or  on 
invoices,  etc.,  they  have  the  effect  of 
reducing  the  rate  of  interest  which  may  be  collected  to 
5  per  cent.,  because  by  section  4  of  the  above  Act  it  is 
provided:  "Whereby  the  terms  of  any  written  or  printed 
contract,    whether    under   seal   or   not,   if   any    interest    is 


effect  whatever  in  such  a  case,  because  the  customer  did      made    payable    at    a   rate    of   percentage   per    day,    week, 
not  agree  to  pay  any  such  rate  of  interest,  and  it  always      month,  or  at  any  rate  of  percentage  for  any  period  less 


takes  two  to  make  a  contract  which  the  law  will  enforce. 

Now,  supposing  the  customer  has  been  in  the  habit  of 
dealing  with  the  merchant  and  the  merchant  has  been  in 
the  habit  of  sending  out  monthly  statements.  Here  the 
law  presumes  that  the  customer  will  pay  the  account 
within  a  reasonable  time  after  it  is  received.  If  he  does 
not  do  so,  then  the  merchant  is  entitled  to  charge  5% 
interest  on  his  overdue  account,  but  no  more,  because  the 
customer  did  not  agree  to  pay  any  rate  of  interest  at  all, 
and  it  is  only  by  operation  of  the  law  that  the  merchant 
is  entitled  to  charge  the  5%.     The  law  permits  the  mer- 


than  a  year,  no  interest  exceeding  the  rate  or  percentage 
of  5  per  cent,  per  annum  shall  he  chargeable,  payable  or 
recoverable  on  any  part  of  the  principal  money  unless  the 
contract  contains  an  express  statement  of  the  yearly  rate 
or  percentage  of  interest  to  which  such  other  rate  of  per- 
centage is  equivalent." 

I  wish  to  particularly  warn  merchants  from  collecting 
interest,  upon  the  assumption  that  they  have  the  right  so 
to  do,  becuase  they  have  such  notices  printed  on  their  in- 
voices. The  rate  of  interest  sought  to  he  charged  must 
be   stated   at   so  much    per  centum   per  annum,  not    1   per 


,         cent,  per  month.    Tt     he  merchant  co  lects  1  per  cent,  ner 
chant  to  charge  the  legal  rate  of  5%   interest    from  the  '    .  ts  s  lcl  ltuu-  V1 

month    interest    from    anv    customer,    then    the    customei 


time  when  the  customer  should  have  paid  the  bill   until 
such   time  as  he  actually  does  pay   it. 

Again,  a  prospective  customer  writes  in  to  either,,  a 
wholesaler  or  retailer  and  asks  on  what  terms  goods  will 
lie  supplied  to  the  customer;  then  is  the  time  for  the  mer- 
chant to  mention  what  rate  of  interest  be  will  charge  on 
all  overdue  accounts.  He  can  thereafter  collect  any  rate  * 
he  mentions  in  his  reply,  because  the  Interest  Act,  Revised 
Statutes  of  Canada  (1906),  chapter  120,  section  2,  pro- 
vides: "Except  as  otherwise  provided  by  this  or  by  any 
other  Act  of  the  Parliament  of  Canada,  any  person  may 
stipulate,  for,  allow  and  exact,  on  any  contract  or  agree- 
ment whatsoever,  any  rate  of  interest  or  discount  which 
is  agreed  upon.'7     But,  if  the  merchant  fails  to  mention       been  paid  until  the  time  when  they  actually  are  paid 

interest,  on  overdue  accounts,  he  will  be  allowed  only  -V,  . . 

interest  from  the  time  when  they  should  have  been  paid  A  business  book  that  should  command  wide  attention 

until  the  time  when  the  accounts  are  actually  paid.  The  is  "The  Private  Secretary,  his  duties  and  opportunities  " 
letter  asking  for  credit  and  the  reply  by  the  merchant  by  Edward  Jones  Kilduff.  It  describes  in  detail  the  duties 
when  read  together  constitute  a  contract  or  agreement.  of  a  secretary  to  a  business  man  with  complete  instruc- 
provided   that   goods  are  ordered   by  the  customer.     The      tions  as  to  the  duties  to  he  performed. 
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has  a  right  of  action  against  the  merchant,  for  section  ."> 
of  the  Interest  Act,  provides:  "If  any  sum  is  paid  on  ac- 
count of  any  interest  not  chargeable,  payable  or  recover- 
able under  the  last  preceding  section,  such  sum  may  be 
recovered  or  deducted  from  any  principal  or  interesl  pay- 
able under  such  contract." 

My  answer  to  the  albdve  question  is,  that  a  merchant 
may  collect  any  rate  of  interest  on  overdue  accounts,  which 
the  customer  has  agreed  to  pay,  provided  that  the  rate  of 
interest  is  so  much  per  centum  per  annum;  and  in  case 
where  no  rate  of  interest  has  been  agreed  upon,  then  the 
merchant  is  entitled  to  collect  5  per  cent,  per  annum  on 
overdue  accounts,  from  the  time  when  they  ought  to  have 
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Second  Annual  Toy  Fair 

Successful    Show    Held    in    Toronto   in    February — 
Many  Buyers  From  all  Parts  of  Canada 

OYER  a  score  of  toy  makers  of  Canada  were  present 
with  exhibits  at  the  Second  Annual  Toy  Fair,  which 
was  held  at  8  Colborne  street,  Toronto,  early  in 
February,  and  a  very  gratifying  number  of  buyers  were 
on  hand  from  toy  departments,  not  only  in  Ontario,  but 
from  Western  Canada  and  Quebec.  The  toy  makers,  as  a 
rule,  expressed  themselves  as  gratified  with  the  orders  or 
promises  of  orders  that  they  had  received  from  the 
buyers. 

In  some  respects  the  exhibit  was  not  as  large  as  the 
first  one  held  under  the  auspices  of  the  Department  of 
Trade  and  Commerce  one  year  ago.  where  importers 
showed  as  well  as  makers.  Some  of  the  toy  makers  who 
were  there  at  that  time  have  fallen  by  the  wayside,  but 
others  who  were  absent  have  built  up  a  good  steady  busi- 
ness in  their  lines,  but  were  unable  to  be  present  at  this 
time. 

Among  the  buyers  who  visited  Fair  were : — 
John  Taylor,  Hanover,  Ont,;  E.  Gariepy,  of  Granger 
Freres,  Montreal;  W.  J.  Binning,  of  Binning 's  Fair,  Moose 
Jaw,  Sask. ;  W.  F.  Moser,  of  J.  F.  Cairns  Co.,  Saskatoon; 
W.  L.  Walper,  of  the  Hudson 's  Bay  Co.,  Edmonton ;  M. 
Macpherson,  of  J.  Macpherson  &  Son,  Delhi,  Ont.;  F.  A.  E. 
Hamilton,  of  the  Consolidated  Sporting  Goods  and  Fancy 
Goods  Co.,  Winnipeg;  Mrs.  M.  Gogel,  173  Danforth  Ave., 
Toronto;  M.  Bernstein,  1484  Yonge  St.,  Toronto;  T.  C. 
Watson,  Newmarket,  Ont.;  Robert  Mills,  of  Stanley  Mills 
Co.,  Hamilton,  Ont.;  D.  Fontaine,  of  the  Syndicate  de 
Quebec,  Quebec;  W.  F.  Northcott,  Northcott 's  Bookstore, 
Niagara  Falls,  Ont.;  J.  E.  Dixon,  of  James  Ramsay  Co., 
Ltd.,  Edmonton,  Alta. ;  J.  G.  Holden,  of  Henry  Morgan  & 
Co.,  Montreal;  J.  J.  Joyce,  of  Almy's  Limited-,  Montreal; 
N.  C.  Smith,  of  T.  Eaton  Co.,  Winnipeg;  F.  N.  Slater,  of 
T.  Eaton  Co.,  Toronto;  E.  P.  Poulin,  of  Poulin,  Limited^ 
Ottawa,  Ont. ;  H.  W.  Angus,  North  Bay,  Ont. ;  Wm.  Bryce, 
Toronto;  H.  Parsons,  Parson's  Fair,  Orillia,  Ont.;  G.  Par- 
sons, Parson's  Fair,  Sarnia,  Ont.;  Frank  Blair,  Gait, 
Ontario;  Wm.  Tyrrell,  Toronto;  R.  A.  Beamish,  North 
Bay,  Ont. ;  R.  W.  0  'Neill,  of  Robert  Simpson  Co.,  Toronto; 
F.  W.  Chapman,  244  Church  St.,  Toronto;  T.  A.  Yellow- 
less,  of  Rumsey  &  Co.,  Toronto;  B.  McAulay,  291  Ronces- 
valles,  Ave.,  Toronto;  V.  S.  Josey,  Bell  Co.,  Halifax,  N.S.; 
Miss  Maddock,  of  Maddock's,  Tillsonburg,  Ont.;  M.  T. 
Armstrong,  of  Moore's  Bookstore,  Parry  Sound,  Ont.; 
A.  J.  Ridley,  of  David  Spencer  Ltd.,  Vancouver,  B.C. ; 
J.  L.  Gordon,  Kamloops,  B.C.;  J.  H.  Bodel,  of  Hudson's 
Bay  Co.,  Calgary;  Miss  Van  Nostrand,  of  Harold  A. 
Wilson  Co.,  Toronto;  G.  Buchner,  G31  Dundas  St.,  Toronto; 
W.  S.  Sterne,  Brantford,  Ont.;  W.  A.  Luke,  Oshawa,  Ont.; 
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John  Dalton,  Deseronto,  Ont.;  A.  T.  Cooper,  Clinton,  Ont.; 
W.  A.  Smith,  Oakville,  Ont.;  J.  H.  Jackson,  Georgetown, 
Ont.;  A.  Hackborn,  of  Stedman  Bros.,  Brantford,  Ont.; 
Napoleon  E.  Godin,  Three  Rivers,  Quebec;  A.  J.  Wigmore. 
"I   Wigmore 's  Fair,  Swift  Current. 

New  Lines  in  Metal  Toys 

Among  those  that  attracted  much  favorable  attention 
was  an  extension  of  the  line  of  the  Newmarket'  Toy  Com- 
pany, now  the  Beaverton  Metal  Toy  Co.,  who  make  up 
iron  goods  of  a  finished  design,  including  trains,  engines, 
horses,  various  kinds  of  vehicles,  or  what  we  might  call 
the  regular  line  of  metal  toys.  While  the  prices  of  these 
goods  have  advanced  considerably,  from  25  to  50  per 
cent,  over  last  year,  owing  to  the  increase  in  cost  of  the 
metal  and  labor,  it  is  believed  by  most  of  the  toy  buyers 
that  these  goods  have  found  a  permanent  place  in  Can- 
ada, and  the  prices  that  are  charged,  particularly  those 
that  will  be  arranged  for  in  normal  times,  will  enable 
them  to  maintain  their  hold  against  imported  goods.  All 
the  toys  that  are  turned  out  are  strong  and  serviceable. 
So  great  has  been  the  demand  for  these  lines  that  the 
firm  reports  themselves  as  sold  out  for  the  whole  of  this 
year.  There  should  be  further  factories  along  this  line 
in  Canada. 

New  Firms  Making  Boats 

Several  new  firms  are  going  into  the  making  of  toy 
boats,  both  in  metal  and  in  wood.  Among  these  are  a 
Vancouver  firm  and  a  former  sailor,  Geo.  Hanratty,  of 
Toronto,  who  designs  the  models,  including  cruisers,  tor- 
pedo boats,  ordinary  sail  boats,  and  so  on,  which  operate' 
by  winding  up.     These  are  neat,  and  low-priced. 

A  new  steel  constructor  toy  is  being  shown  by  the 
Castle  Mfg.  Company,  after  the  Erector  or  Meccano  toys,, 
in  some  ingenious  designs.     They  also  show  a  sand  toy. 

Other  new  lines  are  a  rapid  fire  machine  gun,  which 
has  a  novel  method  of  loading  the  ammunition  in  the 
form  of  marbles;  the  use  of  animals'  heads,  including 
the  hen,  in  wooden  toys,  such  as  rocking  chairs,  rocking 
horses,  sulkies,  etc.,  made  by  the  Royalet  Mfg.  Co.  of 
London,  Ont.,  and  a  variety  of  childrens'  tinware,  such 
as  sand  pails,  tea  sets,  etc.,  by  the  Davidson  Mfg.  Com- 
pany. 

Large  Variety  of  Dolls 

The  Dominion  Toy  Co.  have  added  to  their  line  of  dolls 
an  odd  form  of  horse.  "Canada  Dolls"  include  nearly 
75  varieties  of  unbreakable  dolls.  The  Brophey  Doll  Co. 
have  a  number  of  new  designs  in  the  Madame  Hendren 
dolls,  inclnding  St.  Patrick's  Day  and  Hallowe'en  spe- 
cialties, and  the  famous  "Black  Cat." 

The  Victoria  Toy  Co.,  of  Victoriaville,  Que.,  are  to 
the  fore  with  an  increased  range  of  papier  mache  rock- 
ing horses,  dolls  furniture,  etc.,  and  the  Copp,  Clark  Co. 
have  a  large  variety  of  fla<rs  and  sanies. 

The  manager  is  E.  V.  Henderson,  of  Toronto,  and  the 
secretarv-treasurer,  Mr.  L.  G.  Beebe. 
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Are  Jobbers  Killing  the  Toy  Industry  in  Canada? 

By  Fred.  G.  Holden,  Buyer  and  Manager,  Toy  Department,  Henry  Morgan  &  Co.,  Montreal. 

EDITORIAL  NOTE. — Bookseller  and  Stationer  feels  that  it  is  doing  a  service  to  the  young  toy  industry 
of  Canada  to  publish  the  statement  made  to  it  at  the  Toy  Fair  by  FredG.  Holden,  one  of  the  best  knoivn  buyers 
in  Canada,  Manager  for  the  Toys  and  Sporting  Goods  Sections  of  Henry  Morgan  &  Company,  a  big  department 
store  of  Montreal  This  toy  department  is  one  of  the  most  successful  in  Canada  and  is  in  active  running  order 
throughout  the  whole  year.  The  biggest  business  in  toys,  of  course,  is  done  during  the  Christmas  season,  but 
Mr.  Holden  says  that  toys  sell  well  during  all  seasons  of  the  year.  >  Dolls  are  a  staple  selling  line  and  other  kinds 
of  toys  as  well.  Of  course,  in  seasonable  times  carriages  for  babies  as  well  as  for  dolls,  and  other  wheeled 
vehicles  are  given  the  greatest  prominence. 

Mr.  Holden  after  covering  the  Toy  Fair  in  Toronto  will  go  on  to  the  British  Industries  Fair,  and  then  take 
in  the  Exhibition  at  Lyons,  France.  '.  .  .  The  dissatisfaction  of  the  big  retail  toy  buyers  referred  to  by  Mr. 
Holden  is  coming  to  a  head  and' the  subject,  we  learn,  is  likely  to  be  threshed  out  at  a  meeting  of  toy  manufac- 
turers this  week. 


IN  the  year  that  has  passed  since  the  first  exhibit 
of  the  toy  makers  of  Canada  was  held  in  Tor- 
onto I  notice  an  improvement  in  many  respects 
in  the  toys  that  are  being  turned  out  by  Canadian 
manufacturers.  This  applies  both  to  the  style  of 
the  goods  and  also  to  the  variety.  At  the  same  time 
I,  to  speak  frankly,  am  disappointed  in  the  lack  of 
development  that  I  had  expected  when  the  move- 
ment to  encourage  toy  making  was  inaugurated 
twelve  months  ago.  The  most  noticeable  defect  is 
still  in  the  dolls.  We  still  miss  the  finished  products 
that  we  secured  before  the  war.  The  lines  of  beauty 
in  the  faces  and  the  graceful  dresses  that  we  get 
now  on  the  French  dolls  have  not  been  tried  out  in 
this  country.  There  is  a  disappointing  uniformity 
too  about  the  dolls  that  leads  one  to  infer  that  one 
maker  has  followed  almost  exactly  the  models  of 
another,  as  if  he  had  picked  up  the  discarded  mould 
and  fashioned  his  products  upon  it.  Allowance  must 
of  course  be  made  by  the  fact  that  doll  making  is  a 
skilled  industry.  But  I  am  afraid  that  the  real 
trouble  is  that  our  toy  makers  in  Canada  are  fixing 
too  low  a  standard  of  prices  to  make  possible  any 
satisfactory  development. 

This,  to  my  mind,  is  the  kernel  of  the  whole 
matter,  the  cause  of  the  slow  progress  that  the  past 
two  years  have  shown. 

Keeping  Toys  Too  Small  and  Too  Cheap 
You  find  metal  toys  of  finished1  design  very  at- 
tractive in  themselves,  but  they  are  too  small  to 
suit  the  average  child.  He  wants  something  two  or 
three  times  as  big.  Bigger  horses,  bigger  railway 
trains,  bigger  automobiles,  bigger  fire  trucks  and  so 
on.  But  they  all  seem  working  to  a  price  and  the 
price  is  far  too  low." 

Best  Goods  Sold  First  For  Christmas 
What  class  of  goods  sold  first  in  our  Toy  Depart- 
ments last  Christmas?  What  I  am  saying  is  the 
experienc  of  everyone  to  whom  I  have  spoken,  and, 
that  is  that  it  was  the  best  class  of  goods  sold  first 
and  the  cheap  remained  to  the  last  and  then  very 
often  had  to  be  sold  at  a  reduction  in  order  to  clear 
them  out.  People  wanted  a  good  class  of  toy,  just 
as  they  wanted  a  good  class  of  merchandise  in  nearly 
every  department  and  they  were  willing  to  pay  the 
price. 

Making  Good  Class  in  England 
For  a  great  many  of  my  toys  for  next  Christmas 
I  will  have  to  go  out  of  Canada.     I  am  going  over 
to  the  British  Fair  now  and  will  go  on  to  Lyons.    My 


information  is  that  the  British  toy  makers  are  going 
after  a  higher  class  of  toy  and  are  not  attempting 
to  any  extent  to  turn  out  this  cheap  stuff  that  is  un- 
satisfactory to  the  manufacturer,  the  retailer  and 
the  customer  alike. 

Numbing  Influence  of  the  Jobber 
To  my  mind  the  real  trouble  lies  in  the  fact  that 
the  toy  trade  in  Canada  has  come  under  the  control 
of  the  jobber.  It  is  the  jobber  that  is  killing  it 
to-day,  and  until  it  gets  out  of  the  hands  of  the 
jobber  there  will  be  no  real  development  in  this  new 
industry.  As  soon  as  a  man,  working  perhaps  with 
small  resources  and  in  a  small  factory,  turns  out  a 
good  class  of  toy  the  jobber  gets  after  him  and  per- 
suades him  to  give  him  control  of  his  whole  output. 
The  argument,  of  course,  that  he  advances  is  that  the 
individual  maker  cannot  afford  the  expense  of  push- 
ing his  article  by  itself  among  the  retail  trade,  while 
he  with  a  large  number  of  lines,  is  able  to  keep 
travelers  out  and  bring  the  expense  for  handling 
the  one  line  down  to  a  minimum.  The  toy  maker 
falls  for  this  and  is  satisfied  if  he  gets  a  market  from 
the  one  source  for  his  output. 

Can  Job  Cheap  Goods  More  Easily 

There  is  another  point  that  comes  in  here.  The 
jobber  finds  as  a  rule  that  he  can  job  far  more  easily 
lines  of  cheap  goods  than  the  more  expensive  and 
the  margin  of  profit  on  the  cheaper  lines  is  far  higher 
than  on  the  dearer  ones.  Very  often  the  difference 
between  a  first-class  and  medium  toy  lies  in  the  un- 
willingness of  the  jobber  to  allow  the  five  cents  more 
expenditure  required  to  bring  it  up  to  a  high  standr 
ard. 

The  buyers  of  toys  in  Canada  are  numerous  and 
have  large  appropriations  each  year  for  securing 
stock,  and  if  the  individual  toy  maker  would  submit 
samples  to  a  number  of  the  largest  toy  departments 
in  the  stores  from  Victoria  and  Vancouver  in  the 
West  right  through  Calgary,  Regina,  Winnipeg  down 
through  Toronto,  Ottawa,  Montreal,  Quebec  and  on 
to  the  Maritime  Provinces,  he  would  secure  sufficient 
orders  to  keep  him  going  all  the  time.  In  dealing 
directly  with  the  toy  buyers  he  would  be  able  to  meet 
their  wishes  more  than  through  the  medium  of  a 
jobber  and  could  make  to  their  order  a  toy  that  they 
know  would  meet  with  the  approval  of  the  public. 
Until  something  like  this  is  done  I  do  not  think  the 
toy  industry  of  Canada  will  reach  any  great  propor- 
tion nor  will  be  anything  of  which  we  have  reason 
to  be  proud. 
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PROMOTING  TOY  SALES 

Clip   the   following  poem  and  submit   it   to  the   loca^ 

newspaper.     Tile  chances  are  that   the  editor  will   publish 

it.  and  this  toy  buying  will  be  eneouraged: 

Give  me  the  house  where  the  toys  are  strewn 

Where  the  dolls  are  asleep  in  the  chairs, 
Where  the  building  blocks  and  the  toy  balloon, 

And  the  soldiers  guard  the  stairs; 
Let  me  step-in  the  house  where  the  tiny  cart 

With  its  horses  rules  the  floor, 
And  the  rest  comes  into  my  weary  heart. 

For  I  am  at  home  once  more. 

Give  me  the  house  with  the  toys  about, 

With  the  battered  old  train  of  cars, 
The  box  of  paints  and  books  left  out 

And  the  ship  with  her  broken  spars; 
Let  me  step  in  a  house  at  the  close  of  day 

That  is  littered  with  children's  toys, 
And  dwell  once  more  in  the  haunts  of  play 

With  the  echoes  of  bygone  noise. 

Give  me  the  house  where  the  toys  are  seen 

The  house  where  the  children  romp, 
And  I'll  happier  be  than  man  has  been 

'Neath  the  gilded  dome  of  pomp. 
Let  me  see  the  litter  of  bright-eyed  play 

Strewn  over  the  parlor  floor, 
And  the  joys  I  knew  in  a  far-off  day 

Will  gladden  my  heart  once  mare. 

Whoever  has  lived  in  a  toy-strewn  home 

Though  feeble  he  be  and  gray 
Will  yearn,  no  matter  how  far  he  roam, 

For  the  glorious  disarray. 
Of  the  little  home  with  its  littered  floor 

That  was  his  in  the  bygone  days. 
And  his  heart  will  throb  as  it  throbbed  before, 

When  he  rests  where  a  baby  plays. 

A  WAGE  COMPUTOR 

A  new  office  specialty  is  called  "The  Richmoor  Wage 
Computer,"  to  enable  quick  figuring  of  a  payroll  with 
accuracy.  It  takes  about  as  much  space  as  an  inkstand. 
This  is  an  innovation  introduced  by  the  F.  D.  Bassett  Co., 
of  'Chicago. 

ELECTRICAL  SPECIALTIES 

Manufacturers  of  electrical  specialties  are  finding  sta- 
tionery stores  valuable  outlets  for  these  goods.  These 
items 'include  flatirons,  toasters,  griddles,  heating  pads, 
electric  radiators,  coffee  urns,  coffee  percolators,  chafing 
dishes,  tea  kettles,  tea  samovars,  boiler  or  stew  pans, 
Commercial  disc  stoves,  egg  boilers,  hot  plates,  curling 
irons,  combs,  etc. 

Silent  Music  for  the  Sick— A  system  of  "silent  music,' 
installed   by  a   Chicago  firm  in  a  hospital  at  Ottawa, 
111.,  is  thus  described  in  "Hospital  Management   (Chi- 
cago) : 

"It  consists  of  a  spring-motor  cabinet  with  a  turn- 
table similar  to  the  ordinary  phonograph  without  a  horn. 
Attached  to  the  cabinet  is  our  special  music-transmitter, 
corresponding  to  the  tone-arm  and  reproducer  on  the 
ordinary  phonograph.  The  transmitter  is  energized  by 
the  vibrations  of  the  needle  travelling  on  the  record,  and 
transmits  these  electrical  vibrations  over  a  system  of 
wires  throughout  the  hospital.  The  wiring  terminates  at 
outlet  jacks  alongside  of  patients'  beds.  The  patient  can 
be  furnished  with  a  head  receiver  attached  to  a  cord  and 
plug.  When  the  plug  is  inserted  in  the  jack  alongside  of 
the  bed,  the  patient  may  hear  the  music  by  placing  the 
receiver  against  the  ear.  The  recorder  is  inaudible  unless 
the  receiver  is  held  close  to  the  ear.  and  consequently  one 


pal  lent    may  receive  entertainment   while  the  patient   in  an 
adjoining  bed  may  sleep  without  disturbance." 

RESCUING  THE  FOLK-SONGS 

• 

The  Kentucky  Mountains  are  being  ransacked  by  en- 
thusiastic folk-song  gatherers  of  these  lyric  remnants  of 
the  past.  Miss  Loraine  Wvman  is  one  of  the  "pickers- 
up  of  unconsidered  trifles,"  and  her  results  have  appeared 
in  a  volume  called  "Lonesome  Tunes."'  What  is  found 
in  these  remote  districts  are  the  songs  of  English  ped- 
ants, many  of  them  also  garnered  in  the  English  country- 
side by  the  late  Baring-Gould  and  Cecil  J.  Sharp.  In 
these  parts  of  the  Alleghanies  dwell  English,  Scotch,  and 
Irish,  more  untouched  by  other  European  influences  than 
any  other  people  living-  in  the  United  States.  They  are 
shy  of  giving  up  their  stories,  and  Miss  Wvman  tells  of 
all  sorts  of  ruses  employed  to  persuade  the  natives,  some 
of  them  children,  to  sing  for  even  an  audience  of  one.  The 
enthusiasm  for  collecting  old  songs  is  much  greater  in 
England,  where  probably  the  field  is  richer  and  the  pur- 
suit has  been  followed  Longer;  but  Mr.  Sharp  regards  this 
belatedness  in  investigation  as  something  of  an  advantage 
The  present-day  collector  goes  about  it  in  a  very  different 
way  from  the  eighteenth  century  musician,  having-  set  up 
quite  a  different  standard.  He  has  realized,  says  Mr. 
Sharp,  in  The  Musician  (Boston),  that  "his  first  and 
chief  obligation  is  to  record  just  what  he  hears,  no  more 
and  no  less,  and  that  the  esthetic  as  well  as  the  scientific 
value  of  his  work  depends  wholly  upon  the  truthfulness 
and  accuracy  of  his  transcriptions." 

FEBRUARY  COPYRIGHTS 

For  Me  and  My  Gal.  Words  by  Edgar  Leslie  and  E.  Ray 
Goetz.  Music  by  Geo.  W.  Meyer.  Waterson.  Berlin 
&  Snyder  Company,  New  York. 

We'll  Proudly  Greet  Them.  Woivds  and  music  by  W.  H. 
Bloye.  Arranged  by  E.  Williamson.  Empire  Music 
and  Travel  Club,  Limited,  Toronto,  Ont. 

The  Battle  of  the  Heart.  Words  and  music  by  E.  Wil- 
liamson.    F.  W.  Oates,  Toronto,  Ont. 

The  British  Way.  Words  by  F.  W.  Andrews.  Music  by 
Georgie  McFarline.  Georgie  McFarline,  Toronto,  Ont. 

Premieres  Semailles.  Par  Georges  Bouchard.  Preface 
de  M.  I 'Abbe  Camille  Roy.  (Livre. )  Georges  Bou- 
chard.   Sainte-Anne-de-la-Pocatiere,  Que. 

When  Our  Gallant  Boys  Come  Marching  Home  Again. 
Words  and  music  by  Dora  Carpenter  Kenyon.  Dora 
Carpenter  Kenyon,  London,  Ont. 

When  Those  Sweet  Hawaiian  Babies  Roll  Their  Eyes. 
Words  by  Edgar  Leslie.  Music  by  Harry  Ruby. 
Kalmar,  Puck  &  Abrahams  Consolidated,  Inc.,  Xew 
York,  N.Y. 

He's  Living  the  Life  of  Reilly.  Words  by  Alex.  Gerber. 
Music  by  Archie  Gottler.  Puck  &  Abrahams  Con- 
solidated, Inc.,  New  York,  N.Y. 

Three  Cheers  for  the  Lads  of  the  Navy.  Words  and  music 
by  Gordon  V.  Thompson.  Thompson  Publishing  Comf 
pany,  Toronto,  Ont. 

Adanac  March.  By  W.  Davis.  Arranged  by  W.  R.  M <•- 
Kanlass.     C.  Musgrove  &  Bros.,  Toronto,  Ont. 

A  Heart  Prayer.  Words  by  H.  W.  Barker.  Music  by 
Chas.  Curtis.  H.  W.  Baker  &  Chas.  Curtis.  Toronto. 
Ont. 

Canadian  Kilties.  By  J.  B.  Rainsford.  (Song  Poem.) 
J.  B.  Rainsford,  Cobourg.  Ont. 

There's  a   Canadian  Girl  Who's  Longins  for  Her   Own 
True  Soldier  Boy.      (Song  Poems.)     By  J.  B.  Rains- 
ford. Cobourg,  Ont. 
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Why  Canadian  Merchants  Fail  in  Business 

Lack  of  Capital  Continues  to  be  Chief  Cause,  Covering  Over  38  Per  Cent.  —  "War" 
Responsible  for  30.1  Per  Cent.— Incompetence  Blamed  for  Nearly  14  Per 
Cent.— Best  Relative  Year  Since  1912  -  -  Business  Life  Grows 
Safer — Some  Graphic,  Charts. 


IT  JS  gratifying  for  every  Canadian  to  learn,  although 
not  unexpected  in  view  of  the  wonderful  improvement 
in  business  conditions  in  this  country,  that  the  total 
failures  for  the  past  year  showed  a  decrease  as  compared 
with  the  year  1!>15  of  32. 5  per  cent.,  and  a  decrease  of  38 
per  cent,  when  compared  with  1914.  More  encouraging 
even  than  this,  and  unexpected  to  most  of  us,  is  the  fact  that 
the  year  1916  makes  a  better  showing  than  1913,  by  3  per 
cent. 

That  this  country  from  the  point  of  view  of  failures,  has 
reached  a  sounder  condition  than  in  1913,  in  spite  of  the 
war,  becomes  all  the  more  significant  when  we  compare  the 
figures  of  the  United  States.  There,  with  war  conditions 
that  never  dropped  to  the  level  that  they  did  in  Canada  in 
the  first  few  months,  the  decrease  in  failures  for  1916  over 
1915  was  13.3  per  cent.,  and  of  1916  over  1914,  1.6  per  cent. 
As  compared  with  1913,  however,  the  United  States  had  an 
increase  in  failures  of  13.3  per  cent.,  while  Canada's  de- 
creased. 

Slightly  Less  Than  1  in  Every  100  Fail. 
From    another    standpoint    the    figures    are    interesting. 
According  to  Bradstreet's,  to  whom  we  are  indebted  for  the 
statistics  in  this  article,  the  business  death  rate  fell  to 
92/100  of  1  per  cent,  last  year,  compared  with- 1.07  per 
cent,  in  1915,  and  95/100  in  1914.     That  is,  out  of  every 
10,000  in  business  in  Canada  last  year,  92  failed,  compared 
with  107  in  1915  and  95  in  1914.    This  is  a  heavy  toll,  how- 
ever, the  highest  of  any  year  since  1908,  the  "panic"  year, 
and  we  have  to  go  back  ten  years  more  to  equal  it.     Still, 
the  worst  record  was  1.5  per  cent.,  a  fact  which  proves 
that  the  ancient  tradition  that  the  larger  number  entering 
business  life  are  doomed  to  failure  ultimately,  lacks  a  well- 
founded  statistical  basis.     It  should  be  pointed  out  that 
the  statistics  used  in  these  conclusions  define  a  failure  as 
one  that  involves  loss  to  creditors,  and 
does  not  include  many  cases  involving 
physicians,  actors,  real  estate  men,  etc., 
where  others  were  not  concerned. 
Personal  Shortcomings  a  Fruitful  Cause 
AVhile  there   is   abundant  reason  for 
congratulations     from     a     comparative 
point  of  view,  there  are  many  elements 
involved   in    these    "mortuary"     statis- 
tics that  call  for  grave   consideration. 
Personal  shortcomings  bulk  so  largely 
that   one   is   tempted   to   suggest   that 
there  be  exercised  some  sort  of  a  Gov- 
ernment supervision  that  will  eliminate 
a  percentage  of  those  who  at  the  outset 
through  ignorance  or  incompetence,  or 
a  dangerous  lack  of  capital  seem  to  be 
foreordained    to    failure,    a    suggestion 
that  would  be  met  by  an  outcry  that  any 
restrictions  would  be  in  the  nature  of 
restraint  of  trade.    For  all  that,  we  be- 
lieve the  time  will  come  when  the  law 
will  require  a  minimum  in  the  matter  of 
competence  and  experience  and  perhaps 
of  capital — certainly  the  former  two  ele- 
ments being  the  best  asset — as  a  means 
of  defence  for  the  rest  of  the  business 
community. 


Why  do  men  fail  ?  Bradstreet's  have  made  a  double 
grouping  of  causes,  the  first  dealing  with  the  faults  of  the 
men  who  fail,- and  the  other,  external  reasons.  These  two 
classes  are  divided  as  follows: — 

A.— FAULTS   OF   THOSE    FAIL'.PG 

Incompetence, 

Inexperience, 

Lack   of  capital, 

Unwise   credits, 

Speculation    (outside    regular   business), 

Neglect  of  business   (due  to  doubtful  habits), 

Personal  extravagance, 

Fraudulent -disposition   of  property, 

B.     NOT   DUB   TO   FAULTS   OF  THOSE   FAILING— 
Specific   conditions    (disaster,   war,   floods), 
Failures   of  others    (of   apparently   solvent   debtors). 
Competition. 

Lack  of  Capital  Leads  in  Canada — Incompetence  in  States 

As  between  Canada  and  the  United  States  in  the  matter 
of  causes  of  failure,  there  is  a  curious  difference.  In  the 
former  case,  lack  of  capital  is  by  far  the  most  fruitful  of 
the  personal  reasons;  in  the  States,  incompetence  stands 
at  the  top.  Lack  of  capital  in  Canada  was  responsible  for 
38.8  per  cent,  of  the  failures  in  1916,  as  against  30.3  per 
cent,  in  1915.  Incompetence  was  the  cause  of  13.4  last 
year  and  17.9  in  1915.  In  the  United  States,  incompetence 
claimed  33.2  per  cent,  of  the  total  in  1916,  and  29  per  cent, 
in  1915,  while  lack  of  capital  was  only  30.3  in  1906  and  27.5 
in  1915.  However,  this  is  not  the  old  record  across  the 
border.  In  1914  and  1913,  lack  of  capital  stood  first,  as  it 
had  every  year  before  except  in  1912.  Indeed,  it  rose  as 
high  as  39.2  per  cent,  in  one  year. 

War  Conditions  Caused  30  Per  Cent. 

While  lack  of  capital  was  the  leading  cause  of  failure  ih 
Canada  last  year,  as  might  have  been  expected,  the  war 


FAILURES  IN  THE  UNITED  STATES  AND  CANADA, 

CLASSIFIED  ACCORDING  TO  CREDIT  RATINGS,  TO  LIABILITIES  AND  TO  CAPITAL  EMPLOYED 
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itself  was  the  leader  in  the  preceding 
year-  In  1915,  lack  of  capital  was  only 
80J3  per  cent.,  while  "specific  condi- 
tions" rose  to  35.9  per  cent.  In  1916 
the  latter  had  fallen  again  to  30JL,  as 
compared  with  24.4  in  1914. 

Inexperience,  which  ranks  close  to  in- 
competence, was  responsible  for  3.4  per 
cent,  in  1916,  while  in  the  United  States 
it  was  the  cause  of  6  per  cent.  The 
only  other  fruitful  cause  of  failure  in 
either  country  is  fraud,  on  the  part  of 
others,  which  caused  7.5  per  cent,  in 
Canada,  and  6.6  across  the  border.  Com- 
petition stands  surprisingly  low  in  Can- 
ada, .2  per  cent.,  of  1/500,  compared 
with  4.2  per  cent,  in  the  States.  Neg- 
lect is  credited  with  1.9  per  cent,  in 
Canada,  as  against  1.4  per  cent,  the  year 
before,  and  2.4  and  1.9  per  cent,  in  the 
United  States  for  the  two  years. 

Individual   Cause   of   71    Per   Cent. 

To  sum  up  the  causes  of  failure:  In 
Canada,  the  individual  was  charged  with 
71  per  cent,  of  the  responsibility  com- 
pared with  64.7  per  cent,  the  previous 
year,  but  73.4  in  1914,  a  much  smaller 
record  than  in  the  States,  where  the 
percentages  were  79.5  and  74.4  respec- 
tively, for  1916  and  1915. 

95  Per  Cent.  With  Less  Than  $5,000 
Capital 

Lack  of  capital  as  a  cause  is  worth  a 
closer  study.  No  separate  figures  are 
available  at  the  moment  for  Canada, 
but  as  Bradstreet's  remarks,  "If  any 
confirmation  were  needed  of  the  idea 
that  the  small  trader's  path  was  a  dan- 
gerous one  in  1916,  it  would  be  afforded 
by  the  returns  of  capital  employed  by 
those  who  failed.  Of  18,268  failures  in 
the  two  countries  in  that  year,  17,372, 
or  exactly  85  per  cent.,  had  a  capital  of 
$5,000  or  less.  Search  through  the  re- 
cord of  twenty-six  past  years  fails  to 
reveal  so  high  a  percentage  as  this,  the 
nearest  approach  to  it  being  in  1900, 
when  the  proportion  was  94.2  per  cent. 
"The  proportions  failing  with  larger  capital  naturally 
showed  a  shrinkage  from  1915  and  all  preceding  periods. 
97  Per  Cent.  With  Poor  Credit  Ratings 

As  regards  credit  ratings,  it  is  shown  that  47,843,  or 
97.7  per  cent,  of  the  18,268  failing  in  the  United  States  and 
Canada,  had  very  moderate  or  no  credit  ratings,  as  against 
96.4  per  cent,  in  1915,  the  latter  being  the  highest  per- 
centage recorded  up  to  that  year.  Of  those  failing  in  the 
two  countries,  63.1  per  cent,  had  less  than  $5,000  of  liabili- 
ties, the  highest  percentage  recorded  since  1905,  when  it 
was  65.2,  and  comparing  with  58.4  per  cent,  in  1915  and  55.2 
in  1914,  the  latter  the  lowest  proportion  in  twenty-five 
years. 

In  respect  to  liabilities,  those  in  Canada  were  less  than 
one-half  the  total  of  1915,  being  $15,767,175,  compared  with 
$32,380,501.  In  the  United  States  the  liabilities  for  1916 
showed  a  drop  of  38.3  per  cent,  from  1915,  and  were  less 
than  half  those  of  1914,  and  indeed  the  smallest  of  any 
years  since  1909. 

Four  tables  are  reproduced  here  which  will  repay  a 
close  study. 


SUMMARY-UNITED     STATES 


I-'ailures 

Number 

ASSETS 

Liabilities 

due  to 

1916 

1915 

5,689 

•,057 

5,229 

448 

187 

119 

350 

1,082 

3,603 

80 

1,191 

1916 

$18,727,522 

3,784,910 

27,431,650 

2,270,465 

3,945,228 

517,323 

934,749 

2.170,347 

16,640,317 
3,33«.°66 
6,3'?-533 

1915 

19x6 

1915 

Incompetence 

Inexperience 

Lack  of  capital 

Unwise  credits. .   . 
Failures  of  others. 
Extravagance 

Competition 

Specific  conditions 

Fraud 

5,486 
990 

4,995 
308 
146 
108 
396 
701 

2,206 

59 
1,101 

$24,754,230 
3,380,950 

48,429,359 
6,702,516 

17,072,071 

8'7,793 

1,427,469 

4,273,106 

43,178,898 
',937,427 
8,794,140 

$39,268,997 
7,387,618 

58,223,655 
3,882,151 
6,540,905 
',597,527 
2,895,608 
4,672,317 

29,761,361 
5,849,093 

15,152,926 

$49>237,492 

6,777,646 

80,699,933 

«o,993,425 

26,184,034 

'.758,944 

2,831,286 

9,345,842 

70,206,329 

6,335,582 

19,756,616 

Total 

16,496 

'9-°35 

$86,071,050 

$160,767,959 

$»75,232,i58J$2^4,i27,i29 

SUMMARY— DOMINION  OF  CANADA,   NEWFOUNDLAND  AND 
ST.   PIERRE  AND  MIQUELON. 


Failures 

Number 

ASSETS 

Liabilities 

due  to 

1916 

1915 

1916 

1915 

1916 

1915 

Inexperience 

Unwise  credits ...   . 
Failures  of  others. . 
Extravagailce ...     . 

Specific  conditions . 
Speculation 

238 
60 

689 
28 
10 
10 
34 
3 

533 
35 

132 

470 
94 

796 
48 
41 
12 
37 
4 

942 
32 

150 

$713,555 
144,039 
2,368,147 
61,562 
153,825 
23,671 

134,273 

12,014 

1,694,281 

842,778 

232,543 

$1,424,010 

365,3'2 

4.575,240 

460,965 

408,400 

24,120 

86,085 

3,300 

5,73*550 

752,520 

5'5>'9o 

$1,751,840 

365.744 

6,146,253 

159.590 

340,985 

72,054 

258,870 

16,412 

3.652,750 

2,162,716 

819,961 

$4,065,450 

95',844 

10,145,325 

926,357 

',023,377 

58,526 

221,551 

7-075 

11,212,850 

1,581,008 

2,187,138 

Total 

«,772 

2,626 

$6,380,688 

$14,354.69* 

$'5.747.«75 

$32,380,501 

PERCENTAGES  OF  NUMBER  OF  FAILURES  AND  LIABILITIES 

IN   THE    UNITED   STATES    AND   CANADA    IN    1916    AND    1915.   CLASSIFIED    AS   TO  CAUSES. 


Failures 
due  to 


Incompetence 

Inexperience 

Lack  of  capital 

Unwise  credits 

Failures  of  others. . 

Extravagance 

Neglect 

Competition 

Specific  conditions . 

Speculation . . . ; 

Fraud  


United  States,  Per  Ct. 


Number 


1916 


33.2 

6.0 

30.3 

'•9 

■9 

.6 

2.4 

4-2 

'3-4 

•  4 

6.7 


«9'5 


29.9 
5-4 

27.5 
2.4 
1.0 
.6 
1-9 
5-7, 

'8.9 

4 

6-3 


Liabilities 


1916 


21.8 
4.4 

3'-9 
2.6 

4-6 

.6 

1.0 

2-5 

19.3 

3-9 
7-4' 


1915 


»7-3 

«.* 

28.4 

3-9 

9-.6 
1.0 

3-3 

24.7 

2.2 

7.0 


Canada,  Per  Cent. 


Number 


1916 


'3-4 

3-4 

38.9 

'  i.6 

•  5 

•  5 
1.9 

.2 

30.1 

2.0 

7-5 


17.9 
3-6 

3o.J 

1.8 

1.6 

•5 

'•4 


Liabilities 


1916 


11. o 
2.3 

390 

1.0 

2.2 

•5 

'•7 

.1 

23-3 

'3-7 
5-2 


1915 


12.5 

2-9 

3«-3 

2.0* 

3.2 

.2 

•  7 

.02 

34.6 

4-9 

6.8 


These  tables  from  Bradstreet's  provide  interesting  records  as  to 
Why  Merchants  Fail. 


Business   Life   Becoming   Safer 

Bradstreets  concludes  that  "business  life  is  safer  to-day 
than  it  ever  has  been,"  that  credit  granting  based  upon 
more  careful  credit  reporting  is  more  discriminating,  that 
other  important  improvements  have  been  made  in  crop  and 
business  reporting,  as  well  as  in  commercial  communica- 
tion and  in  transportation,  and  that  more  care  is  exercised 
to  prevent  solvent  debtors  from  entering  bankruptcy." 


THE  ROAD  TO  UNDERSTANDING 

A  new  book,  by  Eleanor  H.  Porter,  is  coming  out  tlii- 
month.  lis  title  will  he  "The  Road  to  Understanding." 
It  deals  with  the  did  theme  of  young  love,  a  poor  girl  he- 
coming  the  bride  of  a  rich  man.  Everybody  knows  the 
danger  of  misunderstanding  and  estrangement  in  such 
cases.  Burke  and  Helen  Denbv  in  this  story  begin 
bravely,  hut  they  find  in  their  own  characters  insidious. 
unlooked-for  traits,  which  threaten  to  destroy  their  hap- 
piness. They  eventually  win  out  to  true  happiness,  mak- 
ing an  intenselv  interesting  and  satisfying  story. 
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To  Eliminate  Direct  Selling 

Aim  of  Soberly  Undertaken   Campaign  of  the  Board 

of  Trade  of  the  American  Booksellers' 

Association 

DIRECT  selling  by  book  publishing  houses  is  occupy- 
ing the  attention  of  the  Board  of  Trade  of  the 
American  Booksellers'  Association  which  is  soberly 
entering  upon  a  campaign  having  for  its  object  nothing 
less  than  the  complete  elimination  of  direct  sales  of  books 
by  publishers  and  jobbers.  This  campaign  is  not  being 
put  forth  as  "a  demand"  but  the  project  is  to  outline  the 
only  basis  on  which  enduring  book-trade  prosperity  is 
possible  and  to  present  this  so  clearly  and  forcibly  that 
publishers  cannot  fail  to  be  convinced  of  its  truth. 

The  present  situation  is  represented  as  being  like  unto 
the  proverbial  attempt  to  carry  water  on  both  shoulders. 
Direct  selling  by  publishers  and  jobbers,  the  Board  of 
Trade  maintains,  is  not  complementary  to  retail  booksell- 
ing as  has  been  maintained,  but  is  ' '  incompatible,  inimical 
and  indeed  mutually  destructive."  The  Board  of  Trade 
further  clinches  this  point  by  saying  that  the  publisher 
who  thinks  he  *an  swell  his  mailing  list  and  mail  order 
sales  and  at  the  same  time  assist  in  the  strengthening  and 
growth  of  an  efficient  and  comprehensive  retail  book-trade, 
is  living  in  a  fool's  paradise.  The  booksellers  believe  that 
every  sale  made  by  a  publisher  direct,  weakens  the  retail 
trade. 

"The  Publisher's  Weekly"  dealing  with  this  subject 
says : — 

"It  seems  difficult,  on  the  other  hand,  to  deny  the 
publisher  the  right  and  advisability  of  dealing  directly 
with  customers  in  certain  instances.  There  are  many  book- 
buyers  remote  from  local  bookstores.  There  are  other 
bookbuyers  whom  the  retail  bookseller,  try  as  he  may,  is 
unable  for  special  reasons,  to  handle.  Some  business  comes 
to  every  publisher  unsolicited  that  no  retailer  could  well 
have  secured;  what,  he  asks,  is  he  to  do  with  it?  Other 
direct  business  he  may,  legitimately  and  wisely,  seek,  of 
which  no  retailer  has  knowledge,  nor,  having  knowledge, 
could  secure  efficiently. 

Yet,  if  we  are  entirely  honest  with  ourselves,  we  have 
to  admit  probably  that  direct  selling,  however  excusable 
in  specific  instances,  does  tend  to  undermine  the  retail 
trade.  And,  if  we  are  sincere  in  our  belief  in  the  system 
of  selling  at  retail  upon  which  the  book-trade  is  founded, 
then  we  must  in  all  honesty  seek  for  practical  methods 
looking  eventually  toward  the  elimination  of  mail-order 
selling  rather  than  its  encouragement. 

Some  publishers,  and  among  them  houses  than  whom, 
we  believe,  the  book-trade  has  no  sincerer  friends,  sell  more- 
of  their  output  direct  than  through  the  trade;  many  other 
houses  for  obvious  reasons  reap  larger  net  profits  from  this 
business,  smaller  in  volume  though  it  be.  We  do  not  think 
that  it  is  the  sober  wish  of  the  retail  book-trade — to  sa\ 
nothing   of   its    expectation — that    these    book    publishers 


BEST  SELLING  BOOKS  IN 
CANADA 

Fiction. 

1— Mr.  Britling  Sees  !t  Through  Wells  129 

2— When  a   Man's  a  Man   Wright  64 

3 — The  Worn   Doorstep    Sherwood  4G 

■1 — Greenmantle    Buehan  co 

5— Bullets   and   Billets    Bairnsfather  28 

<; — Bindle     Jenkins  28 

Non-Flrtlon. 

1      Rhymes  of  a    RedCl'OSS   Man    Service 

Juvenile. 

1      Kertily   Fox  Series. 

UNITED  STATES  SUMMARY. 

(From  the  March  Bookman) 

FICTION 

T— Mr.   Britling  Sees   It  Through Wells  387 

2— When  a  Man's  a  Man Wright  229 

:! — Mary  'Gusta   Lincoln  129 

I     Wildfire    ...Grey  124 

5 — Penrod    and    Sam Tarkington  73 

i' — The  Wonderful  Year Locke  62 


shall  forthwith  give  up  at  the  trade's  request  the  larger 
or  more  profitable  portions  of  their  businesses.  The  sup- 
position is  absurd  on  its  face.  But  the  retail  trade,  ac- 
cording to  the  purport  of  the  resolution  just  adopted,  does 
ask  that  book  publishers  doing  an  increasing  mail  order 
business  consider  with  the  utmost  seriousness  whither  the 
emphasis  they  place  on  this  portion  of  their  business  is 
gradually  leading  them  and  the  trade  at  larae. 

The  booksellers  ask  in  short  that  this  whole  question  of 
retail  bookselling  be  looked  at  fairly  and  squarely;  they 
claim  that  either  it  is  a  system  to  be  honestly  and  whole- 
heartedly encouraged  and  built  up,  or  frankly  discarded 
for  something  better.  Not  that  we  ourselves  see  any  danger 
of  the  latter  alternative;  for  the  movement  to  hold  up  the 
hands  of  the  retailer  is  far  wider  than  the  book-trade.  In 
fact,  the  whole  tendency  of  selling  methods  in  the  last 
decade  in  every  line  of  merchandizing  has  been  to  strength- 
en the  retailer,  to  make  his  business  more  profitable  for 
him,  to  increase  the  number  of  retaH  stores.  More  and 
more  manufacturer  and  wholesaler  are  coming  to  see  that 
their  selling  problem  is  primarily  one  of  retail  distribution, 
that  if  their  products  have  an  adequate  number  of  pros- 
perous retail  outlets  their  merchandising  problem  is  sim- 
plified, if  not  completely  solved. 

SONGS  OF  UKRAINIA 

In  referring  to  Miss  Livesay's  creditable  volume, 
"Songs  of  Ukrainia,"  recently" published  by  Dent's,  it  is 
interesting  to  observe  that  there  are  in  the  Canadian 
West  over  a  quarter  of  a  million  of  people  of  this  race.  In 
Russia  there  are  30,000,000  Ukrainians,  besides  5,000,000 
who  are  subjects  of  Austria.  The  Ukrainians  are  a  dis- 
tinct race  of  the  Cossack  stock.  They  are  frequently 
spoken  of  as  Little  Russians.  They  furnish  the  flower  of 
the  Czar's  armies. 

Miss    Livesay's    books    provides    translations    of    Uk- 
rainian folk  songs  and  national  lyrics.     There  is  an  intro- 
duction by  Paul  Crath,  a  prominent  Ukrainian,  who  lives 
in  Winnipeg.    Miss  Livesay  is  also  a  resident  of  that  city. 
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I'nOKSELLER  AND  STATIONER 


WHEN  THE  PRUSSIANS  CAME  TO  POLAND 

Tli,.  Countess  de  Turczynowicz  was  Pormerlj  Miss 
Laura  Blackwell,  of  St.  Catharines,  Ontario,  and  she  is 
a  native  of  Georgetown,  Ont.  She  is  the  author  of  an 
Lmportanl  new  war  book,,  entitled  "When  the  Prussians 
Came  to  Poland."  Her  husband  was  at  that  time  and  is 
still  serving  in  the  Russian  army.  Their  chateau  was, 
occupied  l>\  Vim  Hindenburg  for  two  months  while  her 
children  were  ill.,  at  the  time  of  the  invasion  of  Poland. 
The  countess,  as  she  relates  in  her  hook,  owed  her  escape 
unharmed  at  that  time  to  elaiming  American  citizenship, 
and  her  means  of  convincing  von  Hindenburg  of  this  was 
her  singing  before  him  of  "The  Star  Spangled  Banner." 
Her  book  is  another  strong'  indictment  against  the 
Prussians  and  their  ruthless  methods  of  making'  war. 


Thoreau's  friend  and  fellow-townsman,  who  is  almost  the 
last  of  his  contemporaries.     This  hook  will  he  valuable 

lo  students  and  collectors,  while  for  the  general  reader 
it  will  stand  as  a  definite  biography  of  the  meat  phil- 
osopher-naturalist. 

NEW  AND  FORTHCOMING  BOOKS 

"The  Triflers,"  by  Frederick  Orin  Bartlett,  author  of 
"The  Wall  Street  Girl,"  tells  the  story  of  a  young  Am- 
erican heiress,  besieged  byr  suitors,  whose  one  aim  is  to 
see  the  world  without  let  or  hindrance,  and  the  author 
has  cleverly  shown  how  such  a  desire  ejin  he  fulfilled.  A 
marriage  of  convenience  brings  about  the  entertaining 
spectacle  of  a  man  and  wife  falling  in  love  with  each 
other. 


The  Countess  de  Turczynowiez  and  Her  Children 


ONE  YEAR  OF  PIERROT 

A  veritable  literary  triumph  is  how  discerning  critics 
who  have  read  "One  Year  of  Pierrot"  describe  this  novel, 
which  is  the  intimate  revelation  of  a  young  mother's 
thoughts  during  the  first  year  of  the  life  of  her  only  child 
and  of  the  reaction  of  those  thoughts  on  the  world  around 
her — the  man  from  Yale  who  painted  pictures,  the 
irascible  but  big-hearted  French  surgeon,  the  noble  coun- 
tess, and  all  the  quaint  characters  of  a  French  village. 
The  scene  is  laid  on  the  French  Riviera,  and  the  book  is 
all  the  more  appealing  by  reason  of  Leslie  Hornby's  fine 
pictures.  His  sketches  are  as  finely  wrought  as  the  story 
itself. 
AN  ANTHOLOGY  OF  MOTHER  VERSE 

A  suggestion  for  Mother's  Day  is  afforded  by  the  com- 
ing of  a  new  book  entitled  "To  Mother,"  which  is  an- 
thology of  mother  verse,  with  an  introduction  by  Kate 
Douglas  Wiggin.  .  The  book  is  to  have  a  copy  of 
Whistler's  famous  picture  of  his  mother  for  the  frontis- 
piece. 
THOREAU 

"A  Life  of  Henry  D.  Thoreau,"  by  Frank  B.  San- 
born, comes  in  this  year  of  the  centenary  of  Thoreau 's 
birth,  which  will  doubtless  witness  an  increased  interest 
in  his  life  and   writings.     The  author  of  this  book   was 


"Out  Where  the  West  Begins,"  by  Arthur  Chapman, 
is  a  remarkably  clever  book.  Vigor  and  freshness,  racy 
dialect  of  the  plains,  a  quality  of  "go"  and  humor,  make 
iiis  work  decidedly  refreshing.  It  will  appeal  strongly  to 
those  who  so  enjoy  the  poems  of  Bret  Harte  and  such 
contemporary  writers  as  Robert  W.  Service. 

"A  MAN'S  BOOK 

Ridgwell  Cullum's  new  novel.  "The  Son  of  His 
Father."  presents  a  Western  tale  that  is  distinctively 
above  the  ordinary.  It  is  a  man's  book  of  big  business. 
Father  and  son  unknowingly  oppose  eacli  other  in  a  big 
coal  deal,  and  a  fight  to  a  finish  ensues.  The  outcome  is 
suggested  by  the  book's  title.  Incidentally  the  son  figure* 
in  a  love  story  that  adds  measurably  to  the  interest  of  the 
book. 

E.  V.  Lucas'  "Vermillion  Box"  continues  to  hold 
first  place  in  point  of  sales  among  the  Copp,  Clark  Co.  's 
novels,  with  Comfort's  "The  Last  Ditch'*  second,  and 
"Tish"  third. 

Eleanor  Hallow-ell  Abbott,  who  scored  so  notably  with 
"Molly  Make-Believe"  and  other  captivating  stories,  has 
written  another  just  as  whimsical,  entitled  "The  Stingy- 
Receiver." 
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LITERATURE  OF  THE  WAR 


GETTING  TOGETHER 

' '  Tell  me, ' '  asks  the  average  American  of  the  average 
Briton  in  ''Getting  Together/'  by  Ian  Hay,  "what  is  back 
of  your  country's  resentful  attitude  towards  America?" 

The  Briton  ponders. 

"Didn't  some  one  once  say,"  he  replies  at  last,  "that 
he  that  is  not  for  us  is  against  us?"  That  seems  to  sum  up 
the  situation.  We  on  our  side  are  engaged  in  a  life  and 
deatli  struggle  for  the  freedom  of  the  world.  We  know 
that  you  are  not  against  us;  still,  considering  the  saered- 
ness  of  our  cause,  and  the  monstrous  means  by  which  the 
Boche  is  seeking  to  further  his,  we  feel  that  you  have  not 
stood  for  us  so  out  and  out  as  you  might." 

Through  the  medium  of  his  two  characters,  the  author 


IAX    HAY. 

takes  up  many  of  the  questions  at  issue  between  the  aver- 
age American  and  average  Briton  and  settles  them  in  a 
way  that  will  find  a  response  in  the  mind  of  both. 

GERMAN  METHODS  EXPOSED 

"Peaceful  Penetration,"  is  the  title  chosen  by  A.  D. 
McLaren  for  a  book,  published  by  Constables,  in  which  the 
author  lays  bare  the  whole  machinery  by  which  Germany 
has  obtained  such  great  influence  in  certain  neutral  states. 
Here  is  an  extract  from  the  first  chapter: — 

Germans  have  availed  themselves  of  the  hospitality 
of  a  friendly  nation  in  order  to  undermine  its  sove- 
reignty. It  is  a  campaign  carried  on  by  spbies,  traders, 
financial  organization,  missionaries,  schools,  having  for 
its  goal  the  weakening  politically  of  the  community  in 
which  its  agents  work.  It  has  used  the  right  of  free 
and  unrestricted  domicile  to  shatter  the  political  sta- 
bility of  a  prospective  rival  Power.  It  has  been  war- 
fare on  scientific  lines." 


WELLS'  NEW  WAR  BOOK 

A  new  book  by  H.  G.  Wells  is  entitled  "Italy,  France 
and  Britain  at  War." 

Mr.  Wells  firs^  discusses  the  changing  sentiment  as 
regards  the  war  in  the  different  countries  where  it  is  being 
waged.  He  then  takes  up  the  war  in  Italy — The  Isonzo 
Front,  The  Mountain  Warfare,  and  Behind  The  Front. 
After  this  comes  a  section  devoted  to  the  Western  war, 
with  chapters  on  Ruins,  Grades  of  War,  The  War  Land- 
scape, New  Arms  For  Old  Ones,  and  Tanks.  Finally  comes 
the  part  in  which  Mr.  Wells  asks,  "What  do  people  think 
about  the  war?"  Here  he  presents  such  problems  as  "Do 
they  reallv  think  at  all?,  The  Yielding  Pacifist,  and  The 
Conscientious  Objector,  The  Religious  Revival,  The  Riddle 
of  The  British,  The  Social  Changes  In  Progress  and  The 
Ending  of  The  War." 

"Only  a  Dog,"  tells  the  story  of  a  stray  dog,  an  Irish 
terrier  which  was  appropriated  by  a  Cockney  soldier, 
Private  Rice,  to  whom  the  dog  became  greatly  attached. 
.Rice  was  killed  in  battle  and  "Army,"  as  he  had  named 
the  dog,  took  up  his  position  at  his  master's  grave  in  No 
Man's  Land,  until  he  too  was  killed  by  a  shell.  Around 
"Army"  an  inspiring  and  most  readable  story  has  been 
woven  by  Bertha  Smith. 

A  new  and  enlarged  edition  of  Stephen  Graham's 
"Russia  and  the  World"  has  just  been  published.  This 
new  edition  reveals  a  fuller  conception  of  the  traits  of  the 
Russians,  Poles,  Bulgars,  Turks,  Germans,  Greeks;  Ruman- 
ians and  Jews  and  the  effect  of  the  war  on  these  peoples. 

Two  volumes  of  war  interest  that  have  just  come  from 
Constable's  are  "Sea  Power,"  by  Archibald  Hurd  and 
"To  Ruhleben  and  Back,"  by  Geoffrey  Pyke. 

OBSTACLES  TO  PEACE 

Booksellers  will  recall  that  not  so  many  months  ago 
the  noted  New  York  magazine  publisher,  S.  S.  McClure, 
was  looked  upon  as  being  anything  but  pro-ally  in  his 
utterances.  This  fact  makes  his  book,  "Obstacles  to 
Peace,"  all  the  more  impressive.  The  book  is  an  ex- 
haustive dealing  with  what  the  author  saw  and  heard 
during  several  months  spent  in  the  different  belligerent 
countries  in  which  he  was  received  as  an  American  pub- 
licist 'by  leading  statesmen  of  these  countries. 

The  truth  as  presented  in  this  book  is  a  justification 
of  the  cause  of  the  allies. 

"The  Heart  of  the  Balkans"  will  appear  shortly,  be- 
ing the  work  of  Demetra  Vaka,  whose  notable  book.  "The 
Grasp  of  the  Sultan,"  will  be  recalled. 

Two  new  lists  have  just  come  from  Thomas  Allen,  one 
heir.','  a  special  36-page  catalogue  of  the  Rand,  McNally 
Co. 's  juvenile  books,  a  distinctive  feature  of  which  are 
four  pages  giving  miniature  reproductions  in  actual  colors 
of  twenty-four  of  the  leading  books  for  children;  while 
the  other  is  a  thirty-six  page  illustrated  list  of  the  publi- 
cations of  the  John  C.  Winston  Co. 
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JERRY 

"Jerry,"  by  Arthur  Stanwood  Pier,  has  just  come 
from  Thomas  Allen,  being  a  $1.50  novel.  Jerry  is  a  clean- 
out,  clean-minded  and  ambitious  young  man,  who  began 
life  as  a  mill  hand  in  a  steel  works,  from  which  he  ousted 
himself  by  participation  in  a  strike;  then  became  a  police- 
man, where  he  met  corruption  and  vice  and  crime  anions; 
political  workers,  congressmen,  police  officials  and  de- 
generates. In  his  progress  as  a  "cop''  he  got  into  diffi- 
culties because  of  his  honesty  and  good-heartedness.  The 
while  he  studied  law,  and  in  the  end  had  the  recogni- 
tion his  talents  and  character  merited. 


Arthur  Stanwood   Pier. 

He  loved  a  girl — an  Irish  girl  of  beauty  and  physical 
■appeal,  who  preferred,  however,  another  man,  and  there- 
by got  herself  into  much  trouble.  In  the  end  she  saved 
Jerry  from  marrying  her,  now  a  widow,  'by  yielding  to  the 
ardent  wooings  of  a  ward  politician,  and  Jerry  found 
someone  better  in  a  girl  whom  he  and  his  mother  had  be- 
friended in  days  of  trial  and  poverty. 

The  story  has  a  vivid  murder  trial,  and  is  readable  in 
a  high  degree.  Several  superior  illustrations  add  to  the 
attractiveness  and  pleasure  of  the  book. 

SPIRITUAL  ASCENT  OF  MAN 

A  new  book  just  received  from  Putnam's  is  "The 
Spiritual  Ascent  of  Man,"  published  in  a  $1.50  edition 
being  the  work  of  Dr.  W.  Tudor  Jones,  who  deals  with 
argent  questions  of  science,  philosophy  and  religion. 

He  sets  aside  the  old  controversy,  and  maintains  that 
there  is  no  real  conflict  between  Science  and  Religion,  but 
that  science,  if  properly  scrutinized  and  understood,  must 
inevitably  lead  to  Religion. 

Bridge-building  as  a  subject  for  writers  of  fiction  has 
provided  some  good  novels  and  short  stories.  Louis 
Schneider,  who  has  contributed  some  good  stories  to  "The 
Black  Cat,"  has  a  story  called  "The  Hidden  Builders,"  in 
the  March  issue,  in  which  two  bridge-builders  who  were 
always  at  odds,  yet  co-operated  successfully  in  building  the 
greatest  bridge  of  their  time. 

In  planning  your  purchases  for  next  Christmas  trade 
keep  in  mind  gold  and  silver  cords,  red  and  gold  cords, 
green  and  gold  cords,  red  and  green  and  gold  cords,  red 
ribbonzene  and  green  ribbonzene.  They  come  on  wood 
spools,  paper  spools,  Santa  Claus  cards  and  novelty  cards. 

Musical  Instrument  Dealer  (to  new  boy) — Now,  if 
while  I  am  out  a  customer  wants  to  look  at  a  mandolin, 
flute  or  piccolo,  you  know  what  to  show  him? 

New  Boy — Yes,  sir. 

Dealer — And  suppose  he  should  want  to  see  a  lyre? 

Boy — I'd  ask  him  to  wait  until  you  came  in. 
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^  ]\  " He  does  not  read  books.  He  has  never  delved 
^  into  the  records  of  what  men  have  accomplished.  $ 
He  lives  in  a  world  without  a  past.  Of  the  ^ 
heights  and  depths  to  which  men  have  climbed 
3      he  does  not  even  guess.     In  a  world  of  law  and 
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He  Does  Not  Read  Books 


order  he  sees  only  chaos  and  mystery.  Boxed  in 
by  hard,  thick  walls  he  never  glimpses  the  glories 
that  lie  beyond.     He  claims  for  himself  only  an 


insignificant  part  of  the  wonderful  and  alluring 


|      whole.     Life  to  him  is  a  fraction.     He  does  not      g 
$       read  books.  $ 

^       \  "Yet — he    has    cock-sure    opinions    on    every 


subject  that  can  be  broached — and  tags  every 
man  a  fool  who  does  not  match  his  own  particular 
brand  of  ignorance. ' ' 


-Glen  Buck  in  "Office  Appliances." 
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FRIEND  TO  FRIEND  GIFT  BOOKS 

New  books  originated  by  the  Longfellow  Co.,  of  Bos- 
ton, are  known  as  the  "Friend  to  Friend  Gift  Books," 
made  in  eleven  numbers.  Some  of  the  titles  being: 
"Best  Scores  at  Golf,"  "Birth  Dates  and  Wedding 
Days,"  "Greeting  List,"  "Hello  Book,"  "Friends  0' 
Mine,"  "Little  Book  of  Not  Forgot,"  "Shopping  Notes" 
and  "The  Twelve  Month."  These  little  books  which  are 
just  the  size  to  slip  into  milady's  shopping  bag,  are  tastily 
printed  in  two  colors  on  a  fine  quality  of  paper  and  bound 
in  four  beautiful  and  unusual  leathers.  The  fly-leaf  of 
each  book  gives  an  opportunity  to  inscribe  the  gift  and 
carries  a  rhymed  sentiment  appropriate  to  the  particular 
book. 

The  line  also  includes-  two  sizes  of  the  Business  Year 
Book.  This  is  a  man's  record  book  with  a  big  full  page 
for  each  day  in  the  year.  They  can  be  used  for  any  year 
or  started  at  any  time  of  year,  and  like  the  little  books 
mentioned  above  do  not  become  dead  stock  on  January  1. 

m 

"Memory's  Garden"  is  a  beautifully  printed  and 
bound  book  interspersed  with  exquisite  original  little 
poems  which  serve  as  headings  for  the  different  memories 
which  it  is  the  mission  of  the  book  to  preserve. 

A  new  "Life  of  Ulysses  S.  Grant,"  by  Louis  A.  Cool- 
idge,  has  just  appeared,  and  in  it  the  career  of  Grant  is 
told  with  vivacity  and  lucidity,  and  the  hook  suggests  new 
points  of  view  even  to  well-read  students  of  the  Civil  War 
and  Reconstruction  Periods  in  the  United  States. 

Constance  Warren's  new  book,  "The  Phoenix,"  is  al- 
most ready,  is  a  society  tale  with  Boston,  both  Back  Bay 
and  the  smart  summer  colony  of  the  North  Shore,  as  the 
background.  The  heroine  is  a  petted  American  girl,  un- 
used to  self-denial,  and  the  story  tells  how  she  met  a 
great  disappointment,  makes  a  great  mistake,  all  but  suc- 
cumbs to  a  great  temptation,  but  at  last  finds  a  solution 
of  her  problem  and  the  answer  to  her  questionings  in  a 
hospital  on  a  French  front. 

An  emotional  and  strongly  imaginative  novel,  entitled 
"Edith  Bonham,"  by  Mary  Hallock  Foote,  is  to  come 
this  month.  It  is  a  story  of  family  life  and  middle-aged 
romance. 

In  April  "The  Ford,"  by  Mary  Austin,  will  be  issued. 
It  is  a  tale  of  California,  and  it  is  said  that  she  does  for 
that  wonderful  land  what  Phillpotts  has  done  for  Corn- 
wall and  Devon. 
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RICHARD  MARSH 

Richard  Marsh,  whose  picture  is  reproduced  herewith 
through  the  courtesy  of  Putnam's,  has  given  us  a  very 
line  tale  in  his  latest  book,  "The  Beetle,"  a  present-day 
novel,  but  connected,  through  a  sect  that  has  continued 
through  the  ages  to  perform  its  loathsome,  barbaric  rites 
in  the  obscurity  of  an  Eastern  village;  with  the  very  dawn 


RICHARD  MARSH 

of  history.  This  sect  uses  as  the  instrument  of  its  ven- 
geance, upon  one  who  has  for  an  unforgivable  offence 
been  singled  out  for  slow  and  cruel  destruction,  a  form 
of  torment  that  is  with  him  as  an  actual,  living  presence 
or  as  a  dreaded  intruder  by  night  and  iby  day,  at  his  ris- 
ing up  and  at  his  lying  down,  and  from  which  escape 
.-eems  impossible. 

WILDFIRE 

From  Musson's  comes  "Zane  Grey's"  new  novel 
•'Wildfire."  This  author  has  written  many  fine  novels 
but  nothing  that  excels  this  story.  In  literary  quality  and 
delineation  of  a  wild  country  and  rugged  people  this  book 
is  one  of  high  merit  as  it  is  for  its  high  dramatic  power. 

Zane  Grey  has  written  of  wonderful  horses  before,  but 
Wildfire  outruns  them  all.  He  has  written  often  of  men 
and  women  who  loved  adventure  and  had  their  fill  of  it, 
but  here  in  this  story  of  a  Centaur  community,  the  ad- 
ventures and  passions  of  his  characters  are  as  natural  in 
the  wild  country  in  which  they  lived  as  the  adventures  and 
passions  told  by  primitive  peoples  in  fabled  Greece. 

A  CHAPLIN  PAINTING  BOOK 

A  novelty  book  being  shown  this  season  by  Thomas 
Allen  is  "Charlie  Chaplin's  Comic  Papers,"  series  I,  being 
a  book  of  carricature  in  black  and  white  showing  the  only 
Charlie  in  a  multitudinous  variety  of  adventures.  The 
idea  is  to  have  the  child  complete  the  pictures  by  painting 
in  the  colors  and  the  instructions  include  points  about 
mixing  colors,  how  to  hold  the  brush,  clean  brushes  after 
using  and  other  helps  for  the  little  artist. 

PERIODICAL  NOTES 

"British  Supremacy,"  is  a  new  weekly  published  by 
the  Aldine  Publishing  Company,  London,  England,  which 
advocates  British  supremacy  at  sea,  on  land,  in  the  air, 
and  in  the  markets  of  the  world.  Its  retail  price  is  20c  an 
issue. 


WILLIAM  DE  MORGAN 

William  Frend  de  Morgan,  whose  death  occurred  on 
January  Hi,  at  his  late  home  in  Chelsea,  England,  was 
born  on  November  Hi,  18.'S9,  the  son  of  Augustus  and  Sophia 
Elizabeth  de  Morgan,  his  father  being  at  the  time  Profes- 
sor of  Mathematics  in  University  College,  T>ondon.  He 
was  educated  at  University  College  School  and  College. 
Gower  street,  and  married,  in  1888,  Evelyn  Pickering,  an 
artist,  daughter  of  Percival  Andree  Pickering,  Q.C.  He 
was  a  student  at  the  Royal  Academy  in  1859,  having 
adopted  art  as  a  profession.  After  spendirig  some  years  in 
stained  glass"  and  ceramic  work,  during  which  time  his  ex- 
periments attracted  some  attention  among  artists,  he  com- 
menced in  1905  as  a  writer  of  fiction,  when  he  was  sixty- 
six  years  of  age.  His  first  book,  "Joseph  Vance,"  which 
embodied  the  observations  of  almost  a  lifetime,  was  an 
instantaneous  success,  but  his  later  publications,  while 
well  received,  were  not  considered  to  have  the  high  literary 
merit  of  his  first  effort.  Among  these  were  ''Alice  for 
Short,"  "Somehow  Good"  and  "It  Can  Never  Happen 
Again." 

A  CORRESPONDENCE  HANDBOOK 

Eleanora  Banks  has  written  a  book  entitled  "Put- 
nam's Correspondence  Handbook,"  which  is  designated 
as  a  work  of  reference  designed  to  promote  efficiency  in 
business  correspondence.  The  book  contains  260  page-, 
and  is  bound  in  seal  grain  leather  with  gold  lettering  and 
red  edges.  It  opens  with  an  analysis  of  the  art  of  busi- 
ness letter  writing,  and  deals  with  the  various  steps  which 
must,  be  taken  in  the  construction  of  the  properly  made 
business  letter.  A  number  of  model  forms  are  given,  re- 
produced in  typewriter  type.  The  book  discusses  figures 
and  signs,  the  possessive  case,  plurals,  official  titles. 
Roman  Catholic  titles,  compound  words,  capitalization, 
punctuation,  abbreviations  and  contractions,  speeling  and 
other  pertinent  subjects,  including  the  making  of  certain 
familiar  legal  documents,  wills,  etc. 

BEST  SHORT  STORIES 

Edward  J.  O'Brien  does  good  work  each  year  in  com- 
piling a  volume  containing  his  selection  of  the 
best  short  stories  of  the  year  representing  the  work  of 
American  writers.  The  title  of  the  volume  just  published 
hy  the  Musson  Book  Co.,  is  "The  Best  Short  Stories  of 
1916  and  Year  Book  of  the  Anlerican  Short  Story. ' ' 

This  new  volume  contains  a  brief  critical  analysis  of 
the  best  fifty  American  short  stories  with  the  greater 
part  of  the  attention  paid  to  what  Mr.  O'Brien  considers 
the  twenty  best  stories  appearing  in  American  magazines 
last  year. 

NEW  FAIRY  TALES 

Typical  Norse  tales  of  witch,  ogre,  and  Troll,  those 
lineal  descendants  of  the  Frost  Giants,  who  are  perpetually 
scheming  mischief  against  the  race  of  men  are  included  in 
G.  W.  Dasent's  book  of  fairy  tales  entitled  "East  o'  the 
Sun  and  West  o'  the  Moon." 

Stories  are  told  of  the  lonely  princess  on  her  mountain 
of  glass  awaiting  him  who  dare  ride  up  its  glassy  slopes ; 
of  the  giant  who  had  hidden  his  heart  so  securely  that  he 
felt  confident  none  could  find  it  and  of  men  turned  through 
magic  into  bears,  ducks  or  stones.  It  is  a  great  book  to 
delight  the  imagination  of  children.  It  has  just  been  pub- 
lished by  the  Putnam's. 

READS  ALMOST  EVERY  WORD 

Moncton,  N.S.,  Feb.  19, 1917. 
Am  enclosing  the  dollar  for  another  year  of  BOOK- 
SELLER AND  STATIONER.     I  read  almost  every  word 
in  it  from  month  to  month  and  could  not  do  without  it-  - 
Success  to  you. 

Sincerely  yours,    HATTIE  TWEEDIE. 
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LESLIE  MOORE 

The  author  of  "The  Peacock  Feather"  ;m<l  other  tine 
books  has  just  gives  us  a  new  novel  entitled,  "Antony 
Gray-Gardener,''  previously  announced  as  "Where 
There's  a  Will  There's. a  Way."  This  author  has  a  grow- 
ing following  of  Canadian  readers.  Through  the  courtesy 
of  the  Putnam's,  a  half-tone  reproduction  of  a  recent 
photograph  is  reproduced  herewith. 


LESLIE  MOORE 

A.  C.  BENSON 

It  has  just  been  announced  that  the  author  of  the  re- 
cently issued  book,  "Father  Payne,''  is  A.  C.  Benson, 
whose  photograph  is  reproduced  herewith,  through  the 
favor  of  his  publishers,  the  Putnam's.  In  explaining  his 
reason  for  publishing  the  book  anonvmouslv,  Mr.  Benson 


A.  C.   BENSON 

rays:  "I  have  myself  always  had  a  secret  inclination  to 
publish  my  books  anonymously,  and  I  have  published 
seven  of  my  books  so,  four  of  which  have  been,  from  the 
point  of  view  of  circulation,  the  most  successful  books  I 
have  written:  "The  Upton  Letters,"  "The  College  Win- 
dow,"  "The    House    of  Quiet."    and   "The    Thread    of 


did  "  The  advantage  ot  anonymous  publication  is  that 
tlie  hook  is  judged  on  its  own  merits,  and  owes  no  thins: 
to  the  writer's  position  or  friends. 

BPJEF  NOTES  ABOUT  BOOKS 

"Wilt  Thou  Torchy,"  is  the  title  of  still  another  book 
about  the  ubiquitous,  slangy,  red-headed  office  boy  by 
means  of  whom,  the  author,  Sewell  Ford,  has  entertained 
thousands  of  readers  who  will  welcome  these  further  ad- 
ventures of  Torchy. 

Elizabeth  Dejean 's  novel,  "The  Tiger's  Coat,"  which 
has  appeared  serially  in  an  American  magazine  will  be 
brought  out  in  book  form  shortly.  It  is  not  a  tale  of  the 
jungle  but  deals  with  modern  American  life  in  an  American 
Western  city. 

"Woman,"  by  Vance  Thompson  is  a  new  book  written 
in  this  author's  characteristic  vein  which  is  bound  to  occa- 
sion considerable  discussion  but  a  significant  point  in  con- 
sidering its  merits  is  the  fact  that  it  is  receiving  favorable 
comment,  even  from  ardent  feminists. 

A  Canadian  edition  of  Father  Ryan  's  Poems  has  just 
appeared. 

A  second  edition  of  Rev.  Professor  Law's  "The  Grand 
Adventure,"  has  been  published. 

George  Allen  &  Unwin  of  London,  have  established  a 
quarterly  to  be  called  "The  Polish  Review."  The  first 
number  contains  articles  on  the  Polish  situation  created 
by  the  recent  German  proclamation. 

From  Cecil  Palmer  and  Hayward  comes  a  new  edition 
of  Eden  Phillpotts'  "The  Girl  and  the  Faun,"  with  decor- 
ated pages  and  four  colored  plates  by  Frank  Brangwvn. 
A.R.A. 

Richard  C.  Cabot's  remarkable  volume  "What  Men 
Live  By,"  will  be  recalled  by  booksellers  because  of  the 
success  it  scored  and  this  adds  all  the  more  interest  to  his 
new  book  just  out  entitled:  "A  Layman's  Handbook  of 
Medicine."  It  is  a  book  for  everyone  interested  in  pre- 
serving his  health  and  highest  efficiency.  For  social  work- 
ers, teachers,  employers,  and  any  one  else  in  any  way 
responsible  for  the  health  of  others,  it  will  prove  invalu- 
able. 

A  new  book  by  Conrad  will  be  published  in  April,  under 
the  title  of  "The  Shadow  Line." 

Cleek  is  back  again.  The  title  of  Thomas  Hanshaw's 
posthumous  book  is  " Cleek 's  Government  Cases." 

It  is  announced  that  a  nine  volume  edition  of  Selma 
Lagerlof 's  works  which  will  be  issued  in  pocket  size,  bound 
in  green  limp  leather,  will  be  known  as  "The  Northland 
Edition." 

The  heroine  of  Sophie  Kerr's  new  novel  "The  Blue 
Envelope,"  was  "a  clinging  vine  sort  of  flapper  possessing 
the  initiative  of  a  jellyfish,  until  a  rude  awakening  took 
her  from  the  heights  of  a  social  career  to  the  depths  of  a 
struggling  stenographer's  life  in  New  York."  The  author 
takes  her  own  story  in  hand  and  leads  the  reader  through 
amazing  adventures  in  business,  in  the  boarding  house, 
with  international  spies  playing  a  conspicuous  part.  Ro- 
mance leavens  the  tale. 

The  first  book  by  Sir  Rabindranath  Tagore  since  his 
visit  to  America,  is  a  play,  entitled  "The  Cycle  of  Spring. " 
This  play  was  recently  performed  in  the  courtyard  of  the 
author's  Calcutta  home,  by  the  masters  and  boys  of 
Tauore's  school  at  Bolpur.  The  success  was  immense  and 
naturally,  for  the  spirit  of  the  play  is  the  spirit  of  uni- 
versal youth,  filled  with  laughter  and  lyric  fervor,  jest  and 
pathos  and  resurgence.  It  will  be  found  to  be  a  welcome 
addition  to  Mr.  Tagore 's  popular  series  of  volumes. 

Wilfrid  Wilson  Gibson,  the  English  poet,  who  came  to 
America  recently  on  a  lecture  tour,  has  published  a  new 
book  entitled,  "Livelihood."     This  is  a  volume  of  poems 
— "Dramatic  Reveries"  the  author  calls  them — the  sub- 
jects of  which  are  drawn  from  the  lives  of  working  people. 
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LIBRARY  WORK  AMONG  CHILDREN 

What  the  Public  Libraries  of  Toronto  Are  Accomplishing 

With  Incidental  Mention  of  a  "Bonne  Entente" 

REMARKABLY  good    work   is   done   by   the   Toronto 
Public  Library  in  connection  with  the  children's  de- 
partment and  an  idea  of  the  extent  of  activities  in 
this  connection  may  be  gathered  from  the  fact  that  ten 
members  of  the  staff  devoted  their  entire  attention  to  this 
branch  of  the  work. 

Dealing  with  this  subject  it  is  interesting  to  quote  the 
following  from  the  annual  report  of  the  chief  librarian, 
Dr.  Locke : — 

"The  work  among  Boys' and  Girls  continues  to  develop 
and  expand  beyond  even  my  sanguine  prophecies.  The 
figures  of  circulation  of  books  for  the  five-year  period  just 
closing  show  this  in  a  very  practical  form.  In  1912  the 
number-  of  books  circulating  among  boys  and  girls  was 
90,958;  in  1913  it  was  108,495;  in  1914  it  was  187,188;  in 
1915  it  was  249,260;  and  in  1916  it  was  287,351.  But  as 
far-reaching  and  in  some  respects  even  more  important 
in  the  present  unsettled  state  of  our  national  affairs  is  the 
great  National  Movement  which  we  have  undertaken  in 
our  children's  department  in  what  are  known  as  our  Na- 
tional story  hours,  where  to  15,000  children  during  the 
past  year  our  story-telling  staff  told  of  the  early  history 
of  our  country,  of  its  discoverers,  its  explorers,  its  settlers, 
its  early  rulers,  its  inhabitants;  indeed,  during  a  period  of 
now  three  years,  it  has  been  conducting  a  "Bonne  En- 
tente" with  boys  and  girls  of  our  city  to  whom  the  names 
and  work  of  Carticr,  Ohamplain,  Frontenac,  Radisson, 
La  Salle  and  their  compatriots  have  taken  on  a  new  signifi- 
cance, and  the  result  of  which  is  that  the  new  generation 
will  have  a  Canadian  historical  background  which  has  been 
so  sadly  lacking  in  the  generation  of  to-day.  This  is  real 
national  service,  the  results  of  which  are  not  so  obvious, 
apparent,  or  socially  distinctive  as  they  are  far-reaching, 
deep  and  abiding." 


At  the  annual  meeting  of  the  Sarnia  Public  Library 
Board,  the  librarian,  Miss  Harkness,  reported  the  total 
'issue  of  books  for  1916  as  44,419  volumes,  of  which  10,567 
were  in  the  juvenile  class.  The  number  of  readers  at  the 
close  of  the  year,  3,220,  an  increase  of  862. 

During  the  year  1,739  new  books  had  been  placed  on  the 
shelves,  of  which  707  were  fiction.  J.  B.  Dagan  is  chair- 
man for  1917. 

The  Walkerville  Public  Library  Board  elected  James 
S.  Evans,  chairman  for  1917.  Estimates  for  the  year  were 
passed  amounting  to  $3,486. 

.John  Turnbull  succeeds  N.  B.  Gash  as  chairman  of  the 
Toronto  Public  Library  Board.  At  the  first  board  meeting 
for  1917  estimates  placed  at  $147,100  were  passed  to  be 
submitted  for  the  approval  of  the  City  Council. 

J.  A.  MacFarlane  is  the  new  chairman  of  the  Hamilton 
Public  Library  for  the  ensuing  year. 

Lt.-Col.  Grafton  was  re-elected  chairman  of  the  Dundas 
Public  Library. 

Winnipeg  Public  Libraries  issued  fifty  per  cent,  more 


books  of  history  in  1916  than  in  the  previous  year  and 
there  was  a  large  decrease  in  the  reading  of  fiction.  Total 
issues  of  books  during  1916,  247,701.  Alderman  Gray  is 
library  chairman  for  1917. 

From  the  Windsor  Public  Library  comes  sixteen-page 
booklet,  giving  the  twenty-second  annual  report.  Some 
facts  gleaned  from  it  follow:  Total  number  of  books  in 
library,  27,267;  added  in  1916,  1,726;  books  issued  to 
readers  in  1916^  111,604;  borrowers'  cards  in  force,  3,838. 
The  1916-1917  chairman  is  J.  E.  D 'Avignon.; 

The  Toronto  city  council  has  been  requested  by  the 
London  city  council  to  join  in  an  application  for  legislation 
to  give  municipal  councils  full  control  over  the  appoint- 
ments of  members  to  the  Public  Library  Board  and  other 
municipal  bodies,  and  to  amend  the  estimates  of  outside 
bodies  so  that  the  expenditure  can  be  better  conserved. 

The  annual  meeting  of  the  Mimico  Public  Library 
Board  was  held  on  Feb.  6.  C.  Price-Green  was  elected 
chairman  of  the  board  for  1917.  The  annual  statement 
showed  800  readers,  and  a  circulation  of  1,800  books  dur- 
ing the  year. 

R.  J.  Fletcher  has  retired  from  the  Public  Library 
Board  of  Barrie,  Ont.,  after  serving  as  a  member  of  that 
body  for  twenty-five  years. 

At  the  Orillia  Public  Library's  annual  meeting  these 
officers  were  elected:  President,  Bruce  Murphy;  secre- 
tary, J.  B.  Henderson;  treasurer,  G.  A.  Cole;  librarian. 
Miss  Redpath.  Reports  showed  a  total  of  356,  volumes 
added  in  1917.  The  total  circulation  was  20,770  adult  and 
3,729  juvenile  books.  There  is  now  a  total  of  6,398  books 
in  this  library. 

The  Public  Library  of  Port  Credit,  Ont.,  now  has  2,757 
volumes.  At  the  annual  meeting  on  Jan.  12,  Mrs.  John 
McClelland   was  re-elected  president. 

A  new  branch  library  in  Toronto  was  opened  in  January 
at  Yonge  Street  and  Albertus  Ave.,  North  Toronto.  This 
branch  starts  with  3,00'0  books.  Miss  Marjorie  Grundy  is 
librarian. 

The  new  Carnegie  Library  at  Barrie,  Ont.,  was  opened 
without  ceremony  on  Tuesday,  Feb.  6. 

INCREASING  INTEREST  IN  CANADA 

As  an  evidence  of  the  increasing  interest  being  taken 
by  the  United  States  in  Canada,  consequent  perhaps  upon 
the  Dominion 's  participation  in  the  war,  Harvard  Univer- 
sity has  decided  to  devote  a  special  branch  of  its  library 
to  Canadian  history  and  literature.  Mr.  Clarence  M. 
Warner,  ex-president  of  the  Ontario  Historical  Society. 
has  been  appointed  an  officer  of  the  University  in  charge 
of  the  branch.  Mr.  Warner  removed  recently  from  Nap- 
anee,  Ont.,  to  Boston,  where  he  is  head  of  a  bond  business. 

LENDING  LIBRARY 

Gundy 's  Bookstore,  of  St.  Thomas,  advertised  their 
lending  library  in  newspaper  spa<je  recently,  the  message 
being:  "Fifty  cents  makes  you  a  member  of  our  Library. 
We  have  only  the  newest  and  best  fiction.  Why  pay  $1.50 
for  a  book  when  you  can  read  it  for  4c',  or  10c.  Think 
it  over. 
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"The  Way  of  the  Wind"  is  a  strong  new  novel  by 
Kugenia  Brooks  Frothingham,  and,  like  her  previous 
stories,  is  a  New  England  tale.  New  England  character 
is   an    open   book   to   Miss  Frothingham,  and  this   under- 


Eugenia   Brooks   Frothingham. 

standing  enables  her  to  present  an  impressive  presenta- 
tion of  her  subject.  This  new  love  story  is  an  intensely 
appealing  one. 


PACKARD'S  NEW  NOVEL 

Frank  L.  Packard  has  a  new  novel  this  season,  entitled 
"The  Adventures. of  Jimmy  Dale,  or  the  Gray  Seal."  The 
chief  characters  are  a  millionaire  bachelor-about-town,  an 
Mast  Side  habitue,  a  benevolent  cracksman,  and  a  mysteri- 
ous woman.  It  is  a  detective  story,  and  the  claim  is  made 
tor  it  that  it  ranks  with  "The  Adventures  of  Sherlock 
Holmes." 

"A  Canadian  Farm  Mystery,  or  Pain,  the  Pioneer," 
is  the  title  of  Bessie  Marchmant's  latest  story.  Miss 
Marchmant  has  been  aptly  styled  "The  Girls'  Henty." 
The  book  has  fine  illustrations  by  Cyprus  Cuneo,  who  did 
the  pictures  for  the  same  author's  success  of  last  year, 
"Joyce  Harrington's  Trust." 

"Letters  to  a  Young  Housekeeper,"  by  Jane  Prince. 
gives  useful  instructions  on  household  economy,  the 
budget,  the  specific  duties  of  servants,  and  other  matters 
pertaining  to  home  management.  It  is  written  in  letter 
form,  and  is  full  of  practical  suggestions  of  value  and 
inspiration. 

"Lines  Long  and  Short,"  by  Henry  B.  Fuller,  is  in 
essence  a  collection  of  short  stories  in  verse,  brief  etch- 
ings, so  to  speak,  of  typical  American  careers  and  charac- 
ters, situations  and  events.  A  sort  of  Hogarthian  touch 
is  most  effective. 

Word  is  anxiously  being  awaited  by  McClelland,  Good- 
child  &  Stewart  regarding  the  arrival  of  the  ship  now  on 
the  Atlantic,  on  which  are  shipments,  including  second 
editions  of  two  war  books' — "The  Battles  of  the  Somme" 
and  "A  Student  in  Arms  '' 


The  Free  Use  of  a  Public  Library 

Some  of  the  Advantages  Set  Forth — Booksellers  Should  Actively  Support  This  Object 

Alymer  Public  Library  a  Good  Example 


THOMAS  HAMMOND,  of  Aylmer,  has  been  contri- 
buting some   very   fine   articles   to   the   St.    Thomas 
"Times"  and  one  of  the  most  recent  of  these  treats 
upon  the  advantages  of  the  free  use  of  a  public  library. 
In  this  article  he  deals  particularly  with  the  public  library 
of  Aylmer. 

For  a  small  town,  Aylmer  has  one  of  the  best  library 
buildings  in  the  country  and  it  comprises  about  7,000 
volumes.  The  building  was  completed  four  years  ago  at  a 
cost  of  $8,600,  of  which  $8,000  was  a  grant  from  the  Car- 
negie fund.  Mr.  Hammond  in  his  article  points  out  thai 
about  $400  a  year  is  spent  on  new  books  and  $80  in  maga- 
zines, by  the  Aylmer  Library  Board.  He  pays  a  fine  trib- 
ute to  the  librarian,  Mrs.  G.  H.  Haight,  who  has  filled  that 
position  since  the  new  library  was  established.  "Her  ad- 
vice in  directing  the  reading  of  the  less  experienced  is  of 
first  importance  in  the  success  of  this  institution." 

The  following  are  the  members  of  the  Library  Board: 
D.  R.  McGregor,  chairman;  W.  W.  Rutherford,  B.A.,  sec- 
retary; E.  W.  R.  Hill,  J.  J.  Nairn,  Dr.  F.  H.  Miller,  Dr. 
Chas.  Sinclair,  Mayor  H.  H.  Wright. 

Coming  to  the  general  features  of  Mr.  Hammond's 
article,  one  that  will  interest  educationists  particularly, 
is  his  reference  to  the  value  of  a  public  library  in  co- 
ordination with  public  and  high  schools.  This  ideal,  he 
states,  has  been  realized  in  Aylmer,  where  the  teachers 
make  free  use  of  the  public  library  by  directing  and  en- 
couraging pupils  to  supplement  the  work  of  the  teacher 
by  patronizing  the  library,  making  the  latter  an  integral 
part  of  the  educational  system. 

"The  two  fe&tures  of  a  teacher's  influence  that  are  of 
the  most  importance  to  the  child  usually  are  the  least  con- 


sidered by  the  parent,  namely:  the  teacher's  personal  in- 
fluence on  the  child's  character,  and  his  ability  to  inspire 
in  the  child  a  thirst  for  knowledge,  or  love  for  good  read- 
ing— himself  being  an  index  pointing  to  such  reading 
matter  as  will  be  uplifting  and  educative.  This  done,  the 
pupil  remains  still  a  student  after  he  has  delivered  his 
valedictory  to  his  school  and  during  life  he  is  not  only  a 
student  but  is  in  possession  of  those  higher  intellectual 
pleasures  that  make  life  worth  while." 

Booksellers  will  appreciate  that  such  influence  as  this, 
exerted  by  public  libraries,  will  tend  to  bring  about  a  wider 
demand  for  books  and,  if  for  no  more  lofty  motive  than 
the  benefit  to  the  book  trade  in  dollars  and  cents,  they 
should  be  most  active  in  promoting  results  such  as  those, 
being  realized  in  Aylmer.  \ 

The  writer  draws  special  attention  to  the  advantages 
to  the  general  public  of  the  free  use  of  a  public  library  and 
he  tells  of  books  covering  important  subjects  which  inter- 
ested persons  may  find  in  the  public  library,  thus  bringing 
to  their  aid  the  results  of  the  work  of  the  world's  greatest 
thinkers. 

"In  directing  the  reading  of  boys  and  girls,  biography 
should  have  a  prominent  place.  No  other  class  of  literature 
is  so  inspiring  to  the  young.  The  girl  that  reads  the  life  of 
Florence  Nightingale  may  not  want  to  become  a  nurse,  but 
she  will  have  an  inspiration  to  sacrifice  herself  for  others, 
and  the  boy  who  reads  the  biography  of  Lincoln,  or  the 
story  entitled  "Up  from  Slavery,"  which  is  the  auto- 
biography of  that  colored  man  Booker  T.  Washington,  the 
"Moses  of  the  South,"  will  be  inspired  with  an  ambition 

to  be  something  worth  while." 
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Monthly    Record   of   New 
Books 

Published  by  Firms    Established  in  Canada 


THOMAS  ALLEN 
Fiction 

The  Way  of  the  Wind,  Eugenia  Brooks  Frothingham, 
cloth,  $1.40;  The  Long-  Journey,  Elsie  Sing-master,  cloth, 
$1.25;  Limpy,  William  Johnston,  cloth,  $1.35. 
Non-Fiction 

Getting  Together,  Ian  Hay,  cloth,  50c;  Out  Where  the 
West  Begins,  Arthur  Chapman,  cloth,  $1.25. 

McClelland,  goodchild  &  stewart 

Fiction 

Oh,  Mary,  Be  Careful !  George  Weston,  $1;  The  Un- 
welcome Man,  Waldo  Frank,  $1.50;  Fellow  Captives, 
Sarah  N.  Cleghorn,  $1.25;  Pelle,  the  Conqueror:  Day- 
break, Martin  Anderson  Nexo,  $1.50;  Lucile  Triumphant, 
Elizabeth  M.  Duffield,  $1;  Tom  Strong  Third,  Alfred 
Bishop  Mason,  $1.30;  Anne,  Princess  of  Everything, 
Blanche  Elizabeth  Wade,  $1. 

Non-Fiction 

John  Webster  and  the  Elizabethan  Drama,  Rupert 
Brooke,  $1.50;  The  Soul  of  the  War,  12th  edition,  Philip 
Gibbs,  $1;  From  the  St.  Lawrence  to  the  Yser,  Frederic 
C.  Curry,  $1.25;  The  Battles  of  the  Somme,  Philip  Gibbs, 
$1.50;  The  Grand  Adventure,  second  edition,  Rev.  Robert 
Law,  D.D.,  $1.25;  Official  Automobile  Blue  Book,  Vol.  6, 
Southern  States,  $3;  My  Second  Year  of  the  Great  War, 
Frederick  Palmer,  $1.50;  Father  Ryan's  Poems,  $1.50; 
The  War  and  Humanity,  James  M.  Beck,  LL.D.,  $1.50; 
Chapters  From  My  Official  Life,  Sir  C.  Rivers  Wilson, 
$3.50;  Of  Water  and  the  Spirit,  Margaret  Prescott  Mon- 
tague, 50c;  A  Student  in  Arms,  Donald  Hankey,  $1.50: 
Only  a  Dog,  Bertha  Whitridge  Smith,  $1;  Boy  Scout  New 
Testament,  khaki,  40e;  Y.M.C.A.  Testament,  khaki,  40c; 
Pocket  League  New  Testament,  khaki,  40c. 

CASSELL  &  CO.,  LTD. 

Fiction 
Frailty,  Olive  Wadsley,  cloth,  $1.25;  Martin  Valliant, 
Warwick  Deeping,  cloth,  $1.25.' 

Non-Fiction 
Nothing  Matters,  H.  Beerbohm  Tree,  cloth,  $1.50  net; 
Life  Story  of  Will  Crooks,  George  How,  cloth,  35c  net; 
Sir  William  Robertson,  G.  A.  Leask,  cloth,  35c  net. 

OXFORD   UNIVERSITY   PRESS 
Fiction 

The  Klondike  Clan,  S.  Hall  Young,  cloth,  $1.35  net; 
In  Spacious  Times,  J.  Huntley  McCarthy,  cloth,  $1.35 
net;  The  Honest  Lawyer,  V.  McFadden,  cloth,  $1.25;  The 
Invisible  Balance  Sheet,  Katrina  Trask,  cloth,  $1.40  net; 
The  Bathing  Man,  Agnes  Gwynne,  cloth,  $1.25;  The 
Dancing  Hours,  Harold  Ohlson,  cloth,  $1.25;  Jimmy's 
Wife,  Jessie  Champion,  cloth,  $1.25;  The  Hampstead 
Mystery,  Watson  &  Rees,  cloth,  $1.25;  Afraid,  Sidnev 
Park,  cloth,  $1.25.. 

Non-Fiction 

Gallipoli,  John  Masefield,  cloth,  75c;  Canada  Chaps, 
J.  G.  Sime,  cloth,  50c ;  The  Battle  of  Jutland  Bank,  C.  S. 
Terry,  paper,  20c;  Poems,  Alan  Seeger,  cloth,  $1.25  net; 
The  Pol.  History  of  France,  M.  O.  Davis,  cloth,  85c  net; 
Democracy  and  Empire,  A.  E.  Duchesne,  cloth,  85c  net  • 
Br.  Col.  Policy,  1783-1915,  C.  H.  Currey,  cloth,  85c  net; 
An  Historical  Atlas  of  Modern  Europe,  1789-1914,  G.  G. 
Robertson     and    J.    G.     Bartholomew,   cloth,    $1.25;    The 


Human  Tragedy,  Anatole  France,  cloth,  $3.50;  A  Book  of 
Burlesques,  H.  L.  Mencken,  cloth,  $1.25  net;  Pencraft, 
Win.  Watson,  cloth,  $1  net;  Retrogression  and  Other 
Poems,  Wm.  Watson,  cloth,  $1.25  net;  A  Hoosier  Holi- 
day, Theodore  Dreiser,  cloth,  $3  net;  The  New  Hazell 
Annual  and  Almanac,  1917,  T.  A.  Ingram,  cloth,  $1.25  net; 
The  Shakespeare  Apocrypha,  C.  F.  T.  Brooke,  cloth,  $1.25; 
The  Rudiments  of  Criticism,  E.  A.  Greening  Lamborn, 
cloth,  75c  net. 

THE  MACMILLAN  COMPANY 
Fiction 
Sea   Warfare,   Rudyard   Kipling,   cloth,   $1.50;    Three 
Short  Plays,  Mary  S.  Watts,  cloth,  $1.25;  Highways  and 
Byways  in  Nottinghamshire,  cloth,  $1.75;  Plays  From  an 
Irish  Theatre,  W.  B.  Yeats,  cloth,  $3;  I  Sometimes  Think, 
Stephen   Paget,   cloth  $1.50 ;    Household   Accounting   and 
Economies,  W.  A.  Sheaffer,  cloth,  65c. 
Non-Fiction 
The   Principles   of  Insurance,   Vol.   I.,   Fire,  Vol.   II., 
Fire,  W.  F.  Gephaet,  cloth,  $1.50;  The  Celtic  Dawn,  L.  R. 
Morris,  cloth,  $1.50;  Fundamental  Questions,  H.  C.  King, 
cloth,  $1.50. 

Juvenile 
How  Man  Makes  Markets  (Everychild  Series),  W.  B. 
Werthner,  cloth,  40c;  Spanish  Reader  of  South  American 
History,  E.  W.  Supple,  cloth,  $1;  The  Home  and  the 
Family  (Home-making-  Series),  Kinne  and  Cooley,  cloth. 
80c;  Jim  and  Peggy  at  Meadow  Brook  Farm,  W.  C. 
O'Kane,  cloth,  60c. 

WM.    BRIGGS 
Fiction 
Little   Grey   Ships,   J.   J.   Bell,   cloth,   75e;   Beautiful 
Alien,  Silas  Hocking,  cloth,  $1.25. 
Non-Fiction 
The  Making  of  Micky  McGhee,  R.  W.  Campbell,  called 
"the  Scotch  Kipling,"  cloth,  $1. 

GEORGE  J.  McLEOD,  LTD. 
Fiction 
Brandon  of  the  Engineers,  Harold  Bindloss,  cloth, 
$1.35;  The  Thoroughbred,  Henry  Kitchell  Webster,  cloth. 
$1.35;  The  Postmaster's  Daughter,  Louis  Tracy,  cloth. 
$1.35;  Too  Much  Efficiency,  E.  J.  Rath,  cloth,  $1.35; 
Mountain  Madness,  Anna  Alice  Chapin,  cloth,  $1.35;  Wilt 
Thou  Torchy,  Sewill  Ford,  cloth,  $1.35;  The  Man  Next 
Door,  Emerson  Hough,  cloth,  $1.50. 

THE  COPP,  CLARK  CO. 
Fiction 
The  Adventures  of  Jimmie  Dale,  Frank  L.  Packard, 
cloth,  $1.35;  Dabney  Todd,  Frank  N.  Westcott,  cloth, 
$1.35  net;  The  Mark  of  Cain,  Carolyn  Wells,  cloth,  $1.35 
net;  The  Blue  Envelope,  Sophie  Kerr,  cloth,  $1.35  net"; 
Cleed's  Government  Cases,  Thomas  W.  Hanshaw,  cloth, 
$1.35  net. 

Non-Fiction 
A  Heap  o'  Livin',  Edgar  A.  Guest,  cloth,  $1.25. 
J.  M.  DENT  &  SONS 
Fiction 
Where  Runs  the  River,  Henrietta  Leslie,  cloth.  $1.50. 

Non-Fiction 
The   Necessity   of   Christ,   Dr.    W.   E.    Orchard,   cloth, 
75c;   Pebbles  on  the  Shore,  Aloha   of  the  Ploutrh,  Way- 
farers'  Library,  35c;   Across  France  in  War-time,  Fitz- 
water    Wray    (Kuklos),    Wayfarers'    Library,    35c;    The 
Judgment  of  the  Orient,  Kung  Yuan  Ku'suli,  cloth.  35c; 
Patriotism  and  the  Fellowship  of  the  Nations,  F.  Melian 
Stowell,  cloth,  35c;  Armenian  Legends  and  Poems.  Zabelle 
C.  Boyajian,  cloth,  $6 ;  Lucretius,  of  the  Nature  of  Things, 
translated  by  W.  E.  Leonard,  cloth,  $1.35. 
Juvenile 
The  Fairy  Gold   Stories,  paper  10c,  stiff  boards  25c; 
Poetry  for  Children,  Kenneth  Grahame.  cloth,  $1  05 
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DEVICE  TO  PROTECT  CHARGE  RECORDS 

After  years  of  experimenting,  the  National  Cash  Re- 
gister Co.  has -perfected  q  credil  file,  which  fnrnishes  a 
means  of  attaining  the  maximum  speed  in  handling  credit 
transactions,  and  provides  a  locked  compartment  for  the 
storage  of  sales  slips  until  the  accounts  are  settled.  Thus, 
the  proprietor  has  complete  control  over  his  charge  ac- 
counts. This  lucked  compartment  has  a  glass  cover,  con- 
stantly exposing  to  the  view  of  the  proprietor  and  em- 
ployees the  amount  owned  on  each  customer's  account, 
hut  the  records  covering  these  accounts  are  accessible  only 
to  the  one  who  has  the  key  to  the  locked  compartment. 

A  bell  rings  each  time  the  file  is  operated  and  a  num- 
ber counter  adds  one  each  time  the  glass  cover  is  closed. 

The  protective  features  are  as  nearly  complete  as 
pussihle.  The  sales  slip  are  placed  in  a  daily  file  by  the 
clerk  or  other  person  who  has'  to  do  with  the  original 
credit  transaction.  This  keeps  each  day's  credit  business 
separate  from  those  of  previous  days  and  furnishes  the 
proprietor  an  abolute  check  on  all  these  records. 

At  the  end  of  the  day  the  credit  slips  are  transferred 
to  the  locked  section  of  the  file,  where  they  are  accessible 
only  to  the  proprietor  of  the  business  or  someone  to  whom 
this  responsibility  has  been  delegated. 

NEW  GLASS  DESK  PAD 

A  new  glass  desk  pad  has  just  been  put  out  by  the 
Ravensword  Office  Specialty  Co.,  of  Chicago,  has  a  base 
made  of  heavy,  well  seasoned  board,  permitting  the  pad 
to  be  moved  about  without  disturbing  data  appearing 
under  the  glass.  The  board  is  covered  with  grained,  green 
colored  paper.  Attached  to  the  frame  or  pad  are  four 
corners,  made   from   genuine   brass,   with    brushed    finish. 


Placed  inside  the  frame  is  heavy  plate  glass,  the  edges 
of  which  are  ground  and  highly  polished.  To  permit  the 
ilass  to  he  raised  and  lowered,  with  little  effort,  for  the 
purpose  of  placing  or  removing  data,  a  half  circle  in  the 
centre  of  two  sides  of  the  pad  has  been  placed  in  order  to 
accomplish  this  purpose  without  removing  the  glass  desk 
pad. 

SOME  NEW  GAMES 

A  new  game  which  t he  Copp,  Clark  Co.  have  intro- 
duced this  year  includes  "Crack  the  Coon,*'  a  reproduc- 
tion of  the  familiar  midway  attraction,  wherein  those 
who  fancy  themselves  as  good  marksmen  with  baseballs 
are  permitted  to  heave  the  spheres  at  the  hard  cranium 
of  a  son  of  Ham.  Another  new  one  is  "Rolleo,"  "a 
Monte  Carlo  hall  game."  "Midway  Fun"  is  a  game  in 
which  celluloid  halls  are  used  to  knock  down  a  set  of 
pawns  similar  to  midway  outfit,  wherein  baseballs  are 
thrown  at  dolls  for  cigars.  The  same  firm  is  this  year 
making  a  new  line  of  criblbage  boards  in  eight  styles — 
some  in  leather  and  leatherette  cases  running  from  half  a 
dollar  to  .f2.50  retail.  They  have  been  designed  to  re- 
place the  German  productions  freely  sold  in  Canada  be- 
fore the  war. 


A  CHECK  SORTER 

An  illustration  is  shown  here  of  the  Kohlhaus  check 
sorter  which  is  an  efficient  new  office  specialty  introduced 
by  the  Kohlhaus  Co.,  of  Chicago.  This  device  measures 
4x0x8  inches,  and  accommodates  1,000  checks  in  this 
space.  It  is  portable,  so  that  it  can  be  carried  about 
wherever  one  wishes.  It  is  sectional,  and  can  be  ex- 
tended as  much  as  desired.  Its  self-locking  feature  makes 
it  possible  to  lock  the  sorter  at  any  point,  and  a  passing 


breeze  or  draft  cannot  disturb  your  eheeks.  It  may  he 
indexed  in  any  manner — by  letters,  numbers  or  words. 
Best  of  all,  it  does  away  with-  the  old  method  of  scatter- 
ing checks  all  over  desks  and  counters,  or  through  pigeon 
holes. 

FELT  PADS  FOR  INKWELLS 

The  Polar  Manufacturing  Company  of  Philadelphia, 
Pa.,  has  introduced  a  new  specialty  in  the  way  of  felt  pads 
in  green,  brown  and  maroon,  with  crinkled  edges,  for  use 
under  inkstand  bases,  desk  lamps,  letter  trays,  card  index- 
drawers,  etc.  These  range  in  size  from  4x4  to  10  x  14 
inches.  The  retail  prices  range  from  8c  to  70c  on  the  re- 
gular sizes. 

"TIPTAX" 

Buntin,  Gillies  &  Co.  have  introduced  a  new  line  of 
thumb  tacks  known  as  "Tiptax, "  as  shown  in  the  accom- 
panying illustration.     They  are  made  of  cold-rolled  steel. 

"51 


and  come  with  metal  or  enamel  finish.  There  are  a  dozen 
packages  in  a  carton,  the  packages  retailing  at  5  cents. 
They  will  appeal   strongly  for  use  in  mounting  cards  or 

photos. 
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Weld  on  Roberts 

Rubber  Erasers 


A  flue  eraser  is  a  fine  tool.      The   constant   user  appreciates   an    eraser    that    will    neither    smear    nor    .stain;    that    wil 

erase  easily   and    perfectly;   that   will   All   his   particular   purpose:   that  will   retain  its  character.  , 

There   are   68   difference   styles    (degrees    of   hardness,    pliability,  texture,  shn<pe,  etc.)   of  WELD1IN   ROBERTS  erasers 

Gael)  is  better  fitted  for  some  particular  use  than  any   of  the  others.     The  varied   requirements  of  artists,  accountants 

draftsmen,   engineers,   librarians,   typists   and   students  are   met  exactly  by  some  one  of  them. 

It  will   well   repay   the  stationer  to   familiarize   himself  with    the   merits  of  every   style.      Fullest    details   ou    request. 


WELDON  ROBERTS    RUBBER  CO.  office  &  works  NEWARK,  N.J.  (ISA. 


t^u  &*/  *si%£ ' £& 


The  constantly  increasing  sale  of  "A.A." 
Fountain  Pens  in  Canada  is  the  best  proof 
of  their   popularity. 

Many  Canadian  dealers  stock  and  pusih 
these  pens  because  of  the  following 
FACTS : 

They   are   profitable,  to   handle. 
They  give  uniform  and  continued  satisfac- 
tion. 

They  are  made  in  such  a  range  and 
variety  of  styles  and  sizes  that  it  is  easy 
to  quickly  please  the  most  fastidious  cus- 
tomer. 

We  will  furnish  attractive  display  cases 
free.  Each  case  contains  an  assortment  of 
Self-fillers,  Lower  End  Joint,  Middle  Joint, 
and    Safety   Fountain    Pens. 

Write  to  your  local  jobber  ot    to  us  for 
prices,   catalogue  and  trade  discounts 

ARTHUR  A.  WATERMAN  &  CO. 


36  THAMES  ST. 


Established  1895 


NEW  YORK  CITY 


Not  connected  with  the 
L.  E.  WATERMAN  CO. 


To  everyone  who  uses  a  Loose 
Leaf   System  you  can  sell  the 

"F-B" 
Loose  Leaf  Holder 


Pat.   May   13,   1913 

Keeps  his  old  records  in  permanent  form  instead  of 
lying  around  in  disorderly  bundles. 

Permits  quick  and  easy  reference.  Practical  and  low- 
priced  Adjustable  to  fit  any  size  of  paper,  or  whatever 
the  location  of  punch  holes. 

Send  to-day  for  prices  and  particulars. 
ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


CLASSIFIED  ADVERTISING 


Advertisements  under  this  heading,  2c  per 
word   per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost_to 
cover  postage,  etc. 


PAYSON'S  INDELIBLE  INK,  TRADE  SUP- 
plied  by  all  Leading  Wholesale  Drug  Houses 
in  the  Dominion.  Received  Highest  Award 
Medal  and  Diploma  at  Centennial,  Philadel- 
phia, 18T6;  World's  Fair,  Chicago,  1S93,  and 
Province  of  Quebec  Exposition,  Montreal,  1897. 


DEALERS  WANTED.— BOOKSELLERS  AND 
stationers  can  add  a  profitable  new  line  by 
featuring  Japanese  prints.  Get  further  par- 
ticulars by  communicating  with  "Jap-Art"  c/o 
Bookseller  and  Stationer.  143  University  Ave., 
Toronto. 


BRITISH      FIRM     MAKING      GAMES      AND 

toys  at  popular  prices,  need  agent  to  sell 
wholesale  houses  in  Canada.  Goods  are  up- 
to-date  and  sell  readily.  Write:  Games,  c|o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 


BRITISH  FIRM  OF  ART  PRINTERS  AND 
Publishers  with  extensive  and  up-to-date  line, 
need  agent  or  traveler  for  Canada.  Goods  sell 
to  stationers,  art  dealers,  picture  frame  manu- 
facturers, etc.  Write:  Pictures,  c|o  Bookseller 
and  Stationer,  University  Avenue,  Toronto. 


WANTED 


T3RITISH      OR      CANADIAN 
XJ   stationery     trade,     wanted 


LINE  FOR 
by  manufac- 
turers' agent  having  strong  connection  with 
trade  throughout  the  Dominion.  Would  de- 
vote whole  time  to  sufficiently  important  line 

as  straight   representative.     Box  ,   care  of 

Bookseller  and  Stationer. 
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HOLD  THE  LINE 


(Registered) 


London  ( Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 


CARTER  INX 


Quality  Products 


embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 

The  Carter's  Ink  Co. 

356   St.   Antoine  Street  Montreal,  Que. 


Before  buying  a  fresh  stork  of  pens,  get 
samples  and  prices  of  the  famous 

"Rob  Roy" 
Pen 


It    Is 

made 

of     fine    steel 

writes     easily 

and   smoothly   and 

suits     almost     an  y 

hand.  "Rob   Roy"  l'ens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the    home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Patented  Dec.  7,  1909 
•No.  777  1%   in.   wide,  and   only   1-16  in.   thick,  12  inches  long. 

Very  flexible,  double  brass  edges,  ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a    good   one   if  you   do   not   earrv   our 
School   Flexible. 

WESTCOTT-JEWELL  CO.,  SE$\CAJ.££S- 

RULER  MAKERS  EXCLUSIVELY 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where   to   buy   stock,   etc. 


"PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 


McCREADY  PUBLISHING  CO., 


118  East  28th  Street 
NEW  YORK 
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rMnH.KMM 


DEVON 


LOOSE   SHEET  HOLDER 

P  SPECIALLY  adapted  to  Order,  Cheek- 
inj;'  and  Shipping  Departments  where 
only  one  side  of  sheet  is  used.  The  bottom 
is  not  hinged,  permitting  quick  removal  of 
contents.  The  covers  are  hekvy  binders 
board,  lined  with  press  board  to  give  flat 
writing  surface.  Holds  one  sheet  up  to  full 
capacity  of  %  inches.  Special  sizes  can  be 
made  up  to  1%  inches.  Office  men  devise 
their  own  uses  for  this  handy  office 
appliance. 

See  Catalog  F  for  Complete 
Table  of  Sizes. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Are  You  Selling 

Standard  Blotting? 


'I'n  .secure  the  lasting  confidence  of  your  most  par- 
ticular customers  you  should  stock  this  high-grade 
blotting.  Its  absorbency  and  durability  have  made 
it  a  general  favorite  everywhere. 

Standard  Blotting  is  made  of  selected 
cotton  stock — a  pure,  high-grade  blot- 
ting in  every  respect. 

Our   other    lines   include    "Imperial,''    "Sterling" 
plain  Blottings;  "Prismatic,"  "Curi-Curl,"  "Bank- 
er's Linen  Finish,"  Embossed  Blottings. 
"Royal    Worcester"    and    "Defender"    Enameled 
Blottings. 

We  are  the  largest  exclusive  manufacturers 
of  fine  blottings. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


c^ARO-MAG 


GREETING  CARDS 


Made  in  Canada 

T  N  announcing  this  new  line  we  would  emphasize  the  fact  that  Christmas  Booklets  Predom- 
-1  iimte,jind  the  price  at  which  we  offer  these  new  cards,  together  with  their  artistic  merit, 
will  mean  much  for  Canadian  dealers  this  year. 

In  addition  to  booklets,  there  are  flat  cards  (plate  sunk)  and  novelty  designs  as  well. 

There  are  numerous  patriotic  designs!  in  this  Hue  collection  and  throughout,  .the  greetings  on  the 
inserts  are  steel  die  engraved. 


The  greetings  themselves,  i.e.,  the  wording,  are  specially  selected  for  Can- 
adian trade  in  keeping  with  conditions  in  Canada. 


A^\         Hff  T\  11      0         £^  ¥     *  *  J.  Manufacturers'  Representatives : 

.  K.  MaCUOUgall  &  LO.,  Limited,  266  king  st.w.,  Toronto 
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RELIABLE 
SERIES 


Sell  more  Christmas  Cards 

MADE  IN  ENGLAND 

Plan  ahead  for  a  bigger  and  better  Christmas  1917  business 
by  investigating  the  unusually  attractive  offerings  pro- 
duced by  the  well-known  firm  of 

Wm.  Ritchie  &  Sons,  Ltd. 

Edinburgh,  Scotland 

and  now  being  shown  by  all  the  principal  jobbing  houses. 

Canadian  Souvenir  Series 

ARE    PARTICULARLY   GOOD. 

The  Assortment  also  includes  attractive  designs  in  other  lines,  including 
juveniles,  off -set  work,  hand-colored  gravures,  winter  scenes,  birds, 
humorous,  art  lettering  and  script  die-stamped  numbers.  Cards  to 
retail  from  3c  to  25c  each. 

Don't  miss  these  values.    They'll  make 
your  Christmas  card  trade  a  big  success. 

Aubrey  O.  Hurst,  32  Front  St.  W.,  Toronto 


FELT  AND  LEATHER 


PACIFIC     PENNANT 
&  NOVELTY  CO.   244-46  new  hichTt 


PILLOW  TOPS 

VELTIES— SEWN  AND  REPRO 

PENNANTS 


NOVELTIES— SEWN  AND  REPRODUCTION. 


"NEW- 
STUFFED  FELT 
BULLDOGS  AND  CATS 


UNBREAKABLE 

DRESSED  DOLLS 

ALL  SIZES-ALL  PRICES 


V7"/^VT     "Q      X\l  A  "MT^Q    are  many  nere   below.     Use  the  want 
1  V-r  tJ  -Lv      VV  i~\l\l   J.  C3    ad.  page  and  get  rid  of  a  few  of  them. 


Mil 


The 

TERRY 

Pen    or.  Pencil    Clip 

— a  practical  idea  with  a  con- 
stant growing  demand. 


Send  for 
and 


sample 
terms 


(British)    Patented 
and  Registered 


Herbert  Terry  &  Sons,  Ltd 

The   Spring    and    Presswork    Specialists 
KEDDITCH  ::  ENGLAND 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 
Special  Service    Department 
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Let  the  Moore  Push- Pin 
Girl  Sell  For  You. 

This  clever  little  sales  girl,  appear- 
ing in  lending  'magazines,  is  creating 
,i  wonderful  demand  everywhere,  and 
Mj:  profits  for  yon. 

We   will  send   one  for  your  Counter  FRBE. 

Moore  Push-Pins 

fflass     Hearts,    Steel    Points 

Moore  Push-less  Hangers 

The  Hanger  with   the  Twist 
Our   advertising   appropriation   has   been    in- 
creafied     many      thousands     of     dollars     to 
quickly    move    these    popular    and    profitable 
Moore   l'usl.  devices. 

Sold  in  handy  10c.  packets. 
Free   samples,    Booklets,    Prices    on    Request. 

Moore  Push-Pin  Co.,  p^/d^.X 


The  "Hy the"  Series  of  Aids  to  Training" 

(Being  a  Series  of  Lectures  to  Young  Officers) 

No.      1-INFANTRV. 

Drill  and  Attack. 

No.      .'-IXFANTRY. 

Defe-nee   and    Protection. 

No.     3— INFANTRY. 

Night   Operations.      Inter-communication. 
Reconnaissance;   and   Questions   on   Infantry 
Training. 

Xo.     4 — MUSKETRY. 

Parts  of  Rifle  and  Action  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of    Arms. 

Xo.     5— MUSKETRY. 

Aiming  Instruction   and    Trigger   Pressing. 

No.     0— MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      Fire    Control    and    Discipline. 

No.      7— MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and   Discipline  and   Sub-Target  Machine. 

No.     8 — MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

Xo.     !) — MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

No.    10— MUSKETRY. 

Theory   of   Rifle   Fire. 

No.    11— HYGIENE    and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
-Aid. 

Xo.   13 — FIELD   ENGINEERING. 

Explosives.  Arranging  for  Explosives.  Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 

25c.   EACH. 

Ail   Fully   Illustrated. 

other    numbers    will    include    Discipline    and     Military 
Law,    Procedure  of  Courts   Martial,   etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 
HYTHE.  KENT 

McClelland,  goodchild  &  stewart,  Ltd. 

266  King  Street  West.  TORONTO.  CANADA 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.  RAM  SAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,   Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be-  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Kevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
"imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also  we  want  you  to  know   our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


POLAR  PRACTICAL  OFFICE  ARTICLES  SELL  QUICKLY 

AT  LIBERAL   PROFITS 

Every  Dealer  Should  Keep  Posted  at  all  Times 
About  Our  Entire   Line.     New  Items  Are  Being 
Added  Continually. 
Some  of  our  other  practical  office  articles 
which    all    dealers    should    know    about: 
Polar  Desk  Calendar. 

"      Pocket    Index    Card   Cases. 

"      Cut      Glass      Paper      Weights      and 

Trays. 
"      Side   Desk   Drawer  Tray. 

Paper   Weight   and    Memo    Pad. 
Penknife   and    Ink    Eraser   Blade. 
Signature    Blotter    Book. 
Valuable    Paper    Wallet. 
Furniture   Top   Protectors. 
Typewriter    Shock    Absorber   Pad. 
"      Felt    Mats. 

A   Liberal  Discount   to  the  Trade. 
Dealers,  write  for  complete  information 


GLASS  DESK   PAD 
No   0—15x18  No.  1 


18x24 


No.  2-20x34 


CENTER  DESK 
DRAWER  TRAY 


For  Assorting  Pins, 
Clips.  Rubber  Bands 


Polar  Manufacturing1  Co., 


101 

No.   ' 


DESK  REMINDER 

£ES%Si  Philadelphia,  Pa. 
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MOO  K  S  EL  I,  E  R      A  N  I)     ST  A  T  LONER 


Prosperity  and  pro- 
nounced business  activity 
stimulate  a  demand  for 
quality  goods.  You  can- 
not fill  this  demand  unless 
you  stock 


G 


ranes 


The  Correct  Writing  Paper 


Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


OPPORTUNITY 


For  an  aggressive 
man  to  handle  Can- 
adian business  of  a  well 
known  house  manu- 
facturing saleable 
stationery  specialties. 

Send  applications  to 
"  Opportunity,"  care 
of  Bookseller  &  Sta- 
tioner, 143  University 
Ave.,  Toronto,  Can. 


DO  NOT  MISS  THESE 


The  premier  liiie  of  America  in  CHRISTMAS  AND  NEW  YEAR'S  GREETING  CARDS,  is  that  of  WHITING  & 
COOK,  INC.,  of  Holyoke,  Mass.  Steel  Die  Engraved.  Embossed.  Hand  Colored.  A  money-making  line  for  Retailers. 
Nothing  Finer  Produced.  This  line  includes  Easter,  and  Birthday  Cards  and  greetings  for  various  other  occasions,  as 
well  as  Birth  Notices,  Funeral   Not  ires,   Wedding  Invitations,  Congratulations,  Condolences,  etc. 


GEORGE  RIDOUT  &   COMPANY, 


77  YORK   STREET,  TORONTO,  CANADA 


THE  WASHBURNE  "O.K." 

PAPER  FASTENERS 


00& 

UlP  N°2B 

The  Washburne  "O.K."'  Paper  Fasteners  are 
easily  put  on  or  taken  off  with  the  thumb  and 
finger;  can  be  used  repeatedly  and  '  'they  always 
Work.  "  Brassin  brass  boxes  of  100  fasteners  each. 
Holds  with  a  Sleeve  Protected  Point  that  Pierces 
Atlracl;cc,  Compact,  Strong,  no  slipping  —  never  I ! 

On  in  a  flash  —  "Bull  Dog"  grip 


THE  RIES  "O.K."  LETTER  OPENER 

75  $>  Time  Saved — Handy  —  Easy  to  Operate 

No  Adjustments  —  Always  in  Order 

Guaranteed  Two  Years 

Hand  and  Electric  Driven  Power  Machines 


THE  SANITARY  "O.K."  ERASERS 

The  Most  Practical  Erasers  for  Everybody 


Model  B.„ 


The  Ries  '  '0.  K.  "  Letter  Opener  has  the  advan- 
tage of  few  parts.  It  removes  only  ten  one  thou- 
sandths of  an  inch  from  the  envelope,  therefore, 
the  liability  of  cutting  enclosures  is  virtually  impos- 
sible. Made  in  3  sizes,  each  size  adapted  to  easy 
handling  for  desk  use,  average  weight  6  lbs. 


The  Sanitary  "O.K."  Eraser  includes  an  Adjust- 
able Metal  Holder  which  keeps  Rubber  Clean,  Firm 
and  Keen-edged;  works  belter  and  lasts  longer. 
Two  Rubbers  are  made.one  for  Typewriter  and  Ink, 
one  for  Pencil.  By  slight  pressure  clean  Rubber  is 
fed  down  until  used;  its  narrow  edge  allows  a  letter 
or  a  line  to  be  erased  without  injuring  another. 


GOLD  MEDAL  AWARDS!     PANAMA-PACIFIC    INTERNATIONAL    EXPOSITION 

These  products  wherever  shown,  receive  the  highest  endorsement  whether  at  expositions  or  in  the  offices  or  business  men 
"O.K."  Products  are  high  grade  and  universal  sellers  — We  control  all  patent  rights.    rJ~~Q^ 

Full  particulars,  illustrative  and  descriptive  literature  on  request.     Liberal  Discounts 

THE  O.  K.  MFG.  CO.,  SYRACUSE,  N.Y.,  U.S.A.    sole  makers  | 
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BOOKS  E LI E  R     A  NO     S T  A T  T  0 N E R 


Our  Travellers 


are  out  covering  Canada 
from  Ocean  to  Ocean  with 
the  Greatest  line  of  Fast 
Selling  Specialties  we  have 
ever  shown. 

See  them  when  they  call. 

A  New  Catalogue  just  off 
the  Press. 

A  copy  for  your  name  mi  a 
post  card. 

It's  well  worth  having. 


PUGH  SPECIALTY  CO. 

LIMITED 
Specialists  in  Specialties 


38-42  Clifford  St., 


Toronto,  Canada 


ABOUT  STAMP  PADS 
MR.  STATIONER! 

Are  YOU  getting  your  full  share  of  this 
profitable  business?  Why  not  combine 
supreme  satisfaction  to  your  customers 
with  liberal  profits  for  yourself? 

The  "FULTON"  Self-Inking 
Stamp  Pad 

Seven  Sizes — Six  Colors 
STANDARD. 

The  "FULTON"  Non-Blurring 
Wood  Pad 

Three  Sizes — Six  Colors 

The  Best  Pad  on  the  Market — Giving 
the  Highest  Percentage  of  Stamp  Pad 
Satisfaction. 

By   all  means  write   TO-DAY 
for  Price  List  No.  34. 

FULTON  SPECIALTY  COMPANY 

Formerly  Fulton  Rubber  Type  Company 
128-142  Fulton  Street,       ELIZABETH,  N.J. 


"Standard" 

—  the    brand    of    quality 
in    Bound    Blank    Books 


- 


The  most  critical  office 
executive  in  your  town 
will  recognize  in  the 
'  •  Standard  ' '  line  of  Hound 
Blank  Hooks  the  embodi 
incut  of  practical  effici 
eiicy,  just  the  right  idea 
lor  the  modern  up-to-the- 
minute  business  office. 

Dealers  handling  the  Standard  Hound  Books 
find  them  reliable  eustomer-satisfiers.    They 

know  that  the  Standard  brand  is  a  guaran- 
tee of  a  better  blank  book  business  and 
that  Standard  profits  are  well  worth  while. 

Try  them  in  your  own  store  and  note  their 
selling  value. 


Boorum   and   Pease  Co. 

Makers  of  " Standard"  Blank  Books 
and  Loose  Leaf  De-vices 

HOME  OFFICE  : 

Front  Street  and  Hudson  Avenue    Brooklyn,  N.Y. 
Factories:   Brooklyn,  NY.,  St.  Louis,  Mo. 


, ., './•.V,--.V„ii;  ■,!.,;..  ■■ 


ANTI-DUST 


.J.:;:,:.-: 


COMPRESSED  CRAYON 

Your  stock  is  not 
complete  unless 
you  carry — 

GOLD  MEDAL 
CRAYONS 

"for  every  use" 


Write  us  for  free 
sample  line  and 
illustrated  catalog. 


Binney&  Smith 
Company 

81-83  Fulton  Street 
New  York 


SCHOOLWCRAYONS 

FOR  EDucAT  C0L0Bjf0RK 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  lor  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers  419  King  St.  W.,"  Toronto 


T          ^ 

1  (L 

1  'KisHHflH 

1 

1 

L. 

MANUFACTURERS  OF 

Die   Stamped    and 

Engraved 

Greeting  Cards 

329    Craig    Street    West 
MONTREAL 


LOOSE-LEAF 
METALS 


De  Luxe  Line  Metals  are  used  in  everjv 
civilized  country  in  the  world.  We  make- 
all  kinds.      Write  for  Catalogue  No.  32. 

WILSON-JONES  LOOSE  LEAF  CO. 

CHICAGO  .*.  NEW  YORK 


Wycil  &  Company 

85  Fulton   Street,   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


Wonder  Soap  Bubbler 

Blows   Double,   Chains,   Clusters,   Etc. 

INDESTRUCTIBLE.     PROFITS  80.  to   100 

Write  for  Samples   and  Prices 

BRADWAY  NOVELTY  CO. 

1    West  Broadway,       -        NEW  YORK  CITY 


ART    SUPPLIES. 

Artists'   Supply  Co.,   77   York  St.,  Toronto. 
A.   Hamsay   &  Son  Co.,  Montreal. 

BLOTTING    PAPERS. 
The    Albemarle  Paper  Co.,   Richmond,   Va. 
Eutou-Dikeman    Co.,   Lee,   Mass. 
Standard    Paper    Mfg.    Co.,    Richmond,    Va. 

BLANK     BOOKS. 
I'.oorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown   Bros.,   Ltd.,   Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
The  Copp,   Clark   Co.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
JSirn  Bros.,  266  King  St.  W.,  Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
J.  H.  Jost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE  BOOKS. 
The    American    Code   Co.,    83    Nassau    St.,    New 

York. 

CRAYONS. 
Binney  &  Smith.  New  York. 
A.    R.    MacDoiiuall    &    Co..    206    Kins    St.    W., 

Toronto. 

EYELETTING    MACHINES 
Elbe   File   and    Binder   Co.   New    York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   552   Pearl 

St.,   N.Y.   City. 

ENVELOPES. 

Brown   Bros.,   Limited,  Toronto. 

Buntin,   Gillies   &   Co.,    Hamilton. 

Copp,   Clark  Co.,   Toronto. 

W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies   &    Co.,   Limited,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

ERASERS. 
St.   Mungo   Mfg.   Co.,  Glasgow,   Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 

FANCY   PAPERS.   TISSUES  AND  BOXES. 
Beveridge  Paper  Co.,  Montreal,  Que. 
Dennison    Mfg.    Co.,    Boston. 
Menzies   &   Co.,   Toronto. 
A.    R.    MacDougall    &    Co.,    266    King    St.    W., 

Toronto. 

FOREIGN   TEXT  BOOKS. 
Wycil  &  Co.,  83  Fulton  St..  New  York. 

FOUNTAIN     PENS. 
Arthur  A.   Waterman   Co.,   Ltd.,   New   York 
Sanford    &    Bennett    Co.,    51-53    Maiden     Lane 

New    York. 
A.     R.    McDougall    &    Co..     266     King     St.     W.. 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto, 

Canadian    Agents. 

INKS,  MUCILAGE  AND  GUMS. 
('has.   M.    Higgins  &  Co.,   Brooklyn,   N.» 
i'he  Carter's  Ink  Co.,   Montreal. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    Klne 

St.    W.,    Toronto. 
"GInclne,"   Menzies   &   Co.,    Limited,   439   Klne 

St.  W.,  Toronto. 

INDELIBLE     INK. 
farter's    Ink   Co.,    Montreal. 
Payson's    Indelible    Ink. 
S.    S.   Stafford   Co..   Toronto. 

INKSTANDS. 
The  Sengbusch  Co.,  Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co.,    S3   Fulton    Street.    New    York. 

LEAD    AND    COPYING    PENCILS. 
American   Pencil   Co.,   New   York. 
Wm.  Cane  &  Sons,  Newmarket.  Out. 
A.     R.    McDougall    &    Co.,     266    King     St.     W. 

Toronto.  . 

LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 
'I'he   Brown   Bros.,   Ltd.,  Toronto. 
Booruin   &   Pease   Co.,    Brooklyn. 
r.untin,   Gillies   &   Co.,    Hamilton. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto 

Winnipeg. 
The  Copp,  Ciark  Co.,  Toronto. 
Luckett     Loose    Leaf,     Limited,    215     Victoria 

St.,  Toronto. 
National   Blank   Book   Co..    Holvoke,   Mass. 
Roekhill  &  Victor,  22  Cliff  St.,  New  York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 


17  St.  Therese  St.     -     Montreal 


Everything  in  Paper 


Specialty : 

FIBRE   BASKETS 
and  RECEPTACLES 

One  dollar  a  year  is 
all  it  costs  to  have  this 
publication  mailed  to 
your  address. 

Importers' 

Sterling  Advance 

Tables 

Invaluable  for 

Importers. 

Shows 

Sterling 

Value 

Converted  to 

Dollars  and  Cents 

From  2l/2% 

100%. 


Morton, Phillips  &  Co. 


PUBLISHERS 


115  Notre  Dame  St.   West     -      MONTREAL 
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BUYERS'  GUIDE 


SCHOOL  XS 

RULERS 

Send  for  Samples  and 
Interesting  Prices 

Lucas-Tuttle  Mfg.  Co. 

Silver  Springs,  N.Y.  * 


HAVE  A  BETTER  BOOK  STORE 

We  make  show  cases,  counters, 
wall  cases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail    trade. 

Send    us    plans    and    spe- 
cifications   for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2  Amen  Corner  -  London,  E.C. 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  ,    TORONTO 


WATERSTON'S 


BEE 


BRAND 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago;  129  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,   Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Rand,    McNally    &    Co.,    Chicago. 
The   Copp,   Clark   Co.,   Toronto. 
The  Scarborough  Co.,  of  Canada,  Hamilton,  Ont. 

METAL  PARTS  FOR  LOOSE  LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Oar- 
roll  Are.,  Chicago;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,   Montreal,  Que. 
I'ugh  .Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 


Montreal,    Toronto,    Win- 


Imperial    News    Co., 

nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 


PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York   City. 
O.K.   Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES   AND    WRITING    PAPERS. 

Beveridge  Paper  Co.,  Montreal,  Que. 

W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The   Brown   Bros.,   Ltd.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PLAYING     CARDS. 

Goodall's   English   Playing  Cards,   A.   O.   Hurst, 

32  Front  St.  W.,  Toronto. 
Men"zies  &   Co.,   Limited.   Toronto. 
U.  S.  Playing  Card  Co..  Toronto.  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Ililrlesheimer,     Ltd.,     03,     Clerkenwell     Road, 

London,  E.C. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
Philip  G.   Hunt  &   Co.,  332  Balaam   High   Rd., 

London    Eng. 
Pugh  Specialty  Co..  38-12  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &   Sons   Publishing  Co.,  Montreal 

SCHOOL    AND    OFFICE    RULERS 

T.ueas-Tuttle  Mf£.   Co..   Silver  Springs,   N.Y. 
The  Up-to-Date  Co.*  Canister,  N.Y. 
Weseott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET     MUSIC. 

Anglo-Canadian    Music    Pub.    Assn.,     144    Vic- 
toria  St.,   Toronto. 
('happen  Co.,  .'MS  Yonge  St..  Toronto. 
Hawkes  &  Harris  Co.,  Toronto 
MeKlnley   Music   Co.,   1501-15   East    Fifty-Fifth 
St.,   Chicago. 

STANDARD    COMMERCIAL   PUBLICATIONS. 

Morton,   Phillips   &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers, 

Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,    Wnolesale    Stationers, 

Toronto. 
Clark  Bros.  &   Co.,  Ltd..  Winnipeg,  Man. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London, 

Ilinks,  Wells  &  Co.,  Birmingham,   Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian    Representatives. 

A.  R.  MacDougall  &  Co..  266  King  St.  W.. 
Toronto. 

Spencerian  Pen  Co.,  New  York,  N.Y. 


PICTURES  —  FRAMES  —  CRAYON  AND 
*-  Water  Go  lor  Portrait  Bnlargeraents-r- 
Statuary.  Everything  in  picture  framing 
outfits.  '  llSO.OO  will  start  you  in  a  profit- 
able line. 

Send  your  pictures  to  me.  I  will  frame 
t  In  in  a1  low  prices  if  "you  can't  do  so  your- 
self. 

Little  Wonder  9-inch   I'liunmiraph 
Bi  cordBj  $20.00  gross. 

G.  L.  IRISH 

499  Queen  Street  West,   Toronto 

PATRIOTIC  SONGS 

are  still  in  active  demand.  There  is 
good  profit  in  them.  We  supply  the 
following  at  8c. 

We'll    Never    Let    the    Old    Flag    Fall. 

The  most  successful  Canadian  song 
ever  published.  Over  100,000  copies 
sold 16c 

By  Order  of  the  King.  A  new  song 
by   the  same  composers.    16,000  sold     15c 

I'll  Not  Forget  You,  Soldier  Boy.  A 
very  popular  new  song.  4th  thousand     15c 

Our  Own  Canadian  Boys.  3rd  thou- 
sand ..-  -  -     15c 

Soldiers    of    the    King.     50,000    sold       -     15c 

Call  of  the  Motherland.  10th  thou- 
sand -  -  -  -  -     15c 

There's  a  Fight  Going  On.  7th  thou- 
sand ------     16c 

You  Bet  Your  Life,  We  All  Will  Go. 
2nd    thousand.      New         -         -         -     15« 


NEW 

Canada,  Fall  In 

On    to    Victory  -  -  -  -  - 

There's  a   Corner  of  the  Flag  for   You 
to  Hold  -  -  -  -  -        - 

Kiss   Your   Soldier  Boy   Good  bye 


15c 
15c 


15c 
15c 


ANGLO-CANADIAN-MUSIC  CO. 

144    Victoria    Street,    Toronto,    Ontario 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns   your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON,   ONT. 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co.' 

HAMILTON.  OHIO.  U.S.A. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write  for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  TuttU,  Mer.  Ruler  Dept. 


MAPS 

We  can  supply  the  trade  with  anything  in 
the  map  line  as  well  as  undertake  any  kind  of 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 


TALLY  CARDS.  DANCE  PROGRAMMES, 

\erdler,  Ltd.,  18  Christophei  St.,  London,  E.C. 

TYPEWRITER     RIBBONS     AND     CARBONS. 

i  it  tag  &  Volger,  Park  Ridge,  N.J. 

WASTE    PAPER    BASKETS 

Beverldge  Paper  Co.,  Montreal,  Quo. 


An  Advertisement 

in  the 

Buyers'  Guide 

Department 

will 

give   you    highly   effective 

publicity  at  minimum 

cost. 


The  Binder  of  Today 

Made  in  U.S.A. 

SPRING  BINDER 

•  Elbe  File  &  Binder  Co. 
97  Reade  St.,      New  York 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers  handle  our  lines. 


BLOTTING 
— the  World's   standard 


When  you   sell  ;i   customer  a  supply  of  World  Blot     . 
ting    you    give    him    the    highest   grade    blotting    ob- 
tainable.     The   absorbenoy   and   durability   of  World 
Blotting  has  met  with  the  unstinted  approval   of  the 
public   during    the    past    thirty    years. 

•'Hollywood"    and    "Reliance"   are   two   cheaper    lines, 
but  the  very   best   values  at   the   prices. 

A    trial    supply    will    convince   you    that    all    our   blot- 
tings   are   unequalled   sellers. 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,rU.S.A. 


The 

Hoosier  File 


A  neat,  thoroughly 
well  -  made     box  -  file. 
The  best  on  the  market  at  so 
low  a  price.     Covered  with 
hard-finished,   brown   fibre  paper,   has   good 
fastening  and  a  strong  Manila  index.  Leather 
pull  on  back.    Manila  index  held  in  place  by 
one  pin. 

Write  us  for  quotation. 

.The  9lcbe?Wcrimke  Qo.Ztb. 

STRATFORD,  ONT. 


Kindly   Mention    This   Paper    When    Writing;  Advertisers 
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Two-in-One 


The  New  Bump 


Twentieth 
Century 
Office 
Necessity 


Think  of  it  —  a 
p  a  p  e  r  fastener 
B  11  il  perforator 
all    in    one! 


A  fastener  that  will   neatly  and  automatically  fasten   from 

two  to  ten  papers,  making  the  tie  out   of  the  paper  itself. 

A  perforator  at   the  opposite  end   that  "ill  easily  punch  a 

round    hole  in   as   many   sheets   of  paper  as   can   be  inserted 

in   the  opening. 

.lust   a   pressure   with   the   palm   of   the   hand    and   the  work 

is   done. 

Every   office  will   find   use  for  one  or  more  of  these  simple 

and   practical   little   devices. 

Ketuils  at   $2.50.      It's   a  sure   seller.      Order   one   to-day    and 
try  it  for   fastening  your  letters. 

Bump  Paper  Fastener  Co. 

LACROSSE,  WIS.,  U.S.A. 
Canadian  Agents:    W.  J.  Gage  &  Co.,  Limited,  Toronto 


The 

Utmost 

in 

Loose  Leaf  Efficiency 


When  your  particular  customer  asks 
for  something  superior  in  Loose  Leaf 
devices  you  can  unhesitatingly  suggest 
any  of  the  Standard  Brand  line.  Their 
superiority  is  so  marked  that  but  little 
selling  effort  is  necessary  to  pull  good 
results. 

And  the  splendid  service  they'll  give 
will  bear  out  and  back  up  your  very 
best  recommendation.  For  the  Standard 
is  a  family  of  quick  sellers,  any  mem- 
ber of  which  will  bring  profit  and  repu- 
tation to  the  dealer  stocking  them. 
Try  them  out. 


Boorum  and  Pease  Co, 

Makers  of  "Standard"  Blank  Books  and 
Loose  Leaf  Devices 

Home  Office  : 
Front  St.  and  Hudson   Ave.,  Brooklyn,  N.Y. 

Factories:  Brooklyn.  N.Y..  St.  Louis.  Mo. 
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BO OK SELLER     AND     STATIONEE 


W.  A.  Fraser  has 

come  back 


Yoi 
Frj 


()  U  re  in  e  in  1)  e  r  \V.  A. 
tscr,  the  brilliant  Cana- 
dian author  of  ^Mooswa," 
"thoroughbreds,"  "  Blood 
Lilies,"  and  other  good  stories  of  India  and  Canada?  Latterly  Mr.  Fraser's  literary  activity 
has  been  in  repose,  but  now  he  has  arranged  to  provide  MacLean's  Magazine  with  a  brand  new 
seiies  of  short  stories,  the  first  of  which,  "A  WANDERING  MUMMY,"  is  a  fine  tale  of  the 
Canadian  West,  with  an  East  Indian  strand  woven  into  it.  It  appears  in  the  April  MacLean's. 

V_>3.I13.C13.  is  producing  some  very  good  short-story  writers 
— new  ones  that  is.  We  have  Stringer,  MeFarlane,  Sullivan, 
Leacock,  Miss  Laut,  Roberts,  Seton,  Parker,  O'Higgins,  Patullo, 
L.  M.  Montgomery,  et  al,  of  international  fame;  and  a  new  lot 
breaking  into  the  greater  light.    One  of  these  newer  writers  is 

X_I  f^f^\^\  r\  q  ^A r\r\tm\^\i~\MQlf^  w4°  's  "coming  strong."  Mr.  Moorhouse  is  a  Manitoban,  and 
riUpiVlll^  IVlfJUl  llUUaC,  to  the  April  MacLean's  he  contributes  The  Centre  of  Gravity. 
"corking  good  stuff,"  to  use  the  language  of  the  Editor.  This  is  the  first  of  a  series  of  stories  featuring 
Andy  Doolin,  a  "character,"  keeper  of  a  saloon.  These  stories  are  of  the  boom  days  in  British  Columbia's 
gold  mining  history,  days  when  Jim  Crotty,  Dutch  McGee,  and  The  Parson,  desperadoes  all,  made  life  a 
catchy  thing  and  stirring. 

~\/TqT"'\7'     C^  Q  1 1  Tl  f"        a  new  contributor  to  MacLean's,  has  in  the  April  Number  a  short  story,  At  the 
l»A^ll  j      VJ <X\A  11  L^     Arrow  Forks,  a  tale  of  the  Yukon.     Miss  Gaunt  is  a  British  woman  who  knows 
her  Canada  well — from  sojourn,  visit  and  study. 

Jq  fYl  PC     W.        \~\  f^W  (\  t*"\7"V     ^s  a  well-known  writer  whose  90,000-word  serial  story  begins  in  the 
dlllCd     13.      I  1C11UI  y  A       \pril  MacLean's,  The  Gun-Brand,  is  of  the  Peace  River  Country, 
and  is  of  gun-runners,  Indians,  whiskey,  a  Hudson's  Bay  Company  post,  voyageurs,  and  a  dream  of  a  girl. 

Agnes  C.  Laut,  H.  F.  Gadsby  and  W.  A.  Craick 

are  contributors  to  the  April  MacLean's.  Each  contributes  a  special  article  of  great  and  immediate  inter- 
est. For  example.  MISS  AGNES  C.  LAUT,  a  wonderful  woman,  writes  of  the  war  situation  as  found  in 
the  United  States,  and  in  its  relation  to  Canada.  H.  F.  GADSBY  writes  of  the  Canadian  Senate — a 
judicial  article  on  a  subject  of  ever-growing  political  interest.  W.  A.  CRAICK'S  contribution  is  Motor 
Roads  of  Canada,  and  is  concerned  with  motor-touring  in  Canada.     His  article  is  well  illustrated. 

Now.  these  are  just  a  part  of  the  contents  of 


MacLean's 


THEY  suffice,  however,  to 
give  you  a  good  idea  of 


„  ,,  ,    „  ,     for  April 

the      distinctive      Canadian  M. 

character  and  appeal  of  MacLean's.  and  to  let  you  and  others 
see  that  in  MacLean's  one  gets  his  money's  worth  and  more, 
whether  it  be  mere  entertainment  that  is  sought,  or  something 
informative,  stimulating  and  timely  concerning  Canada  life 
interests,  thought  and  politics. 
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Booksellers  of 
w1    k,  ;     Canada 

"  "    give   the   April 

MacLean's  the  display  in  your  windows, 
on  your  counters,  and  elsewhere,  that  its 
merit  and  Canadian  character  warrants. 
Give  MacLean's  a  boost. 

Let  us  build  up  our  own  country. 


llllllll 


BOOKSELLER     AND     STATIONER 

llllllllllllllllllllllllllllllllllllllllll!IIIIIIIUIIIIIi:illllllll!lllllllllllllllllilllllllllllll 


Dealers  stocking  M.  &  V. 
brand  Typewriter  Ribbons 
and  Carbons  are  increasing 
their  sales,  their  profits, 
and  their  number  of  satis- 
fied customers. 

You,  too,  can  do  it.  Get  a  trial  supply  of  M.  &  V.  Type- 
write]' Ribbons  and  Carbons.  Recommend  them  to 
your  people.  If  cleanliness,  durability  and  economy 
appeal  to  them,  they  will  become  firm  believers  in 
M.  &  V.  superiority. 

M.  &'  V .  gives  the  service  that  satisfies. 


Mittag  &  Volger,  inc. 


BRANCHES: 

NEW  YORK,   N.Y..  261    Broadway. 


Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 


CHICAGO,   ILL.,   205  West  Monroe  St. 
LONDON.  7  and  8  Dyers  Bldg..  Holborn.  E.C. 

Agencies  in  every  part  of  the  ivorld;  in  every  city  of  prominence. 
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Alive?  or  Asleep?  or  Dead? 

The  Live  Newsdealer  will  get  his  order  in  early 
for  the  1917  edition  of 

5,000 

Facts  About  Canada 

Now  Out 

Compiled  by  Frank   Yeigh 


The  Asleep  One  will  sell  out  his  order,  and,  in 
forgetting  to  restock,  lose  business. 

The  Dead  One  comes  to  life  long  enough  to  say 
to  an  inquiring  customer,  "Wedon't  carry  it." 

A  hint  is  as  good  as  a  kick  to  an  Alberta  broncho. 

Canadian  Facts  Publishing  Co. 

588  Huron  Street  Toronto,  Canada 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


IJOO  K  S  !•:  .1-  I.  !'.  I;     A  X  1)     S  T  A  TIO  N  E  K 
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MADE    IN    CANADA 

WRITING  TABLETS 

We  were  the  first  House  in  Canada  to  make  Writing  Tablets.     Our  line 
has  always  led  in  cover  designs  and  variety  of  papers. 

Let  us  send  samples  and  prices. 


For  Cards  and  Photos 


TIPTAX 


On  Wood  or  Wall 


? 


A  thumb  tack  corner  that  will  not  injure  or 
disfigure. 

Tiptax  are  made  of  cold  rolled  steel,  nickel  or 
black  enamelled  finish  in  one  size  only. 

Packed  one  dozen  to  carton.    One  dozen  car- 
tons to  display  box. 

An  attractive  five-cent  proposition. 
Samples  on  request. 


TOILET  PAPERS 

Large  range  in  rolls,  flats  and  ovals.  Good  values  at  lowest  market  prices. 


HAMILTON 


CANADA 


33rd    ANNUAL    SPRING    NUMBER 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,  701-702  Eastern  Townships  Bank  Blag.     TORONTO,  143-153  University  Ave.        WINNIPEG,  22  Royal  Bank  Bldg.       LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     APRIL,      1917 


No.  4 


Up  or  Down 


It  makes  no  difference  to 

SANFORD  &  BENNETT 
FOUNTAIN  PENS 

Two   points  about  these   famous  pens  make  them 
fast  and  steady  sellers:    They  are  positively  non- 
leakable  and  always  ready  to  write.      Fountain 
pens  that   may   be   carried   safely  in   pocket  or 
grip — or    used    with    a    gloved    hand    without 
fear  of  ink-stains.      And  they  write  instantly, 
evenly  and  continuously  at  all  times.     High 
class  throughout—  in  quality,  workmanship, 
mechanism  and  appearance  —  but  sold  to 
you,  to  retail  at  popular  prices.    S.  &  B. 
Fountain    Pens   will    please    your   cus- 
tomers, and  the  profit  makes  it  worth 
your   while    to    push    their   sale.      If 
you    are    a    live    retailer,    our    pro- 
position will  interest  you. 


S.&B.  GRAVITY-STYLO 


Write  to-day  for 
Prices  and  Discounts. 


Sanford  &  Bennett  Co. 

51-53  Maiden  Lane,  New  York 

W.  E.  Coutts,  Canadian  Sales  Agent 
266  King  St.  West,  Toronto,  Ont. 
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S.  &  B.  AUTOPEN 


BOOKSELLER  AND  STATIONER 


BIGGER  EFFORTS 

Owing  to  the  upset  conditions  of 
the  market,  we  recognize  the  fact 
that  bigger  efforts  must  be  made 
to  overcome  these  conditions,  and 
.  we  have  succeeded  far  beyond 
our    expectations. 

The  Imperial  Series  of 

School  Practice  Books 

Larger  Than  Ever 

A  wonderful  range  of  cover 
designs,  especially  drawn  by 
Canadian  artists  for  young 
Canadians,  fully  up  to  our 
standard,  and  absolutely  the  best 
possible  value.  New  1917  line  now 
in    the    hands    of    our    salesmen. 

WARWICK  BROS.  &  RUTTER 

LIMITED 

Manufacturers  Toronto 


TO  VICTORY 


BOOKSELLER     AND     S  T  A  TION E R 

GOODALL'S 

BRITISH  MADE 

Playing  Cards 

The  "BEST  SELLERS" 
of  the  Card  World 

GOODALL'S 

THEY   SELL   THEMSELVES 


ON  LEAVE 


PATRIOTIC 
SERIES 

Many   Beautiful 

and 

Attractive  Designs 


IMPERIAL  CLUBS 

The  Players' 

Favorites 


COLONIALS- 
Gold  Edges 

LINETTES- 

No  Misdeals 
Easy  Shuffling 

SALON-SOCIETY 

CLAN  TARTANS 

PLAYING  CARDS 

DE  LUXE 

AUBREY  0. 
HURST 

32  FRONT  ST.  W. 

TORONTO 

1 


BAIRNSFATHER'S 

FRAGMENTS  FROM  FRANCE 

SERIES 

Six  Novel  Designs 

WITH  THE  FLAG 

SERIES 
New  Designs  Added 


BOOKSELL E K     AND     STATI O N E R 
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You  Will  Remember 

MARTHA  -  B  Y-THE  -  DAY ' ' 

BY  JULIE  M.  LIPPMAN 


ii 


How  your  customers  enthused  about  it.    How  you  had  to  re-order.    Prob- 
ably even  have  to  order  a  special  copy  occasionally,  even  yet — 

We  want  you  to  recall  it  because  here's  a  new  one  by  the  same  author — 


ii 


THE  MANNEQUIN" 


BY  JULIE  E.  LIPPMAN 


which  promises  strongly  to  equal  "Martha-by-the-Day"  in  popularity  and  in 
BIG  SALES. 

^¥71         .  J        ¥■       A  V-krf-k      4-0      First  of  all,  a  lively  story  of  adventure,  with  this  a 
VV  ildLL   S     IX     xVQOVll   •       surprising  mystery,  added  an  exhilarating  love  story 

with  a  novel  and  exceedingly  charming  heroine,  the 
scenes  laid  principally  in  that  most  curious  of  factories — a  New  York  dressmaking  establishment, 
and  on  a  millionaire's  floating  palace.  Surely  this  a  zestful  and  interest-provoking  concoction. 
Those  who  know,  say  Miss  Lippman  has  not  previously  written  anything  so  amusing  nor 
thrilling. 

Let  your  customers  know  who  "The  Mannequin  "is  by  and  that  it's  coming.    They'll  be  bothering 

you  for  it. 

Price,  $1.35 


ARE  YOU  KEEPING  THESE  IN  YOUR  WINDOW? 


BINDLE 

By  Herbert  Jenkins 

The  1917  humor-provoker.  Some  liken  it 
to  "David  Ilarum."    $1.25. 

IN  THE  WILDERNESS 

By  Robert  Hichens 

Greece  set  in  a  strong  novel,  as  Hichens  did 
in  "The  Garden  of  Allah."  Hichens'  lovers 
will  revel  in  this.    $1.35. 


UNDERTOW 

By  Kathleen  Norris 

Another  social-problem  hook  by  a  big-selling 

author.    $1.25. 

THE  STARS  IN  THEIR  COURSES 

By  Hilda  M.  Sharp 

One  of  the  best  of  the  spring  novels.     $1.25. 


THE  PREACHER  OF  CEDAR  MOUNTAIN 

By  Ernest  Thompson  Seton 

Nature  study  and  romance  intermingled    most  entrancing! v.    A  tale  of  the  open 
country,  with  thrills  and  climaxes.     $1.50. 


s 


WILLIAM  BRIGGS 


WILLIAM 

^_|    e  r  *  o  o  s 


PUBLISHER 
Queen  and  John  Streets 


TORONTO 


BOO  K  S  E  L  L  E  R     AND     S  T  A  T  I  0  N  E  R 


HELLO,    BOYS! 


GILBERT  ELECTRICAL  SETS 

and  Electrical  Accessories  for  Boys 


Hero's  a  very  profitable  field  for  sales — practical  electrical  outfits 
which  teach  hoys  the  fundamentals  of  electrical  science  while  they 
are  having  fun. 

With  a  Gilbert  Electrical  Set  a  boy  can  construct  motors  and  electro- 
magnets which  work,  operate  electric  models  ami  toys.  He  can  wire 
for  door  bells,   buzzers,  electric   lights,  etc. 

These  sets  are  low  in  price  and  contain  a  very  complete  Manual  of 
Instructions,  written  in  simple,  plain  language  that  any  boy  can 
understand. 

The  sale  of  Gilbert  Electrical  Sets  will  not  only  yield  a  good  profit 
but  will  lead  to  a  demand  for  Gilbert  Electrical  accessories — motors, 
transformers,  control  switches,  etc. — on.  which  you  can  make  addi- 
tional  profits. 


Good  Profits  for  You   in  These 


GILBERT  TOYS 

The  Kind  That  Educate  The  Boy 

Back  of  Gilbert  toys  is  the  biggest  toy  advertising  campaign 
ever  inaugurated  by  a  toy  manufacturer,  and  the  finest  kind  of 
window  and  store  display  helps  arc  a  part  of  Gilbert  Selling 
Service.  This  advertising  and  these  sales  helps  move  the  goods 
quickly  for  you. 

ERECTOR  and  BRIK-TOR 

the   finest    of  all   steel   construction   toys. 
with      the     square     girder-like     structural 
steel,   has    won    the    hearts   of   hoys   every- 
where.    It  will  always   be  a  staple,  steady  profit-maker. 


iMor 


for  bricking-in  structures  built  with 
steel  construction  toys,  is  popular  with 
all    young    architects    and    engineers. 


Gilbert  Wireless  Outfits 

Never    before    has    there    been    such    great    interest 
in   the  science  of  wireless  telegraphy.     Hoys  every 
where    are    studying    it.    There    are    thousands    of 
these   amateur   wireless   operators   on   the   Govern- 
ment list. 

Gilbert  Wireless  outfits  bring  practical,  complete 
sets  for  sending  and  receiving  messages,  within 
the  reach  of  all.  The  Manual  of  Instructions  with 
each  outfit  makes  it  easy  for  a  boy  to  rig  up  the 
apparatus  and  send  and  receive  messages  in  code. 
He  can  quickly  qualify  as  an  expert  wireless  oper- 
ator with  these  sets.  There's  a  great  and  grow- 
ing field  for  their  sale.  Write  for  our  Catalog 
and    prices   on   these  toys. 

Menzies  &  Co.,  Limited 

439  King  St.  West,  Toronto,  Ont. 

Canadian  Representatives  for 

The  A.  C.  Gilbert  Co.,  CNZ .Svr 


Gilbert  Toys 

Bring  Year -Round  Joy** 

ERECTOR 
BRIK-TOR 
ELECTRICAL  SET 
WIRELESS  OUTFITS 
TOY  MOTORS 
MECHANICAL  TOYS 
BELL  TOYS 
MYSTO  MAGIC  SETS 
PUZZLE  PARTIES 
SEPARATE   PUZZLES 


BOOKSELLER  AND  STATIONER 


Venus 

10<  PENCIL 

You  satisfy  every 
requirement  every 
time  with  this 
famous  pencil! 


Suppose  your  customer  savs,  "I 

like  the  softest,  smoothest  pencil  I  can 
find."   .Offer 

VENUS    6B-5B-4B 

A  stenographer  needs  a  good 
pencil  for  Iter  purposes.  A  superb 
medium  soft  for  all  general  work  is 

VENUS     3  B  —  2  B  —  B 

A  manufacturer  who  orders 
VENUS  for  the  use  of  his  sales  and 
bookkeeping  departments  will  he 
pleased  with  medium  degrees 


I 


VENUS    HB 


H       2  H 


A  draftsman,  for  thin,  clear  lines 

will  usually  prefer 

VENUS  3H-4H-5H-6H 

And  a  statistician  or  engineer 
for  graphic  charts  will  want  the  hardest 
pencil  for  the  thinnest,  clearest  mark- 
ing, such  as 

VENUS    7H-8H-9H 

VENUS  pencils  are  for  everybody — not 
merely  technical  and  professional  men 
who  must  have  the  best. 

To  your  customers  in  all  kinds  of  busi-' 
nesses,  who  appreciate  the  luxury  of  a 
perfect  pencil  we  urge  that  you  suggest 
VENUS.  Uniform,  smooth,  durable, 
easy-writing.  VENUS  pencils  are  a 
pleasure  to  use. 

17  unequalled  black  degrees  and  hard 
and  medium  copying. 

Catalog  and  prices  on  request. 


American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 
and  Clapton,  London,  England 


Gale 

and 

Polden's 

Books  of 
Jolly  Fun 

contain  the  finest 
stories  and  the  fun- 
niest pictures. 

Books  for  the  chil- 
dren which  every 
buyer  should  have 
a  full  range  of,  as 
they  are  Sure 
Sellers. 

Send  at  once  for 

High-Glass 
Brochure 


illustrating  in  col- 
our and  reproduc- 
ing in  miniature 
all  books  now 
ready  for  shipment. 


The  All-British  Books 
by  British  Artists. 

Printed  and  Published  by 

Gale  &  Polden,  Limited 

2  AMEN  CORNER     •      LONDON,  E.C. 

Wellington  Works—  Aldershot,  England 


B  O  0  K  S  E  L  L  E  R     A  N  D     S  T  ATIONER 


T^nrthrnwiiwcr     ^\favi wrr                               THE   HOUSE  OF  CASSELL 
O     It              .       g             101  7                                               55  BAY  STREET,  TORONTO 
PubllCatWnS      .       1917                                     London           New  York           Melbourne 

Memories 

My  Reminiscences 

Rt.  HON.  SIR  GEORGE  REID,  MP. 

Ex-High  Commissioner  for  Australia 

[Humiliating   chapters    include   "Early    Political   Prob- 
lems,"  ''First   Experiences   in    Parliament,"   "Talking 
round    the    Federal    Idea,"   "  'First    Day'    in    the   Com- 
monwealth,"    "The     Reins     put     into     My  Hands," 
"Royal  Reminiscences,"  "My  Talk  with  the  Kaiser," 
"I   Become  a  British  M  .P.. ""  British   Political  Ques- 
tions," "Our  Allies,"  etc.,  etc. 

With    Hi  Photogravure   Plates.     Medium   8vo,  420  pages. 
Cloth   gilt,   net  .$4.00. 

Political 

Germany  Under  Three 
Emperors 

PRINCESS  CATHERINE  RADZ1WILL 

in    this    distinctive    volume    the    Russian     Princess    tells 
the  inner  story  of   Prussia's  diplomacy   for  half  a  cen- 
tury, and    in   doing  so  gives  much  hitherto  unrevealed 
information  in  regard  to  William  1".  and  his  dominating 
Chancellor,  Bismarck.     New  light  is  shed  on  the  brief 
reign  of  Frederick  III.,  and  upon  the  motives  underly- 
ing the  power-hunger  which  William    11.  fostered  and 
nurtured  until  the  crisis  in   1914. 

With  8  Photogravures.     Medium   Bvo,  '-'<M  pages. 
Cloth  gilt,  net  $4.00. 

Winnowed  Memories 

FIELD-MARSHAL  SIR  EVELYN   WOOD, 

V.C.,  G.C.B.,  G.C.M.G.,  LP.l). 

Our  veteran    Field-Marshal   has  produeed  a   hook   that 
forms  a  worthy  supplement  to  his  "From  Midshipman 
to  Field-Marshal."    It  is  a  volume  that  has  no  connect- 
ed   story,    but    is    exactly    what    its    title    suggests — the 
winnowings  of  a  well-stocked  mind.     Stories,  humorous 
and  serious,  all  of  interest,  have  hern  placed  on  paper 
as  they  have  come  to  the  raconteur's  mind. 

s   Photogravures.     410   pages,     cloth   gilt,   net   $4.1111. 

General 

With  Kitchener  in  Cairo 

SYDNEY  A.  MOSELEY 

Author  of  "The  Truth  About  the  Dardanelles" 

Mr.  Moseley   is  frankly   outspoken,  and   much  that  he 
says  will   doubtless  shock  those  readers  who  imagined 
that    Egypt  under  the   dominating  influence  of  Britain 
was  well  governed,  after  allowance  had  been  made  for 
its  being  nominally  beneath  the  Suzerainty  of  the  Sul- 
tan of  Turkey.     Undeniably,  of  course,  Egypt  has  pros- 
pered marvellously  under  British  rule;  but  having  now 
been   proclaimed   a   Protectorate   of  this  country,  it   is 
well  we  should  be  aware  of  certain  grave  anomalies  to 
which  Mr.  Moseley  forcibly  directs  attention. 

Large  crown  8oo,  280  pages,     cloth,  net  $1.50. 

Political 

The  Memoirs  of  a  Balkan 
Diplomatist 

COUNT  CHEDOMILLE  MIJATOVICH 

These    Memoirs   give    interesting   and   valuable    contri- 
butions  to   the   history   of   affairs    in   Balkania,   out   of 
which,    ultimately,   arose    the   great    European    conflict. 
The    Count    occupied    important    political    positions    in 
his  country,  Serbia,  from   1869  till   1903,  and  also  rep- 
resented Serbia  at  the  Court  of  St.  James's.     In  1860 
he  was  sent  to  London  to  defend  Serbia's  Danubian  in- 
terests against    Austria.      In   1880   he  became  Serbia's 
Minister  for  Foreign  Affairs,  and  concluded  commercial 
treaties  with  Austria.  France  and  Italy,  and  the  famous 
Kossovo-Macedonia   convention.      In   1900  he   was  Ser- 
-  bian  Minister  to  the  Sultan  of  Turkey. 

With   4   Photogravures.     Medium    810.     OlOth    i/ilt.   net  $4.00. 

Psychical  Investigations 

J.  ARTHUR  HILL 

The  author  is  acquainted  with  a  remarkable  sensitive 
or  "medium,"  who  gives  sittiugs  only  to  friends.    The 
present   volume  is  mostly  concerned  with  evidence  ob- 
tained  through  him,  though  a  few  sittings  with  other 
mediums   are   described;    notably   one   at    which   a   good 
deal    of    interesting    matter    purporting    to    come    from 
Lieutenant  Raymond  Lodge  and  Mr.  F.  W.  H.  Myers. 
This  is  the   sitting  mentioned  by  Sir  Oliver   Lodge   in 
' '  Raymond. 

Large  crown  .Sro.     Cloth,  net  $1.50. 

The  Nation's  Health 

SIR  MALCOLM   MORRIS,  K.C.V.O. 

Until   recently   the   subject   of   venereal    disease   was 
shrouded  behind  a  veil  of  silence.      Early   in   1916  ap- 
peared the  Report  of  the  Royal  Commission  on  Vene- 
real   Diseases,   which   warned   the    Nation    that   if   this 
evil  thing  is  to  be  stamped  out  it  must  be  dragged  into 
the   open.      It   is   in   pursuance   of   this  policy  that  Sir 
Malcolm  Morris,  who  served  on  the  Royal  Commission, 
has   written   "The   Nation's   Health." 

Lorije   crown    8wo,   170   pages.     Cloth,   net   $1.00. 

Russia  in   1916 

STEPHEN  GRAHAM 

With   a  picturesquenes   of  detail,  a   quick  eye   for   the 
unusual,  a  perception  of  temperamental  characteristics 
and   a  power   of   vivid    appreciation    of   essentials,   the 
author   writes    of   his    experience    and    observations    in 
Orel,  Moscow,  Petrograd,  the  Caucasus,  and  other  parts 
of  the  Russian  Empire. 

Large   Crown   Svo,   170  pages,     cloth,   net   $1.25. 

BOOK  B  EL  I,  E  R     A  N  D     ST  A  T  I  0  N  E  R 


NEW  SCRIBBLERS  AND 


|  Pen  and  Ink  Quality  Only) 


EXERCISE  BOOKS 


(  With  Margin  Line  ) 


5c.  Lines 


Illustrated  above  are  some  of  the  new  covers,  each  of  which  come  on 
both  scribblers  and  exercise  books — the  kind  that  will  win  the  children  to 
your  store.    Lose  no  time  in  booking  your  orders. 

These  books  represent  the  highest  possible  value  that  can  be  given  at 
the  price.  - 

You  can  order  by  numbers  as  given  on  the  illustration,  mentioning 
"Bookseller  and  Stationer"  and  indicating  quantities  required  of  scrib- 
blers and  of  exercise  books. 

BE  WISE— MAIL  THAT  ORDER  TO-DAY 

THE  COPP,  CLARK  CO.,  Limited 

517  WELLINGTON  ST.  WEST  TORONTO,  CANADA 


BOOKSELLER  AND  STATIONER 


Best  Sellers! 

Are  you  selling  them? 

Below  are  listed  seven  of  the  most  popular  books  on  the  market. 
The  unmistakable  verdict  of  the  reading  public  has  been  pronounced 
in    their    favor    and     dealers    should     display    them     prominently. 


His  Own  Home  Town 

By  Larry  Evans. 

$1.35.  A  gripping  human  interest  story — by 
the  man  who  wrote  "Then  I'll  Come  Back  to 
you,"  "Once  to  Every  Man."  This  is  Mr. 
Evans'  most  finished  piece  of  work.  Four  il- 
lustrations by  Harvey  Dunn,  and  attractively 
colored   wrapper.  


The  Last  Ditch 

By  Will  Levington  Comfort. 

$1.35.  The  mystery  and  dazzling  color  of  the 
romantic  Rast  is  woven  into  every  line  of  this 
splendid  tale  of  red-blooded  adventure.  A 
story  that  grips  from  the  first  word  to  tin- 
last. 


Mistress  Anne 

By  Temple  Bailey. 
$1.35 

Prom  the  home  of  romance, 
Sunny  Maryland,  Miss 
Bailey  has  drawn  her  char- 
acters for  this  delightful 
love  story.  The  interest 
holds  to  the  last  line. 


KteJDVENTURES 

OFJIMMIEDALE 

Frankl  Packard 


The  Adventures 
of  Jimmie  Dale 

By    Frank     L.     Packard. 

Color  jacket.  $1.35.  A  fasci- 
nating: detective  tale — the  best 
yam  of  its  kind  since  "The  Ad- 
ventures    of     Sherlock     Holmes." 


The  Son  of  His 
Father 

By  Ridgwell  Cullum. 

$1.35.  As  fine  a  tale  of 
Western  life  and  adventure 
as  was  ever  penned.  Cul- 
lum knows  his  West,  and 
"The  Son  of  His  Father," 
will  appeal  to  all  lovers  of 
red  blooded  vigorous  ac- 
tion. 


The  Way  of  an  Eagle 

By  Ethel  M.  Dell. 

Twelve  full  page  illustrations  beautifully  re- 
produced in  four  colors  decorated  end  papers 
and  title  page  by  Edmund  Blampied.  Hand- 
somely bound  in  cloth  and  boxed.  $1.50.  An 
ideal  gift  book. 


The  Stingy  Receiver 

By  Eleanor  Hallowell  Abbott. 
A  whimsical  sparkling  romance,  by  the  author 
of    "Molly   Make-Believe. "      Five   superb    il- 
lustrations including  frontispiece.     $1.00. 


ORDER  TO-DAY   FROM 


The  Copp,  Clark  Co.,  Limited 

TORONTO,    CANADA 


BOOKS  E  J.  L  E  R     AND     S  T  A  T  I  ()  N  K  R 


Pictures    that    sell 


For  British  Engravings. 

Steel  Plates.     Calendars. 
Miniatures.       Christmas  Cards. 

And  all  other  Fine  Art  Goods. 

Agencies     will     he     considered     (reference.* 
should  lie  sent.) 

The 

Imperial  Fine  Art    Corporation  Ltd. 

64  High  Holborn,  London,  W.C.I. ,   England 


Telephone  City  74  17.  Telegram  "Kingllhood,  London" 

F.  SABEL 

Manufacturer  of 

Millboards  and  Fibre  Boards,  Water- 
proof Boards,  Papers  and  Label 
Manilas  ... 

Waxed  Tissue  and  other  Papers,  and 
Oil  Papers    ----- 

Gummed  Paper,  Tapes.  Linen  Tapes 
and  Stay  Papers      - 

Liquid  and  Cold  (Hues  and  Gums 

Cigarette  Papers  and  Mouthpiece  t'art- 
ridges       ----- 

Paper  Twinem  Hope  and  Piping 

Paper  Stocked  Glazed  and  Ungl.  Print- 
ing, Banks,  Manifolds,  Copyings     - 

Chemical  Copying  Paper      - 

Litho  Transfer  Paper  and  Transfer 
Ink        -         -         -         - 

Paper  Reelers  and  Cutters 

Millboard  and  Leatherboards  (Hand- 
made  and   machine-made)  -       -     Dept.  12 

37    Upper   Thames  Street,   London,  E.G.,  Eng. 


Dept. 

1 

Dept. 

2 

Dept. 

:; 

Dept. 

4 

Dept. 

5 

Dept. 

ti 

Dept. 

7 

Dept. 

8 

Dept. 

9 

Dept. 

11 

First  Lessons  in 
Child  Training 


SJ 


Books  That 
Sell 


The  following  titles  have 
demonstrated  their  selling 
qualities  by  attaining 
large  circulation  in  the 
United  States. 


i^3£*%^33i'i?.i 


■  i 


DEXCH,   ERNEST  A. 
Advertising   by    .Motion    Pictures 
Cloth,    li'ino.      Price,    postpaid, 

$1.50. 
•A    practical    handbook,    treat- 
ing  every    phase   of   the    subject 
in    a    scientific    and    up-to-the- 
minute  way. 
CORY,   ABE. 

Think   Peace 
Decorated  boards,  12m o,     Price, 
postpaid,  $.50. 
A    heart-touching    little   story 
so    persuasive    that    it    might 
easily    win    its    readers    £o    the 
author's  cure  for  the  war  spirit. 
SHOOK.    ('HAS.    A. 

The   Gist   of  the   Bible 
Cloth,     13mo.      Price,     postpaid, 
$1.50. 
A   complete   handbook   of   the 
Scriptures  for  classes  and   home 
study.    Contains  19  maps  speci- 
ally designed   by  the  author. 
WALTERS,   ZELrIA    M. 
First  Lessons  in  Child   Training 

A  Handbook  for  Mothers. 
Cloth.  lUmo.  Price,  postpaid, 
60c. ;  paper,  postpaid,  35c. 
The  author,  who  is  a  mother 
herself  and  a  teacher  and 
writer  fur  children,  has  pro- 
duced in  this  handy  little 
volume    a    complete       every-day 

book    or    vade    mecum    for    the 

mother. 

The  Standard  Publishing 


ELLIOTT,   K.  K. 

How  to  Fill   the    Pews 

Cloth,     l'-'mo.      Price,     postpaid, 
.$1.50. 
Comprehensive    and     practical 
(dans  that  have  been  proved   by 
actual    use  to   be  effective. 
PHELPS,    GUY    FITCH. 

The  Angel   O'    Oeadman 
Cloth,    Unio.       Decorated    cover. 
Illustrated. 
Price,   postpaid,  $1.50.  ' 
A     romance     of     the   Kockies, 
showing   the   drink   demon   of  a 
mining    camp    —    pictures    the 
miraculous  change  which  came. 
A  big  story,  true  to  life,  full  of 
tense   situations. 
DROWN,    WILL   H. 

Illustrative       Incidents       for 
Public    Speakers 
Cloth,     l-'mo.      Price,     postpaid, 
$1.40. 
A     collection     of    striking     il- 
lustrations    that     are     entirely 
new    and    original,    prefaced    by 
a    guide   to    public   oratory. 
BROWN,  WILL  H. 

Wit    and    Humor   for   Public 
Speakers 
Cloth,    12mo.      Price,     postpaid, 
$1.40. 
As   original,   fresh,  and   usable 
as    its    companion    volume,    "Il- 
lustrative   Incidents    for    Public 
Speakers." 

Company,  Cincinnati,  O. 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 
No.      1-1NFANTKY. 

Drill   and  Attack. 
No.     2— INFANTRY. 

Defence    and     Protection. 
No.     3— INFANTRY. 

Night    Operations.       Inter-communication, 

Reconnaissance;    and    Questions    on    Infantry 

Training. 
X».     4 — MUSKETRY. 

Parts   of   Rifle  and   Action   of  Mechanism.     Care 

of   Arms    and    Ammunition,    Daily    (leaning    and 

Examination    of    Arms. 
No.     5— MFSKETRY. 

Aiming    Instruction   and    Trigger    Pressing. 

No.     6— MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      F'ire    Control    and    Discipline. 

>o.      7— MUSKETRY.   . 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and   Discipline  and   Sub-Target  Machine. 

No.     8— MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     9 — MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

No.   10— MUSKETRY. 

Theory   of   Rifle  Fire. 

No.   11— HYGIENE   and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.   1»— FIELD    ENGINEERING. 

Explosives.  Arranging  for  Explosives.  Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 

25c.   EACH. 

All    Fully    Illustrated. 

Other     numbers     will     include     Discipline     and     Military 
Law,   Procedure  of  Courts   Martial,   etc, 

W.   S.   PAINE  &  CO.,   Military  Publishers 
HYTHE.  KENT 

McClelland,  goodchild  &  stewart,  Ltd. 

266  King  Street  West.  TORONTO.  CANADA 


BOOKSELLER     AND     STATIONER 


The  Man  Whose 

Records  Are 
Worth  Something 

is  a  daily   visitor  to   your   store.     It   is   thi« 
man  to  whom  there  is  a  decided  appeal  in 

Underwood's 

"EVERLASTING" 

Bank  Ink 

A  record  made  with  this  ink  is  really  a 
record,  because  it  '  Lasts  as  long;  as  the 
paper-" 

Underwood's  Bank  Ink  comes  in 
handsome,  convenient  bottles  with  cur 
Improved  pour-out  device  en  quart  and 
p.nt  sizes. 

Are  you  getting  good  ii.k  service? 


Makers  of  "GOLD  MEDAL"  Carbons  and  Ribbons 

John  Underwood  &  Co. 

90  Richmond  Street  East 

Toronto 


NEW  YORK 


LONDON,  ENG. 


Study  Your  Customers 

PENS  and  personality  are  inseparable — 
The   more  fully   the  stationer  understands  each   man's 
needs,    the   more    fully   he   realizes   the    necessity   of   a 
pen   assortment    comprehensive   enough    to    meet    them 
all 

That's   why   more   and    more   stationers   are   displacing 
three  or  four  incomplete,   duplicating,   small   pen   lines 
for  one  complete  effective  assortment. 
I5y  this  they  accomplish  five  big  things  : 
1st.      Tie    ui»    less   money    in    stock. 

Save  counter   space. 

Get  maximum   display. 

Offer    tlie   most    complete    assortment. 

Make  it  easier  for  the  customers  to  buy. 
Tn  assist  in  concentrating  and  improving  their  Pen  Depart- 
ments there  are  TO  different  sizes  of  Esterbrook  Counter  Display 
Cases.     Writ*  us   about   these   to-day. 

ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  STREET  CAMDEN,  N.J. 


2nd. 
Srd. 
4th. 

51  h 


He  is   SO   Happy    Modelling,   with  MODELL1T 

Every    book,   toy   store   and   school  furnisher 
in  the   Dominion  should  sell 

MODELLIT 


The 

Most  Cleanly 

Fictile 

Antiseptic 

and  Odorless 

Modelling 

Medium  oi 

the  Market 


The    children's     favourite 
^  pastime 

MODELLIT 

will  attract  more  customers 
to  your  store  than  any  other 
modelling  medium. 


Made  in  Many 
Beautiful 
Colours  and 
Put  upin  Vari- 
ous Sizes  of 
Fancy   Boxes 
and  Refills 
1  lb.  Blocks 


Agents  for    the  Dominion  of  Canada; 
MENZ1ES&  COMPANY.  LIMITED  -       TORONTO.  CANADA. 

Write  Us  for  Samples  and  Particulars  TO-DAY 
MODELLIT  MFG.  CO.,  19  Brunswick  St.,  Bristol,  England 

Telegrams  :  "Modellit,  Bristol,"  England 
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Some  Selected,  Steady 
Selling  Song  Successes 

71  For   All    Up-to-date   n\ 

2C*       Music   Counters         I  2C» 

"WAR   BABIES" 

BY   MACDONALD,  MADDEN  and  HANLEY 

The    most     remarkable    descriptive    ballad    ever 

penned. 

"SHE  IS  THE  SUNSHINE  OF  VIRGINIA" 

By  MAI  'DONALD  and  CARROLL 

This  is  the  Fox-Trot  Ballad   the  whole  world  is 

singing  and  whistling-. 

"THEY'RE  WEARING    EM  HIGHER 
IN  HAWAII" 

That  ''different"  Hawaiian  novelty  number. 
By  GOODWIN  and  MOHR 

"WHAT  I   OWE  YOU" 

By  GOODWIN  and  MOHR 

A  most  beautiful  ballad  by  two  of  America's  best 
known  writers. 

"THERE'S  JUST  TWO  THINGS  TO  DO 
ON  A  RAINY  NIGHT' 

(AND  I  DON'T  WANNA  PLAY  CARDS) 

By  TRACEY,  GOODWIN  and  VINCENT 

The   catchiest    and    most    original   number   since 

"Call   Me   l'p  Some  Rainy  Afternoon." 

"THE  WHOLE  WORLD  COMES 
FROM  DIXIE'' 

(WHEN   THEY  PLAY   THAT   DIXIE   TUNE.) 
By  MACDONALD  and  HANLEY 

The   greatest    Southern    Rag   since    our    "On    the 
Mississippi." 

"WAR   BRIDES" 

By  JOHN  C  CALHOUN 

The  only  official  song  from  the  great  photoplay 

of  the  same  name.     Striking  photograph  of  Mine. 

Na/.imova,  the  star,  on  the  cover. 

"YOU'RE  A  LITTLE  NAUGHTY  BABY" 

Companion  song  to  our  sensational  song  hit  from 

Xew   York   Winter  Garden, 

' '  Naughty !   Naughty !   Naughty ! ' ' 

THIS   NUMBER  IS  A  WINNER 

"ROMANY   WALTZ" 

THE     FAMOUS     CUBAN     WALTZ— STEADY 
SELLER. 


Shapiro,  Bernstein  &  Go. 

Music  Publishers 
224  West  47th  St.,  New  York 


Cecil  Palmer  &  Hayward 


An  Assured  Success 

SIR  WILLIAM  BLAKE  RICHMOND'S 

FIRST  NOVEL 

THE   SILVER   CHAIN 

A  Satire  on  Convention.     Cr.  8vo.,  cloth  6/-  net. 
"A  book  that  is  full  of  sunshine  and  memories  of 
happy  places." — Punch.     "The  efficacious  part  of 
the  book  is  not  the  reproval  of  Puritan  gloom  but 
the  exhibition  of  joy." — Times. 

EDEN    PHILLPOTTS   AND  FRANK    BRANGWYN, 
A.R.A.,  HAVE  COLLABORATED  IN 

THE  GIRL  AND  THE  FAUN 

Containing  four  illustrations  in  colour  and  special- 
ly designed  title  page  and  borders.  Demy,  8vo., 
cloth  6/-  net.  Also  a  limited  Edition  de  luxe  with 
additional  illustrations  by  Frank  Brangwyn.  Two 
Guineas  net. 

"This  charming  fantasy  is  greatly  enhanced  by 
the  four  beautiful  illustrations  in  colour." — Win- 
nipeg  Saturday  Post. 

THE   BOOK    OF   JOB    (Illustrated) 

With   an   introduction    by   G.    K.   Chesterton    and 

eight  illustrations  in  colour  by  C.  M.  Tongue.     Cr. 

4to.,   10/6  net. 

"The  illustrations  are  an  attractive  feature  of  a 

volume  which  book  lovers  of  artistic  tastes  will 

have    satisfaction    in    adding   to    their    library." — 

Scotsman. 

A   BOOK  OF  LAUGHTER 

By  Edwin  Pugh.  Cr.  8vo.;  cloth  6/-  net.  "Guar- 
anteed to  raise  a  smile  on  every  page." — To-day. 

HINDUISM:    THE  WORLD   IDEAL 

Bv  Harendranath  Maitra,  with  an  introduction  by 
G.  K.  Chesterton.     Cr.  8vo.,  cloth    2/6  net. 

THE  CRIMES   OF  ENGLAND 

By  G.  K.  Chesterton  (Second  Edition).  Crown 
8vo.,  cloth  2/6  net,  paper  1/-  net. 

THE  NATIONAL  PROVERB  SERIES 

Printed  throughout  in  two  colours  with  portraits 
illustrating  national  types.  Bound  in  stiff  vellum 
boards.  Foolscap  8vo.  1/-  net  per  volume.  The 
proverbs  of  the  following  nations  are  obtainable: 
England.  Scotland,  Ireland,  Russia,  Japan,  China, 
Serbia,  Holland,  Arabia,  India,  Spain,  (in  two 
languages),  France  (in  two  languages),  Italy  (in 
two  languages),   Belgium    (in  two  languages). 

THE  VELLUM  PERPETUAL 
CALENDAR  SERIES 

Printed  in  three  colours  from  designs  by  W.  S. 
Lear.  Bound  in  Simili  vellum  illustrated,  foolscap 
8vo.  1  -  net  per  volume.  The  volumes  comprise 
felicitous  quotations  from  the  works  of  well-known 
writers,  mostly  modern. 


Oakley  House,     Bloomsbury  St. 
LONDON,  W.C. 

Canadian  Agent:       MR.  W.    C.    BELL 
27  Richmond  Street  West,  Toronto 


BO  OK  SELLER     AND     STATION  Kit 
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Aft 


SPRING 

First — the  sowing.    Later  on — the 
harvest. 


Place  your  orders  now  for 

WESTERN  MADE 

STATIONERS'  SUPPLIES 

Prompt  service,  quickest  transpor- 
tation facilities,  and  a  good  har- 
vest into  the  bargain. 
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Is  this 

Trade  Mark 

represented 

on 
your  shelves? 

Writing  Tablets, 

Papeteries, 

Billhead 
Tablets, 

Receipt  Books, 

Note  Books, 

Blank  Books, 

Loose  Leaf 
Systems, 

Workmen's 
Time  Books, 

Travellers' 
Order  Books, 

Foolscaps, 

Examination 
Tablets, 

Drawing 
Tablets, 

School  Note 
Books, 

Copy  Books, 

Exercise 
Books, 

Scribblers, 

Etc. 


Made  by  Western  People  for  Western  People 

CLARK  BROS.  &  CO.,  Ltd. 

WINNIPEG  EDMONTON 
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BOOKSELLER  AND  STATIONER 


THE  MUSSON  BOOK  COMPANY'S 
NOTABLE  SPRING   PUBLICATIONS 


y 


CDfitite 
Peopl 

by-      *_ 
^"N       Frances 

Burnett 


WILDFIRE 


I* 


ZANE  GREY 
Idm  M  ih*  PurpU:  S»g< 


77/£  LIFTED  VEIL.     By  Basil  King 

Back  to  the  brilliancy  of  "The  Inner  Shrine"  goes  Basil  King  in  this  his 
splendid  new  novel.  It  is  a  story  of  constant  suspense  and  great  charm,  and  we 
believe  that  it  will  be  acknowledged  to  he  Mr.  King's  masterpiece.    The  plol  is 

unusual,  the  characters  distinguished,  and  the  author  tells  a  line  story  so 
smoothly,  so  delightfully  that  it  cannot  fail  to  he  one  of  the  (/rent  successes  of 
the  season.  We  advise  you  to  order  now.  We  shall  he  glad  to  supply  you  with 
colored  posters.    Illustrated,  $1.40  net. 

CINDERELLA  JANE.     By  Marjorie  Benton  Cooke 

The  romance  of  Jane  Judd,  who  could  mend  anything  from  a  leak  in  a  pipe 
to  a  hroken  heart.  Miss  Cooke  tells  the  story  in  her  own  sparkling  way;  not 
without  a  deeper  note,  too,  as  Jane  and  her  artist  husband  win  their  way  to  the 
fullness  of  heart-and-hrain  companionship.     Illustrated,  $1.35. 

THE  MAN  THOU  GA  VEST     By  Harriet  T  Comstock 

The  romance  of  a  simple  girl  of  the  Southern  mountains,  into  whose  life  for  a 
short  time,  came  William  Truedale,  of  New  York.  How  she  played  a  most 
important  part  in  his  life  and  the  life  of  another  woman  in  after  years,  form  an 
unusual  story.    Illustrated,  $1.35. 

WILDFIRE.     By  Zane  Grey 

A  glorious  biography  of  a  wild  horse.  Even  Zane  Grey  has  never  written  a  more 
thrilling  story  than  his  Wildfire.  Out  in  the  purple  sage  bush  section  which 
■Mr.  Grey  has  made  his  own,  where  men  rode  and  talked  and  loved  horses  better 
than  life  itself,  Wildfire,  the  matchless  big  red  and  wild  stallion,  led  his  free  and 
often  murderous  life.  Often  pursued,  but  never  roped  until  Slone.  the  horse 
hunter,  followed  him  across  a  big  canyon.     Illustrated,  $1.35  net. 

WHERE  YOUR  TREASURE  IS.     By  Ho/man  Day 

Humor  and  the  sea — these  are  once  again  the  domains  wherein  Holman  Day's 
fancy  rules.  And  in  search  of  adventure  and  a  treasure,  he  takes  his  hero  from 
the  Atlantic  to  the  Pacific  Coast,  and  not  only  to  the  surface  of  the  waters,  hut 
to  the  very  depths  thereof.     $1.40  net. 

THE  BEST  SHORT  STORIES  OFlQId.  Edited  By  Edward  J.  O'Brien 
Edward  J.  O'Brien  gives  us  a  feast.  lie  has  poured  us  the  top  of  the  bottle. 
Hereafter,  instead  of  reading  maeazine  stories  throughout  the  year  I  shall  allow 
Mr.  O'Brien  to  do  my  wading  for  me  and  at  the  end  of  the  year  enjoy  the 
oases  which  he  points  out.  Mr.  O'Brien  is  the  Baedeker  of  short-story  land. 
He  leaves  one  no  choice  in  admiration.  But,  then  it' is  an  all-star  hook  which 
he  has  given  us. — The  Publishers'  Weekly.    $1.50  net. 

THE  WHITE  PEOPLE.     By  Frances  Hodgson  Burnett 

A  story  of  deep  spiritual  significance  and  rare  artistic  beauty.  Mrs.  Burnett  has 
achieved  something  quite  unusual  and  wonderful.  The  background  of  the 
story  has  a  Maeterlinckian  quality  of  other-world  mysterv.  Illustrated.  $1.20  net. 

CASUALS  OF  THE  SEA.     By  William  McFee 

A  new  literary  find  that  promises  to  be  one  of  the  sensational  selling  novels  of 
the  year — a  hook  that  offers  a  true  thrill  to  the  searcher  for  good  literature. 
This  book  has  a  fascination  hard  to  descrihe.  One's  heart  is  so  inevitably  en- 
listed in  the  fortunes  of  Bert  and  Minnie  that  the  mere  reading  of  the  story 
seems  a  personal  experience.    $1.50. 

KLEATH.     By  Madge  Macbeth. 

A  Klondike  story  in  the  days  of  the  rush  for  gold.  There  is  unusual  strength 
in  the  conflict  between  the  wife  of  Dawson  City's  physician  and  the  daughter  of 
the  community's  saloonkeeper  over  the  affections  of  Kleath,  a  mysterious  news- 
paper man.  It  is  a  fascinating  story  in  the  setting  of  rugged  beauty.  Illus- 
trated in  color  and  black  and  white.     Price  $1.35  net. 


48-page  Descriptive  Catalogue  of"  New  Spring  Books  "  gladly  mailed  on  application 


BOOKSELLER     AND     S T A  T I  0 N E R 


While  People  are  thinking  of  Russia   is  a  good  time  to 
sell  them  Hugh  Walpole's  Novel,   "The  Dark  Forest" 


THE  MUSSON  BOOK  COMPANY'S 
NOTABLE  SPRING  PUBLICATIONS 

THE  WAR  OF  DEMOCRACY 

The  Allies'  Statement  of  their  aims  and  ideals  as  expressed  by  their  leaders. 
Viscount  Knee  sums  up  the  mailer  in  a  most  important  introduction,  and 
Viscount  Grey,  Arthur  J.  Balfour,  II.  II.  Asquith,  David  Lloyd  George,  Sir 
Arthur  Conan  Doyle  and  Paul  Ilymans  are  among  the  other  contributors.  A 
book  that  comes  with  double  force  to  thoughtful  Canadians  in  the  present 
crisis.     $2.00. 

V.  C  HEROES  OF  THE  WAR.     By  G.  A.  Least,  M.A. 

This  volume  contains  some  of  the  more  representative  examples  of  individual 
bravery,  devotion  to  duty,  and  self-sacrificing  service.  The  author  tells  in  these 
simple,  straight-forward  chapters,  the  undying  stories  of  the  heroes  who  have 
won  the  Victoria  Cross.     Illustrated,  $1.25. 

FLYING  FOR  FRANCE.     By  James  R.  McConnell 

Sergeant  Pilot  McConnell  here  gives  vivid  descriptions  of  the  lives  of  American 
aviators  who  have  given  their  services  to  France.  Illustrated  from  photo- 
graphs. $1  .00. 

LLOYD  GEORGE :  The  Man  and  His  work.     By  Frank  Dilnot 

Every  reader  will  be  thrilled  by  this  dramatic  life  story  of  the  man  who  has 
risen  from  a  village  boy  to  be  Prime  Minister  of  Great  Britain,  told  here  by 
one  who  has  known  him  personally  and  at  close  quarters  for  years.  Frontis- 
piece, cloth,  $1.00  net. 


THE  BIRD  STUDY  BOOK.     By  T  Gilbert  Pearson 

Here  is  a  book  in  which  the  amateur  can  get  in  simple  language  the  funda- 
mental facts  of  bird  study.  The  volume  is  illustrated  with  a  coloured  frontis- 
piece, numerous  pen  and  ink  drawings  and  sixteen  photographs.     $1.25  net. 

THE  WORTH  KNOWING  SERIES 

Four  volumes,  200  illustrations,  each  volume.     Net,  $1.50. 
A  general  work  on  each  subject  followed  by  detailed  descriptions  of  the  most 
interesting  families,  featuring  the  more  important  members  of  each  family. 
The  titles  are : 

Canadian  Birds   Worth  Knowing  Canadian    Butterflies    Worth    Knowing 

By  Neltje  Blanchan  By  Clarence  M.   Weed 

Canadian   Trees    Worth  Knowing  '  Canadian  Flowers  Worth  Knowing 

By  Julie  Ellin  hodgers  By  Asa  Don  Dickinson. 

THE  POCKET  GARDEN  LIBRARY 

Edited  by  Leonard  Barron,  Flexible  Linen,  each  net  $1.00;  Flexible  Leather, 
net,  $1.35. 

The  first  pocket  colour  guide  to  popular  garden  favourites — hardy  annuals, 
herbaceous  perennials,  shrubs,  evergreens  and  some  greenhouse  plants.  The 
titles  are': 

Canadian  Flowers  of  Spring  Canadian  Flowers  of  Early   Summer 

By    l lien  Eddy  Shatv  By  Ellen  Eddy  Shaxv 

Canadian  Flowers  of  Late  Summer  Canadian  Flowers   of  Winter — Indoors 

By  Ellen  Eddy  Shanu  and   out.  By  Montague  I  ret 

MY  GARDEN.     By  Louise  Beebe  Wilder 

A  transcription  of  delightfully  informal  conversation — the  things  that  do  well 
and  why  and  where;  the  plants  that  give  the  needed  colour  at  awkward  seasons. 
and  what  should  follow  and  precede  them.  A  treasirre-store  of  garden  lore. 
Illustrated.  $1.50  net. 

48-page  Descriptive  Catalogue  of " New  Spring  Books  "  gladly  mailed  on  application 
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BOOKS E LLER     AND     ST A  T I 0  N E R 


The  Retail  Merchant — a 
Wonderful  National  Asset 


•There  arc  more  than  50,000  retail  merchants  in  Canada.  They  employ  more  than  250,000 
people.     Half  a  million  more  people  are  directly  dependent  on  the  retail  business  for  a  living. 

Each  year  goods  pass  across  their  counters  worth  more  than  a  billion-and-a-half  dollars. 

A  vast  army  of  distributors — no  less  important  in  the  Nation's  work  to-day  than  the  great  army 
of  producers. 

These  50,000  merchants  and  their  quarter  of  a  million- employees  are  a  most  vital  factor  in  the 
existence  of  Canada — but  they  could  become  a  still  greater  factor  if  they  worked  at  100  per 
cent,  efficiency. 

At  this  very  hour  the  Nation  is  asking  the  utmost  efficiency  in  every  line  of  business.  This 
means  that  all  of  us  must  change  our  gait  and  do  more  than  an  ordinary  day's  work. 

rl  nis  applies  to  the  merchant  who  distributes,  as  well  as  to  the  farmer  and  manufacturer  who 
produces. 

In  order  to  become  thoroughly  efficient,  there  must  be  no  waste  motion,  no  lost  energy,  no  need- 
less labor,  no  careless  use  of  money. 

What  a  wonderful  opportunity  there  is  for  the  50,000  retail  merchants  in  Canada,  to  become 
personally  efficient,  and  enable  their  quarter  of  a  million  employees  to  become  more  efficient — 
to  work  better,  faster  and  more  accurately. 

The  National  Cash  Register  Company  have  utilized  years  of  experience,  brains  and  energy  in 
devising  a  mechanical  means  of  accomplishin  g  this  most  necessary  efficiency.  This  machine 
slops  losses,  prevents  mistakes  due  to  carelessness  and  inaccuracy,  and  saves  time.  They  are 
indispensable  to  the  merchant  who  desires  the  highest  possible  efficiency  in  running  his  store, 

and  are  helpful  to  every  ambitious  clerk. 

Our   new   model  Registers  stop  losses,  mistakes,  temptation 
and  carelessness. 

They   save   time,   worry    and    money.      Without    obligating 
yourself  in   any   way,   write   us  to-day   for   full   particulars. 

We  will  gladly  furnish  these. 


The 
National  Cash 
Register 
Company 

of  Canada, 
Limited 

Toronto,  Canada 
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W    OKSELLER     AND     STATIONER 


DEAN'S 

PATENT 

RAG 

BOOK 

LINE 


Deans  Rag  Books 


Quite  Indestructible 


TRADE  MARK  Registered  in  All  Countriei. 


Look  for  the  Trade  Mark  and  in- 
sist upon  having" RAG " Books. 


DEAN'S 

PATENT 

RAG 

BOOK 

LINE 


WASHABLE,  INDESTRUCTIBLE, 

HYGIENIC 

Fast,  non-poisonous  colours. 

British  from  cover  to  cover. 

Range  comprises  about  ninety  titles 
retailing  at  10c,  15c,  30c,  50c,  75c, 
$1.00,  $1.25  and  $1.50. 

Handled  by  all  first  grade  Wholesalers 
and  Jobbers  throughout  the  Dominion. 

Owing  to  shortage  of  labor,  delivery 
guaranteed  only  if  orders  are  placed 
at  once. 


•WVWWVWv  'V  % 


tt°f  HER  C°°SE S 


Sole  Manufacturers  and  Patentees 
r>/"RAG"  Books. 

DEAN'S  RAG  BOOK 
COMPANY,  LIMITED 

2  to  14  Newington  Butts 
LONDON,  S.E.,  No.  1 

"Rag"  Books  are  Registered  and  Patented. 
Immediate  proceeding's  will  he  taken  against  infringements. 
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BOOKS  E  J,  L  E  R     A  N  D     S  T  A  T  I  0  N  E  R 


VRAVKL  PICTURE 
BOOK 


It's  Your  Initial 
Order  We  Want 


— given  that,  we  feel  certain  of  your 
further  orders,  for  our  lines  sell  with 
the  snap  and  the  vim  that  is  the  delight 
of  every  aggressive  dealer. 

OUR  CELEBRATED  LINE  OF  TOY  BOOKS  IS  HAVING  A 
LARGER  SALE  THAN  EVER,  AND  WE  WOULD  BRING  TO 
YOUR  NOTICE  OUR  LINE  OF 

PAINT  BOXES 
DRESSED  DOLLS 
DRAWING  SLATES 
POCKET  DRAUGHTS 

We  have  in  stock  a  very  extensive  range  of  Children's  Toy  and  Picture 
Books.    We  can  also  supply  a  line  .selection  of  Painting  Books. 

If  you  are  interested  write  for  our  catalogue  and  terms. 

DEAN  &  SON,  LIMITED 

160a  FLEET  ST.,  LONDON,   ENGLAND 


DEAN  &   SON,   LIMITED 
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U.0  0  KSE  LLEB    A  N  I>    S  T  A  T  10  N  E  K 


Look  At  These  WAR  TITLES 

Books  of  Real  Merit  That  Will  Have  a  Very  Wide  Sale 

V/V^T    r  can  do  a  record  book  business  this  spring  if  you 
*  ^'^  will  get  behind  these  great  books 

THEY    ARE    FINGERPOSTS     THAT    POINT     THE     WAY     TO     BIGGER     BOOK    BUSINESS 

A    STUDENT    IN  ARMS  By  Donald  Hankey 

Sis  Canadian  editions  in  quick  succession  is  the  record  established  bj  this  wonderful  book  a  volume 
thai  is  gripping  Europe  and  is  the  talk  of  the  day  in  this  country.  Booksellers  will  find  thai  most 
of  then  customers  have  had  tidings  of  tins  book  from  friends  in  England*.  To  others  its  salienl 
points  need  only  be  indicated  to  sell  the  book. 

Donald  Hankey,  who  was  killed  al  the  Somme,  achieved  undying  fame  with  this  rare  book  in  which 
he  pictures  Christian  idealism  with  the  zeal  of  a  crusader.  The  author,  who  was  one  of  the  editorial 
staff  of  the  London  Spectator,  became  a  sergeant,  and  later  a  second-lieutenant  in  the  British  Army  at 

the  front.     His  I k  presents  the  right  mental  attitude  of  the  fighting  men  toward  religion,  the  church, 

their  officers  and  com] ades  in  arms. 

(  Price  $1.50) 

GRAPES  OF  WRATH  By  Boyd  Cable 

Who  is  better  known  aS  a  writer  of  war  hooks  Ilia  n  I toyd  Cable,  who  gave  the  world  thai  outstanding 
book,  "Between  the  Lines,"  and  then  "Action  Front."  His  new  book,  "Grapes  of  Wrath."  shakes 
I  he  reader  to  the  depth  of  his  soul. 

It  is  a  wonderful  piece  of  impassioned  prose,  picturing  the  actual  conditions  of  modern  battle  and 
trench  li  fe. 

The  title  of  the  hook  is  derived  from  the  opening  s  tan/a  of  the  Battle  Hymn  of  the  Republic:  "Mine 
eyes  have  seen  the  glory  of  the  Lord.  He  is  trampling  the  vintage  where  the  grapes  of  wrath  are 
stored  you  can  sell   more  copies  of  this  book  than  you  did  of  "Between  the  Line-." 

(  Price  $1. 50) 

MY    SECOND    YEAR    OF    THE    WAR  By  Frederick  Palmer 

No  live  Canadian  can  afford  to  miss  reading  Palmer's  brilliant  hook  on  the  war.  and  no  live  book- 
seller, when  stocking  this  hook,  can  afford  to  overlook  the  enthusiasm  of  the  Canadian  public  for 
Frederick  Calmer. 

His  new  book  is  even  more  remarkable  than  "My  Year  of  the  Great  War,"  of  which  seven  editions 
have  been  sold. 

[Price  $1.50) 

THE  BATTLES  OF  THE  SOMME  By  Philip  Gibbs 

Book  i  Hers-  ask  your  customers  if  they  have  wondered  as  to  the  real  meaning  and  the  real  progress 
of  the  great  British  offensive  on  the  Somme.  They  will  find  adequate  explanation  in  this  important 
volume  by  Philip  Gibbs.  Staff  correspondent  at  the  front,  Mr.  Gibbs  has  had  the  genius  to  invest  his 
letters  with  a  photographic  vividness  which  enables  Hie  reader  to  visualize  the  battle-field  as  through  a 
powerful  lens. 

(  Price  $1. 50) 

Sell  All  Four  Books  to  Each  Customer 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  .'.  266-268  King  Street  West  ,\  TORONTO 

17  " 


BOOK  S  E  I.  I.  E  K    A  N  D    S  T  A  TIO  N  E  I; 


Piccadilly  Jim 

By  Pelham   Grenville   Wodehouse 

$1.40 

When   (vi    said  nth  that   this  book  was  going 

to    maki    a    Mil    among   bookbuyers,   rlid    we   hit    the 
in  t  hr  head  .' 

you   bet    we   did! 

Already    ii    has    achieved   a   greater   sale   than   this 
author's    »reviou«    success    "  Uneasj     Money,"   and 
the  demand  from  booksellers  all  over  Canada  keeps 
peat  after  repeat. 

1 1   is  gat  heri  ng  speed. 

shaic     of     tliis     business.     Every     reader 

l sts  the  book.     Everybody  else  will  want  to  read 

it   too. 

Sell    it    tO    Ihriu! 

THE  ill   MOROUS  BOOK  oh'  'rill':  YKAK. 
Illustrated  by  May  Wilson  Preston. 


J.  Henri  Fabre's  Books 


NEWS  FOR  THE  BOOKSELLER 


EXTRA ! 

NEW  TITLES  IN 
THORNTON  BURGESS' 

BEDTIME 

STORY  BOOKS 

Illustrated  by  Harrison   Cady 

While   the   demand     I'm-    these    books   is   naturally 

increasing,   1 ksellers   can  sell   more   ami   more   of 

tin  in  by  pushing  them  by  means  of  window  and 
counter  displays.  They  are  so  popular  that  it  needs 
only  these  display  suggestions  in  create  sales.   Try  it. 


$1.50  Each 


Insect 
Adventures 

ii  .iii-i. it. ■■!  by  Alexaudi  c 
Telxeiru  tie  Mattos,  anil 
adapted  for  young  people 
by  Louise  S.  Hasbrouck, 
f  mi  uselj  iitust  rated. 
i 'mi  >nii  imagine  a  book 
that  could  be  more  satis- 
fying to  I  In'  d  a  t  u  r  a  1 
curiosity  of  children? 
This  bi  "k  is  ;i  boon  to 
parents  .mil  teachers  and 
n    delighl    tn    children. 


The  Life  of  the 
Grasshopper 

jlated     by     Ales 
Teixeira   de   Mattos.     This 
is  another  new   titie   in  the 

series     of     I lis      by   the 

great  French  naturalist, 
u  ho  has  now  an  establish- 
ed   place   among    '  Canadian 

i  'auad  in  ii    I ksellers  have 

I.  opportunity  fur  in- 
creasing their  sales  1  ■  % 
reason  of  the  Increasing 
interest     in     and     demand 

for  these  i ks,     Here  are 

i  he  .it  her  t  itles  : 


The  Adventures  of 
Paddy  the  Beaver 

This  is  one  of  the  new 
Hit"  additions  t"  the  ser- 
ies, and  Paddy  the  Heaver 
in  a  y  be  introduced  as 
about  the  inisiest  little 
fellow  that  can  lie  found 
in     the     whole     "Quaddy" 

family. 


The  Adventures  of 
Poor  Mrs.  Quack 

This  Is  another  new  title  for 
1H17.  Ilu.is  anil  girls  will 
delight  in  the  doings  of  this 
member  of  the  family  of 
wild  ducks  which  lives  in 
the  North  all  slimmer,  anil 
migrate-  to  the  South  B  hen 
cold   weather  comes  again. 


ORDER  THESE   JUVENILE 

"BEST   SELLERS" 

nnd  stock  up  on  these  old  titles: 


THE   LIFE   OF  THE   SPIDER 

THE    LIFE   OF  THE   CATERPILLAR 

THE    FIFE   OF  THE    El  A 
THE    MASON    I5FFS 
BRAMBLE    BEES   AND   OTHERS 
THE   HUNTING   WASPS 


1.  The 

2.  The 

3.  The 

4.  The 

5.  The 

6.  The 

7.  The 

8.  The 

9.  The 

10.  The 

11.  The 

12.  The 

13.  The 
11.  The 

15.  The 

16.  The 


Adventures  of  Reddy  Fox. 
Adventures  of  Johnny  Chuck. 
Adventures  of  Peter  Cottontail. 
Adventures  of  Unc'  Billy  Possum. 
Adventures  of  Mr.  Mocker. 
Adventures  of  Jerry  Muskrat. 
Adventures  of  Danny  Meadow  Mouse. 
Adventures  of  Grandfather  Frog. 
Adventures  of  Chatterer,  the  Red  Squirrel. 
Adventures  of  Sammy  Jay. 
Adventures  cf  Buster  Bear. 
Adventures  of  Mr.  Toad. 
Adventures  of  Prickly  Porky. 
Adventures  of  Old  Man  Coyote. 
Adventures  of  Paddy  the  Beaver. 
Adventures  of  Poor  Mrs.  Quack. 

Decorated  Cloth  50c  Each. 


McClelland,  Goodchild  &  Stewart,  Limited 
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I'.ooKS  E  L  L  E  R    AN  I)    S  'I'  A  TIO  N  E  R 


BOOKS  YOU  CAN  SELL 


GOOD 

MORNING 

ROSAMOND 


By 

Constance 
Skinner 

$1.40 


Here  is  a  delightful  story  that  will  sell  readily 
to  lover.-  of  such  books  as  "Bam'bi." 

It  is  a  vivacious  tale  with  the  scene  laid  in  a 
?leepy  little  English  village,  where  nothing  hap- 
pens until  Rosamond  one  wonderful  day  be- 
comes unwittingly,  the  storm  centre  of  many 
happenings.  They  crowd  upon  each  other  in 
quick  succession,  romance  greeting  her  with  a 
■(  Jood  Morning  Rosamond  I" 

The  author  is  a  successful  playwright  and  a  poet 
of  some  note  here  and  in  England.  The  play, 
'"Good  Morning  Rosamond,"  was  dramatized 
from  this  book. 


THE 

BROWN 

STUDY 


By 

Grace  S. 
Richmond 

$1.25 


Remembering  that  Grace  S.  Richmond  has 
come  to  be  known  as  ''The  Novelist  of  the 
Home."  Canadian  booksellers  will  appreciate 
that  tin  demand  is  established  for  her  new  book 
just  ready,  entitled,  "The  Brown  Study." 

Never  before  has  she  a  more  splendidly  human 
story  than  the  romance  of  the  Rev.  Donald 
Brown,  who  gave  up  a  life  of  luxury  in  a 
wealthy  parish  for  work  amidst  poverty  and 
struggle,  ll  is  a  tale  full  of  dramatic  contrasts 
and  come-  very  close  to  the  realities  of  life. 


BIOGRAPHY 
EXTRAORDINARY! 

The   Career  of  a   Great   Canadian 

THE  LIFE  OF 

JAMES  J.  HILL 

By  Joseph  Gilpin  Pyle 

TWO    VOLUMES.         ILLUSTRATED. 

$5.00 

READY  APRIL  20th. 

No  biography  of  recent  years  touches  Canadian 
hearts  more  deeply  than  tins  remarkable  story  of 
a  Canadian  hoy  who  rose  from  a  humble  Ontario 
town  to  be  a  famous  figure  in  the  vast  West.  His 
boyhood  dream  of  empire  brought  him  to  the  dizzy 
heights  of  fame  and  fortune,  yet  he  retained  the 
kindly  and  gentlemanly  nature  which  marked  him 
as  a  hoy.  He  broke  down  innumerable  obstacles 
to  open  the  Western  Empire  to  the  hands  of  men. 

"Make  ii  plain  ami  simple  and  true.  I  hate  these 
biographies  that  smear  molasses  all  over  a  man." 

These  were  .Mr.  Hill's  instructions  to  his 
biographer,  -elected  by  him  personally  ami  given 
exclusive  access  to   Mr.  Hill's  personal   papers. 

Xm  fiction  holds  more  of  romance  or  interest  than 
does  the  life  history  of  this  man,  whose  influence 
was  doubtless  the  most  potent  factor  in  the  de- 
velopment ef  the  wealth  of  the  great  Northwest, 
ami  who  developed  railroad  interests  that  are 
among  the  must  extensive  and  most  valuable  in 
the  world. 

Many  extracts  from  personal  letters  to  and  from 
business  associates,  and  Mr.  Hill's  own  descrip- 
tion of  the  Hill-Harriman  fight,  lend  unusual 
interest  to  this  work. 


McClelland,  Goodchild  &  Stewart,  Limited 
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00  K  SELL  E  R     AND    S T  A  T  I  <  >  N  K  K 


The  Latest  and  Best  Automobile  Books 

ALL  1917  EDITIONS 


Starting,    Lighting    and  Ignition 

Systems 


MODERN "- 

sTA!<tWligbting 
wnitionsystems 


By  Victor  \v.  Page. 

i   i     ignition  en 

c plel 

Considers  til  el  a  I  read; 

\    book    '.'"i    cannol 

."ilMI      pages.        291      Specially 
Engravings.        I!»1T      Edition. 

Price  $1.50. 


The  Modern  Gasoline  Automobile 

By  Victor  W,  Page. 

Tl i  .ii  isi    -ui    '  h 

i:i-.  |    authority    familiar   with 

bram  Ii    "'    '  In     automobile    indusl  iv      Pri  i     f] 

dinary   intelligence 

uri    a   i iprehensive    knowled  asoline   automobile.     The 

up    to  dati    and    includi  a  in  <  ^position 

,i   principles  of  construction  and  description   ol   all   types  of  automi 

md    their    component       raluabli     m iv-saving    hints    on    thi     can     and 

operation   of    toi    cars   propelled    by   interna]    combust! 

'I'ln    i k   i.  II-  you    him   whal   to  do,  hon   and  when   to  do  it.     Noth 

ing  lias   I" '  n  omit  ted,   no  detail   has  bei  n  slighiti  d. 

M."Vo    Pages.     600   Illustrations.      18    Folding    Plates. 
I!tl7    Edition.      Trice  $'J.50. 


Automobile  Repairing  Made  Easy 

By    Victor   W.  Page,   M.E. 

A    tl  actical    i I.  containing  complete  direction     foi   mak- 

i     .ill    parts   of   the   motor   oar   mechanism.      Written    in    a 
Will   in    found   "i    -i"  cial   i  a 
mi  n     .  lianfTi  tirs    and    automobile    mechanics :    it    also 

mass   "t   t al    informal  ion    thai    "ill   bi    Df  i  qua]    value   to   U 

>  lio   t;il are   of  his  own    i  n 

This  booh  contains   spi  ectric  starting,   lighting 

iiiiii.n   systems.     Tin    repairing   and   rebuilding.     Autogenous 

ing.      Brazing    and    soldering.      Heal    tl nenl    ol      teel       Lati    i     timing 

piactici  .      Ei  lindi  i     motors,    etc      i  tc,       \    gui 

i  i,  i        I..,    nil    ii  pairmi  n.     You    will    never   "get 

stuck"   on   ;i    Jul"   if  you   own    this  book. 

1,000  Speciallj    Made   Engravings  on   ">in>   Plates.     1,056  Pages 
i  .->'■_•   \   8).    11    Folding   Plates.     1917    Edition.     Trice  $3.00. 


How  To  Run  an  Automobile 

Bj    Victor  \\  .   Page,  M.S.A.E. 

'I' I l i      i .  ructions  foi 

automobili       how    to   care    foi    tin  m     and    gives    di 
ntrol.      I  >esei  ibi  i    every     itep    for    shifl  ine 
i       oughly   illustrated. 
Trice   $1.0(1   net. 


Automobile  Welding  with  the  Oxy- 
Acetylene  Flame 

By    M.    Keith    Dunham. 

THIS    [S  THE  nM.V    COMPLETE    BOOK    ON    THE   "WHY"    AND 
•HOW'      01'      WBLDINO     WITH     THE    OXY-ACBTYLEXE     FLAME 

tin        Ml  ' 

Explain*    tin       i 

ii I  ■■ 

192    Pages.      Fullj     Illustrated.      Trice    $1.00. 


Automobile    Questions    and    Answers 


Bj    Victor  w.  Pace, 
Thi 

imi    and    rc- 



Uivi 

"dual" 

ti.">0    Pages.     350    Illustrations   and    Plates. 

I'rice    SI. 50 


IIH'     Edition. 


The  Automobilist's  Pocket  Companion 
and  Expense  Record 

Arranged   i>.v  Victor  W.  Page,  M.S.A.E. 

This   I i  valuabh    a 

tains    i h    mi... n      '    I'll"1 

ill   States,  a   lubrii 

in  l    i    tin 

ol     thi     eai 

man;    ii  i  tni    tabli      and 

N0t    .,    iiiimir. I.    in    an  thi     word,    bi 

in  simple 
Convenient   pocket    size,   uandsomelj    bound   in   limp   leather- 
ette cover.      Trice  $1.00. 


The  Model  T  Ford  Car 

I5j    Victor    W,   Page. 

This    is   inn    of   the   most    comph  ti 

Ml    nans    -.1      ii       r  <"l     Modi  IT lescribed    and    illus 

,  pleti    in  i    DRIVING   and   REPAIRING 

d,  tail   is  treated   in    <    m  -:'  manner. 

This    book    is   wi 

..,,„•,,  I     antomobi 

i  ,.,.T     who   lias   driven   am i i    '  <"<'  »   ■'"'"•" 

H,    „ll(,  i  for  ,v.  i.i-  '  '!  w»5'  f'"1" 

Ml   parts  of   ii..    Fowl    Model   T   Cat  '      All    rei 

illustrated    and    full)    explained.     IflT    edition. 

2    t,arKe    Folding    Plates,     ni<>   Illustrations      300    Pages. 
Price  $1.00. 


Storage  Batteries  Simplified 


15>    Victor   W.   Page,   ME. 

A    ,.i.n.|,ii trea 

i    and    use. 

This    is    tin    mo  I    up-to  dati    book    on 
this   subject.     Di 
r.l„.    Gould      wili.iril.     D.     s.    L, 

.     . 
..in, l    in  i  i        work.      Sothint    of   imi 



and    can    i  N" 

il,  i. ui  -   ii.m    i lighti  .1      i 

ited. 

Price    $1  .Ml. 


STORAGE 

BATTERI^ 
SIMPLIFIED 


\ii.i    ui    these   books  sent    prepaid   <>n    receipt   of  price,  »r  a   Bperial   rlrcular  <>i   all   our    Automobile   Books   and   Charts   sen!   on 
request.      FREE — Our  new    Catalog  of    Practical    Books   -cut    free  on   request. 

THE  NORMAN  W.  HENLEY  PUBLISHING  CO.,  132  Nassau  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stewart,  Limited 
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B  ( )  0  K  S  E  I,  L  K  R    AND    S  T  A  TION  E  R 


MADE  IN  CANADA 

We   Manufacture  a  Full  Assortment  of 
Every^Description,  Size  and  Quality. 

ACCOUNT  BOOKS 


Ledgers 
Journals 
Gash  Books 
Day  Books 
Records 
Dockets 
Balance  Books 
Bill  Books 
Notes,  Drafts 
Receipts,  Orders 
Scrap  Books 
Invoice  Books 
Indexes 
Column  Books 

Loose-Leaf 
Ledgers  and 

Binders  Our 
Speciality 


We  have  the  Finest  Line  and  make  a 
Specialty  in  Memorandum,  Address  and 
Price  Books.  Paper,  Material  and 
Workmanship  unsurpassed. 


BROWN  BROS., 


LIMITED 


Simcoe  and  Pearl  Streets,  TORONTO 


MADE  IN  CANADA 

LEATHER  GOODS 

We  Make  a  Full  Range 
of  all  Designs  in 

FINE  LEATHER  GOODS 

Ladies' 

Hand 

Bags 

Gentlemen's 

Letter 

Gases, 

Wallets, 

Bill  Folds 

Writing 
Portfolios 

Bankers'  Gases 

Military 
Brush  Sets 

Blotting  Pads 

Dressing  Gases 

Pocket  Books 

Messengers' 
Wallets 

Car  Tickets,  etc. 

Travellers  Solid  Leather 
Hand  Sample  Cases. 

BROWN  BROS.,  limited 

Simcoe  and  Pearl  Streets,  TORONTO 
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B  < )  O  K  S E  L L  E H    AND    S  T A  T 1 0  N E  R 


BOOKS  FOR  CHILDREN 


Lf  you  haven't  already  placed  your  order  with  one  of  our  travelers, 
or  if  by  any  chance  you  missed  seeing  the  line  on  the  road,  write 
now  arranging  a  trip  to  see  the  Rand-M  cXally  Company's  line  in 
the  sample  room  at  our  warehouse  in  Toronto,  or  get  the  handsome 
catalogue,  giving  full  information  with  miniature  reproductions 
in  actual  colors  of  some  of  the  chief  books  in  this  extensive  line. 


THESE  BOOKS  YOU  MUST 
HAVE 

The  Real  Mother 
Goose 

$1.50 

Fourth  edition,  177  illustrations  in  full  color.  Printed  on 
excellent  paper.  Size  9  x  12,  with  attractive  illuminated 
cover.    This  is  the  best  of  all  Mother  Goose  Books. 


The  Goosey-Goosey 
Gander  Series 

Illustrated    in    full    color    by    Blanch    Fisher 
Wright.    This  new  series  will  be  ready  Sept.  1st. 

4  TITLES 
Little  Jack  Horner 
Tommy  Tittlemouse 
Polly  Flinders 
Our  Child's  Favorites 
Size  9  x   12,  50  cents  each 


The  Jolly  Mother  Goose 
Annual 

Illustrated    with    full-page   color    pictures    and 
innumerable  text  drawings. 

NEW  EDITION,  $1.00 
READY  NOW 

Mother  Goose  Village 

By  Madge  L.  Bingham. 

A  charming  book  that  will  delight  all  children. 

196  pages,  Large  4to,  75c. 

READY  NOW 


A  WINDOW  DISPLAY  OF  THESE  BOOKS   WITH  THEIR   STRIKING  AND 
ATTRACTIVE  COVERS  WILL  BRING  YOU  BIG  BUSINESS 


A  Generous  Discount  is  allowed  to  the  Trade  which  adds  profit  to  the 
pleasure  of  selling  this  most  attractive  line  of  Juveniles.  Imprinted  cata- 
logues and  window  display  material  supplied.  It  will  pay  you  to  con- 
centrate on  this  line  and  increase  your  Christmas  business. 


li 


jr^nc 


THOMAS  ALLEN,  Publisher 

215-219  VICTORIA  STREET,  TORONTO 
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BOOKSELLER  AND  STATIONER 


A  New  Novel  by  the  Author  of  u. JUST  DA  VI D" 

The  Road  To 

Undcrsfanding 

By  Eleanor  HLPorfer 

This  book  will  be  an  even 
greater  popular  success  than 
JUST  DAVID,  of  which  150,- 
000  copies  were  sold  in  the 
United  States  and  Canada. 

WHY? 

Because  it  has  all  the  selling  qualities  of  Mrs,  Porter's  other  books,  and  is 
an  appealing  love  story  besides.    Illustrated  in  Full  Color,  $1.40. 

HAVE  YOU  ORDERED  YOUR  WINDOW  DISPLAY  MATERIAL? 


Obstacles  to  Peace 

By  S.  S.  McClure,  $2.00 

This  is  one  of  the  most  incisive  and  illumin- 
ating books  yet  called  forth  by  the  great  war. 
The  author  interviewed  the  leading  men  of  the 
belligerent  countries  who  put  him  in  possession 
of  hitherto  unpublished  documents  of  the 
utmost  importance. 

It  is  being  commented  upon  and  quoted 
extensively  in  the  press,  and  is  sure  of  a  large 
and  steady  demand. 

SEND   IN  YOUR   ORDER  IMMEDIATELY. 

The  Yukon  Trail 

By  William  MacLeod  Raine,  Illustrated.  $1.35 

Author  of  Steve  Yeager 

The  story  of  two  strong  men  in  the  wilds  of 
Alaska — one  a  sturdy  and  successful  miner, 
the  other  a  fine  type  of  college  graduate.  In 
quickness  of  action  and  incident  and  in  bold- 
ness of  adventure,  it  equals  the  most  thrilling. 
The  heroine  is  an  original  and  charming 
character. 
STRIKING  JACKET  AND  COVER  DESIGN. 


Getting  Together 

By  Ian  Hay,  50c 

Are  you  getting  your  share  of  the  business? 
Over  Five  Thousand  (5,000)  copies  sold  within 
a     month     of     publication     of     this     "BIG" 
LITTLE  BOOK. 
The  sale  is  keeping  up  unabated. 

ORDER  TO-DAY  FROM  YOUR  JOBBER  OR 
DIRECT. 

The  Triflers 

By  Frederick  Orin  Bartlett,  Illustrated,  $1.40 

Author  of  "The  Wall  Street  Girl" 

When  a  young  heiress  is  besieged  by  suitors; 
when  her  one  and  only  end  is  to  see  the  world 
without  let  or  hindrance — how  can  she  do  it? 
Mr.  Bartlett  has  cleverly  shown  that  such  a 
desire  can  be  fulfilled. 

After  many  difficulties  the  experiment  works 
out  to  a  happy  understanding  and  the  story 
ends  ideally. 

ATTRACTIVE  JACKET  AND  POSTERS. 


THE  HOUGHTON  MIFFLIN  COMPANY,  BOSTON,  Mass. 

THOMAS  ALLEN,  Publisher 

215-219  VICTORIA  STREET,  TORONTO 
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BO  0  K  S  E  I.  L  E  R    AN  D    S  T  A  T  I  O  N  E  K 


|AROVV\AC 


SUNDRIES 


SELLING  DIHECT  FROM  FACTORIES-' 


ARMacDqugall  8  Co. 


LIMITED 


TORONTO 


The 

Sengbusch 

Self-Closing 

Inkstand 


The  Sengbusch  Self-Closing 
Inkstand  and  the  Ideal 
Sanitary  Moistener  will 
make  profitable  friends 
for  you. 


And  this  is  the  kind  of  friends  it  pays 
to  make.  Every  one  of  these  articles 
you  sell  will  give  the  user  that  unstinted 
satisfaction  which  comes  from  perfect 
service  and  unequalled  money's  worth. 
Sales  like  these  are  sales  that  count — the 
customer  will  stick  to  you  and  extend 
his  confidence  to  other  lines  in  your 
store. 


Get  your  imprint  on  our  catalog  and  circulars 
and  watch  your  sales  of  the  Self-closing  Inkstand 
and  Sanitary  Moistener  grow.  This  service  is 
free.      Write  us   about  it. 


The 
Ideal 
Sanitary 
Moistener 


The  Kind  of  Waste  Basket 

that  sells  itself 


THE  VUL-COT 

A   big  selling  success  everywhere 


You  don't  need  to  do  much  "Selling  Talk"  to  con- 
vince a  customer  of  the  manifold  advantages  of  the 
VUL-COT  WASTE  BASKET.  The  soft,  pleasing 
color  tones,  the  lightness,  the  strength,  the  fire- 
resisting  features — all  combine  to  make  the  Vul-Cot 
an  unusually  attractive  selling  line. 

And  most  important  of  all  is  the  five  years'  guaran- 
tee which  accompanies  every  sale.  You  can  point  it 
out  on  the  bottom  of  every  Vul-Cot.  In  the  event  of 
the  Waste  Basket  not  living  up  to  the  terms  of  this 
guarantee,  we  will  willingly  replace  it. 

Write  for  our  attractive  Vul-Cot 
Dealer  Proposition. 


A¥>         Hff  T\  11      ©         f^  ¥     •  •  J.  Canadian  Representatives: 

.    K.    lVlaCUOUgall    &    I/O.,    Limited,    266  King  St.  W.,  Toronto,  Ont. 
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Canadian  Stationers! 

You  should  get  this  profitable  business 


'SOMEWHERE  IN  DIXIE' 
Harrison  Fisher 


tfWMf 

p\i; 

I""'-.' 

-1 

"CRACK   SHOT 
AND  HIGH  GUN" 


Penrhyn  Stanlaws' 


"WATER  LILIES" 
Howard  Chandler  Christy 


EVERY  month  there  goas  from  Canada  to 
the   publishers   of   Cosmopolitan    Prints, 
a    large    .sum    of    money    in    the    shape 
of  direct  mail  orders  from  readers  of  Cosmopoli- 
tan, Hearst's,  and  Good  Housekeeping.     This 
money  is  paid  out  for 

COSMOPOLITAN  PRINTS 

which  are  advertised  in  every  issue  of  these 
magazines,  with  a  combined  Canadian  circula- 
tion of  about  60,000  copies. 


C 


A.NADIAN  Dealers  should  get  this  money. 
Our  co-operation  makes  it  possible. 


"SPRING" 
Emile   Benson   Knipe 


There  is  also  a  large  business  to  be  done 
with  this  line  for  summer  cottages  and  bunga- 
lows. These  prints  help  to  make  very  attractive 
rooms. 

Harrison  Fisher   and   Coles  Phillips    pictures, 

11  x  14.  Retail  for  20c.  each.  12  x  16,  35c. 
each.       Jessie    Willcox    Smith,    new   pictures, 

12  x  16,  75c.  each.  Mother  Goose  Rhymes,  set 
of  18  retail  for  $6.00  or  35c.  each.  A  particu- 
larly good  s-et  for  school  trade. 

Ask  for  Our  New  Illustrated  Catalog 


AUTUMN'S   BEAUTY 
Harrison  Fisher 


'RAIN,  RAIN,  GO  AWAY" 
Jessie  Wilcox   Smith 


"THE  NIGHT  NURSE" 
E.   Coles   Phillips 


AT%         H/ff  ¥^  11       O         (**  1    *  *i.        J  Canadian  Representatives : 

.    K.     lVlaCUOUgall    &    I/O.,    Limited,    266  King  St.  West,  Toronto,  Ont 


25 


BOOKSELLER  AND  STATIONER 


TORONTO 


TRUSSELL 

Loose-Leaf 
Memorandums 

STYLE  F. 

Black   Cloth — Imitation 
Leather. 

Most  amazing  value  ever 
offered  to  the  Canadian 
trade  in  low-price  memos. 

Good     enough     for     any 
man   at   a  price  within  the 
To  close — simply   pinch  rings    reach   of   every   man. 

Sheets  lie  perfectly  flat  and  can  be  written  on  from 
edge  to  edge.  Rings  fit  closely,  eliminating  unneces- 
sary wear  on  sheets. 


open— simply  bend  back 


Size  of 

Binding- 

Covers  w: 

th 

Linen 

tab 

Sheets 

No. 

sheet 

edge 

40  sheets 

indexes 

per  40 

M416F— 

2%x4% 

2% 

* 

.30 

$  .15 

$  .08 

a5ifiF— 

3x5 

3 

.45 

.15 

.12 

oeifiF— 

31/2x6 

3V2 

.60 

.25 

.15 

3410  F— 

4%x2% 

4% 

.40 

.15 

.08 

S516F— 

5xK 

5 

.56 

.15 

.12 

361GF— 

6x3% 

6 

.TO 

.25 

.15 

Refills  packed  20  in  a  box. 

Refills   ruled   Quad,   or  faint. 

Refills   punched  3  holes  open   end.  6  holes  side  open,   to  fit 

any   standard   memos. 


CRAYON*.: 


1  Mfg-  Co. 


SCHOOL  CHALK 

White  and  Yellow  EnameLed 

These  chalks  are  made  from  Nova  Scotia  Plaster,  the 
highest  grada  known  for  the  purpose. 

ORDER  YOUR  SUPPLY  NOW  FOR 

SEPTEMBER  SCHOOL  OPENING  TRADE. 

DO  NOT  PUT  THIS  OFF. 

These  are  all  the  High-Grade  Products  of  the  Standard 
Crayon  Co.,  of  Danvers,  Mass. 

WAX   CRAYONS 

TO  RETAIL   AT 

lc,  3c,  5c,  7c,  ,10c.  and  15c. 


Time     and    Material 
Saver,     Weighs 
about   4   lbs. 
Fully    nickel 


IDEAL, 
PORTABLE 


Eyeletting 
Machine  Made  Dy 


Ideal  Specialties  Mfg.  Corp. 
New  York 


This  new  machine  has  a  "Trough  Magazine" 
for  the  reception  of  Ideal  Eyelets  formed  into 
strips  of  (15)  fifteen.  With  but  one  stroke  of 
the  handle  papers  are  perforated,  eyelets  are 
automatically  inserted  and  made  secure,  with- 
out a  miss  or  a  skip,  NOT  AN  EYELET  IS 
LOST.  No  other  portable  device  as  efficient, 
none  so  simple  or  sturdy  of  construction  as 
the  Ideal.     A  real  boon  to  the  busy  office. 


The  Best 
Of  All 
Pencil 
Sharpeners 

The  DEXTER 

Retails  at  $5.00 

You  can  sell  this  high-grade  machine.  Have 
you  tried?  If  not,  get  busy  and  get  your  share 
of  this  profitable  business.  Lower-priced  pencil 
sharpeners,  the  best  in  their  class. 

The  CHICAGO  The  CHICAGO  GIANT 


Standard   Model 

$1.50 


Sharpens  any  pencil  or  crayon 


—  Retail 


$2.00 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives  : 

266  King  St.  W.,  Toronto,  Ont. 
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DIXON'S  SOVEREIGN    2140-HB 


-s-t3Tffl~rrfifififi-]'r*  ■! 


DIXON'S  5c  SPECIALS 

"For  Canadian  School  Trade" 


rDlXON'SPTLE  PARSTORY  ¥2 3 07 


lllli    FIRST    U:llt    FREE    II  AM)    DIIAHIM, 


FOR   SECOND    \KAK   WRITING   AM)    DRAWING. 


l-'OR    1  KKi:    HAM)    DUAW1M.    AM)    SKETCHING. 


-U  -B^KOJSfcSKJ^taasriC&Hi  -iCRaSJs^SaSSi 


llll!   DRAUGHTING   AND    DRAWING— 10   DEGREES. 


TTJTX07TTS^7»s7rScHOor^§ 


FOB    ADVANCED    l)KA\VIN(i — 7    DEGREES. 


Mil!   GENERAL   SCHOOL   DRAWING — 7   DEGREES. 


mm;   GENERAL   ■>(  iiool.   llilltK — t   iikckkk 


0\         DIIPS 
oo  PENCII^fep 


S?3Ws;&ixffW.Jl3f5S™*J- 


jso.3014  DlXQN.-,E"it'"WNj 


N9  30I5  DIXON, x™f 


)us(-i>roof    Eraser    Assortment. 


Place  your  orders  early  to  ensure  delivery  of  these 
goods  in  time  for  school  opening. 

AT%        Hit  T\  11      O        iO  ¥     •  •  A.         J  Canadian  Representatives 

.  K.   MaCLlOUgall   &  1/0.,    Limited,    266  King  St  .West,  Toronto,  Ont. 
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Let  Us  Remind  You 


That  this  advertisement  contains  only  a  small  portion  of  the  important  new  titles  in 
our  illustrated,  descriptive  Spring  Catalogue  which  is  now  ready. 

Allow  us  to  call  your  special  attention  to  : 


Miss  Haroun  al-Raschid 


BY  JESSIE   DOUGLAS    KERRU1SH.     CLOTH,  $1.25 

What  a  pleasure  it  is  to  break  away  from  "well-known"  writers  and  discover  a  new 
author  whose  viewpoint  is  decidedly  refreshing. 

This  story  stood  first  in  the  hundreds  of  MSS.  sent  in  for  our  One  Thousand  Guineas  Prize  Novel  Compel  i- 
tion.  It  may  he  described  as  the  story  of  a  beautiful  girl's  daring  adventures  in  that  adventureful  region. 
Asiatic  Turkey.  As  a  vivid  description  of  Oriental  life,  it  is  of  vast  intrinsic  interest;  viewed  simply  as  a 
story,  it  is  splendid. 

Mr.  Harold  Begbie,  after  an  interview  with  Miss  Kerruish,  has  written  a  lengthy  description  of  the  author  and  her  book, 
comprising  an   eight-page   booklet   which    we   will   gladly   send   you   free. 

OTHER  NEW  NOVELS 

CLOTH,  $1.25 

McGlusky's   Great   Adventure         -         A.   G.   Hales 
In  the  Northern  Mists       -         Grand  Fleet  Chaplain 
Myola      ------         H.  Musgrave 

The  New  Order  -  Morice  Gerard 

The  Amazing  Years      -        -        -        W.  Pett  Ridge 
Love  the  Adventurous        -         -         Charles  Garviee 

CLOTH,  75c. 

Doodle  McClink  of  the  "Sardine  Castle" 

David  McCulloch 
The  Beginnings  of  P.  J.  Davenant 

Lord  Frederick  Hamilton 
Young  Blood    -----        Annie  Swan 


SMudt-CWo-aWi 

peter 


;  F.HORACE  ROSE 

AUTHOR    OF- 

"GOLDEN  GLORY" 


WAR  BOOKS 

The  British  Campaign. 

Sir  Arthur  Conan  Doyle $1.50  net 

At  the  War. 

Lord  Northcliffe $1.50 

Hurrah  and  Hallelujah. 

(The  spirit  of  New  Germanism) 
■     J.  P.  Bang $1.25 

The  Land  of  Deepening  Shadow. 

Thomas  Curtin $1.75 

The  White  Road  to  Verdun. 

Kathleen  Burke $1.00 

The  Flaming  Sword:   In   Serbia   and   Else- 
where. 
Mrs.  St.  Clair  Stobart $1.50  net 

Lord  Kitchener's  Memorial  Book. 

About  150  illustrations $1.50 

My  Country. 

H.M.  Queen  of  Roumania $1.25 

Treatment  of  the  Armenians. 

Viscount  Bryce $1.50 


This  powerful  romance  of  the 
Great  War  is  founded  on  the 
Navy  League's  p  a  t  r  i  o  tie 
photo-play,  which  has  great- 
ly helped  recruiting  iu  Eng- 
land. 

A  strong  recruiting  appeal 
served  up  as  a  delightful 
novel 

To    start    is    to    finish    —    you 
can't  break  away. 
Rousing,     sensational,     patri- 
otic—"It    is    for    England." 


GENERAL      . 

Men  of  Letters. 

Dixon  Scott   $1.50  net 

Mary  Slessor  of  Calabar. 

The  Missionary  Book  of  the  Times. 

W.  P.  Livingstone $1.25 

The  White  Queen  of  Okoyong. 

Mary  Slessor  for  Children. 
W.  P.  Livingstone 75c 

Stand  Up,  Ye  Dead! 

Rev.  Norman  Maclean $1.00  net 

A  Bookman's  Letters. 

Sir  W.  Robertson  Nieoll $1.50 


60  cent  Novels 
35  cent  Novels 


100  titles 
180  titles 


COMPLETE    LIST    ON   APPLICATION. 


Hodder  &  Stoughton  Limited 

LONDON  Publishers  TORONTO 

1  7  Wilton  Avenue  -  -  Toronto,  Ontario 
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■ 


CANADA  IN 

V.FLANDERS 


NOW 

READY 


Volume   2 


This  contempor 
ary  history 
issued  by  the 
Canadian 
L.  o  v  ernment  -»» 
is  official,  and 
Lord  Beaver- 
Is  r  o  o  k,  as 
Canadian  Re- 
cords Officer, 
has  had  full 
access  to  all 
the  reports  of 
the  Co  m- 
manding  Offi- 
cers  engaged. 


■r^^. 


sifii 


I 

in  in i 


NOW 
READY 


In  this  vol- 
ume Cana- 
dians will  fol- 
low the  for- 
tunes of  their 
own  regi- 

ments and 
read  the 
s  t  o  r  i  es  of 
their  own 
friends  and 
C  ommanding 
Officers. 


HODDEjL 

Stoughton 

JUMHED 

/>VBL/SJSr£RS 

TORONTO 


UNIFORM  WITH 
VOLUME  I 
NOW  IN  ITS  14  ™  EDITION 


by 

Lord  Beaverbrook 

(SIR  MAX   ATTKEN  M.P.) 
OBTAINABLE  AT  ALL  BOOKSELLERS 
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MADE  IN  CANADA  and  made  RIGHT 


MEMO  BOOKS,  RING  BOOKS,  NOTE  BOOKS, 

RECIPE  BOOKS,  PERPETUAL  DIARIES, 

LEDGERS,  SECTIONAL  POST  BINDERS, 

SOLID  POST  BINDERS,  LOOSE  SHEET  HOLDERS. 

A  COMPLETE  LOOSE  LEAF  LINE 

We  Sell  Through  the  Trade 

On  account  of  UNUSUAL  CONDITIONS  of  the  raw  material  market  we  urge  all  dealers  to 
place  orders  NOW  for  Immediate,  Summer  or  Fall  shipment,  By  doing  this  you  will  help  us 
to  anticipate  our  requirements,  you  will  be  assured  of  having  the  goods  when  they  are  needed, 
and  you  will  be  taking  advantage  of  prevailing  prices  which  are  very  likely  to  advance. 

When  you  sell  our  line  you  are  helping  to  build  up 

A  STRICTLY  CANADIAN  INDUSTRY 


SLUCKtTI'I      (—» 


Luckett  Loose  Leaf,  Limited 


215-219  Victoria  St. 


Dept.  S 


TORONTO 


SLUCKETT'S     m^ 
TERRNG 


Winnipeg  Cook  Book 

We  have  the  agency  for  Western  Canada  for  the 
Winnipeg  Cook  Book,  by  Mrs.  E.  J.  Powell.  It 
gives  352  Canadian  recipes,  and  has  a  special 
department  devoted  to  Toilet  Talk  and  Sick  Room. 
It  differs  from  British  and  American  cook  books 
in  that  the  recipes  are  purely  Canadian.  Your 
customers  demand  a  Canadian  cook  book,  and 
have  hitherto  been  compelled  to  put  up  with 
imported  ones.  The  Winnipeg  Cook  Book  caters 
to  small  families. 

Price  55c:  comes  in  neat  box  readv  to  mail,  and 
retails  at  $1.00. 

Hodder  &  Stough  on's 

well-known  shilling  novels  at  24c.  This  line  in- 
cludes titles  by  the  best  authors,  some  of  which 
have  not  been  published  in  shilling  form  hereto- 
fore. 

S1XPENNIES 

We  have  in  stock  a  shipment  of  sixpennies  by 
the  best  authors,  at  $11.00  per  hundred. 

IMPERIAL  NEWS  COMPANY 

LIMITED 
WINNIPEG 


LEASE  FORMS 


(Quebec) 


TO-LET  SIGNS 


ALL  KINDS  AT  LOW  PRICES 


A  new  list  of  10c  and  loc  paper- 
bound  novels  is  being  printed  and 
will  be  ready  within  two  weeks. 

We  will  he  pleased  to  co-operate 
with  any  dealer  who  has  not  sold  our 
cheap  paper  lines,  giving  the  best 
selection  of  novels  that  can  be  pro- 
cured. Ask  for  special  offer  to  new 
dealers. 

Imperial  News  Company 

LIMITED 
254  Lagauchetiere  Street,  Montreal 


30 


BOOKS  E  L  L  E  R    A  N  I)    S  T  A  TION  E  R 


TOLD  IN  THE  HUTS 

The  Y.M.C.A. 
Gift    Book 

Published  for  the  benefit  of  the  Y.M.C.A.  Active 
Service  Campaign  amongst  our  Soldiers,  Sailors 
and  Munition  Workers. 

Contributed  by  Soldiers  and  War  Workers. 

The  Book  contains  six  full-page  illustrations  in  colour,  depicting  stirring-  inci- 
dents of  war,  and  about  100  pencil  sketches  in  the  margins.  These  were  prepared 
under  somewhat  tragic  circumstances  by  the  well-known  military  artist,  Cyrus 
Cuneo,  who  died  soon  after  they  were  finished. 

This  Book  forms  a  beautiful  gift,  besides  helping  a  worthy  cause,  and  should  be 
in  every  home  as  a  souvenir  of  the  Great  War. 

PRICE  $1.25  NET 

GORDON  &  GOTCH,  Publishers,  TORONTO 


Don't  Miss  Our  Import  Display 


ARRANGE  APPOINTMENT 
NOW. 


DOLLS 

TOYS 

FANCY  GOODS 

Now  on  exhibition  at 
our  warerooms 

468-474  King  St  West 

(NEAR  SPAD1NA) 

TORONTO 


MANY  LINES  ARE 
NOW  IN  STOCK. 


The  Fancy  Goods  Company  of  Canada,  Limited 
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POEMS 


BY    ALAN    SEEGER 

WITH  AN  INTRODUCTION  BY 
WILLIAM  ARCHER 

Cloth,  $1.25    Net 

"To  England  the  war  gave,  as  its  poet-hero, 
Rupert  Brooke;  as  token  of  the  love  of  two 
great  republics  it  gave  to  America  and  France 
this  other  soldier-poet,  eternally,  divinely 
young;  his  life  and  death  made  poetry,  too. 
Tf  there  is  tragedy  in  such  a  loss,  we  joyfully 
remember  that  in  tragedy  also  there  may  be 
pure  beauty." — Collier's  Weekly. 


TO   HIS   MOTHER 

"Vou  must  not  be  anxious  about  my  not  coin- 
ing back.  The  chances  are  about  ten  to  one  that 
I  will.  But  if  I  should  not,  you  must  be  proud, 
like  a  Spartan  mother,  and  feel  that  it  is  your 
contribution  to  the  triumph  of  the  cause  whose 
righteousness  you  feel  so  keenly.  EVERYBODY 
SHOULD  TAKE  PART  IN  THIS  STRUGGLE 
WHICH  IS  TO  HAVE  SO  DECISIVE  AN  EF- 
FECT, NOT  ONLY  ON  THE  NATIONS  EN- 
GAGED BUT  ON  ALL  HUMANITY.  There 
should  be  no  neutrals,  but-  every  one  should  bear 
some  part  of  the  burden.  If  so  large  a  part 
should  fall  to  your  share,  you  would  be  in  so 
far  superior  to  other  women  and  should  be  cor- 
respondingly proud.  There  would  be  nothing  to 
regret,  for  I  could  not  have  done  otherwise  than 
what  I  did,  and  I  think  I  could  not  have  done 
better.  Death  is  nothing  terrible  after  all.  It 
may  mean  something  even  more  wonderful  than 
life.  It  cannot  possibly  mean  anything  worse  to 
the  good  soldier." 


THE  INVISIBLE  BALANCE  SHEET 

By   Katrina   Trask    $1.40   net 

A  modern,  up-to-date  novel.  In  it  one  finds  de- 
licious humor,  all  the  sparkle  of  "In  the  Vanguard," 
the  philosophy  of  "The  Mighty  and  the  Lowly,"  and 
the  poetic  quality  of  "King  Alfred's  Jewel."  The 
story  is  of  a  young  man  of  complex  nature,  who  is 
given  the  choice  between  relinquishing  the  girl  he 
loves  and  inheriting  sixty  million  dollars.  The 
author  knows  her  world  and  etohes  it  with  no  un- 
certain hand.  Life,  as  lived  in  that  glittering  circle 
known  as  New  York  Society,  is  presented  in  all  its 
dazzling  allurerneut. 

THE  MAGPIE'S  NEST 

By  Isabel  Paterson,  Author  of  "The  Shadow  Rivers." 
Cloth  $1.40  net. 
At  the  op-i»osite  poles  of  humanity  there  are  two 
kinds  of  .people — those  who  live  by  the  head  and 
those  who  live  by  the  heart.  The  middle  course  is 
the  way  of  wisdom,  but  the  heroine  of  this  novel, 
Hope  Fielding,  rather  ignored  the  middle  course. 
She  lived  by  the  heart,  which  is  the  dangerous  way. 
The  fairies  who  came  to  her  christening  gave  her 
an  instinct  for  action,  a  craving  for  affection,  and  a 
habit  of  letting  to-morrow  look  out  for  itself.  The 
best  of  the  fairies  bestowed  upon  her  the  gift  of 
courage;  it  was  all  she  had  to  give,  so  she  made  it  a 
double  portion. 

All  that  Hope  wanted  in  the  world  was  to  be 
happy.  But  in  the  beginning  she  knew  nothing  of 
the  world,  therefore,  it  was  necessary  for  her  to  find 
a  way  of  her  own,  and  her  way  went  in  a  circle,  so 
that  presently  she  found  herself  back  where  she 
began.  Then  she  sat  down  and  laughed',  and  while 
she  was  laughing,  happiness  had  time  to  catch  up 
with    her. 


S.  B.  GUNDY 


PUBLISHER 

TORONTO 


Lucrative  Profits 
for  you 

By  commanding  the  trade  of  the 
larger  consumers  in  your  com- 
munity you  will  swing  real,  worth- 
while business  your  way  with  cor- 
responding big  profits. 

Dealers  representing  the  Globe- 
Wernlcke  office  supply  lines  are  in 
a  position  to  cater  to  every  require- 
ment of  the  trade,  large  or  small. 
We  have  the  facilities  necessary  to 
the  maintenance  of  our  well-estab- 
lished prestige. 

We  make  everything  for  the  up- 
to-date  office:  Filing  Cabinets, 
Binding  Cases,  Document  Boxes, 
Legal  Blank  Cases,  etc.  Let  us 
send  you  our  price  lists  showing 
you  the  profit  possibilities  of 
Globe-Wernicke    Office    Supplies. 

STRATFORD,  ONT 


CHARLES  W.  BAKER 

KEEN  EXPORT  AND 
COMMISSION  BUYER 

OF 

GENERAL  MERCHANDISE 
AND    PRODUCTS 

OF  THE 

UNITED   KINGDOM 


Indents  and  Enquiries  Invited. 

Selling  Agencies  and 
Commissions  Undertaken. 


NORTHAMPTON  ST.,  ISLINGTON 
LONDON,   N. 

CITY   OFFICE   (Permanent): 

Armfield's  Hotel,  South  Place 
Moorgate,  London,  E.C. 
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Oh,  Can  ADA! 


:. 


A  Xtufytf  of  Sfcr/i*  Pictures 

^SvAWWttERS  of 

,  T«*  C^WJiWf'tjnreBfTHJNARy  Force. 


-  -  -•    ■ 


THE  BYNG  BOYS 
ARE  HERE 

OH,  CANADA! 

$1.25    A  Medley  of    $L25 
Poetry,  Pictures  and  Music 

Written,  Drawn  and  Composed  by 
MEMBERS  OF  CANADIAN  EXPEDITIONARY  FORCE 

For  Canadian  War  Funds  and  Patriotic  Objects 


OH,  CANADA !  is  a  Living  Book,  throbbing  with  patriotic  vigor  from  begin- 
ning to  end,  and  showing  in  every  line  and  every  picture  the  spirit  of  the  men 
who  have  gone  from  the  Dominion  to  fight,  and,  if  need  be,  die  for  the  Old 
Country.  OH,  CANADA !  deserves  a  hearty  welcome,  not  only  for  its  patriotic 
aims  but  for  its  own  intrinsic  value.  A  Book  which  will  be  talked  about  for 
many  a  day. 

Price  $1.25  Net.     Usual  terms  to  the  Trade. 

GORDON  &  GOTCH,  Publishers,  TORONTO 


B.  &  P.  STANDARD 

Sales  Record  for  Six  Years 


Every    Executive, 
should  have  a  reco 

Sales 
rd  o 

Manager 

f  this  kind 

or   Department 

Head 

! 

JANUARY   SALES 

Inventory  and  Balance  sheet                  ■  ■ 
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MEMORANDA 

No.    1414 


Space    is     provided     for    entering     Daily,     Monthly   and 
Yearly    Sales;     Cash,    Credit     and     Total;    Monthly    and 
Yearly    Purchases,     Inventory:     Assets     and    Liabilities; 
Profits  or   Losses,   and   Miscellaneous   Expense. 
Size  of   book   9   x   10.     Full    Green    Cloth,  Stiff  Cover. 
Retails   in   the   States   for   $1.50   each. 


BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories;:  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


STANDS    THE    TEST   OF  SERVICE 

The  Buff  Buckram  Binding  of 

Websters'  New  International 

Dictionary.  It  is  now  recommended  in  preference 
to  the  sheep  binding  for  use  in  Schools,  Public 
Libraries,  Offices,  Homes,  or  wherever  subjected  to 
hard  and  constant  service. 

Tests      prove      that      thi 
Buckram     excels     other 
binding    materials    in 
strength,    resistance    to       A 
rubbing     wear,     to      JE& 
stretching,   to   mois-     AWA 
ture,    to    the    fad 
ing  effect  of  sun- 
light, etc.  Since 
1907    the    Unit- 
ed  States   Gov- 
ernment     has 
used     it    for 
p  e  rmanent 
publicat  ions. 
Many     librarians     in 
sist    upon    the    Buckram 
binding.       For     more     than 
two    years    this    binding    of    the 
New  International  has  successfully 
of  actual   constant. use. 

400,000  Words.  2,700  Pages.  6,000  Illustrations. 
Regular  Edition:  Buff' Buckram,  $12.00  net;  Sheep, 
$14.00  net;  India-Paper  Edition,  Library  Buckram, 
$15.00  net;   Seal,  $20.00  net. 

Also    WEBSTER'S    COLLEGIATE    DICTIONARY, 

Third  Edition.  Just  issued.  Regular  and  Thin- 
Paper  Editions. 

Write  to  your  jobber  for  terms,  etc.,  or  address 

G.  &  C.  MERRIAM  CO.  S.^a: 


met   the   severe  tests 


33 


BOOKSE L L  E  E    AND    STATIONER 


Each  Line  The  Leader  In  Its  Glass 


Valentines  5erie© 

TOST  ^Cta  CARDS 


aHROaCHOUT^ 


THE  GIBSON  LINE  Christmas  and  New  Year  book- 
lets, Tags,  Seals,  Post   Cards. 

THE  WHITNEY  LINE  Correspondence  Cards, 
Greeting  Cards  and  Folders,  Place  Cards,  Post 
Cards. 

THE  CLASSIC  SERIES,  a  high  class  English  line  of 
( 'hristmas  booklets. 

THE  CANADIAN  SERIES,  a  10c  line  of  Real  Photo 
Local    View,  Christmas  booklets. 

THE  GABRIEL  LINE,  the  World's  Leading  Line  of 
Children's  Picture  Books. 

ROTARY  COLORED  REAL  PHOTO  POST  CARDS. 


LOOK  OVER  THIS  LIST.  In  the 
aggregate  it  makes  up  a  remarkable 
range  of  ready-selling  goods,  assuring 
quick  turnover  and  consequently  the 
highest  measure  of  profits. 

THE  BOSTON  LINE,  a  most  distinctive  showing  of 
Greeting  Cards  for  Christmas  and  New  Years. 

MILTON  BRADLEY  CO.'S  famous  games  and  home 
amusements. 

THE      EMBOSSING      CO.'S      Blocks,      Dominoes, 
Checkers  and  Chess. 

DONOHUE'S  books  for  children. 

THE  WINSTON  Juvenile  Books. 

PLAYING  CARDS..  Bicycle,  Congress,  etc.,  made  in 
the  Canadian  factory  of  the  U.  S.  Playing  Card  Co. 

DEAN'S     RAG     BOOKS. 


Valentine  &  Sons  United  Publishing  Co.,  Limited 

MONTREAL  TORONTO  WINNIPEG 


/\ 


YOU    CAN     NOW 


BUY 

MADE  IN  CANADA 

»■     PENCILS     ■« 

Manufactured    by 

The  Wm.  Cane  £?  Sons  Company,  Limited 
Newmarket,  Canada     ' 


Cci^-hrV> 


•  CANt'SitiJUS*    NELSON  MB 
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To  remind  your  cus- 
tomers that  you  are 
selling 

CANE'S 

CANADIAN-MADE 

PENCILS 

A  sample  card  like  that  here  shown  will 
show  you  whether  Cane's  Pencils  are 
worth  featuring  or  not.  Write  for  one 
to-day.  Hang  it  up  where  it  will  meet 
your  customer's  eye  and  watch  how  well 
this  new  line  will  take  with  your  trade. 

Cane's  Pencils  are  tip-top,  every  one  of 
them,  and  they  are  strictly  Canadian- 
made. 

We  are  the  Pioneer  Canadian 
Manufacturers  of  Lead  Pencils 
for  Commercial,  Studio,  School 
and    Advertising   Purposes. 

Be  sure  to  get  one  of  the  display  cards. 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket,  Canada 
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BOOKSELL E R    AND    STATIONER 

PIRQOM 

ValliOUlN 

ART  COMPANY'S 

CHRISTMAS    AND    NEW  YEAR 

GREETING  CARDS  and  BOOKLETS 

TAGS,  SEALS,  POSTCARDS 

A   Line  of  the  Very  Highest  Value 

Art    Productions    that    will 

add  distinction  to  your  shop, 

select  and   unusual   designs 

without    resort    to    freakish 

ideas — in    short,    the    most 

pleasing   and    best   selling 

Greeting    Cards    for   every 

season  and  for  all  occasions. 

You  will  be  given  an  early  opport- 

unity  of    seeing   these    exceptional 

productions. 

. 

Wait  for  a  Valentine  Traveller. 

- 

Valer 

itine  &  Sons  United  Publishing  Co.,  Lii 

nited 

TORONTO                         MONTREAL                         WINNIPEG 
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STATEMENT   OF   THE 
BUSINESS    MANAGER 
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APRIL,  1917 


VOL.  XXXIII  — No.  4 


TWO  IMPORTANT  BUYING 

MONTHS 


MAY  and  June  are  among  the  most  important  buying  months  in  the  book  and  station- 
ery trade,  and  consequently  the  May  issue  of  "Bookseller  and  Stationer"  will  be 
one  of  big  interest  for  the  retailers. 


Qr»K/-vrv!   TVi»/l**    will  receive  special  attention 
Ol^IKJUl    I  I  dUC    in  this  numDer  with  a  survey 

of  the  situation  that  will  be  of  the  most  practical  value 
to  the  dealers.  The  editorial  pages  will  provide  sugges- 
tions that  may  be  adopted  toward  making  the  school 
opening  business  (September)  a  more  than  usually 
profitable  one,  and  the  advertising  pages  will  contain 
especially  important  announcements  by  various  manu- 
facturers and  wholesalers  of  school  goods. 


Vacation  Trade 


is  another  subject  that 
will  have  special  treat- 
ment in  the  May  number  with  a  fund  of  ideas  and  plans 
for  scotching  the  "dog  days"  bogey. 


Sporting  Goods  Trade  fh'To?L0l 

branches  of  the  business  which  will  come  in  for  special- 
ization in  this  number,  and  there  will  be  many  other 
editorial  features  of  seasonable  interest  that,  working  in 
conjunction  with  buying  preparedness  in  May  and  June, 
will  show  the  way  to  Canadian  booksellers  to  bigger  and 
better  business  in  the  Spring  and  Summer  months. 

Now  a  Word 

to  Advertisers 

The  May  Number  of  Bookseller  and  Stationer  will 
be  such  alive  one  that  every  manufacturing,  publishing 
or  jobbing  concern  selling  to  the  trade,  should  have 
strong  presentation  of  its  proposition  with  special  refer- 
ence to  Spring  and  Summer  selling  and  September 
School  Trade. 
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Depend  upon  it,  the  retailers  will  be  in  a  highly  recep- 
tive mood  to  listen.  The  country  was  never  more  pros- 
perous. The  people  have  money  to  spend  and  are  spend- 
ing it  and  the  retail  merchants  selling  books,  stationery 
and  kindred  lines  are  naturally  on  the  qui  vive  for 
suggestions  to  help  them  do  more  business. 

Be  represented  in  this  number.  Send  copy  for  your 
advertisement  by  April  25. 

RATES: 
Full  Page     $35.00       Quarter  Page  $12.00 
Half  Page     $20.00       Eighth  Page     $  8.00 

Clip  tin.-  coupon  now  while  the  subject  is  in  your  mind 
and  tell  us  when  copy  will  follow. 


Date 

BOOKSELLER  AND  STATIONER, 

143-153  University  Ave.,  Toronto. 

Reserve page  space  in  your  Mav  issue 

(Full.    Half,   Quarter   or   Eighth) 

for  $ Copy  will  follow  to  reach  you 

by 

(Final   date   April   25) 

Name 

Address 


BOOKSELLER  AND  STATIONER 


.  >" 


Astra*/) 


MAKE  YOUR  NEWS  STAND 

PAY  MORE  MONEY 


You  are  live,  alert,  resourceful.  You  don't  over- 
look any  real  chance  to  GET  AHEAD.  You  want 
to  make  more  money  on  your  magazines. 
It  CAN  BE  DONE.  BLAKE'S  "HANDY 
NEWS  STAND  RECORD"  does  the  trick. 
It  will  cut  down  the  work,  stop  the  leaks  and 
make  it  pay.  It  is  a  very  simple  method  any 
one  can  use. 

It  shows  when  magazines  are  due,  date  received, 
and  time  limit  for  returns 

It  keeps  an  accurate  check  on  all  magazines  re- 
ceived and  sold. 

It  will  show  errors  in  credit  memos  for  magazines 
returned. 

It  keeps  tab  on  re-orders,  and  regulates  standing 
orders,  and  will  keep  you  posted  in  cutting  down, 
or  increasing  same. 

It  shows  the  monthly  and  yearly  sales  of  all  maga- 
zines and  subscriptions. 

It  is  a  daily  reminder  to  hold,  or  deliver  maga- 
zines for  customers. 


ARTHUR  J.  BLAKE 


Jt  keeps  tab  on  your  profits  from  the  News  Stand. 

it  makes  all  magazine  information  instantly 
available. 

The  "Record"  consists  of  a  Special  Loose-Lea  I' 
Binder,  Leather  Tab  Division  Index,  and  250 
Sheets  ruled  and  printed.  The  outfit  is  of  extra 
fine  quality  and  workmanship.  It  will  hold  sev- 
eral hundred  sheets,  and  will  take  care  of  either  a 
few  magazines  and  newspapers,  or  as  many  as 
may  be  found  on  any  News  Stand.  As  new  sheets 
may  be  inserted  as  required  it  will  last  for  years. 
It  'is  one  of  the  FEW  things  that  cost  LITTLE 
and  worth  a  whole  LOT — and  there's  manv  a 
JINGLING  DOLLAR  in  it  for  YOU. 

It's  GOOD  for  your  Balance  over  at  the  Bank. 
Sent  complete  with  "Supplement"  postpaid  on 
receipt  of  $4.50. 

Whether  you  buy  the  "Record"  or  not,  write 
TO-DAY  for  full  particulars.  It  simply  gives  me 
a  chance  to  put  before  vou  MORE  CONVINCING 
PROOFS. 


MARSHALL,  TEXAS 


OPPORTUNITY 


For  an  aggressive 
man  to  handle  Can- 
adian business  of  a  well 
known  house  manu- 
facturing saleable 
stationery  specialties. 

Send  applications  to 
"  Opportunity,"  care 
of  Bookseller  &  Sta- 
tioner, 143  University 
Ave.,  Toronto,  Can. 
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Alive?  or  Asleep?  or  Dead? 

The  Live  Newsdealer  will  get  his  order  in  early 
for  the  1917  edition  of 

5,000 

Facts  About  Canada 

Now  Out 

Compiled  by  Frank   Yeigh 


The  Asleep  One  will  sell  out  his  order,  and,  in 
forgetting  to  restock,  lose  business. 

The  Dead  One  comes  to  life  long  enough  to  say 
to  an  inquiring  customer,  "We  don't  carry  it." 

A  hint  is  as  good  as  a  kick  to  an  Alberta  broncho. 

Canadian  Facts  Publishing  Co. 


588  Huron  Street 


Toronto,  Canada 
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A  Little  Bit  of  Heaven 


Hand  colored  photogravure — size   14  x   21".     List   Price   $1.50.  » 

EVERY  retailer  is  interested  in  pictures  that  move,  and 
the  quicker  they  move  the  better  he  likes  it.  Well — here 
is  a  picture  that  moves  so  fast  that  many  retailers  find  it 
necessary  to  reorder  by  telegraph. 

Art  and  stationery  stores,  after  small  initial  orders,  reorder 
in  one  and  two-dozen  lots  at  short  intervals,  and  one  New 
York  store  sold  over  300  copies  within  10  days  on  displaying 
only  6  copies  in  the  window. 

Order  and  display  this  picture  at  once!  The  reorders  will 
take  care  of  themselves.  Dealers'  discount:  40 %  off  the 
quoted  list  price.    F.O.B.  New  York. 

Gutmann  &  Gutmann 


116  West  32nd  Street, 


New  York  City,  N.  Y. 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 

Vol.  XXXIII.  APRIL,  1917  No.  4 

IN  THIS  ISSUE 

How  to  Meet  Rising  Costs 

Should  Manufacturers  Make  Prices? 

Co-Operating  With  Moving  Pictures 

Selling  Gardening  and  Outdoor  Books 

Toy  Making  in  Canada 

Increasing  Sale  of  Art  Goods 

Higher  Cost  of  Wallpapers 

New  Styles  in  Leather  Handbags 

New  Ideas  for  Cardwriting 

Figuring  Out  Picture  Framing  Costs 

A  Plea  For  Phonographs 

The  News  Trade 

Stationery  "Fall  Style  Week" 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN  BAYNE  MACLEAN,  President  H.  T.  HUNTER,  Vice-President 

H.  V.  TYRRELL,  General  Manager  T.  B.  COSTAIN,  General  Managing  Editor. 

Publishers    of    Hardware    and    Metal,    The    Financial    Post,    MacLean's    Magazine     Farmer's 
Magazine,  Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and' Publisher 
Bookseller  and  Stationer,  Canadian  Machinery  and   Manufacturing  News,  The  Power  House' 
The  Sanitary   Engineer,   Canadian   Foundryman,   Marine  Engineering   of'  Canada. 
Cable  Address:  Macpubco,  Toromo;  Atabek,  London,  Eng. 

ESTABLISHED   1885. 

BOOKSELLER  AND  STATIONER 

FINDLAY  I.  WEAVER,   Manager 
CHIEF   OFFICES: 

CANADA— Montreal,  701-702  Eastern  Townships  Building,   Telephnne   Main   1004.    Toronto    143-15*   T,n|vpr,,t. 
Ave.,  Telephone  Main  7324.    Winnipeg,  22  Royal  Bnk  Building,   Telephone  Garry  2313.  ' 

GREAT  BRITAIN— London.  The  MacLean  Company  of  Great   Britain,    Limited     88   Fleet   Strw»r     vc      t?     i 
Dodd,    Director.     Telephone    Central    12960.      Cable  Address:  Atabek,   London,   England 

UNITED  STATES— New  York,  R.  B.   Huestis,  115  Broadway,    N.Y.,    Telephone    Rector    8971-    Bostnn     r     r 
Morton,    Room    733,    Old    South    Building,    Telephone  Main  1024.     A.  H.  Byrne,  1104-5-6-7    Fort  Dearborn 
Bldg.,   105  West  Monroe   St.,   Chicago,   Telephone   Randolph   3234.  '  uearDorn 

SUBSCRIPTION    PRICE— Canada,   Great   Britain.   South    Africa    and     the    West    Indies     $1    a    vear  •    United 
States,  $1.50  a  year;  other  countries,  $2  a  year;  Single   Copies,   10   cents.     Invariably    in    advance. 
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PEN  PROFITS 


Always  Ready  For  Service 

Dip  in  the  Ink,  Twist  the  Button,  It's  Filled 

The  constantly  increasing  sale  of  "A.A."  Fountain  Pens  in  Canada 
is  the  best  proof  of  their  popularity. 

Many  Canadian  dealers  stock  and  push  these  pens  because  of  tbe 
following  FACTS : 

They  are  profitable  to  handle. 

They  give  uniform, and  continued  satisfaction. 

They  are  made  in  such  a  range  and  variety  of  styles  and  sizes  that 
it  is  easy  to  quickly  please  the  most  fastidious  customer. 

We  will  furnish  attractive  display  cases  free.  Each  case  contains 
an  attractive  assortment  of  Self-fillers,  Lower  End  Joint,  Middle 
Joint,  and  Safety  Fountain  Pens. 

Write  to  your  local  jobber  or  to  us  for 
prices,  catalogue  and  trade  discounts 

Arthur  A.  Waterman  &  Co. 

Established  1895 
36  Thames  Street  NewYork  City 

Not  connected  with  the^L.  E.  Waterman  Company 
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Editorial  Chronicle  and  Comment 


TOY  MAKING  IN  CANADA 

ONE  of  the  Toronto  toy  and  doll  manufacturing 
concerns  now  employs  nearly  two  hundred 
hands  and  its  annual  output  amounts  to  between 
$300,000  and  $400,000  a  year.  This  is  probably  the 
record  for  this  country  but  there  are  others  doing  a 
large  and  growing  business.  There  are  in  all  nearly 
a  hundred  concerns  in  Canada  making  toys  but  many 
of  these  are  small  and  not  all  of  them  will  weather  the 
storm  of  the  sea  of  business. 

What  has  been  accomplished,  however,  is  suffici- 
ent to  show  that  toy  manufacturing  has  become  one 
of  the  permanent  industries  of  Canada. 

One  of  the  leading  jobbers  in  conversation  with 
Bookseller  and  Stationer  expressed  the  opinion 
that  after  the  war  Canada  will  to  a  greater  extent  than 
ever  before  import  toys  from  Britain. 

Toy  manufacturing  concerns  in  Britain,  like  prac- 
tically all  other  factories,  are,  of  course,  handicapped 
by  conditions  brought  about  by  war.  Many  plants 
have  been  requisitioned  for  the  manufacture  of  muni- 
tions and  available  labor,  naturally,  is  scarce. 

The  average  Canadian,  including  toy  dealers, 
does  not  appreciate  even  yet  to  what  extent  Canada 
bought  toys  from  Britain,  before  the  war. 

The  buyer  for  one  of  the  biggest  wholesale  toy 
and  fancy  goods  houses  of  Canada  on  the  occasion 
of  his  last  buying  trip  to  Europe  in  1913  bought 
fully  twenty-five  per  cent,  more  heavily  in  Britain 
than  in  Germany  and  Austria.  Since  that  time  new 
plant  has  been  laid  down  most  extensively  in  Great 
Britain  for  making  all  those  particular  types  of  toys 
and  dolls  previously  made  almost  exclusively  by  Ger- 
many and  Austria  which  countries  dominated  the 
markets  of  the  world  in  these  lines.  The  British 
makers  have  succeeded  in  replacing,  to  the  satisfac- 
tion of  the  trade,  these  lines  with  the  exception  of  very 
few  items,  making  up  in  improved  quality  for  their 
inability  to  produce  certain  items  at  prices  quite  so 
low  as  the  prices  at  which  they  were  formerly  laid 
down  by  the  Teutons. 

From  this  it  may  be  gathered  that  when  the  war 
is  over  British  makers  will  export  far  more  extensive- 
ly than  ever  to  Canada. 

Japan  is  at  present  enjoying  a  great  harvest  of 
trade  in  toys,  dolls  and  various  fancy  goods,  captur- 
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ing  markets  formerly  controlled  by  Germany  and 
Austria.  These  Japanese  goods  are  being  imported 
into  Canada  very  largely  and  this  trade  with  Japan 
is  bound  to  grow  by  reason  of  the  satisfactory  man- 
ner in  which  the  goods  are  being  delivered.  In  the 
one  example  afforded  by  dolls,  Canadian,  and  all 
other  makers,  will  have  to  look  to  their  laurels  and 
keep  improving  their  product,  giving  better  prices  to 
the  trade,  if  they  are  to  successfully  meet  this  Japan- 
ese competition. 

Another  circumstance  that  must  not  be  over- 
looked by  Canadian  makers  is  the  probability  that 
Belgium  will  be  a  strong  contender  for  Canada's  im- 
port trade  in  toys  and  dolls  after  the  close  of  the  war 
and  it  is  pretty  well  understood  that  Great  Britain  is 
going  to  do  a  great  deal  in  helping  Belgium  to  realize 
this  object.  Belgians  are  acknowledged  to  have  the 
characteristics  that  will  enable  them  to  successfully 
compete  with  the  Germans  as  toy  and  doll  makers. 

All  these  considerations  must  be  kept  fully  in 
mind  by  present  and  prospective  Canadian  manufac- 
turers of  these  goods. 

It  is  not  to  be  understood  that  this  is  written  in 
any  pessimistic  mood  as  to  the  ability  of  Canadians  to 
successfully  engage  in  the  manufacture  of  toys  and 
dolls.  As  stated  in  the  foregoing  it  has  already  been 
conclusively  established  that  toy-making  has  been 
added  to  the  permanent  industries  of  Canada  but 
there  have  been  more  failures  than  successes  among 
the  concerns  that  have  taken  up  toy-making  in  Can- 
ada and  others  still  in  business  will  likewise  sink  by 
the  wayside.  It  is  most  important  in  the  interests  of 
the  country  as  a  whole,  that  toy  factories  should 
build  their  business  on  a  sure  foundation  and  what 
has  been  brought  out  in  this  article  presents  only  a 
few  of  the  essential  considerations. 


THE  NEWS  TRADE 

ONE  of  the  very  best  methods  for  booksellers  and 
stationers  to  gain  increased  patronage  is  to 
thoroughly  feature  the  news  and  magazine  end  of  the 
business,  which  is  epitomized  in  the  term  "the  news 
trade." 

There  is  no  merchandise  in  the  business  that  is 
more  alive  than  this  particular  line.     Constant  and 
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painstaking  attention  to  the  several  branches — dail- 
ies, weeklies,  monthly  magazines,  and  the  different 
special  class  periodicals,  will  bring  more  than  satis- 
factory returns.  It  will,  in  fact,  prove  one  of  the 
most  profitable  departments  in  the  store,  and  perhaps 
even  more  than  the  total  returns  in  the  way  of  direct 
profits  from  the  sale  of  these  periodicals,  will  be  the 
results  in  the  way  of  extended  trade  by  reason  of  an 
increased  number  of  customers  and  sales  of  other 
goods  to  regular  customers  through  attracting  them 
to  come  to  the  store  more  frequently  for  periodicals. 

The  subject  is  a  big  one  and  it  is  not  our  object  to 
treat  it  comprehensively  at  this  time,  but  rather  to 
advise  the  trade  that  this  big  question  is  going  to  be 
given  more  attention  than  ever  in  Bookseller  and 
Stationer  in  following  issues  and  to  invite  members 
of  the  trade  to  co-operate  with  the  editor  with  this 
object  in  view. 

We  would  ask  also  that  the  dealers  themselves 
urge  their  assistants  to  take  special  interest  in  this 
question,  encouraging  them  to  send  in  suggestions 
relative  to  effective  sales  methods,  display  ideas  and 
other  schemes  for  increasing  the  news  trade.  We 
invite  them  also  to  ask  questions  along  these  lines 
with  a  view  to  publishing  these  questions  and  the 
answers  so  as  to  afford  practical  information  that  will 
be  a  benefit  to  the  whole  Canadian  trade. 

Let  this  be  considered  a  personal  invitation  to 
every  subscriber  to  join  in  this  plan  to  promote  the 
news  trade  in  the  bookstores  of  Canada. 

We  want  a  good  grist  of  suggestions  and  ques- 
tions for  the  actual  inauguration  of  the  news  trade 
department  in  our  next  issue — the  Annual  Spring 
Number. 


GARDENING  BOOKS 

\\f IT^  the  arrival  of  %>rmg>  booksellers  should 
*  »  feature  gardening  and  outdoor  books  very 
strongly  and  the  close  association  of  these  with 
home-making  in  general,  brings  into  the  same  class, 
books  on  house-building,  furnishing,  sanitation  and 
in  fact  all  the  problems  of  the  modern  home. 

Think  of  the  scope  of  these  subjects!  It  not  only 
makes  every  family  a  good  live  prospect  for  the 
bookseller  for  the  sale  of  books  coming  in  this  general 
class,  but  each  member  of  every  family  may  be 
appealed  to  with  books  meeting  their  individual 
tastes  and  requirements. 

In  introducing  these  books  to  householders  em- 
phasis should  be  laid  on  the  fact  that  in  this  man- 
ner absolute  good  taste  is  assured,  the  authors  of  the 
different  books,  naturally,  being  experts  on  the  re- 
spective subjects  treated  upon. 

There  are  books  to  suit  the  house  with  a  thou- 
sand dollars  a  year  or  ten  times  that  sum  available 
for  house  expenditure  and  by  giving  heed  to  such 
books,  mistakes  will  be  avoided  and  much  money 
saved.     Practically  every  family  head  is  witness  to 
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the   fact  that  house   mistakes   are   frequently   very 

costly. 

It  is  no  exaggeration  to  say,  in  the  average  case, 
tiiat  books  on  these  associated  subjects  will  double 
the  value  received  from  present  expenditure  on  the 
home  and  its  upkeep,  if  the  advice  and  information 
which  they  afford  are  carefully  heeded. 

There  are  literally  hundred-  of  different  volumes 
available  that  come  within  the  scope  of  this  subject 
and  in  price  they  run  from  ten  cents  up  to  as  many 
dollars  as  even  the  enormously  wealthy  man  is  will- 
ing to  spend  for  such  a  purpose.  Therefore  there  is 
no  limit  to  the  possibilities  of  this  branch  of  book- 
selling. 

The  alert  bookseller  will  pay  particular  attention 
to  those  families  who  are  going  into  new  homes  or 
who  are  remodeling  their  present  homes.  Lists  of 
such  prospects  should  be  made  up  so  that  they  may 
be  followed  up  systematically.  One  good  way  to  find 
out  who  is  interested  is  to  put  in  attractive  window 
displays  and  to  adopt  other  good  publicity  means  of 
drawing  attention  to  such  publications.  Many  im- 
mediate sales  will  result  and  they  alone  will  make 
this  special  effort  profitable  but  the  "leads"  for  sub- 
sequent sales  that  will  in  this  manner  be  uncovered 
will  be  of  still  greater  benefit  to  the  bookseller  in  in- 
creasing his  business. 

Think  of  the  vast  variety  of  volumes  that  can  be 
sold  to  garden  enthusiasts,  farmers,  (including  the 
town-lot  amateur),  home  builders,  home  decorators, 
town-dwellers,  suburbanites,  estate  owners  and  such 
prospects  as  dog-owners,  pet  stock  fanciers,  ponltry 
enthusiasts,  collectors,  craftsmen  and  artists. 

Getting  back  to  where  we  started,  this  is  the  par- 
ticular time  to  play  up  gardening  books  most  aggres- 
sively. For  the  beginner  there  are  many  many 
books  of  the  more  elementary  kind  and  the  book- 
seller must  not  lose  sight  of  the  fact  that  this  specializ- 
ation will  have  the  effect  of  increasing  the  ranks  of 
the  beginners,  thus  creating  new  customers  who  will 
buy  the  primary  books  this  year  and  the  more  ad- 
vanced treatises  in  future  years. 

Let  people  know  about  books  that  tell  of  garden 
planning,  planting,  forcing  and  other  essentials  of 
successful  vegetable  gardening.  In  floriculture  alone 
there  are  numerous  books  and  many  of  them  so  de- 
lightfully attractive  as  to  really  class  them  with  the 
desirable  form  of  merchandise  that  "  sells  on  sight." 

Then  there  is  landscape-gardening  and  book.-  on 
outdoor  life,  the  summer  home  and  camp  life.  The 
subject  really  is  inexhaustible  and  so  are  its  possi- 
bilities for  the  retail  bookseller  even  in  the  smallest 
town,  if  he  will  only  start  something  instead  of  croak- 
ing about  the  slow  town  in  which  his  lot  is  cast  mak- 
ing it  impossible  for  him  to  do  a  profitable  book 
business.  It  is  never  the  town  that  is  at  fault  if  a 
book  business  does  not  approximate  to  the  average  of 
what  is  done  in  other  towns  of  like  population.  The 
fault  is  really  attributable  to  the  "slow"  bookseller. 


Bookstore  Motion  Picture  Window  Displays 

Oood  Business  Promoting  Ideas  Put  Forth   by  a  Moving  Picture  Specialist  for  Co-opera- 
tion bv  Booksellers  and  Stationers  With  the  "Movies" 


(Author  of 


By  Ernest  H.  Dench 
'Advertising  by  Motion  Pictures'  ) 


HAVE  you  noticed  how  effectively  the  enterprising 
photoplay  exhibitor  uses  photographs,  or  stills,  as 
they  are  called  in  the  studio,  of  scenes  from  forth- 
coming attractions  for  lobby  display  purposes'?  How 
about  adapting  the  idea  to  a  window  display  of  your  own? 
These  photographs  attract  a  good  deal  of  attention  and 
serve  as  an  appetiser  for  the  production  in  question.  But 
you  will  be  cheating  yourself  if  you  permit  the  exhibitor 
to  attract  all  the  publicity,  relying  upon  people  stopping 
to  look  at  your  windows  as  sufficient  recompense.  It  is 
therefore  up  to  you  to  run  only  pictures  relating  in  some 
way  to  the  bookselling  and  stationery  business.  Suppose 
one  of  the  scenes  shows  the  interior  of  a  book  and  sta- 
tionery store  with  a  heroine  as  a  clerk.  The  star's  press 
agent  may  have  circulated  a  story  to  the  effect  that  the 
player  spent  several  days  in  a  bookseller's,  learning  the 
business. 

"There  are  books  full  of  anecdotes  concerning  the  play- 
ers and  the  making  of  photoplays  which  can  he  done  over 
to  fit  in  witli  the  pictures  you  obtain  from  the  local  ex- 
hibitor. 

Stage  Settings  in  Your  Window 

The  flat,  white  screen  is  fast  disappearing  from  the 
motion  picture  theatre.  The  modern  exhibitor  prefers  to 
enclose  it  in  an  artistic  stage  setting  of  a  permanent 
character,  with  special  color  and  lighting'  effects. 

This  suggests  possibilities,  one  of  which  has  already- 
been  capitalized  by  an  exhibitor  in  co-operation  with  a 
book  and  stationery  store.  The  exhibitor  supplied  the 
stationer  with  a  miniature  model  of  his  stage  setting  for 
■  window  display  purposes.  Tn  the  setting  were  costumed 
dolls  to  represent  the  principal  actors  appearing  in  photo 
plays  at  the  threatre  in  question.  The  dolls  are  changed 
with  new  programme  and  passersby  stop  to  admire  the 
clever  miniature  models  of  the  stars. 

If  you  desire  to  carry  out  this  stunt,  why  not  inaugu- 
rate a  contest  among  children  for  the  best  dressed  doll 
of  Mary  Pickford,  or  any  other  favorite  they  may  care  to 
choose? 

Another   plan   involving  less   trouble   and   expense  is 
to  purchase  a  Charlie  Chaplin  statue  for  about  fifty  cents. 
Place  it  in  the  window,  attach  a  tiny  fishing  cane  to  his 
arm  and  place  the  line  in  a  gold  fish  bowl.     Behind  the 
whole  display  a  card,  worded  somewhat  as  follows: — 
"Charlie  is  not  Fooling  This  Time.    He  is  Fishing 
for  Good  Value,  Which   He  Knows  He  Can   Obtain 
at  This  Store." 

The  "Prop"  Window 

"Props"  in  motion  pictures  are  not  always  what  they 
seem.  Fix  up  a  display  with  the  following  description : — 
"When  the  movie  villain  brings  down  a  large 
bottle  of  ink  or  some  similar  fragile  article  he  is 
not  hurt  as  he  pretends  he  is.  The  bottle  is  only  paper 
mache,  the  ink,  colored  water.  This  may  be  all  right 
for  reel  purposes,  but  for  real  use  you  want  the  genu- 
ine kind,  which  we  sell." 


•Booksellers  desiring  specific  information  should  write 
to  the  Special  Service  Department  of  BOOKSELLER 
AND  STATIONER. 
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Co-operative  Lobby  Displays 

The  motion  picture  theatre's  window  is  the  lobby  dis- 
play. Many  exhibitors  deem  a  few  photographs  and 
posters  sufficient;  others  differ.  The  enterprising  show- 
man devises  all  kinds  of  stunts  l'or  a  feature  production, 
from  dressing  up  wax  models  to  represent  certain  char- 
acters, to  making  the  entrance  look  like  the  approach  to 
Kades.  What  kind  of  exhibitor  is,  he  who  owns  the  play- 
house on  the  corner  of  the  next  block?  Is  he  partial  tn 
out-of-the-ordinary  displays?  If  so,  he  is  your  friend, 
for  he  will  need  your  co-operation  every  now  and  then. 

An  exhibitor  of  my  acquaintance  wished  to  have  a 
miniature  book  and  stationery  store  presided  over  by  .1 
Charlie  Chaplin  model.  He  asked  the  stationer  for  the 
loan  of  the  necessary  stock  and  equipment.  The  sta- 
tioner agreed,  on  the  understanding  that  a  card  Ibe  dis- 
played as  follows:  "This  Stationery  Store  Equipped  by 
Blank." 

And  it  is  worth  while  recording  that  the  stationer  did 
more  business  while  the  lobby  display  was  on  exhibition. 
Therefore,  if  the  opportunity  comes  your  way,  be  satis- 
fied with   the  publicity  that  accompanies  it. 

Capitalizing  the  Thirst  for  Movie  Information 

The  popularity  of  the  motion  picture  is  not  a  fad; 
it  is  as  deeply  rooted  as  a  sturdy  tree,  and,  like  one,  will 
continue  to  gain  in  strength  from  year  to  year.  The  col- 
lecting of  photographs  by  the  fans  is  only  equalled  by 
their  thirst  for  information  on  movie  topics.  It  pays 
to  appease  it,  however  insignificant  your  efforts  may  ap- 
pear alongside  those  of  the  producers,  exhibitors  and 
publishers. 

Maybe  you  indulge  in  newspaper  advertising,  so  why 
not  incorporate  some  photoplay  material  into  your  an- 
nouncements? What  about  your  store  window?  That 
is  a  dandy  place  for  announcements,  while  you  can  place 
a  bulletin  board  inside  your  store.  When  putting  over 
a  house-to-house  circularizing  stunt,  why  not  head  the 
sheet  as  though  it  were  a  motion  picture  publication?  It 
will,  at  least,  ensure  same  being  read.  Think,  too,  what 
valuable  information  it  would  prove  if  distributed  to 
patrons  of  the  local  movie  show. 

An  occasional  perusal  of  a  motion  picture  trade  jour- 
nal will  yield  more  than  enough  material  for  your  pur- 
pose.   As  it  is  news,  there  is  no  copyright. 

A  Photoplay  Sale 

Some  photoplays  lend  themselves  especially  well  to 
publicity  exploitation. 

When  "The  Little  (Shepherd  of  Bargain  Row,"  for 
instance,  was  announced  for  public  exhibition,  I  know  of 
at  least  one  stationer  who  sensed  its  capitalizing  possi- 
bilities. What  he  did  was  this:  He  inaugurated  a  "Little 
Shepherd"  sale,  reducing  the  prices  on  goods  that  showed 
a  good  profit.  Placed  between  each  reduced  article  was  a 
picture  from  the  film  with  an  appropriate  caption  calling 
attention  to  the  event.  As  a  special  inducement,  he  ar- 
ranged for  a  girl  shopper  to  dress  up  as  the  Little  Shep- 
herd and  visit  the  store  to  make  purchases.  But  wait — 
the  man,  woman,  or  child  who  recognized  her  was  pre- 
sented with  some  article  of  stationery  and  a  month's 
complimentary  ticket   to  the  local   photoplay   theatre. 
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For  a  photoplay  sale  the  exhibitor's  co-operation  is 
necessary.  Ask  him  to  keep  you  in  touch  with  his  book 
ings  so  that  you  may  introduce  an  occasional  timely  sale. 
Not  all  pictures  can  be  boosted  in  this  manner,  but  a 
study  of  the  plot  of  the  play  will  reveal  opportunities,  if 
any.  It  is  not  a  stunt  with  the  benefit  on  one  side — the 
exhibitor  boosts  yon  and  you  boost  him,  so  the  arrange- 
ment generally  works  out  highly  satisfactorily  to  both 
parties. 


MAKY    PICKFORD, 

Who   is   to    retire   after   the   Moving   Picture   Production   of 

"Rebecca  of  Sunnybrook   Farm." 

MARY  PICKFORD  AS  REBECCA 

The  important  announcement  has  been  made  that  the 
famous  story,  "Rebecca,  of  Sunnybrook  Farm,"  is  to  be 
produced  in  moving  pictures,  with  Mary  Pickford  as 
star,  and  it  is  further  stated  that  when  this  is  finished 
Mary  Pickford  will  retire  from  the  world  of  the  theatre. 
She  is  now  in  Los  Angeles  in  connection  with  the  produc- 
tion. The  foregoing  announcement  will  have  special  in- 
terest for  booksellers,  because  it  will  naturally  mean  a 
greatly  increased  demand  for  this  book. 

"RUBBER  MUSEUM"   FOR  WINDOW  DISPLAY 

Cards  Explaining  Rubber  Manufacture  Responsible    for 
Stimulating  Interest  and  Sales 

IN  order  to  satisfy  a  demand  among  schools  and  educa- 
tional institutions  in  general,  for  a  good  means  of  ex- 
plaining the  manufacture  of  rubber  erasers,  Mr. 
Roberts,  president  of  the  Weldon  Roberts  Rubber  Com- 
pany of  Newark,  had  a  series  of  explanatory  cards  made. 
These  cards  constituted  the  basis  of  a  sort  of  educational 
campaign  among  the  school  children,  and,  despite  the  fact 
that  no  publicity  was  ever  given  to  the  matter,  requests 
came  from  all  parts  of  the  country  for  sets  of  these  cards, 
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and  it  was  soon  found  advisable  to  prepare  a  number  ot 
sets  in  Spanish  for  distribution  in  South  American  Re- 
publics. 

Although  this  is  the  first  time  that  the  "Rubber 
Museum,"  as  it  has  become  known,  has  ever  been  ex- 
ploited in  any  way,  many  stationers  have  already  secured 
sets  for  their  windows.  And  what  is  more,  it  is  stated 
that  some  of  the  largest  retail  dealers  in  the  country  have 
pronounced  them  as  splendid  to  aid  in  "pulling  a  crowd" 
and  in  selling  the  goods.  The  public  has  always  been  in- 
terested in  the  methods  of  manufacture  of  various  articles 
in  common  use,  which,  of  course,  accounts  for  the  recep- 
tion given  to  the  cards  wherever  they  have  been  exhibited. 
It  will  be  interesting  to  note  that  the  requests,  in  recent 
months,  have  become  so  numerous,  that  the  company  has 
been  obliged  to  limit  its  "free  offer-'  to  stationers  and 
school  officials,  asking  a  charge  of  fifty  cents  per  set  from 
others.  This  has  been  a  guarantee  against  merely  curious 
private  inquirers. 

To  stationers,  however,  this  set  will  be  furnished 
gratis,  upon  request. 

The  cards  in  question  are  admirably  adapted  to  the 
purpose  in  view.  There  are  five  of  them.  Each  is  S 
inches  by  6  inches,  and  has  a  substantial  process  speci- 
men attached.  The  reading  matter  on  each  is  self-ex- 
planatory, and  very  much  to  the  point,  viz.: 

I. 
CRUDE  FINE  PARA  RUBBER 
A  slice  of  the  finest  rubber  in  the  world.     It 
comes  from  trees  which  grow  in  the  district  of 
the.  Amazon,  in  Brazil. 

The  trees  are  tapped  and  the  "Milk"  (latex) 
is  gathered  by  somewlfat  the  same  method  as 
maple  syrup  is  procured.  The  "Milk"  is  then 
smoked  (cured)  and  formed  into  large  rounded 
"Biscuits." 

IL 
WASHED  AND  DRIED  RUBBER 
The  crude  rubber  "Biscuits"  are  crushed  be- 
tween powerful  corrugated  rolls,  under  running 
water,  and  all  impurities  are  washed  out.  The 
rubber  is  rolled  out  into  thin  sheets  and  hung  up 
to  dry  and  season. 

III. 
REFINED  FINE  PARA  RUBBER 
When  the  rubber  is  thoroughly  seasoned  it  is 
worked  on  heavy  friction  rolls  until,  when  under 
heat,  it  is  somewhat  plastic.  It  is  then  in  condi- 
tion to  be  manufactured  into  the  various  articles 
which  enter  so  largely  into  our  daily  life  and 
needs. 

IV. 
WELDON    ROBERTS    FINE    ERASER 

COMPOUNDS 
The  refined  rubber  is  again  run  on  the  heavy 
roll's  and  into  it  are  worked  chemicals  and  pig- 
ments of  qualities  and  proportions  that,  in  com- 
bination with  rubber,  produce  in  the  Weldon 
Roberts  products  the  finest  erosive  and  lasting 
properties. 

V. 
WELDON    ROBERTS    ERASERS    BEFORE 
CLEANING   AND   FINISHING 
The  Weldon  Roberts  Specially  Prepared  Rub- 
ber is  sheeted,  pressed  and  vulcanized,  and  then 
cut  into  the  various  shapes  and  sizes  best  adapt- 
ed to  erasive  work. 

The  samples  shown  are  ready  for  finishing. 
The  wide-awake  stationer  should  secure  a  set  for  win- 
dow display  in  connection  with  high  quality  products. 


How  to  Meet  Rising  Costs 

Some  Results  of  an  Investigation  Among  Forty-three   Representative   Booksellers   of 

America. 


THERE  is  an  article,  by  John  McCulloagh,  in  the 
March  issue  of  System,  that  is  worthy  of  the  close 
attention  of  Canadian  booksellers,  because  it  deals 
with  their  own  particular  trade.  The  article  represents 
an  investigation  in  person  and  by  mail  among  several 
hundred  of  the  leading  book  stores  of  the  United  States 
and  analyses  the  policies  of  the  43  of  these  concerns  which 
the  investigation  showed  to  be  most  effectively  meeting 
competition  and  rising  costs. 

Following  are  some  extracts  from  this  valuable  article: 
In  the  first  place,  the  various  titles  and  editions  of 
books — literally  thousands  of  items  on  their  shelves. 
Each  item  has  to  be  bought  on  its  merits.  Otherwise  it 
may  become  a  shelf-clinger  and  cause  a  direct  loss  in 
profit?. 

In  the  second  place,  after  these  items  are  selected, 
they  must  be  watched  with  particular  care  if  they  are  to 
move  rapidly.  With  so  many  items  it  is  easy  for  dead 
stock  to  accumulate.  Definite  steps  must  be  taken,  there- 
fore, to  keep  each  item  selling. 

In  the  third  place,  the  sales  of  the  average  salesman 
in  a  book  store  are  comparatively  small,  yet  the  salesman 
must  be  well  trained  and  pretty  thoroughly  acquainted 
with  a  large  and  varied  stock.  Unusual  methods  of  train- 
ing are,  therefore,  often  found  necessary. 

First  of  all  comes  the  problem  of  buying.  In  this  con- 
nection it  is  interesting  to  note  the  five  general  rules 
which  an  Indiana  merchant  has  worked  out  for  li is  guid- 
ance.   He  says: 

"1.  We  place  no  stock  order  without  having  at  hand 
every  possible  amount  of  data  to  help  us  foreshadow  the 
coming  demand.  We  always  check  our  orders  against 
the  orders  for  the. same  season  of  the  previous  year. 

"2.  In  placing  orders  for  new  hooks,  we  get  every 
possible  bit  of  advance  information  we  can  lay  our  hands 
on.  If  we  are  not  satisfied  with  what  we  learn,  we  do  not 
jump  too  far. 

"3.  We  make  a  special  point  of  getting  the  suggestions 
of  our  salesmen  when  we  are  placing  our  orders.  Not 
only  is  the  added  information  which  they  can  give  us 
valuable,  but  also  they  sell  more  readily  those  items  they 
have  had  a  share  in  buying. 

"4.  News  items  and  all  sources  that  will  give  us  a  line 
on  public  demand  are  followed  very  closely.  Often  we 
can  anticipate  a  coniino-  demand.  For  instance,  just  at 
present  there  is  a  keen  interest  in  the  study  of  Spanish. 
By  getting  wind  of  this  demand  early,  we  were  able  to 
line  up  the  best  books,  put  them  on  our  shelves,  and  make 
some  extremely  rapid  turns. 

"5.  We  always  try  to  be  well  stocked  on  the  common- 
place but  staple  articles  that  practically  sell  themselves. 
I  refer  to  books  on  cooking,  etiquette,  letter-writing,  and 
the  like." 

Close  observance  of  these  five  general  rules  is  in  good 
part  responsible  for  the  fact  that  this  merchant  turns  his 
stock  4.6  times  a  year.  The  average  rate  of  turnover 
anion?  book  stores,  as  the  figures  on  page  260  show,  is 
only  2.65.  Two  extra  turns  a  year  are  well  worth  the  best 
efforts  of  any  merchant,  no  matter  what  line  of  business 
he  is  in. 

Buying  Methods    That    are  Partly    Responsible  for  an 
Unusual  Rate  of  Turnover 
Here  is  what  another  merchant,  who  makes  the  even 
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better  record  of  five  turns  a  year,  says  about  his  buying 
methods: 

"We  -buy  our  books  for  the  public,  and  district  lib- 
raries and  schools  largely  on  record.  These  classes  of 
books  are  fairly  well  standardized,  and  the  demand  runs 
pretty  even.  Our  records  on  the  purchases  and  sales  of 
previous  years  serve  as  our  guide. 

"One  point  that  we  especially  watch  in  connection 
with  this  type  of  books  is  the  popular  text  books  that  are 
going  out  of  print  in  one  or  all  editions.  When  books  of 
this  type  are  about  to  be  exhausted,  we  often  buy  to 
satisfy  the  demand  which  arises  later.  This  we  can  do 
safely  when  the  buyer  is  in  possession  of  the  full  facts — 
when  he  knows  why  the  book  is  going  out  of  print,  for 
what  purpose  it  has  been  used,  its  popularity,  and  what 
is  to  take  its  place.  In  a  number  of  instances  we  have 
thus  anticipated  the  demand  for  a  book,  and  have  made  a 
nice  margin  of  profit  which  we  otherwise  might  not  have 
secured. 

Some  Ways  to  Judge  How  Well  a  Book  Will  Probably 

Sell 

"The  real  test  in  buying  books  comes,  however,  in  the 
'miscellaneous'  classes.  This  includes  popular  fiction. 
Here,  what  the  buyer  practically  has  to  do  is  to  judge  in 
advance  the  probable  vagaries  of  the  reading  public's 
fancy. 

"Of  course,  no  buyer  can  guess  right  all  the  time,  but 
there  are  a  few  simple  methods  by  which  in  part  we  judge 
such  a  book.  These  methods  are  negative,  rather  than 
positive.  We  discard,  for  instance,  what  we  are  pretty 
sure  will  not  sell.  A  publisher  may  bring  out  what  we 
call  a  'padded  book.'  This  may  be  built  with  extra  wide 
margins,  and  be  printed  on  heavy  paper  stock,  with  the 
pages  deckle-edged.  The  type  perhaps  is  large  and  there 
is  little  of  it  on  a  page.  Usually  such  a  book  is  beauti- 
fully illustrated.  In  appearance  it  is  splendid.  But  get 
into  the  real  meat  of  the  story,  and  you  may  find  only  a 
fifty-cent  pot-boiler,  for  which  the  publisher  asks  $1.35. 
Our  experience  has  been  that  such  books  die  quickly  in 
public  favor. 

"I  have  saved  myself  and  our  firm,  or  rather  have  'been 
saved  in  a  number  of  instances  by  cultivating  the  friend- 
ship of  the  travelling  representatives  of  the  publishers. 
It  pays  to  know  these  men  more  than  commonly  well. 
Their  business  is  to  sell  books.  The  larger  your  order,  the 
larger  your  discount  will  be  with  a  number  of  publishers; 
and,  of  course,  the  more  is  the  profit  for  the  publishing 
house  and  the  travelling  man.  But  the  really  good  sales- 
man, after  all,  wants  your  business  on  'the  long  pull.'  If 
you  have  proved  friendly  to  him  as  a  buyer,  it  is  very 
much  to  his  interest  to  protect  you  whenever  he  can.  He 
wants  your  business  next  year,  and  five  years  from  now. 
and  he  wants  a  lot  of  it  exclusively  on  standard  mer- 
chandise. Therefore,  we  find  that  if  he  knows  of  a  tip 
which  may  help  us,  he  is  pretty  sure  to  slip  it  along; 
especially  when  we  have  been  friendly  with  him. 

"Every  year  there  are  from  ten  to  fifteen  new  books 
brought  out  which  are  bound  to  be  more  or  less  successful, 
and  these  are  the  books  on  which  a  buyer  may  mildly 
plunge  with  some  feeling  of  security.  They  are  books  by 
the  most  popular  authors.  They  not  only  have  the  adver- 
tising of  the  publisher  behind  them,  but  they  have  the 
reputation  of  an  author  whose  other  work  has  been  tested 
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against  public  opinion.  Even  so  there  is  the  danger  that 
public  opinion  has  charmed.  There  is  but  one  safe  rule. 
That  is,  don't  overbuy. 

"In  my  experience-  it  does  not  pay  to  work  on  a 
quantity  theory.  Extra  discounts  look  pretty  fine  on  the 
priilit  side  of  the  ledger;  but  they  don't  kelp  out  if  the 
books  will  not  sell.  We  rely  on  small  quantity  buying. 
By  following  .this  method  carefully  we  have  saved  our- 
selves from  many  losses,  and  we  have  had  little  trouble 
in  getting  books  when  we  needed  them." 

The  experience  and  methods  of  these  two  merchants 
are  typical  of  the  attitude  on  buying  taken  by  many  of 
the  more  successful  booksellers.  Most  of  them  agree  that 
it  is  unwise  to  bank  heavily  on  "picking  the  winners'" 
ahead  of  time,  but  it  is  a  mighty  good  policy  to  get  in 
early  when  the  demand  is  coming.  It  is  better  in  the  long 
run  to  buy  in  fairly  small  quantities,  most  of  the  mer- 
chants agree,  and  order  often;  keep  the  stock  moving; 
and  if  it  is  necessary  to  take  a  loss  it  is  better  to  take  it 
early,  when  it  will  represent  a  minimum  amount  of  actual 
loss  and  will  not  keep  money  tied  up  permanently  in  stock 
that  is  not  selling  well. 

Some  of  the  Methods  That  Improve  Rate  of  Turnover 
This  brings   up  the  second   problem  which  merchants 
tind  it  important  to  keep  always  in  mind — what  methods 
they  can  use  to  make  the  hundreds  of  items  in  stock  mow. 
rapidly. 

One  merchant  finds,  in  this  connection,  that  it  is  im- 
perative for  him  to  know  regularly  just  what  he  is  ac- 
tually doing  in  his  store.  In  order  that  he  may  have  this 
information  regularly  and  in  convenient  shape,  he  has 
made  out  a  monthly  report  sheet.  It  shows  the  estimated 
stock  on  hand,  the  purchases  for  the  month,  the  actual 
expenses,  the  gross  sales,  the  cost  of  sales,  and  the  kind 
of  sales,  classified  in  three  groups. 

The  first  of  these  groups  represents  the  regular  book 
sales;  the  second  consists  of  library  sales;  and  the  third 
consists  of  "discount"  and  school  book  sales.  Through 
years  of  experience,  this  merchant  has  ascertained  his 
average  eross  profit  on  each  group  of  sales  and  with  these 
percent  a  res  as  guides,  he  can  tell  pretty  accurately  in  any 
month  just  what  is  his  net  profit  on  any  particular  class 
of  goods  and  where  his  inventory  stands. 

One  little  method  which  this  merchant  uses  has  proved 
quite  effective  in  advertising  the  store  at  almost  no  cost. 
He  sells  extensively  to  libraries  in  the  state  in  which  he 
does  business.  In  each  book  sold  to  a  library  he  lias  the 
shippers  paste  a  small  slip  bearing  the  trade  mark  of  the 
"company.     This  furnishes  quite  a  little  publicity. 

"I  have  found  it  important,"  says  this  merchant,  "to 
have  easily  approached  shelves,  so  that  the  classified  stock 
may  turn  rapidly.  We  used  to  have  regular  counters,  be- 
hind which  the.  salesmen  stayed;  and  if  a  customer  by 
some  chance  wandered  behind  the  counter  to  look  at  some 
title  on  the  shelves,  he  probably  found  himself  apologiz- 
ing to  a  salesman  for  being  behind  there.  Now  we  have 
changed  the  arrangement  of  the  aisles  and  anybody  is  at 
liberty  to  walk  straight  up  to  any  shelf  in  the  store,  and 
to  examine  as  many  books  as  he  likes.  Many  customers 
come  in  and  'browse,.'  and  sell  themselves. 

"We  also  take  particular  care  to  change  our  displays 
as  often  as  possible,  so  that  no  line  may  become  stagnant. 
A  frequent  change  in  displays  has  the  effect  of  keeping 
customers  coming  They  see  something  new  almost  every 
time  thev  are  in  the  store,  and  naturally  they  get  the  im- 
prssion  that  we  are  thoroughly  up-to-date." 

How  One  Merchant  Keeps  Slow-Moving  Books  Off  His 
Shelves 
The  value  'of  frequent  special  sales  seems  doubtful  to 
many   of   the   merchants,   although   some   find   occasional 
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sales  extremely  helpful  as  a  means  of  keeping  the  stock 
fresh.  A  Minnesota  merchant  regularly  holds  one  big 
sale  in  January.  This  is  well  advertised  in  the  local 
papers;  and,  as  the  concern  has  quite  a  number  of  out- 
of-town  customers,  lists  of  the  books  offered  for  sale  are 
sent  to  them. 

Previous  to  this  sale  the  merchant  goes  through  his 
entire  stock.  Every  book  for  which  the  demand  has 
slackened  is  included  at  a  price  which  is  sure  to  move  it 
Of  course,  there  are  some  staples  which  are  always  good ; 
they  are  much  the  same  as  the  sugar  and  flour  of  the 
grocery.  These  books  are  not  included.  Everything  else 
goes. 

During  the  sale  all  of  the  books  are  placed  on  tables. 
Each  table  is  marked  with  a  single  price  only.  Two-dollar 
books  which  have  not  proved  good  sellers  may  go  as  low 
as  fifty  cents,  or  even  a  quarter.  Others,  which  are  merely 
slowing  up,  are  reduced  just  enough  to  move  them  during 
tlie  sale.  These  tables  are  placed  well  toward  the  back  of 
the  store,  and  special  care  is  taken  to  display  new  books 
and  standard  works  where  people  can  not  help  but  notice 
them  as  they  pass  down  the  aisles  to  the  sale  section. 

When  his  sale  is  over,  this  merchant  does  not  send 
back  to  the  stock  rooms  the  books  left  on  the  tables.  The 
stock  rooms  have  in  the  meantime  been  cleaned  out  and 
are  ready  to  receive  new  merchandise.  So  the  merchant 
calls  in  a  number  of  second-hand  book  store  men  and  gets 
them  to  bid  on  whatever  is  left  at  the  best  price  he  can 
get.  Last  year  the  merchant  cleared  out  more  than  $500 
worth  of  books  left  from  the  January  sale,  at  fifteen  cents 
a  copy.  His  worries  on  dead  stock  were  over.  And,  as  a 
matter  of  fact,  he  did  not  lose  any  money  on  the  books 
that  went  to  the  second-hand  man.  Those  books  cost  an 
average  of  121  ^  cents  each,  and  he  sold  them  at  15  cents. 
Still  another  merchant  has  a  table  on  which  he  regularly 
places  all  items  which  appear  to  be  moving  slowly.  He 
calls  this  his  "bargain  table.'"  The  bargains  are  never 
advertised.  Customers  come  into  the  store  and  find  the 
table  for  themselves,  note  the  prices,  and  often  will  sell 
the  goods  to  themselves  without  requiring  the  attention  of 
a  salesman  except  to  take  the  money. 

The  merchant  selects  the  books  for  this  table  by  goins 
through  his  stock  constantly,  and  watching  for  the  slow 
items.  If  he  is  in  doubt  about  how  long  any  book  has 
been  in  the  store,  he  can  inform  himself  immediately  by 
referring  to  the  fly-leaf.  He  has  a  method  of  dating 
which  tells  the  year  and  month  when  the  book  was  re- 
ceived. A  book  marked  1411,  for  instance,  was  placed  in 
stock  November,  1914.  The  year  is  placed  first,  simply 
because  it  is  easier  that  way  to  tell  at  a  glance  whether 
or  not  a  book  has  been  on  hand  a  long  time. 

"During  the  summer  months,  when  business  is  in- 
clined to  slow  up,"  says  another  merchant,  "we  help 
sales  along  by  going  over  our  mailing  lists.  We  check  up 
the  names  of  all  customers  from  whom  we  have  not  re- 
ceived orders  for  some  time.  We  write  a  personal  letter 
to  each  one  to  find  out,  if  possible,  the  reason  for  the  lack 
of  orders.  These  letters  are  pretty  sure  to  bring  attrac- 
tive results,  either  in  actual  sales,  or  in  inquiries  regard- 
in?  our  merchandise;  and  at  times  we  receive  complaints 
which  we  had  not  known  existed.  The  opportunity  to  set 
a  dissatisfied  customer  right  is  worth  quite  a  bit,  we  be- 
lieve." 

To  Get  Business  by  Mail 
This  merchant  finds  his  mailing  list  an  important 
source  of  sales.  He  gets  many  orders  by  mail,  by  means 
of  the  catalogue  which  he  regularly  mails  out.  The  lists 
are  carefully  prepared.  For  instance,  he  buvs  lists  of 
teachers  each  fall  from  the  county  superintendents.  Other 
lists  are  made  up  of  customers,  or  are  purchased  from 
various  sources. 
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Each  name  is  kept  on  a  separate  card.  All  sales  are 
recorded,  together  with  the  date  and  the  amount.  If  a 
name  remains  inactive  for  some  time,  an  effort  is  made 
even  before  the  slack  summer  season  to  find  out  the 
reason.  If  no  reason  is  forthcoming,  and  there  are  no 
further  orders,  the  name  is  removed  from  the  list. 

This  merchant  finds  it  well  worth  his  while  to  keep 
a  few  special  classified  lists,  containing  the  names  of  cus- 
tomers whose  tastes  as  book  buyers  are  well  known.  He 
says  that  the  need  of  such  lists  was  brought  home  to  him 
a  few  years  ago  by  a  customer.  This  customer  was  in- 
terested in  ceramics.  She  was  eager  to  buy  every  book 
that  was  published  on  the  subject.  She  made  her  tastes 
known  to  the  salesmen  in  all  the  book  stores  of  her  home 
city,  but  in  the  course  of  several  years  she  had  never 
received  notice  from  one  of  the  stores  about  the  appear- 
ance of  new  books  dealing  with  the  subject  in  which  she- 
was  interested.  This  in  spite  of  the  fact  that  she  was  an 
excellent  customer,  and  bought  heavily. 

As  a  result  of  his  talk  with  this  customer  and  his  per- 
ception of  the  need,  the  merchant  started  his  classified 
lists.  He  kept  these  lists  small  at  first,  building  them  up 
slowly  as  he  learned  the  tastes  of  various  customers.  He 
now  is  able,  when  he  gets  a  shipment  of  books,  to  select 
several  which  are  almost  certain  to  appeal  to  some  of 
these  customers.  Letters  telling  of  the  arrival  of  the 
books  usually  bring  personal  calls  or  mail  orders. 

Closely  allied  with  the  problems  of  moving  the  stock 
is  the  general  question  of  training  salesmen.  In  spite  of 
the  thousands  of  titles  on  the  shelves  the  salesmen  must 
be  able  to  help  the  customer  who  does  not  know  just  what 
he  wants;  he  must  be  familiar,  in  a  general  way,  with  the 
contents  of  the  new  books,  and  know  a  good  deal  about 
literary  history;  and  he  must  have  a  certain  taste  of  his 
own  in  books.  Otherwise,  he  may  be  merely  an  order 
taker. 

Meetings  Help  Train  Employees 

In  order  to  train  his  men,  one  merchant  holds  regular 
meetings.  He  has  three  distinct  puqxises  in  holding 
meetings,  and  three  kinds  of  meetings.  One,  at  which  all 
the  salespeople  are  present,  takes  place  every  two  weeks. 
This  meeting  is  for  purely  educational  purposes.  The 
merchant  gives  talks  about  specific  books,  or  certain  classes 
of  books,  which  the  salespeople  are  selling  every  day.  For 
instance,  he  devoted  three  meetings  to  the  novel.  In  the 
course  of  these  three  meetings  he  mentioned  specific  books 
which  stood  on  the  shelves  of  the  store,  and  which  repre- 
sented tendencies  in  the  development  of  the  novel.  At 
another  time  he  devoted  several  meetings  to  a  book  on 
salesmanship,  with  the  idea  of  helping  the  salespeople 
sell  that  particular  book,  and  also  to  give  them  some  idea 
of  the  fundamental  principles  behind  successful  selling. 

A  second  kind  of  meeting  is  held  by  this  merchant 
every  Tuesday  morning.  The  merchant  has  keenly  felt 
that  he,  as  the  buyer,  gets  a  lot  of  information  about 
current  news  in  the  book  trade  which  would  probably  sift 
down  to  the  salespeople  only  after  weeks  or  months,  if  it 
were  to  reach  them  indirectly.  So  he  started  the  Tuesday 
morning  meetings.  He  takes  the  part  of  the  salespeople 
from  the  floor  at  one  time,  and  part  at  another  time,  in 
order  not  to  interrupt  business.  During  the  week,  in  the 
course  of  his  talks  with  travelling  salesmen  and  from 
other  sources  open  to  him,  he  has  collected  in  a  folder  the 
various  facts  he  wants  to  pass  alone:.  The  meeting  is 
taken  up  with  a  discussion  of  these  bits  of  news. 

The  third  kind  of  meeting  which  this  merchant  holds 
is  less  of  an  educational  nature.  It  is  held  on  the  last  day 
of  each  month,  and  in  the  half  hour  after  closing.  At  this 
meeting,  which  is  attended  by  every  employee,  the  mer- 
chant reviews  the  plans  which  he  made  at  the  first  of  the 
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month  just  past,  and  discusses  how  far  these  plans  have 
been  carried  out.  He  also  outlines  new  plans  for  the 
coming  month — tells  which  lines  he  wants  to  push,  what 
volume  of  sales  he  is  anxious  to  secure,  and  the  like. 

As  a  supplement  to  these  meetings,  the  merchant  keeps 
a  record  which  shows  him  just  what  each  of  the  sales- 
people is  doing.  The  book  gives  the  salesman's  record 
not  only  for  the  month  just  past,  but  also  for  the  corres- 
ponding months  of  the  previous  years.  In  this  way  the 
merchant  can  see  how  the  various  individuals  and  depart- 
ments afe  progressing.  Increased  sales  totals,  plus  in- 
creased conscientiousness  in  the  details  of  store  work, 
plus  increased  ability  to  work  together  with  the  whole  or- 
ganization taken  together,  make  for  increased  value  to 
the  firm. 

The  merchant  frequently  calls  the  salesmen  to  his  desk 
and  shows  them  their  records.  In  fact,  they  quite  often 
come  without  being  called,  because  they  are  eager  to  make 
the  best  possible  showing. 

So  much  for  some  of  the  methods  which  the  merchants 
are  using  to  buy  and  sell,  and  to  train  their  men.  The 
figures  on  this  page  indicate  the  average  costs  from  the 
43  more  efficient  book  stores  included  in  this  investiga- 
tion. The  total  cost  of  doing  business,  you  will  notice, 
averages  26.9  per  cent.  This  is  a  fairly  high  figure  com- 
pared with  the  costs  in  some  other  lines,  and  the  experi- 
ence of  quite  a  number  of  the  stores  indicated  that  it  can 
be  lowered  effectively  if  the  proper  steps  are  taken. 

For  instance,  one  merchant  is  doing  a  business  of  more 
than  $100,000  on  the  basis  of  23.8  per  cent.,  and  is  making 
a  very  satisfactory  profit.  Another  is  doing  an  even 
larger  volume  of  business  than  this  on  the  basis  of  19.2 
per  cent.  Still  another,  with  a  volume  of  $34,000  in  an- 
nual sales,  uses  only  18  per  cent,  of  this  amount  as  his 
cost  of  doing  business.  Several  stores  are  operating  on  a 
basis  around  23  per  cent.,  and  this  seems  to  be  a  clearly 
attainable  standard.  From  these  figures  it  seems  evident 
that  it  is  necessary  for  the  bookseller  to  watch  the 
corners  on  expense,  as  well  as  to  develop  the  best  methods 
of  buying  and  selling. 

Plans  for  Cutting  Expenses  Carefully 

It  may  be  interesting  here  to  tell  you  just  what  one 
merchant  is  doing  in  this  direction — his  cost  of  doing 
business  is  below  20  per  cent.,  so  his  methods  are  of 
especial  interest.     He  says: 

"Our  shipping  department  is  located  on  our  third 
floor.  Handling  small  freight  by  elevator  required  more 
time  and  trucking  than  seemed  right  to  us.  Our  handling 
charges  were  high.  We  began  looking  for  another  method 
of  handling  small  packages  which  did  not  require  so  much 
labor. 

"Simply  by  installing  a  steel  spiral  chute  we  have  re- 
duced materially  our  costs  in  this  department.  This 
chute  takes  a  box  weighing  up  to  350  pounds  and  delivers 
it  from  the  shipping  department  to  the  shipping  floor 
without  the  need  for  any  trucking.  If  will  pay  for  itself 
this  year.  The  freight  elevators  are  now  used  very  little- 
only  for  heavy,  bulky  boxes. 

"Another  saving  in  handling  charges  came  in  the  ar- 
rangement of  the  shipping  floor  itself.  Before  we  had  a 
new  addition — which  we  have  recently  built — completed, 
our  shipping  floor  was  below  the  floor  used  by  our  trucks 
and  wagons.  This  required  the  lifting  of  all  freight.  By 
raising  this  floor  to  a  level  with  trucks  and  wasrons, 
freiuht  can  now  be  moved  more  rapidly  and  with  con- 
siderably less  labor. 

"A  sprinkler  system  throughout  the  building  reduced 
our  insurance  rates  on  merchandise  from  $1.32  to  45  cents 
per  thousand,  and  saved  us  50'  per  cent,  on  our  building 
rates.  This  automatic  system  will  pay  for  itself  in  six 
vears. 
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"Another  big  saving  comes  in  having  men  work  in 
their  own  departments  only  after  they  have  mastered  the 
general  run  of  our  business.  They  increase  their  own 
efficiency  as  they  go  along.  We  keep  periodical  checks 
on  the  accuracy  and  speed  of  our  book  'pickers'  in  the 
stock  rooms,  as  well  as  on  our  stenographers.  They 
know  they  are  being  watched  in  a  friendly  way  and  they 
make  every  effort  to  increase  their  efficiency  between 
checking  periods. 

"Other  savings  worth  while  come  through  the  loyalty 
and  interest  which  all  our  employees  have  in  our  business. 
You  will  see  them  turning  off  lights  which  are  not  needed, 
being  careful  of  supplies,  and  in  reporting  anything  about 
the  building  which  needs  attention.  These  are  only  little 
things,  but  they  count. 

"Last  summer  some  of  our  employees  made  new  book 
trucks  out  of  old  packing  boxes  and  a  set  of  four  revolv- 
ing castors.  These  are  used  for  assembling  orders  in  the 
stuck  rooms  and  conveying  them  to  the  shipping  room. 
These  trucks  are  as  good  as  any  that  could  have  been 
purchased,  and  the  cost  is  covered  by  the  price  of  the 
castors. 

"Another  saving  comes  in  the  way  of  taking  addi- 
tional discounts.  Many  publishers  will  allow  us  extra 
discounts  for  cash  in  advance.  In  September  we  dis- 
counted our  bills  with  a  number  of  publishers  in  advance 
up  to  February  of  next  year.  On  one  bill  this  netted  us 
an  additional  discount  of  5  per  cent.,  which  amounted  to 
$157.50  extra  saving  on  an  order  of  $7,000. 

"It  is  often  the  little  savings  that  turn  the  balance 
at  the  end  of  the  year,  when  the  profit  and  loss  statement 
is  being  figured.  It  pays  to  watch  these  'tag-ends.'  as 
well  as  the  larger  problems  of  merchandising." 


THE   PROBLEM   OF   QUICK   TURNOVER 

Retail  Merchants  Interested  in  Merchandise  and  Labor 
Turnover— Importance  of  Quick  Turnover 

TWO  distinct  kinds  of  turnover  which  are  extemely 
interesting  to  the  retail  merchant  are:  Merchandise 
turnover  and  Labor  turnover.  The  former  is  the 
process  of  selling  a  volume  of  goods  at  small  profits  often 
repeated.  The  old  idea  in  retailing  was  to  get  the  greatest 
possible  profit  on  each  transaction,  depending  on  the  size 
of  that  profit  on  each  sale  to  bring  the  total  to  a  satisfac- 
tory point.  The  new  idea  is  simply  to  sell  more  articles 
at  a  small  profit  to  accomplish  the' same  end. 

The  word  "turnover"  lias  been  given  a  very  wide 
usage  owing  to  the  strong  tendency  of  progressive  mer- 
chants to  seek  a  frequent  shifting  of  stock  through  a 
large  number  of  individual  sales,  and  many  merchant? 
have  become  so  thoroughly  impressed  with  the  possibili- 
ties in  frequent  turnover  that  they  will  not  permit  mer- 
chandise to  remain  on  their  shelves  which  does  not  show 
"signs  of  life."  Tf  they  find  that  they  have  bought  a 
"sticker"  they  will  have  a  special  sale  on  the  item,  cut 
the  price  to  a  point  where  there  is  practically  no  profit 
left,  and  then  take  a  mental  oath  not  to  get  caught  with 
that  particular  item  again.  The  merchant  quite  frequently 
goes  to  extremes  in  his  desire  for  a  turnover,  but  that  ten- 
dency is  much  less  dangerous  than  the  temptation  to  look 
for  larger  profit  lines. 

Importance  of  Quick  Turnover 

All  authorities  agree  that  the  biggest  truth  in  retail 
merchandising  is  that  of  quick  turnover,  and  is  the  one 
straight  road  to  mercantile  success.  Slow  moving  stock 
is,  a  liability,  while  healthy,  active  stock  is  an  asset.  You 
probably  admit  this  without  argument,  but  it  is  not  al- 
ways so  simple  to  determine  which   line  of  merchandise 


or  which  article  is  going  to  fall  in  the  asset  class  after 
you  have  paid  freight  and  put  it  on  your  shelf.  Every 
manufacturer,  no  matter  what  advertising  plan  he  follows, 
is  bound  to  claim  that  his  goods  will  move  faster  from 
your  shelves  than  those  of  his  competitors.  He  knows 
that  you  want  quick  turnover.  He  realizes  perfectly  that 
the  well  advertised  merchandise  sells  faster  and  with 
less  effort  on  the  part  of  yourself  and  your  sales  people. 

The  surest  way  to  tell  which  merchandise  moves  well, 
and  which  develops  into  a  "sticker,"  is  to  watch  your  re- 
orders on  certain  lines  and  observe  what  goods  are  asked 
for  by  the  customers.  Some  very  successful  retailers  have 
a  system  of  colored  labels.  When  the  merchandise  comes 
in  fresh  and  clean,  a  green  label  is  put  on  each  of  the 
boxes;  at  the  end  of  thirty  days  a  yellow  label  is  planted 
on  top  of  the  green  label ;  at  the  end  of  sixty  days  a  red 
label  is  put  on  those  boxes  remaining,  and  the  merchant 
knows  immediately  that  goods  in  these  boxes  like  his 
society  to  the  extent  of  staying  with  him  for  sixty  days 
at  least. 

Slow  Moving  Merchandise 

Needless  to  say  there  are  some  lines  of  merchandise 
that  move  slowly  naturally,  but  if  this  test  is  made  on 
competing  lines,  the  merchant  will  have  little  difficulty 
deciding  which  of  the  two  gives  him  the  quickest  turn- 
over. A  well-kept  inventory  will,  of  course,  give  th« 
same  result,  and  its  use  has  so  many  other  advantages 
that  no  progressive  merchant  will  be  without  it.  Guessing 
at  the  turnover  on  any  line  of  goods  should  never  be 
guessed  at,  but  should  be  known  absolutely. 

The  other  kind  of  turnover  is  commonly  called  Labor 
turnover,  and  lias  to  do  with  the  human  element  instead 
of  the  merchandise.  When  you  employ  a  bookkeeper,  a 
stenographer  or  a  salesman,  and  give  up  a  certain  amount 
of  time  in  order  to  teach  him  your  ways,  the  kind  of 
goods  you  sell  and  the  way  you  treat  your  customers,  you 
have  an  investment  in  that  mdn  which  is  not  always  in 
direct  proportion  to  his  salary.  It  has  cost  you  some- 
thing to  teach  him  these  things,  and  that  expenditure  can 
only  be  repaid  by  conscientious  effort  on  his  part.  If  you 
don't  believe  that  this  is  true,  stop  and  think  what  would 
happen  if  your  whole  staff  of  well  trained  employees 
should  suddenly  depart  and  leave  you  to  train  those  suc- 
ceeding to  their  positions.  Your  imagination  will  readily 
tell  you  that  every  employee  in  your  organization  is  an 
investment  and  should  be  treated  as  such. 

Many  employers  seem  to  feel  that  one  of  the  chief 
joys  of  proprietorship  is  the  authority  which  enables 
them  to  fire  their  employees  or  treat  them  in  such  a  way 
that  they  don't  wait  to  be  fired.  If  such  men  would  stop 
and  consider  the  amount  of  money  they  were  taking  out 
of  their  plants  every  time  they  discharged  someone,  their 
profits  would  be  larger  and  their  pay  roll  mortality  less. 

Labor  Turnover  a  Big  Factor  in  Profits 
The  importance  of  Labor  turnover  is  recognized  not 
only  by  successful  managers  of  ljrge  institutions,  but  by 
banks  who  are  called  upon  to  make  loans.  In  these  days 
of  scientific  business,  it  is  not  at  all  uncommon  for  in- 
vestigators to  find  a  cause  for  other  irregularities  through 
the  fact  that  an  institution  is  unable  to  hold  its  people. 
One  of  the  biggest  steel  companies  in  the  country  points 
with  the  greatest  pride  possible  to  a  large  decrease  in 
labor  turnover  in  the  last  five  years,  and  they  are  quite 
willing  to  admit  that  their  large  dividend  showing  is 
largely  due  to  the  greater  efficiency  obtained  by  holdim; 
the  employees  who  have  cost  them  good  money  to  educate. 
When  there  is  personal  contact  between  employer  ami 
employee,  it  should  be  a  comparatively  simple  matter  to 
keep  down  Labor  turnover  and  the  same  things  which 
produce  this  result  have  a  tendency  to  make  more  loyalt\ 
and  better  working  spirit  in  your  organization. 
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New  British  Toys 

Large   Exhibit   at   Manchester — Adjustable   Velocipede — 

Soldiers  at  Military  Tactics — Traveling  Rockers — 

All  Except  Old  Dolls'   Heads 

TOYS  now  on  exhibition  in  Manchester,  England, 
are  interesting'  with  regard  to  offerings  for  the 
1917  trade.  While  the  range  is  tremendous,  models 
are  for  the  most  part  old  ideas  worked  over  again  re- 
painted and  frequently  improved.  The  big  business  done 
last  year  is  expected  to  be  equalled  this  year.  Dolls  seem 
to  be  the  aim  of  almost  every  toy  maker  and  a  vast  and 
varied  collection  might  be  made  by  selecting  even  one 
model  from  each  firm.  As  a  result,  dolls  are  improving 
and  are  selling  rapidly.  Some  Italian  dolls  are  shown 
with  closing  eyes;  plush  animals  of  various  types  are 
shown  despite  the  high  price  of  plush.  Construction  toys, 
mechanical  and  wooden  toys,  with  dolls,  constitute  the 
leading  lines. 

Indoor  games  and  wooden  articles  are  remarkably 
fine  this  year.  Indeed  the  exhibitors  are  of  the  opinion 
that  practically  every  line  formerly  imported  from  Ger- 
many is  now  made  in  England,  better  and  more  attractive 
than  any  of  those  ever  turned  out  by  Germany  and  not- 
withstanding the  high  cost  of  materials,  at  remarkably 
low  prices.  Perhaps  dolls'  heads  are  not  yet  up  to  the 
best  German-made  heads,  but  they  bid  fair  to  place  the 
British-made  article  in  the  premier  position  in  the  very 
near  future.  i 

Electrical  toys  are  better  than  ever  and  demonstrate 
clearly  to  the  small  child  the  principle  upon  which  the 
bulk  of  everyday  industry  is  based. 

Among  the  latest  toy  inventions  patented  is  a  new 
velocipede,  adjustable  for  different-sized  children;  there 
is  also  a  rocking  horse  which  really  travels;  the  rockers 
are  in  two  sections,  one  being  secured  to  the  horse's  hind 


MADONNA   AND   CHILD. 

A  new  production  by  the  capable  American  artist, 
Jessie  Willeox  Smith. 
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legs,  the  other  to  the  front,  so  that  when  the  horse  rocks 
forward  the  hind  part  slides  forward  on  the  rockers  and 
in  the  reverse  movement  a  spring-  causes  the  rockers  to 
slide  forward,  by  means  of  a  latch  these  travels  may  be 
prevented.  A  skipping  doll;  a  dancing  doll;  soldiers'  per- 
forming military  tactics  race  games,  puzzles,  new  guns, 
swords,  etc.,  are  also  among  the  latest  inventions  re- 
corded. 

NEW  JAPANESE  TOYS 

The  Japanese  toy  output  continues  in  a  vast  variety 
of  small,  cheap  articles.  This  year  the  range  of  mechani- 
cal toys  shows  a  number  of  additions  since  last  season. 
One  novelty  is  a  set  of  tiny  racing  autos.  They  are  about 
three  inches  in  length,  made  of  painted  tin.  One  push-pin 
starts  the  set  of  four  off  at  once. 

Many  other  Japanese  articles  are  shown  imitative  of 
pre-war  German  goods  such  as  lithographed  tin  pails, 
basins,  shovels,  wash  sets,  etc.  Novelty  games  played  with 
wooden  rings,  celluloid  balls,  nets,  etc.,  are  also  offered. 

New  York  Toy  Fair 

Real  Chemical  Wagon  to  Put  Out  Fires  —  Based  on  Bed- 
Time  Stories  —  Demand  for  Larger  and 
More  Realistic  Toys 

TOY  makers  are  working  with  greater  vigor  than 
ever  before  to  turn  out  such  toys  as  will  secure  a 
big  home  market  as  well  as  increase  the  foreign 
market  for  their  goods  regardless  of  war  conditions.  In 
many  new  lines  of  novelties,  improvement  is  evident  at 
the  Toy  Fair,  held  last  month  in  New  York.  Construc- 
tion toys  have  met  with  such  decided  success  that  every 
exhibit  brings  out  something  new  in  that  line.  Such  ar- 
ticles as  automobiles,  trains,  war  vessels  of  all  sorts,  and 
war  toys  for  "land"  fighting  are  attracting  very  great 
interest.  One  new  model  is  an  artillery  wagon  with  a 
driver,  team  and  detachable  gun  carriage.  A  new  pas- 
senger and  freight  station  for  the  "American  Flyer"  is 
the  pride  of  the  firm  which  makes  it.  There  is  a  real 
motor  boat  of  finely  finished  mahogany  with  electric  mo- 
tor and  screw  propeller,  also  electric  war  vessels  which 
retail  from  $6.75  to  $25.00  each. 

Then  a  chemical  wagon  is  capable  of  putting  out  a 
real  fire  if  it  is  still  at  its  beginning,  the  wagon  has  a 
5-gallon  tank,  force  pump,  hose,  and  scaling  ladder  and 
retails  at  about  $20. 

Makers  say  there  is  a  market  open  for  larger  and 
more  expensive  toys  generally  than  have  been  produced  so 
far.  Such  "moving"  models  as  a  compound  merry-go- 
round;  machine  shop  with  trip  hammer,  and  Ferris  wheel 
built  to  revolve  by  air  pressure,  are  new. 

Other  novelties  include  a  Charlie  Chaplin  doll  and 
book;  a  Ford  wheelbarrow,  a  hydroproof  racket;  five  sizes 
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of  kitchen  cabinet,  complete  with  utensils  and  groceries: 
150  styles  of  moving-eye  composition  dolls;  musical 
games;  cars,  wagons,  puzzles,  etc. 

The  "20th  'Century  Crusader"  is  a  horseman  on  an 
18-inch  grooved  wood  base  projected  from  back  to  front 
by  rubber  springs;  he  spears  a  swinging  hoop  in  front  of 
him. 

Playthings  hased  on  the  well-known  "bed-time 
stories'"  are  original  and  well  made;  they  include  all  the 
characters  known  through  the  stories. 

Articles  made  of  California  red-wood  are  interesting 
and  do  much  to  advertise  the  resources  of  their  birth- 
place. 

LEGISLATORS  FROWN  ON  ELECTRIC  TOYS 

Winnipeg. — The  law  amendments  committee  took  the 
joy  out  of  life  to-day  from  hundreds  of  Manitoba  kiddies 
who  have  been  having  fun  with  electrically-operated  toys. 

The  committee  considered  a  suggestion  to  restrict  the 
sale  of  certain  electrical  appliances,  such  as  transformers 
which  modified  the  electric  current  that  runs  through  the 


wires  so  that  the  voltage  is  low  enough  to  run  the  tiny 
motors  in  toy  trains  and  other  similar  devices. 

These  contrivances,  it  was  declared,  are  dangerous. 

Their  sale,  therefore,  will  be  restricted.  The  committee, 
however,  arranged  for  an  appeal,  in  any  case  of  this  kind, 
to  the  public  utilities  commissioner. 

A  NEW  ERASER 

An  illustration  is  shown  here  of  an  attractive  new 
eraser  .just  brought  out  by  Waldon  Roberts  called  "Cora- 


line,"  a  specimen  of  which  has  reached  ye  editor.  The 
material  is  soft  and  pliable  and  the  eraser  does  eleaft 
work. 


Should  Manufacturers  Make  Prices? 

Opinions  on  a  Live  Subject — Knowles  Bill  Being  Opposed  in  Many  Quarters — How  it 
Affects  the  Retailer — Opinions  Wanted  from  Readers. 


THE  great  majority  of  men  in  Canada  are  not  able  to 
talk  intelligently  on  the  Subject  of  price  maintenance 
— for  the  good  and  simple  reason  that  this  is  a  semi- 
technical  subject,  and  one  that  has  not  commonly  or  acute- 
ly come  up  for  study.  Among  advertising  men,  especially 
advertising  managers  of  firms  making  a  standardized, 
identified  product,  marketed  with  the  aid  of  advertising; 
and  among  manufacturers  of  a  trade-marked  product  of 
high  quality,  the  subject  of  fixed  re-sale  prices  has  for  a 
long  time  been  one  of  prime  concern.  But  for  the  general 
run  of  men,  price  maintenance  as  a  name  and  proposition 
is  without  significance. 

Because  of  all  this,  BOOKSELLER  AND  STATIONER 
proposes  to  provide  here  and  now  some  information  and 
opinion  on  the  matter  of  price  maintenance  of  the  manu- 
facturer's claimed  right  to  fix  and  enforce  the  price  at 
which  his  product  shall  be  retailed. 

Some  Illustrative  Examples 

The  subject  of  price  maintenance  will  take  on  greater 
clarity  for  many  minds  if  we  make  its  applications  and 
relations  specific.  Examples  of  fixed  re-sale  prices — fixed, 
that  is,  by  the  manufacturer — are: — 

Several  brands  of  collars,  two  for  30  cents. 

Columbia  Grafonplas,  $15  to  $350. 

Waterman  fountain  pens,  $2.50. 

Belding's  silk  fabrics,  $1.25  to  $2.50. 

Jiffy-Jell,  two  packages  for  25c. 

Palmolive  specialties,  25c  and  50c. 

Overland  motor  cars,  $665. 

Pears'  Soap,  15c. 

And  so  on,  and  so  on. 

The  prices  indicated  in  the  above  examples  are  adver- 
tised prices — prices  stated  in  the  makers'  advertisements. 
But  it  does  not  follow,  in  every  instance,  that  these  fixed 
prices  are  enforced  prices. 

A  familiar  example  of  a  fixed  and  enforced  price  is  the 
Waterman  Fountain  Pen,  $2.50.  This  pen  is  sold  to  dealers 
only  on  specific  agreement  that  it  shall  be  retailed  at  the 
price  or  prices  fixed  by  the  makers.  Similarly  many  other 
advertised  lines  are  sold  to  dealers  with  an  agreement  by 
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which  the  dealer  contracts  to  sell  at  the  prices  fixed  by 
manufacturers.  In  many  other  cases,  the  price  fixed  and 
advertised  by  the  manufacturer  is  cut  by  the  dealer — not 
by  all  dealers,  but  by  some  who  hope  by  this  price-cutting 
to  attract  and  divert  trade. 

The  price  fixed  and  advertised  by  the  maker,  when  not 
enforced,  is  intended  to  assist  the  retailer  to  sell  the  price- 
fixed  article  with  greater  ease,  and  to  obtain  a  full  profit. 
It  is  intended  to  protect  the  consumer  against  an  exorbit- 
ant price— this  by  making  him  familiar  with  a  right  price. 
The  advertised  fixed  price  is  also  designed  to  facilitate  the 
sale  of  the  article  universally — by  making  the  price  uni- 
form in  all  parts  of  the  country. 

Many  advertised  trade-marked  or  identified  commodi- 
ties have  no  prices  fixed  by  the  maker;  their  re-sale  price 
is  left  entirely  to  the  dealer.  For  example,  the  resale 
prices  of  Old  Dutch  Cleanser,  Sunkist  Oranges,  Yale  Locks 
and  Grape  Nuts  are  not  indicated  in  the  public  advertising; 
and  the  inference  is  that  the  dealer  may  set  his  own  price, 
being  governed  always  by  the  commonly  prevailing  price 
and  by  local  competition. 

In  some  cases,  from  the  nature  of  the  goods,  the  retail- 
ers of  advertised  identified  goods  are  in  reality  the  special 
agents  of  manufacturers.  Thus  pianos,  phonographs,  type- 
writers, adding  machines,  motor  cars,  agricultural  imple- 
ments, are  commonly  sold  through  designated  dealers  or 
agents,  in  which  case  retail  price  control  is  comparatively 
simple,  for  the  relation  between  agent  and  maker  is  a 
direct  one.  But  in  the  case  of  those  commodities  sold  com- 
monly through  jobbers — trade-marked  grocery  specialties, 
men's  wear  specialties,  drug  specialties,  and  so  on — it  is 
obviously  much  more  difficult  to  enforce  or  control  resale 
prices. 

The  Question  of  Public  Interest 
The  query  will  have  arisen  in  many  minds — is  it  in  the 
interests  of  consumers   to  have  re-sale   prices  fixed   and 
enforced  ? 

The  natural  quick  conclusion  is  that  it  is  a  good  thing 
for  the  consumer  to  be  able  to  buy  wThat  he  wants  at  the 
lowest  possible  price — at  prices  fixed  by  competition.  Also, 
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many  will  be  inclined  to  say  at  the  beginning  of  their  think- 
ing on  this  subject,  that  for  a  maker  to  fix  and  enforce  the 
re-sale  price  of  his  product  is  a  "trust"  or  "combine"  pro- 
cedure, that  it  is  taking  away  from  the  liberty  of  the 
dealer,  that  it  is  a  sort  of  mug's  game  by  which  the  maker 
can  set  any  old  price  on  his  product  and  get  away  with  it. 
But  one  runs  up  very  early  in  his  honest  thinking 
against  the  price-cutting  practice  with  its  long  train  of 
evil  consequences;  and  one  is  compelled  in  fairness  to  ask 
the  question:  Whether  it  is  better,  in  the  public  interest, 
and  in  the  interest  of  the  consumer,  for  price-cutting  to 
flourish;  or  for  there  to  be  universal  uniformity  of  price 
on  standard,  identified  goods?  Or  to  put  the  question  in 
concrete  terms:  Whether  it  is  better,  in  the  public  inter- 
ests, and  in  the  interests  of  the  consumer,  to  have  Kodaks 
sold  at  maker-fixed  or  at  dealer-made  prices  ?  or  to  have 
Hoosier  Kitchen  Cabinets  sold  at  maker-fixed  or  at  dealer- 
made  prices?  or  to  have  Ford  Motor  Cars  sold  at  maker- 
fixed  prices  or  at  dealer-made  prices  ?  and  so  on.  When  one 
puts  the  question  in  specific  terms  to  the  intelligent  con- 
sumer, the  probability  is  that  he  will  reply — "I  prefer  a 
maker-fixed  and  enforced  price  to  dealer-made  prices." 
And  in  saying  this  the  consumer  says  in  effect:  "I  have 
more  faith  in  the  justice  and  fairness  of  the  price  fixed  by 
the  maker  than  in  the  price  any  dealer  would  charge  me 
if  the  retail  price  were  left  entirely  to  him." 

Makers'  Versus  Dealers'  Price 

Right  here  one  begins  to  get  at  the  kernel  of  the  nut; 
and  the  whole  question  of  price  maintenance  begins  to  take 
on  an  added  luminosity. 

Dealer-made  prices  are  decidedly  less  trustworthy, 
taking  them  by  and  large,  than  are  maker-fixed  prices.  In 
the  case  of  a  standardized,  identified  product,  it  is  difficult 
for  the  dealer  to  get  an  excessive  profit — difficult  because 
of  the  public's  knowledge  of  the  retail  value  of  the  adver- 
tised, standardized,  identified  product.  Such  products,  as  a 
rule,  have  a  fairly  level  maximum  retail  price.  Any  varia- 
tion from  this  commonly  known,  recognized,  and  accepted 
price,  is  downward  rather  than  upward.  And  dealers  after 
big  profits  prefer,  as  a  rule,  to  sell  unadvertised,  unstand- 
ardized,  unidentified  goods — merchandize  which  the  public 
cannot  accurately  value  or  make  price  comparisons  on.  On 
such  goods  dealers  rely  on  making  a  generous,  if  not  an 
excessive,  profit. 

Just  here  it  may  be  well  to  define  what  is  meant  by 
"standardized,  identified,"  as  applied  to  merchandise.  By 
"standardized"  is  meant  goods  that  have  a  known  and 
maintained  standard  of  quality.  By  "identified"  is  meant 
goods  branded  or  trade-marked  and  maker-acknowledged. 
The  two  terms  taken  together  usually  imply  extensive 
advertising,  and  accepted  responsibility  for  the  high  qual- 
ity and  all-round  satisfactoriness  of  the  goods. 

The  question  arises — Is  it  better  for  the  community  at 
large,  and  for  individuals  and  families  in  particular,  to  be 
supplied  with  standardized,  identified  goods  or  with  goods 
of  no  established  or  declared  quality,  made  by  no  revealed 
maker,  and  for  which  no  responsibility  is  accepted  or  re- 
dress possible,  should  the  goods  prove  unsatisfactory?  The 
question  carries  its  own  answer. 

Where  Price-Cutting  Occurs 

Price-cutting,  from  the  nature  of  things,  takes  place 
commonly  on  standardized,  identified  goods.  There  is 
little  significance  or  conviction  in  an  advertisement  which 
reads : — 

Moirette  Petticoats,  regular  value  $10;  special  price, 
Thursday,  $5. 

Every  woman  of  common-sense  knows  that  both  of 
these  prices  are  arbitrary — dealer-made.  The  very  gulf 
between  the  "regular"  price  and  the  special  price  suggests 
original  and  tremendous  price-inflation. 


But  should  a  dealer  advertise: — 

Quaker  Puffed  Wheat,  regular  15c,  special,  10c, 
then  the  consumer  knows  that  a  genuine  reduction  or  bar- 
gain is  offered. 

Price-Cutting  as  it  Affects  the  Retailer 

Let  us  look  at  price-cutting  from  the  point  of  view  of 
the  retailer  of  an  advertised,  standardized,  identified  com- 
modity— say,  Ingersoll  Dollar  Watch. 

This  watch  is  admittedly  excellent  value  and  is  in 
great  demand.  Suppose  that  some  big  sto're  in  a  populous 
community  cuts  the  price  to  79  cents,  and  advertises  this 
price  extensively.  The  instant  local  effect  will  be  that 
smaller  dealers — 

Will  have  to  meet  the  cut  price; 

Or  struggle  to  maintain  the  regular  price; 

Or  quit  selling  the  Ingersoll  watch. 

If  they  meet  the  cut  price  they  will  be  selling  at  a 
clear  loss.  If  they  struggle  to  maintain  the  regular  price, 
this  in  the  face  of  the  known  fact  that  the  watch  can  be 
obtained  elsewhere  for  79  cents,  they  run  the  risk  of  losing 
a  customer  permanently,  and  they  are  under  the  necessity 
of  putting  energy  and  time  into  the  sales  process,  to 
overcome  the  buyer's  resistance. 

If  they  cease  handling  the  Ingersoll  Watch,  their  cus- 
tomers who  ask  for  this  watch  are  disappointed,  and  per- 
haps offended,  affirming  that  the  dealer  is  a  "back  num- 
ber." In  any  case,  the  small  dealer  suffers.  There  are 
two  points  to  be  noted  in  connection  with  the  above  illus- 
tration: one  is  that  it  takes  a  minimum  of  time  and  energy 
on  the  part  of  the  dealer  or  his  staff  to  sell  a  widely- 
advertised,  standardized,  identified  article  whose  price  is 
maintained  universally,  for  it  is  already  fully  sold  in  a 
very  real  sense  to  the  customer;  the  other  is  that  it  is  of 
advantage  to  the  public  to  be  able  to  get  widely-advertised 
and  desired  goods  everywhere  —  without  the  effort  of 
search. 

Also,  there  is  an  economic  question  involved  in  this 
illustration;  it  is  in  the  public  interest  that  the  distribu- 
tion of  the  merchandise  of  general  consumption  shall  be 
widespread  and  in  many  hands  rather  than  centralized  in 
a  few  big  stores.  Also,  it  is  far  better  for  community 
growth  and  prosperity  that  there  shall  be  many  retailers 
of  the  commodities  of  common  consumption  rather  than 
few  retailers.  What  is  wanted  is  not  so  much  fewer 
retailers,  but  more  efficient  retailers. 

Price-Cutting  Hurts  the  Manufacturer 

In  the  Ingersoll  Watch  illustration,  as  above,  is  in- 
volved the  manufacturer's  interest.  Is  it  a  good  thing  for 
a  manufacturer's  product  to  be  sold  only  by  a  few  big 
dealers  ?  or  is  it  better  from  his  point  of  view  to  have-  a 
multitude  of  small  dealers  distributing  his  merchandise? 
Perhaps  the  answer  to  this  question  is  to  be  given  by 
each  individual  manufacturer  concerned.  Some  manu- 
facturers openly  declared  that  they  prefer  to  have  the  big 
distributors — the  department  stores  and  big  local  retailers 
— as  customers  rather  than  multitudes  of  little  shops.  They 
say  that  their  selling  expense  is  greatly  reduced  when 
they  sell  to  a  few  big  distributors.  This  is  admitted  be- 
cause it  is  obvious.  But,  generally  speaking,  the  makers 
who  prefer  to  sell  to  a  few  big  distributors  are  making 
unidentified  merchandise,  and,  therefore,  unadvertised  mer- 
chandise— that  is,  nationally  advertised  merchandise.  As 
for  the  makers  of  nationally  advertised  merchandise,  they, 
as  a  rule,  seek  and  desire  the  greatest  possible  number  of 
distributors,  because  thus  are  maximum  sales  achieved. 

Coming  back  to  the  Ingersoll  Watch  case;  if  the  dis- 
tribution were  confined  to  a  few  big  stores,  the  total  sales 
would  of  a  certainty  be  less  than  if  10,000  dealers  in  Canada 
were  selling  this  watch.  As  a  matter  of  fact,  the  Inger- 
soll Dollar  Watch  is  sold  by  100,000  dealers  on  this  con- 
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tinerit,  and  it  is  an  inevitable  conclusion  to  draw  that  it  is 
this  very  fact  of  widespread  distribution,  joined  to  exten- 
sive and  long-maintained  advertising,  that  has  built  up 
the  vast  business  of  the  makers  of  this  watch. 

Go  one  more  step  in  the  consideration  of  this  case: 
suppose  that  the  distribution  of  the  Ingersoll  Watch  fell 
into  the  hands  of  a  few  big  dealers — the  result  of  price- 
cutting,  there  would  probably  be  an  eventual  inclination  to 
subordinate  this  line,  and  perhaps  an  elimination  of  it 
altogether;  this  for  two  plain  reasons:  When  they  had 
secured  a  practical  monopoly  of  sale,  the  advertising  and 
trade-attracting  value  of  the  line  offered  at  a  cut  price 
would  cease,  for  there  would  be  no  trade-revision ;  also,  the 
very  fact  that  the  watch  was  being  sold  at  a  cut,  and  pre- 
sumably non-profit-yielding  price,  the  desire  to  sell  it 
would  decline  to  the  disappearing  point;  at  which  time  the 
Ingersoll  Watch  makers  would  be  without  a  business. 

The  economic  fact  is  that  cutting  the  price  of  a  stand- 
ardized, identified  and  nationally  advertised  commodity, 
while  it  may  temporarily  speed  up  local  and  individual  de- 
mand, tends  to  reduce  distribution;  and  this  in  time  leads 
to  reduced  consumption;  and  in  turn  leads  to  the  practical 
ruin  of  a  business,  and  to  the  wiping  out  of  the  value  of 
of  the  trade-mark  built  up  by  years  of  sedulous  effort  and 
extensive  advertising. 

One  asks,  therefore:  Is  price-cutting,  in  its  conse- 
quences, good  for  retailers,  manufacturers  and  consumers  ? 
For  let  it  be  remembered  that  consumers  are  related  di- 
rectly or  indirectly  to  manufacturing  prosperity. 

Competition  of  the  unfair  kind — the  competition  de- 
veloped and  fostered  by  price-cutting — is  unhealthy,  bane- 
ful and  ruinous. 

Price-Cutting  and  the  Consumer 

In  the  last  analysis  it  is  the  consumer's  interest  that 
must  be  considered  in  arriving  at  an  answer  to  the  ques- 
tion: Is  the  principle  of  price  maintenance — the  right  of 
the  manufacturer  to  fix  and  enforce  the  re-sale  price  of 
his  goods — good  for  the  consumer,  and  desired  by  the  con- 
sumer ? 

Some  contend  that  price  maintenance  raises  the  cost  of 
living;  that  it  is  an  effort  to  obtain  higher  than  fair  or 
reasonable  prices  from  the  consumer;  that  it  is  an  ex- 
pedient to  enrich  the  manufacturer.  But  those  who  argue 
thus  have  not,  as  a  rule,  given  the  whole  broad  matter  any 
serious,  deep,  wide  and  prolonged  consideration.  Their 
judgments  and  conclusions,  as  a  rule,  are  of  the  "snap" 
variety,  superficial  and  feathery.  These  good  people,  who 
may  be  very  honest,  see  in  price  maintenance  a  foe  to 
open  competition,  and  a  studied,  calculated  effort  to  en- 
hance the  final  price — the  price  to  be  paid  by  the  con- 
sumer. 

What  Happens  When  Re-Sale  Prices  Are  Too  High 

It  is  to  be  admitted,  frankly,  that  in  regard  to  certain 
specific  articles  or  products  of  the  identified,  standardized 
kind,  the  consumer  price  is  excessively  high — altogether 
out  of  relation  to  the  cost  of  production.  But  the  articles 
of  this  nature  are,  as  a  general  thing,  patented,  and  so  are 
monopolies. 

A  well-known  product,  selling  retail  at  $5,  is  a  much- 
quoted  example  of  a  standardized,  identified  product  in 
which  the  re-sale  price  is  many  times  its  production  price. 
Yet  in  spite  of  this  fact  and  knowledge,  the  article  con- 
tinues to  be  the  most  largely  consumed  of  its  class.  There 
is  no  compulsion  of  the  public  to  make  them  buy  this 
particular  article;  it  is  bought  out  of  free-will,  and  this 
in  face  of  the  fact  that  other  articles  of  the  same  type  can 
be  purchased  at  from  25c  up.  Incidentally,  it  may  be 
stated,  as  a  reply  to  the  argument  that  price  maintenance 
reduces  competition,  that  since  this  produce  was  put  on  the 
market,  at  least  40  others  of  the  same  general  type  have 


appeared;  and  they  have  appeared  because  of  the  very 
high  price  of  the  original  product;  which  means  that  any 
maker  who  puts  a  high  re-sale  price  on  his  product,  away 
above  the  costs  of  production  and  selling;  and  who,  by  ad- 
vertising, ereates  a  great  demand  for  his  product  and  type 
of  product,  merely  invites  competition  instead  of  sup- 
pressing it. 

Here  it  may  be  remarked  that  the  majority  of  price- 
fixed,  price-enforced,  standardized,  identified  and  adver- 
tised goods  are  more  or  less  luxuries;  that  is,  they  can  be 
done  without  or  replaced  with  something  very  much 
cheaper.  So  that  price-maintenance,  even  if  it  does  mean 
an  unreasonably  high  consumer's  price,  does  not  neces- 
sarily work  any  injury  to  the  individual  consumer;  he  or 
she  may  always  refuse  to  buy,  or  may  choose  some 
cheaper  substitute  or  equivalent.  If  consumers  elect  of 
their  own  free-will  to  buy  the  high-priced  trade-marked 
and  advertised  article,  when  they  are  free  and  able  to  buy 
a  cheaper,  even  if  less  satisfactory  and  acceptable,  sub- 
stitute article,  is  the  blame  for  the  seeming  extravagance 
to  be  charged  up  to  the  manufacturer  or  to  the  retailer? 
The  higher  cost  of  living  is  not  to  be  charged  to  the  mak- 
ers of  advertised,  standardized,  identified  articles  of  food, 
dress,  convenience,  indulgence  or  luxury;  but  to  the  freely- 
exercised  will  of  the  people  who  choose  to  buy  the  high- 
est-priced goods,  and  to  the  inexorable  laws  of  supply  and 
demand.  Yet  there  are  those  who  argue  that  if  the  right 
to  fix  and  enforce  re-sale  prices  be  taken  away  from  manu- 
facturers, be  refused  them,  or  taken  from  them,  the  cost 
of  living  will  fall.  It  is  rather  muddy  argument  and  not 
at  all  convincing.  Probably  what  the  foes  of  the  price- 
maintenance  principle  have  in  mind  is  combines  of  makers 
or  producers  to  corner  and  control  the  price  of  commodi- 
ties, and  they  confuse  this  with  the  admitted  freedom  of  a 
maker  of  an  article  of  which  he  has  no  monopoly  to  sell  to 
the  dealer  at  any  price  he  likes.* 

The  Maker's  Right  to  Fix  the  Dealer-Price 

Please  note  this  carefully:  it  is  granted  by  the  foes  of 
price  maintenance  that  the  manufacturer  may  fix  the 
price  to  the  dealer  at  what  he  wills,  but  they  deny  him  the 
equal  privilege  or  right  to  take  a  further  step  and  fix  the 
re-sale  price — the  price  the  consumer  must  pay;  they  leave 
this  re-sale  price  to  the  dealer  to  fix,  knowing  full  well  that 
if  the  dealer  has  liberty  to  fix  the  price  to  consumers,  he 
will  exact  more  from  them,  if  competition  permits  him  to 
do  so,  than  will  be  required  of  them  if  the  maker  fixes  the 
re-sale  price! 

As  proof  of  this  point,  it  suffices  to  say  that  retailers 
complain  that  the  makers  of  advertised,  standardized, 
identified,  price-fixed  goods  rarely  or  never  allow  them 
a  sufficient  profit;  which  means  that  they  fix  the  re-sale 
price  too  low!  So  one  asks  again — Is  it  a  bad  thing  for 
consumers  to  allow  the  manufacturer  to  fix  and  enforce 
the  re-sale  price? 

The  Knowles  Bill  Ill-Considered, 

The  bill  proposed  by  Mr.  Knowles  would  appear  to  be 
an  ill-considered  one.  To  make  it  achieve  the  ends  it 
aims  at,  he  ought  to  make  provision  in  it  for  a  limitation 
of  the  manufacturer  in  fixing  the  price  to  the  dealer — this 
first  of  all.  Then  having  fixed  this,  the  fixed  re-sale  price 
— to  the  consumer — can  safely  be  left  to  the  manufacturer 
and  dealer  to  settle. 

If,  however,  the  law  of  the  land  shall  undertake  to 
meddle  with  a  manufacturer's  production  and  selling  costs, 
the  new  state  of  things  will  be  worse  than  that  which  now 
obtains.  Costs  of  raw  materials,  labor,  manufacturing, 
overhead,  distribution,  merchandising  and  advertising,  will 
all  have  to  come  under  regulation;  and  what  manufac- 
turer will  stand  for  such  a  supervision  and  interference 
with  his  business? 


CANADIANA 


M.  0.  Hammond,  the  well-known  Toronto  journalist  has 
written  a  book  entitled,  "The  Confederation  of  Canada," 
the  appearance  of  which  coincides  with  the  50th  Anni- 
versary of  Confederation,  the  birth  of  the  Dominion  of 
Canada.  The  writer,  while  telling:  a  story  of  that  great 
political  struggle,  in  a  compact  and  partial  manner,  has 
revealed  as  never  before  related,  the  real  and  relative 
part  in  the  accomplishment  of  this  great  drama  by  the 
various  leading  men  of  the  several  Provinces,  including 
Sir  John  A.  Macdonald,  George  Brown,  Sir  George  Cartier, 
D'Arcy  McGee,  Sir  Leonard  Tilley,  Sir  Charles  Tupper, 
Joseph  Howe,  and  several  others.  It  is  history  and  bi- 
ography blended  in  a  fresh  and  enlightening  manner  tell- 
ing anew  the  story  of  the  birth  of  our  Nation. 

A  NEW  CANADIAN  NOVEL 

Isobel  Ecclestone  Mackay,  the  Canadian  author,  who 
has  several  fine  novels  to  her  credit,  has  written  a  new 
story  entitled,  "Up  the  Hill  and  Over,"  which  is  meri- 
torious not  only  for  its  action,  but  for  the  delightful  strain 
of  humor  running  through  it. 

FACTS  ABOUT  CANADA 

Frank  Yeigh's  popular  hand-book,  "Five  Thousand 
Facts  About  Canada,"  has  been  issued  for  1917.  This 
new  edition  is  a  most  valuable  and  up-to-date  compilation 
of  Canadian  data  and  information  on  a  wide  range  of 
topics,  covering  the  alphabet  from  Agriculture  to  Year 
Facts,  and  also  including  a  striking  table  of  Confederation 
contrasts,  showing  Canada's  wonderful  expansion  in  the 
half-century. 

AN  IMPORTANT  BIOGRAPHY 

"The  Life  of  James  J.  Hill"  is  an  important  new 
biography  issued  in  two  volumes,  being  the  work  of  Joseph 
Gilpin  Pyle. 

No  biography  of  recent  years  touches  Canadian  hearts 
more  deeply  than  this  remarkable  story  of  a  Canadian  boy 
who  rose  from  a  humble  Ontario  town  to  be  a  famous 
figure  in  the  vast  West.  His  boyhood  dream  of  empire 
brought  him  to  the  dizzy  heights  of  fame  and  fortune, 
yet  he  retained  the  kindly  and  gentlemanly  nature  which 
marked  him  as  a  boy.  He  broke  down  innumerable 
obstacles  to  open  the  Western  Empire  to  the  hands  of  men. 

"Make  it  plain  and  simple  and  true.  I  hate  these 
biographies  that  smear  molasses  all  over  a  man." 

These  were  Mr.  Hill's  instructions  to  his  biographer, 
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selected  by  him  personally  and  given  exclusive  access  to 
Mr.  Hill 's  personal  papers. 

No  fiction  holds  more  of  romance  or  interest  than  does 
the  life  history  of  this  man,  whose  influence  was  doubtless 
the  most  potent  factor  in  the  development  of  the  wealth 
of  the  great  Northwest,  and  who  developed  railroad  inter- 
ests that  are  among  the  most  extensive  and  most  valuable 
in  the  world. 

Many  extracts  from  personal  letters  to  and  from  busi- 
ness associates,  and  Mr.  Hill's  own  descriptions  of  the 
Hill-Harriman  fight,  lend  unusual  interest  to  this  work. 
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GO  TO  BOOKSTORES  FOR  BOOKS! 

A  recent  number  of  A.  B.  A.  Bulletin,  which  is  pub- 
lished in  the  interest  of  the  American  Booksellers'  Asso- 
ciation, asks : 

"Ought  not  publishers  and  booksellers  to  co-operate  in 
the  closest  possible  manner  to  the  end  that  more  books  be 
sold  in  and  through  bookstores?" 

That  one  publisher  at  least  believes  in  co-operation, 
with  this  purpose  definitely  in  mind,  is  shown  by  the  notice 
which  Small,  Maynard  &  Company  print  in  their  new  com- 
plete catalogue: 

"The  net  prices  of  all  books  shown  in  this  catalogue 
are  the  prices  at  which  the  books  may  be  obtained  at  any 
bookstore.  When  ordering  from  us,  carriage  charges  on 
all  books,  excepting  those  shown  as  postpaid,  should  be 
added.  These  average  about  10%  of  the  net  price  of  the 
books. 

"We  urge  the  purchase  of  our  books,  wherever  possible, 
through  your  bookseller  saving  you  carriage  charges.  If 
he  does  not  happen  to  have  in  stock  the  book  or  books  you 
want  he  will  be  glad  to  get  them  for  you.'' 

Walter  Dill  Scott,  author  of  "The  Theory  and  Practice 
of  Advertising  and  The  Psychology  of  Advertising,"  has 
taken  on  new  duties  in  addition  to  those  of  professor  of 
psychology  and  education  and  director  of  the  psychological 
laboratory  in  Nor-thwestern  University.  He  is  now  director 
of  the  bureau  of  salesmanship  research  in  the  Carnegie 
Institute  of  Technology. 

THE  CASSELL  CENTENARY 

The  John  Cassell  Centenary,  celebrated  a  few  weeks 
ago  by  the  great  London  publishing  house  bearing  his  name, 
recalls  some  of  the  good  old  books  issued  under  the  Cassell 
imprint  and  endeared  by  their  sterling  worth  to  thousands 
of  readers,  says  a  writer  in  "The  Dial."  Founders  of 
great  publishing  houses,  such  men,  for  example,  as  Archi- 
bald Constable,  John  Murray,  Daniel  Appleton,  James 
Harper,  and  Charles  Scribner,  commonly  leave  an  enduring 
stamp  on  the  enterprises  started  by  them.  Thus  the  Cassell 
methods  and  policies  show  to-day  the  influence  of  him 
whose  boyhood  was  spent  in  the  cotton  mills  of  Manchester, 
and  who  there  acquired  a  familiarity  with  the  working- 
man's  literary  needs  that  governed  him  later,  to  a  great 
extent,  in  determining  the  kind  of  books  he  should  offer 
to  the  public.  From  his  press,  accordingly,  came  the  pi- 
oneer series  of  inexpensive  reprints,  retailed  at  sevenpence 
the  volume  and  including  standard  works  in  history,  bio- 
graphy and  science.  "John  Cassell 's  Library"  has  had  a 
very  wide  sale,  as  has  also  " Cassell 's  Popular  Educator," 
a  penny  encyclopedia,  in  serial  form,  adapted  to  the  hum- 
bler reader's  needs  and  comprehension.  "The  Magazine 
of  Art,"  established  in  1851,  has  done  much  to  popularize 
what  is  best  in  the  fine  arts.  ' '  Cassell 's  National  Library," 
edited  by  Professor  Henry  Morley,  comprised  214  volumes, 
sold  at  threepence  each,  a.  record  never  since  equalled  in 
good  and  cheap  book  production,  and  attained  a  circulation 
of  nearly  eight  million  volumes.  From  La  Belle  Sauvage 
(as  the  house  of  Cassell  fantastically  calls  itself)  have  ap- 
peared such  masterpieces  as  Stevenson's  "Treasure 
Island,"  Quiller  Couch's  "Dead  Man's  Rock,"  Rider 
Haggard's  "King  Solomon's  Mines,"  Traill's  "Social 
.  England,"  Farrar's  "Life  of  Christ,"  and  notable  works 


l\    Barrie,   Cnnan   Doyle,  Grant   Allen,  Stanley    \Vevi>:;m. 
and  other  eminent  authors. 

.Many  a  snap  may  be  picked  up  among  hargain  lots  of 
books  in  Toronto  bookshops.  I  do  not  mean  in  the  way 
of  rare  books  worth  dollars  found  among  lots  marked 
"pick  them  out  at  ten  cents  each,"  but  odd  volumes.  As 
an  instance  let  me  cite  a  book  I  bought  recently  myself 
at  10c.  This  was  Henry  C.  Taylor's  practical  volume 
"What  a  salesman  ought  to  know."  This  book  was  pub- 
lished in  L913  but  it  should  not  be  selling  at  ten  cents! 
It  should  be  a  steady  seller  at  its  full  price.  Not  that 
there  are  no  other  good  books  published  at  a  moderate 
price  that  deal  with  the  same  subject,  but  Taylor's  book 
lias  the  merit  of  brevity  and  "meatiness"  if  I  may  be 
permitted  to  use  that  term. 

First  of  all  it  gives  some  good  sound  advice  to  begin- 
ners and  then  proceeds  to  deal  with  such  elements  as 
"approaching  the  customer,"  "making  a  sample  display." 
"entertaining  customers  and  use  of  expense  account,  etc.." 
"keeping  appointments,"  "using  spare  time,"  and  other 
equally  practical  chapters. 

Now  why  should  not  the  retail  bookseller  sell  such 
volumes  to  travelers  and  those  desirous  of  becoming  trave- 
ing  salesmen? 

Because  I  have  particularly  mentioned  Taylor's  book- 
in  this  connection  it  is  not  to  be  understood  that  I  offer 
this  advice  having  that  particular  book  alone  in  mind.  It 
simply  served  to  bring  out  the  point  in  bookselling  which 
I  wished  to  make.  I  hope  that  at  least  some  booksellers 
will  act  on  this  tip.  There  are  travelers  in  the  various 
mercantile  fields  continually  coming  into  your  town.  If 
you  have  a  good  live  bookshop  they  will  find  you  and  the 
average  traveling  salesman  is  exceptionally  bright  minded 
consequently  commercial  men  as  a  class  are  good  pros- 
pective customers  for  booksellers. —  The  Bookivorm. 

AMERICAN  BOOKSELLERS'  ASSOCIATION 

The  annual  meeting  of  the  American  Booksellers' 
Association  will  be  held  in  Boston,  Tuesday.  Wednesday 
and  Thursday,  May  15,  16  and  17. 

The  book  trade  of  Boston  is  making  active  preparation 
for  the  visiting  booksellers.  Several  meetings  of  the  re- 
tailers of  Boston  and  vicinity  have  already  been  held,  and 
committees  have  heen  selected  to  as>ist  in  making  the 
forthcoming  Convention  a  noteworthy  event. 

The  Executive  Committee  consists  of  Charles  E.  Lauriat, 
Jr.,  of  Charles  E.  Lauriat  &  Company,  Richard  F.  Fuller. 
of  the  Old  Corner  Book  Store,  and  Roger  L.  Scaife,  of 
Houghton  Mifflin  Company.  This  Committee  will  also  act 
as  the  Finance  Committee. 

The  Chairman  of  the  Banquet  Committee  is  Hillings  C. 
Brown,  of  Little,  Brown  &  Company.  Benjamin  H.  Tick- 
nor,  of  Houghton  Mifflin  Company  is  Chairman  of  the 
Reception  and  Entertainment  Committee,  and  Herbert  F. 
Jenkins  of  Little,  Brown  &  Company  is  Chairman  of  the 
Publicity  Committee. 

The  Program  Committee  appointed  by  President  Ward 
Macauley,  is  composed  of  men  who  know  the  book  busi- 
ness and  who  will  present  papers  and  addresses  of  vital 
moment  to  the  book  trade. 
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SIR  WILLIAM  THE  SILENT 

"Sir  William  Robertson:  The  Life  Story  of  the  Chief 
of  the  Imperial  General  Staff,"  by  G.  A.  Leask,  is  an- 
nounced for  immediate  issue.  The  life  story  of  one  who 
is  known  in  military  circles  as  "Sir  William  the  Silent," 
forms  one  of  the  most  thrilling  chapters  in  the  "romance 
of  self-help."  Having  enlisted  at  17,  he  worked  up  his 
way  from  the  ranks,  and  it  is  to  the  hitherto  unpublished 
story  of  his  career  that  the  author  devotes  this  interesting- 
book. 

Edward  Noble,  the  distinguished  novelist  of  the  sea, 
has  a  new  volume  entitled  "Outposts  of  the  Fleet."  It 
consists  of  a  series  of  entirely  new  sketches  and  stories 
dealing  with  the  work  of  the  auxiliary  services,  the  mine 
sweepers,  trawlers,  etc. 

NEW  GERMANISM  . 

Hurrah  and  Hallelujah  is  the  remarkable  title  of  Dr. 
J.  P.  Bang's  book  on  the  spirit  of  New  Germanism,  re- 
cently published  by  Hodder  &  Houghton.  Regarding  this 
book  the  author  says : 

"My  purpose  in  writing  this  book  is  to  describe  a 
movement  in  Germany  which  has  been  active  for  a  long 
time,  but  which  during  the  war  has  recklessly  east  aside  all 
considerations.  This  movement  is  two-fold:  New  Ger- 
many's view  of  other  Nations,  and  her  valuation  of  her- 
self and  her  supposed  mission  in  the  world.  My  book  takes 
the  form  of  a  comprehensive  documentation,  showing  the 
manifold  forms,  the  wide  scope,  and  the  strength  of  this 
movement,  which,  if  its  ideas  prevail,  will  be  of  the  most 
fatal  importance  for  Germanism  and  to  the  world  at 
large." 

PHILIP  GIBBS 

Newspaper  readers  who  have  followed  the  war  corres- 
pondence of  Philip  Gibbs  know  him  to  be  a  most  capable 
writer  whose  work  is  worth  following  closely.  His  book 
"The  Soul  of  the  War,"  met  with  such  a  demand  that  a 
new  and  cheaper  edition  was  brought  out  this  year  and 
now  we  have  his  second  war  book,  "The  Battles  of  the 
Somme, "  published  by  McClelland,  Goodchild  &  Stewart, 
from  whom  a  review  copy  has  come  to  BOOKSELLER 
AND  STATIONER.  This  book  explains  the  meaning  and 
the  real  progress  of  the  great  British  offensive,  beginning 
July  1  last  year. 

Dr.  Edward  Steiner  has  written  "The  Confessions  of  a 
Hyphenated  American,"  in  which  he  says  that  the  hyphen 
should  be  regarded  as  a  wedding-ring  and  not  as  a  symbol 
of  divorce.  Dr.  Steiner,  for  instance,  is  an  Austro-Ameri- 
can;  that  is  to  say,  he  was  born  in  Austria, — an  unescap- 
able  fact ;  but  he  has  been  an  American  by  choice  and 
adoption  for  some  thirty  years  and,  having  worked  his 
way  up  from  alien  to  citizen,  he  gives  this  country  his 
undivided  allegiance.  A  visit  to  Vienna  arouses  no  patri- 
otic thrill  in  his «breast.  "I  have,"  he  says,  "nothing 
but  loathing  for  this  foul  and  unthinkable  war,  for  I  have 
lived  where  it  was  bred,  and  I  have  watched  the  dastardly 


and  damnable  process.  A  generation  of  men  was  begotten 
and  trained  to  be  fodder  for  cannon  and  to  walk  joyously 
into  that  hell." 

WAR  CARTOONS 

There  is  in  preparation  a  notable  volume  comprising  a 
collection  of  pro-Ally  cartoons  by  some  of  the  most  emi- 
nent European  artists  of  the  day.  An  appropriate  preface 
has  been  contributed  by  M.  Charles  Geniaux,  whose  work- 
on  "Le  Revue  des  Deux  Mondes"  is  so  well  known.  Char- 
acteristic w7ork  by  the  following  artists  will  be  included  in 
the  book  which  will  be  published  at  a  nominal  price: 
Frank  Brangwyn,  Will  Dyson,  W.  K.  Haseldon,  Edmund 
J.  Sullivan,  Jack  Walker,  L.  Raemaekers,  L.  Berings, 
Boby,  Ricardo  Flores,  Abel  Faivre,  Albert  Guillaume,  H. 
G.  Ibels,  P.  Iribe,  Lucien  Jenas,  Koister,  C.  Leandre,  Man- 
fredini,  Lucien  Metivet,  Jacques  Nam,  R.  de  la  Neziere, 
Rey  Ordner,  A.  Roubille,  Jean  Veber,  A.  Willette,  G. 
Buffa,  Capiello,  Cesar  Giris,  Alberto  Martini,  Oehs,  P. 
Chatillon,  D'Ostoya,  Nic.  Jeremitch,  etc. 

Under  the  title  of  "The  History  of  the  Hun,"  there 
will  be  published  a  series  of  humorous  drawings  by  Arthur 
Moreland,  whose  "Humours  of  History"  achieved  such  a 
great  success.  Mr.  Moreland  makes  inimitable  fun  of  the 
enemy  throughout  the  ages  to  'the  present  day,  and  his  sa- 
tire is  all  the  more  potent  through  being  restrained.  There 
will  be  two  editions  of  "The  History  of  the  Hun,"  one  at 
a  shilling,  with  100  drawings,  and  a  cloth  bound  edition  at 
half-a-crown,  with  120  drawings.  A  pungently  written 
legend  describes  each  drawing;  and  the  publishers  antici- 
pate a  big  demand  for  the  volume. 

REVEALS  THE  NEW  SPIRIT  OF  BRITAIN 

Donald  Hankey,  author  of  the  remarkable  new  war 
book,  "A  Student  in  Arms,"  which  has  had  a  stupendous 
sale  in  England,  was  formerly  a  sergeant  and  latterly  a 
second  lieutenant  in  the  British  forces.  He  brought  to  his 
duties  a  spiritual  outlook  that  raised  the  commonplace 
details  of  army  life  and  discipline  to  the  essential  work- 
ings of  a  great  cause. 

With  regard  to  the  enemy,  he  was  a  persistent  and 
relentless  fighter;  with  regard  to  his  men,  he  was  a  fellow- 
man,  who  uplifted  them  by  the  beauty  of  his  character  and 
his  insistence  on  the  spiritual  in  every  circumstance  of 
life.  There  was  no  sad-faced  melancholy  pietist  about 
_  this  man,  and  yet  as  a  religious  influence  he  was  probably 
up  to  his  death,  the  strongest  standard  bearer  for  right- 
eousness in  the  ranks  of  the  army. 

To  those  who  wish  to  understand  the  new  spirit  in 
which  this  war  is  being  fought  by  the  civilian  fighters  of 
the  British  Empire,  this  book  shoidd  be  recommended. 

A  person  should  carefully  guard  his  conversation  if  he 
is  at  all  given  to  exaggeration  whenever  he  is  relating  the 
remarks  or  sayings  of  any  individual,  or  vainly  boasting' 
of  his  own  experiences.  Before  he  is  aware  of  it,  he  has 
established  the  reputation  of  being  an  accomplished  LIAR. 
— Successsful  Selling. 
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Monthly    Record    of    New 
Books 

Published  by   Firms    Established  in  Canada 


McClelland,  goodchild  &  stew  art 

Fiction 

Lydia  of  the  Pines,  Honore  Willsie,  $1.40;  Our  Next- 
Door  Neighbors,  Belle  K.  Mandates,  $1.35 ;  Up  the  Hill  and 
Over,  Isabel  Ecclestone  Maekay,  $1.35;  The  Brown  Study, 
Grace  S.  Richmond,  $1.25;  Only  a  Dog.  Beitha  Whitridge 
Smith,  $1.00. 

Non-Fiction 

Woman,  Vance  Thompson,  $1.25;  Foster's  Pirate 
Bridge,  R.  F.  Foster,  $1.50;  Thirty  Years  in  the  North- 
west, Rev.  Jas.  Woodsworth,  D.D.,  $1.35;  Hart:  The  Mis- 
sionary, E.  I.  Hart,  D.D.,  $1.35;  Statesman  of  the  Yang-tse  : 
The  Life  of  Virgil  C.  Hart,  of  China;  The  Life  of  James 
J.  Hill,  Joseph  Gilpin  Pyle,  2  vols.,  $5.00;  A  Student  in 
Arms,  Donald  Hankey,  $1.50;  Grapes  of  Wrath,  Boyd 
Cable,  $1.50;  From  the  St.  Lawrence  to  the  Yser,  Capt. 
Frederic  C.  Curry,  $1.35;  Insect  Adventures,  J.  Henri 
Fabre,  $1.50;  The  Life  of  the  Grasshopper,  J.  Henri 
Fabre,  $1.50. 

Juvenile 
The  Adventures  of  Paddy,  Thornton  W.  Burgess,  50c ; 
The  Adventures  of  Poor  Mrs.  Quack.  Thornton  W.  Bur- 
gess, 50c. 

THE  MACMILLAN  COMPANY 
Fiction 
A   Soldier  of  Life,  Hugh   de   Selincourt,  cloth,  $1.50; 
Regiment  of  Women,  Clemence  Dane,  cloth,  $1.50;  Lost 
Endeavor,  John  Masefield,  cloth,  $1.50. 

Non-Fiction 
Italy,  France  and  Britain  at  War,  H.  G.  Wells,  cloth, 
$1.50;  The  Apostles'  Creed  To-day,  E.  S.  Drown,  cloth, 
$1.00;  Manual  Training— Play  Problems  (Educ),  W.  S. 
Marten,  cloth,  $1.25;  The  Pacific  Ocean  in  History,  Steph- 
ens &  Bolton,  cloth,  $4.00;  The  Vitalized  School  (Educ), 
F.  B.  Pearson,  cloth,  $1.25;  The  Cycle  of  Spring— A  Play, 
Rabindranath  Tagore,  cloth,  $1.25;  The  Human  Drift,  Jack 
London,  cloth,  $1.25;  A  Virginian  Village,  E.  S.  Nadal, 
•cloth,  $1.75;  The  Road  to  Castaly,  Alice  Brown,  cloth, 
$1.50;  A  Second  Book  of  Operas,  H.  E.  Krehbiel,  cloth, 
$2.00;  A  Year  of  Costa  Rican  Natural  History,  A.  S.  Cal- 
vert, cloth,  $3.00;  American  World  Policies,  Walter  E. 
Weyl,  cloth,  $2.25;  The  Theory  of  Evolution,  W.  B.  Scott, 
cloth,  $1.00;  French  of  To-Day,  Bacourt  &  Cunliffe,  doth. 
$1.50;  The  Breeding  of  Animals,  F.  B.  Mumford,  cloth, 
$1.75;  The  Soldier's  First  Aid,  R,  C.  Wood,  cloth,  35c. 

THOMAS  LANGTON 

Fiction 

Dabney   Todd,    Frank    N.    YVestcott,   cloth,   $1.35   net: 

The  Mark  of  Cain,  Carolyn  Wells,  cloth,  $1.35  net;   The 

Blue    Envelope,    Sophie    Kerr,    cloth,   $1.35    net;    Cleed's 

Government  Cases,  Thomas  W.  Hanshaw,  cloth,  $1.35  net. 

S.  B.  GUNDY 
Fiction 
To  Verdun  from  the  Somme,  Harry  E.  Brittain,  cloth, 
75c  net;  Magpies  Nest,  Isabel  Paterson,  cloth,  $1.40  net; 
The  Gay  Life,  Keble  Haward,  cloth,  $1.30  net;  Autumn, 
Muriel  Hine,  cloth,  $1.40  net;  The  War  After  the  War, 
Isaac  F.  Marcosson,  cloth,  $1.25  net;  Country  Chronicle, 
Grant    Showerman,   cloth,    $1.50    net;    Invisible    Balance 


56 


Sheet,  Katrina  Trask,  cloth,  $1.40  net;  Hampstead  Mys- 
tery, Watson  &  Rees,  cloth.  $1.25  net;  War  Phases  Accord- 
ing to  Maria,  Mrs.  John  Lane,  cloth,  75c  net. 
Poetry 
Oxford  Book  of  English,  chosen  by  D.  H.  S.;  Mystical 
Verse,  Nicholson  &  A.  H.  E.  Lee,  cloth,  $2.00  net;  Poems 
by  Alan  Seeger,  cloth,  $1.25  net. 

Miscellaneous 
Shakespear  Criticism,  cloth,  35c  net;  The  Cow  and  Milk 
Book,  the  Hon.  Mrs.  Lionel  Guest,  paper  bds.,  35c  net. 
Additional  to  Poetry  List 
Stars  and  Fishes,  by  George  Rostrevor,  cloth,  $1.25  net; 
A    Highland    Regiment,   Lieut.    F.    A.    Mackintosh,    cloth. 
$1.25  net. 

J.  M.  DENT  &  SONS,  LTD. 
Non-Fiction 
The  Psychology  of  Sound,  Henry  J.  Watt,  cloth,  $3.15; 
Domestic  Economy,  Part  I  and'  II,  M.  G.  Bidder  and  F. 
Baddeley,  cloth,  each  75c;  Plants  Poisonous  to  Live  Stock, 
Harold  C.  Long,  cloth,  $1.75;  Science  and  the  Nation,  A. 
C.  Seward,  cloth,  $1.50;  The  Increase  of  True  Religion, 
Cunningham,  cloth,  60c. 

THE  COPP,  CLARK  CO.,  LTD. 
Fiction 
The  Stingy  Receiver,  Eleanor  Hallowell  Abbott,  cloth, 
$1.00;   The  Son  of  His  Father,  Ridg-well   Cullum,   cloth, 
$1.35. 

CASSELL  &  CO.,  LTD. 
Fiction 
Martin     Valliant,     Warwick     Deeping,     cloth,     $1.25; 
Frailty,  Olive  Wadsley,  cloth,  $1.25;  Crucifixion,  Newman 
Flower,  cloth,  $1.25. 

Non-Fiction 
An  Introduction  to  a  Biology,  A.  D.  Darbishire,  cloth, 
$2.25  net ;  Nothing  Matters,  Sjr  H.  Beerbohm  Tree,  cloth, 
$1.50  net;  The  Nation's  Health,  Sir  Malcolm  Morris,  cloth, 
$1.00  net. 

Juvenile 
The   Scarlet   Scouts,  D.  H.   Parry,  cloth,  $1.00;   With 
Jellicoe  in   North   Sea,  Capt.   Frank   Shaw,  cloth,  $1.00; 
Boys'  Book  of  Heroes,  Eric  Wood,  cloth,  $1.00. 
MUSSON  BOOK  COMPANY 
Fiction 
The  Unknown  Mr.  Kent,  Roy  Norton,  cloth,  $1.25;  The 
Lifted  Veil,  Basil  King,  cloth,  $1.40;  The  White  People, 
Frances   Hodgson    Burnett,    cloth,    $1.20;    Wildfire,    Zane 
Grey,  cloth,  $1.35;  They  of  the  High  Trails,  Hamlin  Gar- 
land, cloth,  $1.35;  The  Best  Short  Stories  of  1916,  Edward 
J.  O'Brien,  doth,  $1.50;  Casuals  of  the  Sea,  William  Mo- 
Fee,  cloth,  $1.50;  The  Confessions  of  a  Social  Secretary. 
Corinne  Lowe,  cloth,  $1.25. 

Non-Fiction 
The  War  of  Democracy,  Viscount  Bryce,  cloth,  $2.00; 
Flying  for  France,  James  R.  McConnell,  cloth,  $1.00;  The 
New  Life,  Dr.  Samuel  McComb,  cloth,  50c;  How  to  Adver- 
tise, George  French,  cloth,  $2.00;  Awakening  of  Business, 
Edward  J.  Hurley,  cloth,  $2.00;  Benjamin  Franklin, 
Printer,  John  Clyde  Oswald,  cloth.  $2.00. 

THOMAS  NELSON  &  SONS,  LTD. 
Fiction 
The  Black  Bag,  Louis  Vance,  cloth,  25c;  The  Country 
House,  John  Galsworthy,  cloth,  25c;  The  Last  Galley,  Sir 
A.  Conan  Doyle,  cloth,  25c. 

Non-Fiction 
History  of  the  War,   Volume  15,  John  Buchan,  cloth, 
45c. 

Juvenile 
Children's  Story  of  the  War,  No.  25,  Sir  Edward  Par- 
rot t,  paper,  12c. 
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MUSSON  BOOK  STORE 
Fiction 

Much  Ado  About  Peter,  Jean  Webster,  cloth,  $1.25; 
Greenmantle,  5th  Edition,  John  Buchan,  cloth,  $1.25; 
Young  Blood,  Annie  Swan,  cloth,  75c;  It  Is  For  England, 
Laurence  Cowen,  cloth,  75c;  Fragments  From  His  Life, 
Bairnsfather,  cloth,  $1.25;  Somme  Battle  Stories,  Capt.  A. 
J.  Dawson,  cloth,  75c.  (Both  illustrated  by  Bruce  Bairns- 
father). The  Smiler  Bunn  Brigade,  Bertram  Atkey,  cloth. 
60c;  Arundel,  E.  F.  Benson,  cloth,  60c;  Dead  Men's  Gold, 
Eoy  Bridges,  cloth,  60c;  The  Matchmakers,  J.  E.  Buckrose, 
cloth,  60c;  The  Valley  of  Fear,  Arthur  Conan  Doyle,  cloth, 
60c;  With  the  Immortal  7th  Division,  E.  J.  Kennedy,  cloth, 
60c;  The  Bronze  Eagle,  Baroness  Orczy,  cloth,  60c;  The 
Black  Sheep,  Ruby  M.  Ayres,  cloth,  35c;  Richard  Chatter- 
ton,  V.C.,  Ruby  M.  Ayres,  cloth,  35c;  The  Uphill  Road, 
Ruby  M.  Ayres,  cloth,  35c;  The  Littl'st  Lover,  Ruby  M. 
Ayres,  cloth,  35c;  Secret  Service,  Cryus  Townsend  Brady, 
cloth,  35c;  Doing  Their  Bit,  W.  Boyd  Cable,  cloth,  35c; 
A  Fair  Refugee,  Morice  Gerard,  cloth,  35e;  The  Outlaw, 
David  Hennessey,  cloth,  35c ;  A  Spur  to  Smite,  G.  B.  Lan- 
caster, cloth,  35e;  The  Soul  of  a  Ranker,  E.  G.  Miles,  cloth, 
35c;  At  Bay,  Page  Philips,  cloth,  35c;  Disarm!  Disarm!, 
Baroness  Von  Suttner,  cloth,  35c;  Sea  Patrols,  Patrick 
Vaux,  cloth,  35c. 

Non-Fiction 
The  Lord  Kitchener  Memorial  Book,  cloth,  $1.50;  The 
Stealers  of  Light,  Queen  of  Roumania,  cloth,  $1.50;  Mr. 
Poilu,  Herbert  Ward,  cloth,  $2.50;  My  Country,  Queen  of 
Roumania,  cloth,  $1.25 ;  The  British  Campaign  in  France 
and  Flanders,  1914,  Sir  A.  C.  Doyle,  cloth,  $1.50;  The 
White  Road  to  Verdun,  Kathleen  Burke,  cloth,  $1.00  and 
50c;  At  the  War,  Lord  Northcliffe,  cloth',  $1.50;  Hurrah 
and  Hallelujah,  Prof.  J.  P.  Bang,  cloth,  $1.25;  Scraps  of 
Paper,  paper,  35c;  The  Flaming  Sword — In  Serbia  and 
Elsewhere,  Mrs.  St.  Clair  Stobart,  cloth,  $1.50;  In  the 
Northern  Mists,  Grand  Fleet  Chaplain,  cloth,  $1.25;  One 
Young  Man,  J.  E.  Hodd.er  Williams,  cloth,  35c;  Men  of 
Letters,  Dixon  Scott,  cloth,  $1.50;  Mary  Slessor,  8th  Edi- 
tion, W.  P.  Livingstone,  cloth,  $1.25;  War  and  the  Fear  of 
God,  James  Denney,  cloth,  75c;  Faithful  Stewardship  and 
Other  Sermons,  Father  Stanton,  cloth,  $1;  The  Evangel  of 
the  Strait  Gate,  Rev.  W.  M.  Clow,  cloth,  $1.50;  Soul  Atti- 
tudes, Late  Rev.  E.  J.  Kennedy,  cloth,  75c;  Stand  Up,  Ye 
Dead!  2nd  Edition,  Rev.  Norman  Maclean,  cloth,  $1.00. 
Juvenile 
Child's  History  of  the  Anzac,  E.  C.  Buley,  cloth,  75c; 
White  Queen  of  Okoyong;  The  Children's  Mary  Slessor, 
W.  P.  Livingstone,  cloth,  75c. 

EDITOR'S  NOTE— By  an  error  in  the  March  issue,  the 
new  fiction  as  reported  above  for  Thomas  Langton,  was 
included  with  last  month's  report  of  the  Copp,  Clark 
Company's  new  books. 

WILL  L.  COMFORT 

Will  L.  Comfort  has 
added  greatly  to  his  pres- 
tige as  an  author  with 
"The  Last  Ditch,"  which 
has  been  out  several 
months,  but  which  is  still 
in  strong  demand.  It  is  a 
novel  that  not  only  pre- 
sents a  strong  story,  but  is 
meritorious  for  its  excel- 
lent descriptive  passages 
and  its  excellent  interpre- 
tation of  the  spirit  of  the 
Far  East. 
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FORREST  REID, 
whose  picture  is  presented  here- 
with, is  the  author  of  a  new  book 
entitled  "The  Spring  Song."  One 
of  his  previous  successes  was 
"At  the  Door  of  the  Gate." 


WILiL    L.    COMFORT, 
Author  of  "The  Last  Ditch. 


A  NEW  BIRD  BOOK 

Timely  with  the  advent  of  spring  comes  a  new  bird 
book  by  Gene  Stratton-Porter,  telling  about  how  she  made 
friends  with  birds.  This  is  a  revised  and  greatly  enlarged 
edition  of  "What  I  Have  Done  With  Birds"  with  some 
of  the  author's  newest  and  best  photographs.  She  has 
called  it  "Friends  in  Feathers." 

"This  is  the  record  of 
how  I  made  friends  with 
the  birds  until  T  could 
picture  them."  says 
Mrs.  Porter  of  her  lat- 
est book.  "Many  of 
the  birds  here  shown 
never  have  been  photo- 
graphed in  their  natural 
positions  by  any  one 
else. 

"Here  are  birds, 
playing,  singing,  court- 
ing, nestbuilding,  show- 
ing fear,  anger  and 
greed  plainly  on  their 
faces.  These  are  not 
coast  and  sea  birds  that 
can  be  pictured  in 
flocks;  they  are  for  the 
greater  part,  shy,  wild 
song  birds,  that  must  be 
taken  singly  and  cen  be 
reproduced     only     after 

days  of  patient  work  and  waiting  among  them,  until  they 
become  so  friendly  that  it  is  possible  to  enter  the  bird 
family  and  cause  no  disturbance.  This  volume  represents 
the  hardest  and  most  difficult  field  work  I  have  done." 

BIRD  STUDY  FOR  BEGINNERS 

•In  "The  Bird  Study  Book,"  Gilbert  Pearson  has  writ- 
ten a  book  about  birds  for  the  beginner  or  child. 

Mr.  Pearson,  as  secretary  of  the  National  Association 
of  Audubon  Societies,  is  one  of  the  best  informed  writers 
on  birds  in  America.  The  fundamental  facts  about  bird 
study  are  found  in  Mr.  Pearson 's  book,  told  in  simple 
language  and  illustrated  with  pen  and  ink  drawings  and  a 
number  of  photographs. 

MISPRONOUNCED  WORDS 

A  valuable  new  volume  which  has  just  reached  us 
from  Funk  and  Wagnalls,  of  New  York,  is  "A  Desk- 
book  of  25,000  Words  Frequently  Mispronounced."  It 
is  the  work  of  Frank  H.  Vizetelly,  and  some  idea  as  to 
the  extent  of  his  labors  may  be  judged  by  the  fact  that 
the  book  indicated  the  correct  pronunciation  of  the  25,000 
words  it  contains  as  recorded  by  the  eight  accepted  stan- 
dard authorities  of  the  day;  traces  English  pronunciation 
from  its  first  record  to  the  present;  gives  concise  defini- 
tions of  the  less  familiar  words  and  of  proper  names; 
contains  the  pronunciation  of  all  Bible  names  as  recorded 
by  the  Authorized  Version,  the  Douai  Version,  the  Re- 
vised Version,  and  the  Apocryphal  Books;  records  of 
pronunciation  of  such  simple  words  as  may  prove  stumb- 
ling-hlocks  to  immigrants  of  continental  birth  who  are 
unfamiliar  with  the  sound  values  of  the  letters  used  in 
forming  English  words,  and  includes  in  their  correct  al- 
phabetical places,  the  names  of  those  persons,  cities, 
towns,  rivers,  etc.,  that  have  become  prominent  through 
the  European  war.  The  book  contains  910  pages,  and  is 
published  in  a  $1.50  edition. 
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"UNDERTOW" 

Kathleen  Xurris's  new  novel  to  be  published  March 
twenty-third  by  Doubleday,  Page  &  Co.,  under  the  title  of 
"Undertow,"  is  a  much  smaller  book  than  her  previous 
novels,  "The  Story  of  Julia  Page"  and  "The  Heart  of 
Rachael."  In  it,  however,  Mrs.  Norris  analyzes  with  her 
accustomed  keenness  for  cause  and  effect  within  the  do- 
tnestic  circle,. some  of  the  most  insidious  influences  in 
American  life. 

OH,  MARY,  BE  CAREFUL! 

George  Weston  has  written  a  delightfully  witty  story 
in  his  book  with  the  odd  title,  "Oh,  Mary,  Be  Careful," 
which  comes  from  McClelland,  Goodchild  &  Stewart.  Just 
;i  hint  as  to  its  nature  is  afforded  by  this  extract  from  the 
foreword:  "Suppose  at  your  demise  you  leave  a  daughter 
with  fifty  thousand  dollars  and  you  know  she  will  lose 
every  cent  of  it  if  she  marries.  Knowing  mankind  as  well 
as  you  do,  would  you  advise  your  daughter  to  give  up 
that  $50,000  for  a  husband?" 

HUMOR  IN  TRAGEDY 

"I  think  it  may  be  broadly  stated  that  men  of  action, 
the  great  destroyers,  the  men  who  take,  are  as  a  rule  de- 
void of  humor,  while  men  of  imagination  and  contempla- 
tion, those  who  create,  who  give,  have  the  gift  of  humor," 
says  Sir  Herbert  Tree,  in  "Humor  in  Tragedy,"  an 
address  which  appears  in  his  book,  "Nothing  Matters," 
just  published.  "I  take  it,"  he  says,  "that  the  greatness 
of  a  man  must  be  gauged  by  his  output  for  good, — the 
measure  of  his  greatness  is  in  proportion  to  what  he  gives 
to  the  world;  his  lack  of  greatness  by  what  he  takes  or 
destroys.  Shakespeare  (who  had  humor),  enriched 
the  world;  Napoleon  (who  was  without  humor),  impov- 
erished it.  Napoleon  was  sane  to  the  core,  but  he  lacked 
humor.  He  may  have  had  the  imagination  to  visualize 
the  terrors  of  the  war  and  the  suffering  he  inflicted  on 
mankind — he  did  not  possess  the  humor  to  ask  himself, 
'Is  this  worth  while?'.  "  In  this  connection,  Sir  Herbert 
compares  Emperor  William  to  Napoleon, — their  likeness, 
he  says,  is  in  their  monstrous  ambition.  "What  is  it?" 
he  asks,  "that  enables  the  Kaiser  to  pose  as  the  vice- 
regent  of  God?  Is  it  the  calm  of  a  madman.  It  is  the 
negation  of  humor.  The  Kaiser  lacked  the  divine  humor 
— that  humor  which  divine  right  cannot  confer — to  know 
the  spirit  of  England." 

THE  OTHER  WOMAN 

Octavus  Roy  Cohen  has  written  a  readable  story  about 
a  couple  of  newlyweds  in  this  book  just  published  by  the 
Macaulay  Co.,  of  New  York.  The  young  couple  find  them- 
selves suddenly  involved  in  an  unexpected  entanglement 
which  appears  so  serious  as  to  menace  their  idyllic  union. 
Indeed,  what  young  bride  would  relish  the  appearance  on 
the  scene  of  a  chorus  girl  who  claims  the  young  bride's 
husband  as  her  own  by  right  of  conquest? 

That  Maud  Leveridge,  blondined  and  painted,  came  so 
near  to  breaking  up  a  happy  home  was  really  no  fault 
of  hers.  And  if  the  whole  situation  arose  from  a  prac- 
tical joke,  its  results  came  close  to  being  no  joke  at  all 
for  at  least  four  people  involved. 

GOOD  MORNING,  ROSAMOND! 

Constance  Skinner's  new  book  "Good  Morning,  Rosa- 
mond!" is  similar  to  that  delightful  book  "Bambi. "  It 
is  a  lightsome  romance  carried  along  in  a  sparkling  sum- 
mer sea  of  dialogue.  The  author  of  this  book  is  a  suc- 
cessful English  playwright,  but  this  is  her  first  novel  and 
the  book  has  been  dramatized. 


ANOTHER  "DO  SOMETHING"  BOOK 

Helen  Beecher  Long,  of  the  "Do  Something"  Books 
fame,  has  added  another  to  the  series  this  year  in  "The 
Mission  of  Janice  Day,"  which  is  full  of  humor,  of  love, 
and  of  scenes  in  quaint  old  Polktown,  on  the  Rio  Grande, 
and  in  the  camps  of  the  Mexican  soldiers.  Wherever  Janice 
goes  she  makes  friends,  and  no  matter  how  perilous  the 
situation,  the  brave,  trusting  girl  invariably  finds  a  way 
out. 

THE  STINGY  RECEIVER 

Eleanor  Hallowell  Abbott's  new  book,  "The  Stingy- 
Receiver,"  just  published  by  the  Copp,  Clark  Co.,  is  the 
story  of  a  tremendously  wealthy,  keen-minded,  sharp- 
tongued,  bed-ridden  woman,  who  is  always  sending  pres- 
ents broadcast,  and  whose  dearest  wisli  is  this:  "That  the 
last  mail  of  the  day  may  never  leave  me  utterly  letter- 
less— and  that  I  may  always  be  expecting  a  package  by 
express. ' ' 

It  is  also  the  story  of  Solvei  Kjelland,  who  says  herself 
that  she  is  "young,  and  strong,  and  very  laughing,"  and 
who  has  just  come  from  Norway  to  America  to  learn 
about  the  Montessori  method.  But,  by  a  joyful  twist  of 
fortune,  she  learns  most  about  the  aforesaid  wealthy  wo- 
man and  about  Dr.  Sam  Kendrue,  who  is  as  tall  and  young 
and  handsome  as  Solvei,  as  brunette  as  she  is  blonde,  as 
grim  as  she  is  effervescent  and  vivid.  This  story  is  in  the 
same  sparkling  and  whimsical  strain  as  endeared  this 
author's  other  books  to  so  many  readers. 

ARISTOCRATS  OF  THE  GARDEN 

For  the  lover  of  a  beautiful  garden  with  rare,  exotic 
and  "diffeient  sort"  of  growing  things  therein,  Ernest  H. 
Wilson  has  written  "Aristocrats  of  the  Garden,"  just 
published. 

Few  men  are  better  able  to  talk  of  these  "garden  aris- 
tocrats" than  Mr.  Wilson,  who  has  traveled  in  China  and 
Japan  in  collecting  garden  rarities  and  worked  in  the  im- 
portant gardens  and  nurseries  of  Europe  and  America. 

In  this  new  book,  Mr.  Wilson  tells  of  the  wonderful 
and  beautiful  material  in  hardy  plants  and  shrubs  now 
made  available  for  American  gardens  and,  at  the  same 
time,  focuses  attention  on  the  most  worth-while  plants 
known  and  tried  out  but  unfortunately  not  yet  really  pop- 
ularized. There  is  a  pleasing  personal  atmosphere  also 
given  to  the  book  by  occasional  accounts  of  Mr.  Wilson's 
own  experiences  in  plant  hunting-  and  travel,  which  in- 
cludes an  account  of  exploring  for  the  Dove  tree. 

THE  LADY  OF  MYSTERY  HOUSE 

This  book  comes  from  the  Macaulay  Company,  of  New 
York.  It  is  a  swift-moving  tale  of  mystery  and  romance, 
with  a  pretty  plot  to  puzzle  the  reader's  wits,  seasoned 
with  the  spice  of  danger  and  just  enough  love-making  to 
suit  everyone  from  sixteen  to  sixty — and  older. 

THE  BROWN  STUDY 

Human  people,  people  of  the  everyday  walks  of  life, 
and  a  preacher-hero  who  seeks  to  "find"  himself,  are  the 
characters  one  meets  in  Grace  S.  Richmond's  new  novel, 
"The  Brown  Study." 

"The  Brown  Study,"  where  Donald  Brown  had  chosen 
to  live,  looked  out  upon  scenes  of  squalor  and  poverty.  In 
the  house  next  door  lived  Mrs.  Kelcey  and  her  "five,"  and 
there  were  old  Mr.  Benson,  the  "  full  jeweled ' '  watchmaker 
and  Jennings  the  clerk,  all  playing  important  roles  in  the 
drama  of  Brown  's  own  life,  a  life  of  stern  realism  that  had. 
been  chosen  in  the  place  of  a  life  of  luxury  in  wealthy  St. 
Timothy's  parish.  How  this  man  faced  the  greatest  crisis 
of  his  career  and  won  a  partner  to  a  life  of  love  and  use- 
fulness is  Mrs.  Richmond's  storv. 
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MISTRESS  ANNE 

The  eternal  trio — this  time  a  charming-  woman  and  two 
men — one,. the  drone,  a  wealthy  dilettante — the  other  the 
worker,  the  physician.  The  question  of  the  heroine 
"Mistress  Anne"  is — which?  Around  this  situation 
Temple  Bailey  has  written  another  engrossing-  love  story 
with  the  Eastern  Shore  of  Maryland  its  scene. 

PERIODICAL  NOTES 

The  "Popular  Magazine""  will  advance  its  subscription 
rate  to  $4  a  year. 

The  "Business  Philosopher"  has  reduced  its  annual 
subscription  rate  from  $3.60  to  $2.00. 

"Vaudeville"  lias  advanced  its  subscription  rate  from 
$2  to  $4  per  year. 

In  presenting  the  picture  of  A.  C.  Benson  last  month 
and  acknowledging  that  it  was  published  through  the 
courtesy  of  the  Putnam's  who  have  published  some  of 
Benson's  books  in  the  United  States  it  should  have  been 
mentioned  that  in  Canada  Benson's  works  are  published 
by  the  Copp,  Clark  Co. 

A  recent  publication  "Treasure,"  by  Gertrude  S. 
Matthews,  which  is  described  as  "a  hybrid  between  travel 
and  novel." 

The  "Manual  for  Girls"  and  the  "Manual  for  Boys" 
have  been  issued  recently  for  the  Woodcraft  League  of 
America. 

The  best  of  the  work  of  the  late  Luther  D.  Bradley, 
eartoonist  for  the  last  seventeen  years  on  the  "Chicago 
Daily  News,"  has  been  issued  in  an  attractive  book. 

The  story  of  the  remarkable  weaver  girl,  Mary  Slessor, 
is  told  in  "The  White  Queen  of  Okoyong." 

"The  Little  Book  Publisher"  announces  "Winning- 
Out,"  by  Charles  H.  Stewart,  and  "Brown-Eyed  Susan," 
by  Grace  Irwin,  as  the  first  two  publications  of  this  new 
company,  whose  purpose  is  "to  bring  out  a  line  of  little 
books  to  sell  for  under  a  dollar — novels,  poetry,  religion, 
everything,  in  fact." 

Rudvard  Kinlins'  is  also  accorded  a  literary  hobby — and 
an  unusual  one  it  is,  too — he  finds  recreation  in  the  dic- 
tionarv.  London  Answers  says:  "Rudvard  Kin!in<?  fpds 
both  pleasure  and  profit  in  reading  the  dictionary  and  this 
habit  largely  accounts  for  his  wonderful  knowledge  of 
words,  his  rich  vocabulary  and  his  newness  in  the  use  of 
words.  He  does  not  confine  himself  to  the  ordinary  dic- 
tionary. He  likes  to  look  at  a  slang  edition  or  a  dictionary 
of  dialect." 

Francis  R.  Bellamy,  author  of  "The  Balance,"  is 
twenty-nine  years  old.  He  has  been  farmer,  playwright 
and  book  salesman — the  latter  while  he  worked  upon  his 
novel,  which  has  just  been  published.  -«t^ 

Greensboro,  N.C.,  the  birth-place  of  0.  Henry,  has  just 
paid  tribute  to  the  great  short  story  writer  by  naming 
the  new  hotel  to  be  built  there  the  0.  Henry  Hotel. 

A  new  English  firm  of  publishers  is  that  of  Westall 
and  Company,  8  Adam  St.,  Adelphi,  London,  W.C.  In  this 
connection  it  may  be  added  that  a  notable  book  to  come 
from  this  house  is  a  novel  by  the  noted  critic  W.  H. 
Chesson. 

Larry  Evan's  new  novel,  "His  Own  Home  Town,"  to 
come  this  month  is  an  intense  story  of  a  man  fighting  back 
against  great  odds  in  his  home  town;  which  has  reviled 
him,  and  who  lives  to  see  it  grovelling  at  his  feet  in  the 
end.  There  is  the  love  story  of  a  woman  who  dared  to  love 
where  her  heart  bade  her. 


"Russia  in  1916,"  by  Stephen  Graham,  describes  a 
tramping  trip  made  in-  the  summer  of  1916  and  embodies 
his  very  latesl   ideas  on  the  country  and  its  people. 

Jack  London's  "The  Human  Drift"  has  a  frontispiece 
portrait  of  the  author  and  is  written  out  of  Mr.  London's 
many  and  unusual  experiences  in  all  parts  of  the  world. 

"Business  Competition  and  the  Law"  is  the  title  of  a 
book  just  put  out  by  the  Putnam's,  the  work  of  Gilbert  H. 
Montague.  It  deals  with  everyday  trade  conditions  affected 
by  the  United  States  anti-trust  law. 

The  widespread  desire  for  wholesome  humor  that  exists 
in  these  troublous  days  is  proved  by  the  warm  reception 
accorded  to  "A  Book  of  Laughter,"  by  Edwin  Pugh,  re- 
cently published  in  England.  It  has  a  specially  designed 
attractive  wrapper  by  Fred  Gardner. 

An  unusual  new  volume  is  "The  Book  of  Job"  with  a 
long  and  characteristic  introduction  by  G.  K.  Chesterton 
and  original  illustrations  by  C.  M.  Tongue. 

Sir  W.  B.  Richmond  is  perhaps  best  known  to  the  world 
at  large  as  the  eminent  artist  who  was  responsible  for  the 
interior  decorative  work  in  connection  with  St.  Paul's 
Cathedral.  In  his  seventy-fifth  year,  he  turned  his  atten- 
tion to  fiction,  and  his  first  novel,  "The  Silver  Chain"  has 
attracted  a  great  deal  of  attention  in  English  literary 
circles.  Now  that  William  de  Morgan  is  dead,  Sir  William 
Richmond  is  the  oldest  living  novelist. 

The  Putnams  published  in  March  "The  Man  in  Court" 
by  Frederic  D.  Wells,  a  work  of  humorous  visualization  of 
the  trial  of  court  actions.  The  desire  of  every  one  to  un- 
derstand the  real  meaning  of  court  proceedings  should 
make  the  book  a  success.  Judge  Wells  has  written  from 
the  insider's  point  of  view  and  makes  plain  the  dreaded 
intricacies  of  the  law.  Some  of  the  chapter  titles,  "The 
Strenuous  Lawyer,"  "The  Worried  Client,"  "Those 
Technical  Objections,"  show  the  character  of  the  work. 

"The  Spring  Song,"  by  Forrest  Reed  is  a  study  of  a 
delicate,  impressionable  boy,  Griffith  Weston.  With  his 
governess  and  brothers  and  sisters  he  is  sent  to  the  country 
to  visit  his  grandfather,  Griffith  joins  in  the  sports  of  the 
other  children,  but  he  is  not  one  of  them.  He  alone  hears 
every  now  and  then  "The  Spring  Song"  played  on  the 
flute' 

The  series  of  articles  by  Isaac  F.  Marcosson  now  ap- 
pearing in  the  "Saturday  Evening  Post"  is  being- 
brought  out  in  book  form,  under  the  title  "The  War 
after  the  War."  In  addition  to  the  articles,  which  are 
the  result  of  the  author's  investigations  in  England  and 
France,  the  book  will  include  a  character  study  of  Lloyd- 
George  together  with  his  message  to  the  American  people, 
and  a  sketch  of  Hughes  of  Australia,  the  "Overseas 
Premier. ' ' 

BOOK  TRADE  NEWS  AND  COMMENT 

"Bairnsfather"  seems  to  be  a  magic  name  these  days 
in  bookselling.  There  are  books  by  and  about  this  car- 
toonist-author, and  all  appear  to  be  good  sellers.  So  are 
postcards  with  Bairnsfather  cartoons  and  playing  cards 
with  some  of  his  best  known  humorous  drawings  repro- 
duced on  the  backs.  I  am  in  the  habit  of  wandering  in 
and  out  among  the  Toronto  bookshops  and  judging  by  the 
talk  that  is  heard  about  Bairnsfather,  more  especially  the 
frequent  demands  for  "Fragments  From  France"  (No.  3), 
together  with  almost  as  many  explanations  to  the  effect 
that  an  additional  supply  was  on  the  way,  this  new  book 
will  rank  among  the  six  best  sellers  unless  held  back  from 
this  honor  by  inability  to  fill  orders. 
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A  PLEA  FOR  PHONOGRAPHS 

The  retail  stationer,  who  is  also  a  dealer  in  phono- 
graphs, will  be  interested  in  the  following  editorial,  by 
Bruce  Barton,  from  his  paper,  Every  Week,  and  it  will 
afford  suggestions  to  help  along  the  phonograph  depart- 
ment : 

"I  like  grand  opera  music,  and  dislike  grand  opera. 
In  the  first  place,  grand  opera  costs  too  much.  In  the 
second  place,  it  seems  to  me  a  hybrid  art.  Acting  and 
singing  no  more  belong  together — for  me — than  reading 
and  dancing.  The  acting  of  a  play  or  the  action  of  a 
story  carries  me  along  with  it.  I  can  surrender  myself 
to  the  illusion;  identify  myself  with  the  characters  and 
forget  everything  in  my  interest  in  their  affairs. 

"But  it  is  simply  beyond  me  to  feel  any  illusion  con- 
cerning a  love  scene  between  two  supposedly  passionate 
young  lovers,  when  the  parts  are  sung  by  a  burly  Italian 
man  and  a  burly  Italian  woman,  both  over  forty  years  old 
and  more  than  forty  stone  in  weight. 

"The  only  way  I  can  enjoy  the  acting  of  opera  is  to 
close  my  eyes. 

"Furthermore,  1  like  to  be  able  to  start  my  opera  and 
stop  it  when  I  want  to;  to  smoke  if  I  like,  or  lie  down  if 
I  like;  and,  finally,  to  be  aible  to  leave  when  I  get  ready, 
without  feeling  that  I  am  losing  any  money  by  doing  so. 

"In  other  words,  I  like  my  opera  on  a  machine. 

"I  like  to  go  home  in  the  evening  before  dinner,  and 
lie  down  for  half  an  hour  and  listen  to  my  favorite  music. 

"If  I  need  stimulation,  there  are  stimulating  pieces: 
if  relaxation,  there  are  selections  that  relax;  if  sleep, 
there  are  songs  that  carry  one  over  pleasant  pastures  and 
lay  him  down  under  fragrant  apple  trees  to  peaceful 
slumher. 

"Music  is  a  mental  and  spiritual  massage,  or  a  brac- 
ing cold  shower  bath,  according  to  what  you  select.  T 
personally  do  not  care  to  take  my  spiritual  massage  in  the 
Metropolitan  Opera  House,  any  more  than  I  would  care  to 
have  my  hair  cut  in  Madison  Square  Garden. 

"Every  child  should  grow  up  in  a  home  where  music 
is  constantly  played.  Every  experience  of  a  happy  youth 
should  have  some  particular  song  hound  up  with  it,  so 
that  the  playing  of  that  song  in  after  life  will  reawaken 
that  experience  and  cause  it  to  be  lived  again. 

"I  can  never  hear  Handel's  'Largo'  without  living- 
over  one  of  the  quiet  Sundays  of  my  boyhood,  because  it 
was  played  in  our  house  almost  every  Sunday. 

''  'Sweet  Alice,  Ben  Bolt,'  brings  hack  a  memory  to 
me  that  is  peculiarly  intimate  and  peculiarly  sweet.  There 
are  a  hundred  favorites — each  calling  its  own  particular 
bit  of  grand  opera  back  into  my  memory — a  fragment  of 
the  opera  of  my  own  life. 

"Do  not  deny  your  child  the  blessed  ministry  of  music. 
It  is  one  of  the  rarest  gifts  of  God. 


"Sweeten  his  soul  with  it.  Perhaps  you  may  even  be 
able  to  teach  him  to  love  opera.  If  not,  you  can  at  least 
teach  him  to  love  music  in  his  own  home. 

"And  he  will  be  in  good  company.  That  is  the  way 
the  prophet  Elisha  liked  his  music.  Of  him  it  is  written 
that,  when  driven  to  utter  distraction  by  the  perplexities 
of  his  business,  he  would  cry : 

"  'But  now  bring  me  a  minstrel." 

"And  it  came  to  pass,  when  the  minstrel  played,  that 
the  hand  of  the  Lord  came  upon  him." 

MUSIC  AND  LIFE 

"We  must  first  of  all  teach  our  children  to  love  the 
best  music,  and  then  we  must  teach  them  to  read  it,  not 
necessarily  'at  sight,'  but  to  read  it  well  enough  to  satisfy 
all  the  demands  likely  to  be  made  in  that  direction,"  says 
Thomas  Whitney  Surette  in  his  book,  "Music  and  Life." 
The  author  was  a  member  of  an  unpaid  advisory  committee, 
appointed  by  the  School  Committee  of  the  City  of  Boston 
to  improve  the  teaching  of  music  in  the  public  schools. 
"The  most  distressing  condition  in  the  Boston  schools, — 
and  this  would  be  more  or  less  true  elsewhere  in  the 
United  States  and  in  Canada, — was  that  all  the  children  in 
the  kindergarten  and  primary  grades  were  learning  such 
songs  as  would  eventually  destroy  their  natural  taste  for 
fine  music.  Singing  by  ear  spontaneously  and  without 
technical  instruction,  but  rather  for  the  joy  of  doing  it. 
and  for  the  formation  of  the  taste  on  good  models,  is  the 
proper  beginning  of  all  musical  education." 

Henry  E.  Krehbiel,  the  distinguished  critic,  has  pub- 
lished a  companion  volume  to  this  very  successful  "A 
Book  of  Operas."  This  is  entitled  "A  Second  Book  of 
Operas. ' ' 

The  new  work  contains  chapters  on  the  Biblical 
Operas,  Bible  Stories  in  Opera  and  Oratorio,  Herodiade. 
Lakme,  Pagliacci,  Rubinstein  and  His  "Geistliche  Oper," 
Samson  et  Delila,  Die  Konigin  von  Saba,  Cavalleria  Rusti- 
cana,  The  Career  of  Mascagni,  Iris,  Madame  Butterfly. 
Der  Rosenkavalier,  Two  Operas  by  Wolf-Ferrari,  Konigs- 
kinder,  Boris  Godounoff,  Madame  Sans-Gene  and  other 
Operas  by  Giordano. 

As  in  the  case  of  the  first  work,  there  are  many  half- 
tone plates.  The  two  books  taken  together  comprise  a 
complete  survey  of  practically  all  the  operas  that  are 
ever  presented  in  the  modern  opera  house. 

"Contemporary  Russian  Composers,"  by  M.  Montagu- 
Nathan,  is  the  title  of  an  important  volume  almost  ready 
for  publication.  The  work,  which  is  an  authoritative  study- 
of  the  contemporary  Russian  school  of  musical  composi- 
tion, will  be  illustrated^with  several  Pholeo  portraits  of 
Russian  musicians. 
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PUBLIC  LIBRARY  NEWS 


ADVERTISING  THE  LIBRARY 

Seattle  sends  us  a  set  of  attractive  placards  that  are 
well  suited  to  making-  citizens  aware  of  their  public  lib- 
rary. One  of  them  reads:  "Get  the  good  out  of  your 
Public  Library!  Borrow  the  brains  of  the  best  writers  in 
your  line  of  work.  For  information  on  any  subject,  try 
the  Reference  Department,  Main  2466."  Another  says: 
"When  you  want  information,  statistics  or  facts,  don't 
hesitate;  come  to  your  Public  Library  or  telephone.  This 
service  is  yours  for  the  asking."  Another  reminds  the 
Seattle  parent  that  "Your  child's  reading  may  bring  hap- 
piness, success,  character.  If  you  want  to  know  what 
books  are  worth  while  for  boys  and  girls,  go  to  your  Public- 
Library;  ask  the  Children's  Librarian." 

Skilled  workmen  and  those  who  wish  technical  infor- 
mation are  reminded  that  the  latest  and  best  books  are 
to  be  found  at  the  library:  "Go  to  the  Technology  Room 
and  ask  for  Mr.  Thompson,  who  will  be  glad  to  assist  you." 

This  is  real  public-library  service.    Broadcast  messages 


either   lost,    worn   on!    or   discarded,  leaving  a    balance   of 
11,696  volumes  on  the  shelves.    0.  E.  King  was  re-elected 
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ANNUAL  MEETING  OF   ONTARIO  LIBRARY  ASSO- 
CIATION. 


T 


HE  Ontario  Library  Association  will  hold  its  sev- 
enteenth annual  meeting  on  April  9  and  10  at  the 
Public  Reference  Library,  Toronto.  Dr.  Charles 
H.  Thurber,  M.A.,  Ph.D.,  of  Boston,  Mass.,  head  of  the 
editorial  department  and  partner  in  the  firm  of  Ginn  & 
Company,  the  great  educational  book  publishers  of  the 
United  States,  will  be  the  chief  evening  speaker  on  the 
subject  "The  Making  of  a  Book." 

In  the  afternoon  session  of  the  opening  day  the  sub- 
ject, "What  seems  to  me  a  very  important  aspect  of  the 
work  of  Public  Libraries  at  the  present  time,"  will  be 
discussed  by  Miss  Mary  Black,  Librarian  of  the  Public 
Library  at  Fort  William;  Miss  Mary  Saxe,  Librarian  of 
of  that  sort,  in  striking  and  attractive  type,  will  multiply  f'ie  Public  Library,  We*stmount,  Que.;  and  Miss  Mary 
a  library's  usefulness. 

Every  day's  mail  shows  us  how  much  public  libraries 
need  to  be  advertised.  Follow  Seattle's  example  in  incul- 


cating a  public-library  habit — Saturday  Evening  Post. 

LIBRARY  INDEXING 

Indexing  extraordinary,  indexing  carried  to  the  utmost 
limit  of  possibility,  seems  to  be  among  the  achievements 
standing  to  the  credit  of  the  Seattle  Public  Library.     In 
an  issue  of  its  alert  little  "Library  Poster"  there  is  a 
short  article  on  "Library  Service  to  Business  Men,"  in 
which  occurs  this  announcement,  in  accents  of  justifiable 
pride:    "We   have    the    departments,    the   assistants,   and 
the  books,   pamphlets,   magazines,   newspapers  and   other 
materials,  arranged  and  indexed  in  such  a  manner  that  a 
vast  amount  of  information  on  a  thousand  practical  sub- 
jects is  almost  immediately  available  to  any  business  man 
who  is  willing  to  state  his  problem  and   to  do  whatever 
reading  his  case  may  require."     To   arrange  and   index 
library  departments  and,  more  difficult  still,  library  assist- 
ants, is  a  refinement  of  library  economy  that  has  probably 
never  before  been  attempted,  much  less  accomplished.     A 
complete  index,  or  alphabetical    table  of  contents,  to    a 
corps  of  library  assistants  must  indeed  be  a  triumph  of 
the  cataloguer's  art. — The  Dial. 

The  annual  report  of  the  Port  Arthur  Public  Library, 
as  presented  by  the  librarian,  Mrs.  Winks,  showed  a  total 
membership  of  5,588.  The  total  circulation  was  70,957 
volumes  as  compared  with  77,711  in  1915.  During  the  year 
1,400  volumes   were  added   to   the  library,  and  507  were 
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A  hern,  Editor  of  "Public  Libraries,"  Chicago. 

Prior  to  the  delivery  of  Dr.  Thurber 's  address  at  the 
evening  session,  George  H.  Locke,  Chief  Librarian  of  the 
Public  Library,  Toronto,  will  speak  on  "The  Privileges 
and  Obligations  of  our  Public  Libraries  in  Times  of  Un- 
rest." Dr.  Thurber 's  highly  interesting  address  on  "The 
Making  of  a  Book"  will  follow. 

In  the  forenoon  of  the  second  day's  session,  W.  O. 
(arson,  Inspector  of  Public  Libraries,  will  speak,  fol- 
lowed by  a  discussion  of  the  subject,  "What  I  Gained 
from  My  Attendance  at  the  Provincial  Library  Training 
School  of  1916,"  by  Misses  J.  McCally,  St.  Thomas,  and 
Muriel  Page,  Hamilton.  The  subject,  "What  is  the  PlaTe 
and  Use  of  Newspapers  and  Periodicals  in  Our  Public 
Libraries  in  Towns,"  will  be  taken  up  by  Miss  Dunham, 
B.A.,  Kitchener;  Miss  A.  M.  Harris,  Guelph ;  Miss  Mid- 
dlemiss,  Brantford,  and  Miss  Annie  Jackson,  of  the  Chil- 
dren's Department  of  the  Toronto  Library,  will  speak 
on  "What  Periodicals  are  Suitable  for  Children's  De- 
partments of  Our  Public  Libraries." 

The  Annual  Exhibition  of  the  Ontario  Society  of 
Artists  will  be  left  on  the  walls  for  the  benefit  of  the 
members  of  the  Association,  through  the  courtesv  of 
the  O.  S.  A. 


ROYAL  BURRITT,  formerly  of  Stratford,  Ont.,  and  for 
some  time  engaged  in  the  real  estate  business  in  Winni- 
peg, has  been  made  a  Brigadier-General  under  General 
Steele.  While  a  resident  of  Stratford,  Mr.  Burritt  had 
an  interest  in  a  bookstore  on  Wellington  street,  and  also 
devoted  some  attention  to  the  poultry  business. 
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Business  Systems 


STATIONERS  SELLING  FURNITURE 

A  GOOD  line  of  office  furniture  and  supplies,  along 
with  the  office  stationery,  is  now  being  extensively 
carried  by  modern  stationers  who  are  branching  out 
and  enlarging  the  scope  of  their  business.  Progressive 
stationers  have  discovered  that  since  they  handled  cards 
and  games,  they  could  also  deal  in  lacquered  tables  on 
which  to  play  them,  and  the  introduction  of  boudoir 
writing  desks  has  followed  the  featuring  of  fine  stationery. 
A  very  complete  showing  along  this  line  was  recently 
made  by  Grant's  Book  Shop,  of  Utica,  N.Y.,  showing  a 
compact,  modern  office  with  hardwood  floor  and  oak  furni- 
ture— flat  top  desk,  hat  tree,  swivel  chair,  leather  up- 
holstered arm  chair,  copper  waste  basket.  Also  displayed 
were  letter  baskets,  ink  sets  and  filing  cases.  The  equip- 
ment was  of  the  latest  pattern  even  to  the  glass-topped 
desk,  and  many  catch  mottoes  which  adorned  the  walls. 

Another  firm  which  demonstrates  that  office  stationery 
looks  best  in  appropriate  surroundings  is  the  Gimbel  Co., 
of  New  York,  who  recently  made  an  attractive  window 
showing  in  this  line.  The  display  consisted  of  cherry 
furniture,  which  showed  up  well  against  a  dark  blue  back- 
ground, and  a  rich  Oriental  pattern  rug  on  the  floor.  A 
roll  top  desk  against  the  wall  had  letter  -files  on  top  and 
a  combination  desk  set.  In  the  centre  of  the  room  was  a 
flat  top  desk  with  blotter  and  glass  top,  and  fitted  out  with 
a  copper  desk  set,  calendar  in  rack,  paper  knife  and  open 
ledger.  Behind  the  desk  was  a  leather  arm  chair  and 
beneath  it  a  copper-lined  waste  basket. 

OFFICE  ECONOMY 

Bert  Ketchum  says  that  thirty  minutes'  time  wasted 
daily  by  a  $50  a  month  clerk  costs  his  employer  $39  a  year, 
which  represents  5  per  cent,  interest  on  a  $780  investment. 
In  other  words,  that  firm  could  invest  even  $600  for  new 
equipment  and  make  a  profit  on  it.  Thirty  minutes  of 
wasted  or  unproductive  time  daily  by  a  $2,000  a  year  man 
costs  the  firm  $123  per  annum,  or  5  per  cent,  interest  on 
$2,460. 

This  suggests  that  one  might  work  out  facts  about 
losses  which  arise  from  poor  and  inadequate  equipment 
and  make  this  information  a  battering-ram  to  open  the 
way  to  the  installation  of  suitable  equipment. — 0#ice 
Appliances. 

WHY  NOT  SELL  TYPEWRITERS? 

A  move  made  this  year  by  the  Oliver  Typewriter  Co. 
is  so  radical  that  it  merits  this  notice  in  the  news  columns 
of  BOOKSELLER  and  STATIONER,  It  is  the  reduction 
in  price  of  their  standard  machine  from  $100  to  $49.  The 
step  was  taken,  of  course,  on  the  assumption  that  it  will 
greatly  increase  the  volume  of  business.  To  that  extent 
it  is  an  experiment,  and  the  trade,  particularly  the  retail 
stationers,  will  watch  results  with  keen  interest. 
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The  whole  question  of  selling  typewriters  in  retail 
stores  is  a  vexing  one.  The  contention  all  along  has  been 
that  the  high  prices  which  have  always  been  maintained 
by  the  makers  of  what  are  known  as  the  standard  type- 
writers, has  necessitated  specialized  selling,  independent 
of  the  commercial  stationery  trade.  If,  however,  high- 
grade  typewriters  can  be  made  to  sell  at  half  the  prices 
that  have  obtained  for  so  many  years,  why  shouldn't  they 
become  ready  sellers  in  stationery  stores?  It  seems  to  be 
up  to  the  stationers  themselves  to  assert  themselves  and 
rise  to  the  occasion. 

HANDY  FORM  FOR  CASE  RECEIVED 

One  of  the  latest  ideas  in  machine  bookeeping  is  a  new 
form,  brought  out  by  the  Wilson-Jones  Loose  Leaf  Com- 
pany, Chicago  and  New  York,  which  provides  a  means  of 
entering  cash  items  in  such  a  manner  that  the  items  can 
afterwards  be  rearranged  in  alphabetical  order  for  the 
purpose  of  posting. 

Heretofore,  where  the  old  style  bound  cash  book  was 
used,  posting  to  the  ledger  was  necessarily  done  at  ran- 
dom, because  there  was  no  way  of  rearranging  the  entries. 

A  NEW  CEMENT 

A  new  cement,  as  yet  unnamed,  is  being  introduced  by 
the  Ideal  Specialties  Manufacturing  Corporation,  592 
Pearl  St.,  New  York,  which  has  been  perfected  to  the  ex- 
tent that  it  will  successfully  stick  together  leather  or  the 
various  imitations  of  leather  that  are  used  in  manufac- 
turing, an  accomplishment  said  to  be  hitherto  unrealized. 
This  new  cement  is  colorless  and  about  the  consistency  of 
heavy  molasses.  The  makers  are  using  this  new  adhesive 
successfully  in  manufacturing  their  "up-to-date"  calen- 
dar cases  and  hope  shortly  to  be  in  a  position  to  supply 
the  trade  with  this  cement  in  gallon  and  five-gallon  cans 
and,  later  on,  in  collapsible  tubes  for  general  use. 

DEATH  OF  WILLIAM  PAPST 

The  death  occurred  la9t  month  at  his  late  home  in 
Toronto,  of  William  Papst,  at  one  time  with  Warwick 
Bros.  &  Rutter,  and  latterly  with  A.  R.  MacDougall  &  Co. 
Deceased  was  widely  known  in  the  Canadian  stationery 
trade.  He  had  been  in  ill  health  for  several  years  and  was 
obliged  to  give  up  work  in  the  spring  of  last  year. 

Harley  A.  Friend,  manager  of  the  Zion  Office  Supply 
at  Zion  City,  111.,  has  invented  a  thumb-notch  device  for 
duplicate  books  which  is  the  result  of  years  of  study,  but 
which  is  a  very  simple  device  and  saves  no  end  of  bother. 
In  fact,  without  the  thumb-notch  device,  the  duplicate 
book  was  never  a  great  success,  on  account  of  one  not 
being  able  to  turn  instantly  to  the  sheet  on  which  the  next 
ticket  was  to  be  issued. 


MERCHANDISING  METHODS 
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SMALL  POINTS   OF   SOME  IMPORTANCE 

Laxity   and    Want   of    "Finish"    Too    Evident — Careful 

Overhauling  Desirable 

By  Harry  A.   Maddox. 

IT  is  always  worth  while  to  make  a  pause  in  the  scurry 
of  business  for  the  purpose  of  reviewing  the  condition 

of  things  and  taking  a  general  survey  of  the  existing 
situation.  This  refers  not  so  much  to  the  outside  markets 
and  matters  of  stocks  and  price  so  much  as  the  interna! 
conditions  of  the  establishment.  Unless  something  of  this 
sort  is  done  periodically  one  is  apt  to  become  too  acclima- 
tized to  defects  and  wrong  developments.  The  man  who 
is  too  busy  to  adopt  a  plan  such  as  the  one  indicated  is 
too  busy  to  be  business-like.  The  progressive  man  is  more 
efficiently  busy,  but  makes  time  and  reaps  the  benefit  ac- 
cordingly. 

Arising  out  of  the  war's  effect  are  many  features  in 
business,  which,  though  in  themselves  of  apparently  small 
moment,  have  yet  a  sufficient  influence  to  react  dis- 
astrously unless  seen  and  checked  in  time.  Observance 
is  the  most  difficult  proposition  in  many  an  instance,  and 
it  is  for  this  reason  that  the  periodic  pause  and  survey  is 
essential. 

A  reputation  for  courtesy  is  a  desirable  asset  to  any 
house,  and  it  is  just  as  easily  lost  as  attained.  Inexperi- 
ence may  always  be  tolerated,  but  incivility  is  beyond 
bearing,  especially  when  served  up  by  an  incompetent 
junior.  There  is  no  denying  the  growing  existence  of  the 
evil.  The  difficulty  is  to  discover  its  presence  and  track 
its  source.  In  the  ordinary  run  of  things  the  deficiency 
is. revealed  to  customers  long  before  it  comes  under  the 
notice  of  the  management. 

Hence  our  advocacy  of  the  periodic  survey  of  small 
things  through  the  agency  of  which  a  firm  hand  may  be 
kept  upon  the  character  or  tone  of  the  establishment. 

Keeping  the  Stock 
A  second  small  point  of  some  importance  concerns  the 
economy  of  stock.  Stationery  stock,  more  than  any  other. 
requires  careful  manipulation  and  control  in  order  to 
avoid  waste  and  depreciation.  The  great  temptation  in 
all  stationery  shops  and  warehouses  is  to  scamp  correct 
storage  of  stock  and  make  an  apparent  saving  of  time, 
which  plainly  corresponds  to  a  saving  of  trouble  and  the 
rapid  depreciation  of  valuable  stock.  Excuses  for  care- 
lessness are  a  stock-in-trade  in  establishments  where 
their  acceptance  has  become  a  habit,  but  where  the  pre- 
servation of  goods  is  at  all  considered  there  is  no  room 
for  habits  save  those  which  tend  toward  orderliness  and 
efficiency.  There  was  never  a  more  pressing  need  for 
direct  managerial  supervision  of  stock  than  exists  at  the 
present  time,  and  the  control  must  be  consistent  rather 
than  spasmodic.  Absolute  insistence  on  regular  storage 
and  immediate  replacement  of  all  goods  handled  should 
be  the  order  of  the  day,  or  night,  if  necessary  to  its  ful- 
filment. Torn  packets,  broken  parcels,  boxes  minus  lids, 
dishevelled  stationery  and  accumulated  oddments,  are  all 
direct  sources  of  unrecovered  expense,  and  ultimate  loss. 
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Concurrently  they  lead  to  confusion,  disorganization  and 
business  inefficiency.  The  remedy  is  obvious  upon  con- 
sideration, but  it  is  the  consideration  which  we  press  for 
in  these  notes,  the  periodic  pause  in  which  things  like 
those  we  merit  inn  are  taken  up  for  thought.  There  is  no 
difficulty  in  putting  matters  right  if  they  are  known  to  be 
wrong.  In  the  case  of  negligent  care  of  stock,  what  is 
needed  for  rectification  is  a  keen  and  constant  control, 
possibly  a  few  late  hours,  and  an  index  record  of  current 
stock. 

Prepare  for  the  Future 

The  third  point  which  occurs  to  us  concerns  the  matter 
of  present  plans  for  future  business.  The  chaos  of  to-day 
has  negatived  the  usefulness  of  many  of  the  systems  which 
in  pre-war  times  had  been  inaugurated  for  the  promotion 
of  business.  Included  in  this  category  come  the  trade 
catalogue  and  advertisement.  It  is  almost  impassible  that 
the  old  prices  will  come  into  vogue  again,  although  they 
may  be  closely  approached  when  normal  times  resume. 
The  manufacturers  will,  at  the  conclusion  of  hostilities,  be 
faced  with  the  difficulty  of  arranging  new  catalogues  and 
advertising  literature.  This  being  so,  it  is  unwise  to  let 
che  matter  lay  dormant  until  forced  to  be  up  and  doiim. 
Very  much  useful  work  may  be  performed  in  the  period 
of  waiting. 

In  the  matter  of  advertising  there  should  be  no  re- 
laxation. It  is  to  the  credit  of  stationers,  that  as  a  body 
they  have  perceived  the  wisdom  of  flying  the  flag.  The 
houses  that  have  economized  in  their  publicity  depart- 
ment have  pursued  a  policy  which  cannot  fail  to  react 
unfavorably.  After  the  war  it  will  lie  found  that  many 
new  faces  take  the  place  of  old;  old  business  friendships 
will  be  renewed  or  broken  off  as  the  case  may  be.  Those 
who  have  served  in  the  war  may  return  to  find  new 
accounts  in  full  swing  and  old  ones  off  the  list.  Business 
in  general  will  get  a  new  start.  Hence,  forewarned  is 
forearmed.  Let  no  house  which  has  built  its  reputation 
allow  the  structure  to  fall  into  decay  for  lack  of  attention, 
which  in  this  case  means  persistent  advertising. — 
Stationery  Trades  Journal  (England). 

INCREASING  THE  SALE  OF  ART  GOODS 

SOME  valuable  suggestions  in  the  way  of  increasing 
the  sale  of  mouldings,  frames  and  art  goods  have 
come  from  a  dealer  in  a  Mexican  city,  who  is  now 
enjoying  a  successful  business  after  overcoming  the  prob- 
lem of  working  up  interest  in  his  line  beyond  the  limit  of 
his  contemporaries. 

Starting  business  in  a  town  of  35,000  inhabitants, 
which  boasted  of  several  other  businesses  of  a  similar 
nature,  the  necessity  of  introducing  something  novel  to 
attract  business  immediately  presented  itself.  After  two 
years  of  business,  chiefly  restricted  to  the  sale  of  reli- 
gious pictures  and  cheap  oleographs  of  landscapes  and 
still  life,  he  decided  to  excel  in  models  (etudes)  for  paint- 
ing. After  laying  in  a  complete  stock  of  the  newest 
etudes,    colors,    brushes,    canvas,    stretchers    and    selected 
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mouldings,  lie  called  a  meeting  of  the  school  and  painting 
teachers,  and  arranged  for  an  interschoLastic  exhibition 
of  painting's,  for  which  prizes  would  be  awarded.  After 
city-wide  publicity,  and  the  encouragement  of  a  large 
class  of  pupils,  the  exposition  was  opened  with  a  partici- 
pation of  over  800  paintings,  all  framed  by  the  dealer, 
under  whose  name  the  exposition  was  arranged. 

A  notable  but  tragic  incident  which  marked  the  second 
exposition  was  the  auction  sale  of  two  hundred  small 
canvases,  the  property  of  a  Canadian  artist  named  Ben- 
son, who,  in  the  habit  of  rambling  over  Mexico,  killed 
himself  one  day  through  despondency.  This  business, 
along  with  the  introduction  of  a  "framed  photograph " 
Section,  brought  in  much  business.  So  popular  had  he 
become  that  the  dealer  was  the  next  year  asked  by  the 
Governor  to  arrange  a  State-wide  exposition. 

SOLDIERS'  COMFORT  BOXES 

Soldiers'  comfort  boxes  were  featured  in  a  good  news- 
paper advertisement  by  the  McMurray  Rook  and  Station- 
try    Co.,    of   Fredericton,  N.B.,    in    the    Fredericton  Mail, 
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DECORATIONS 


Flags,  Seals,  Place  Cards,  Tally 
Cards,  Streamers,  Paper  Napkins. 
Tablecloths,  Doilies,  Cut-Out 
Shamrocks,  Pipes,  Hats,  etc.. 
Green  and  White  Roses,  Fancy 
Crepe  Paper  and  Green  and 
White  Crepe  Paper,  Novelty 
Caps;   also    St.  Patrick  Cards. 

Hay's  Stationery 

I  73  Dundas  St.  Phones  1  50  and  53 
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This  is  a  reduced  reproduction  of  a  particularly  fine  newspaper 
a-dvertisernent  which  Hay's  Stationery,  of  London,  Ontario,  used 
in  advertising  St.  Patrick's  Day  specialties.  It  will  serve  as  a 
good  suggestion  for  other  dealers  for  adaptation  in  keeping  with 
other  special  days  or  seasons. 

in  a  three-column  space,  six  inches  deep.  These  boxes 
were  described  as  follows: 

"Specially  constructed  for  sending  parcels  to  the  boys 
in  England  and  France. 

Tough  as  Leather.     Light  as  a  Feather. 

"These  boxes  come  in  two  sizes.  They  are  extra 
strong  and  very  light. 

"See  them  in  our  window." 

A  GOOD  TRADE  BRINGER 

Among  trade-getting  suggestions  the  following  is 
offered  by  a  writer  in  the  American  Stationer,  in  a  recent 
issue  put  forth  some  good  suggestions  as  "trade-getters." 
For  instance,  he  says,  that  to  keep  a  relia'ble  clock  in  one 
corner  of  a  shop  window  and  to  keep  it  set  accurately  is 
to  get  folks  into  the  habit  of  looking  into  that  window. 
We  all  want  to  know  the  time  a  hundred  times  a  day.  We 
will  glance  at  a  clock  even  when  we  don't  really  care 
what   time  it  is.     Children  and  others  who  do  not  carrv 
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watches  learn  to  know  where  there  is  a  conveniently 
placed  clock,  also  do  people  on  the  streets  in  cold  weather, 
too  well  wrapped  up  to  get  at  their  own  timepiece.  But 
the  mere  placing  of  the  clock  there  is  only  a  part  of  the 
plan.  Have  it  attached  to  a  slate  of  suitable  size  to  be 
used  as  bulletin  board.  The  slate  may  merely  be  hong 
below  the  clock  or  the  clock  may  be  mounted  at  the  top 
of  the  slate.  In  any  event  associate  them  so  they  will  be 
seen  simultaneously.  On  this  slate  may  be  chalked  clearly 
each  day,  or  as  often  as  desired,  announcement  regarding 
the  store  and  its  new  goods. 

BAGS  FOR  SPRING 

Pin   Seal   and   Black  Moire   in  Leading  Demand — Fancy 
Colored  to  Match  Costumes  and  Hats 

LEATHER  handbags  which  are  strictly  a  la  mode  are 
of  soft  finish  and  quite  dressy  in  appearance.  Pin 
seal  in  pleats  or  gathers  make  up  some  of  the  finest 
models.  Some  have  jeweled  antique  metal  frames  and 
fancy  Swiss  silk  linings. 

Mourning  bags  are  well  made  of  dull  pin  seal  with 
real  gun  metal  frames  and  deep  purple  silk  lining. 

Bags  of  black  silk  moire  in  various  sizes  and  designs, 
fitted  with  mirror,  purse  and  card  case,  continue  in  big 
demand. 

Some  novelties  are  shown  in  Persian  silks,  to  match 
costume  trimming;  also  fancily  finished  and  colored 
leathers,  but  the  best  selling  lines  are  those  mentioned 
first — pin  seal  and  black  moire.  Touches  of  enamel  on  the 
frames  are  delicate  and  new. 

Strap-handle  purses  for  use  with  the  tailored  suit  are 
very  good  also.  These  are  mostly  in  black,  also  greys, 
browns,  purples  and  greens  are  used  considerably  with 
suits  of  those  colors. 

Linings  are  of  rich  colors  to  match  the  leathers.  One 
neat  model  of  new  design  hadv  the  flap  cut  with  a  long 
curve  towards  the  finishing  corner  and  fastened  with  a 
neat  enamelled  button  clasp;  just  under  the  flap  is  an 
opening  where  the  mirror  shows  and  may  be  used  without 
removing  from  its  pocket. 

Fancy  colored  bags  to  match  the  hat  or  costume  are  in 
endless  variety  and  show  almost  anything  from  a  bouquet 
of  fruit  to  a  garland  of  beads  for  ornamentation.  Em- 
broidery seems  to  be  giving  way  slightly  to  more  raised 
trimming  or  else  heavy  beadwork. 

WINDOW  DISPLAYS 

Time  devoted  to  studying  up  novel  or  striking  window 
displays  is  time  well  spent.  It  is  not  an  easy  matter  to 
make  striking  window  displays  every  time,  but  effort 
should  be  made  to  change  your  windows  frequently  and  to 
always  make  them  attractive. 

Try  to  be  original — have  your  windows  different,  so 
that  people  will  be  curious  to  know  what  is  being  shown 
from  time  to  time.  It  is  not  necessary  to  go  to  great 
expense  or  make  elaborate  displays  to  attract  attention. 
Sometimes  the  most  simple  devices  prove  the  most  effec- 
tive. It  is  the  idea  that  counts — something  out  of  the 
ordinary  that  will  cause  people  to  stop  and  look  at  your 
windows. 

Frequent  changes  are  necessary  to  produce  the  best 
results.  Get  the  people  to  talk  about  your  window  dis- 
plays and  they  will  soon  begin  to  walk  out  of  their  way 
to  see  what  new  ideas  you  are  offering. 

When  you  have  created  an  interest  in  your  windows 
you  will  have  also  created  a  much  greater  interest  in  your 
store  and  the  merchandise  it  contains. 

Always  see  that  your  windows  are  neat,  clean  and 
fresh  looking,  for  they  will  suggest  to  passershy  the  con- 
dition of  your  stock  on  your  shelves. 


NEWS  OF  THE  TRADE 


Toronto— Miss  Brookbank,  formerly  on  the  staff  of 
Wm.  Tyrrell  &  Co.,  is  now  with  McAinsh  &  Co.,  Ltd.,  and 
Ernest  Fox  has  left  the  latter  firm,  having  enlisted.  He  is 
attached  to  the  Royal  Canadian  Dragoons. 

John  Gibb,  secretary-treasurer  of  Clark  Bros.,  Ltd., 
Winnipeg  and  Calgary,  has.  been  on  a  business  trip  in  the 
East,  visiting  Montreal,  New  York,  Boston,  Philadelphia 
and  other  cities. 

J.  L.  McKay,  Neepawa,  Man.,  was  in  Winnipeg  during 
the  Bonspiel  last  month,  but  was  not  curling.  He  called  on 
several  business  houses  while  in  the  city. 

Walter  G.  Kennedy,  who  has  been  conducting  a  retail 
stationery  business  in  Greenwood,  B.C.,  has  removed  his 
business  to  Trail,  B.C. 

FIFTIETH  ANNIVERSARY 

James  MacNeill  &  Sloan,  Limited,  manufacturers  and 
middlemen,  of  Glasgow,  have  been  celebrating  their  fiftieth 
anniversary,  the  firm  having  been  established  in  1866  by 
the  late  James  MacNeill.  A  souvenir  of  this  'anniversary 
contains  a  brief  history  of  the  firm  and  a  picture  of  the 
founder  adorns  the  cover.  Wilfrid  S.  Sloan,  the  junior 
partner  of  this  house,  received  his  commission  in  the  Scot- 
tish Rifles  shortly  after  the  outbreak  of  war,  and  thanks 
to  his  energy,  enthusiasm  and  ability  as  a  soldier,  was 
speedily  promoted  Captain  and  Adjutant  of  his  battalion. 

INKS  AND  THE  COLOR  SITUATION 

Stationers  will  do  well  to  remind  users  of  ink  that 
present  conditions,  over  which  ink  manufacturers  have  no 
control,  have  very  seriously  disturbed  the  color  market, 
and  it  is  impossible  to  procure  supplies  as  formerly.  They 
are  therefore  compelled  to  use  color  which  does  not  give 
the  brilliancy  in  tone  at  first  contact  with  the  paper.  Color 
does  not  constitute  INK,  but  is  used  merely  to  give  a  pleas- 
ing effect  to  the  eye,  and  visibility  immediately  at  time 
of  writing,  the  Ink  proper  is  in  the  combination  of  Tannic 
Acid  and  Iron,  together  with  other  necessary  chemicals. 
These  alone  remain  when  oxidation  takes  place.  In  the 
basic  qualities,  or  combination  of  acids  and  chemicals, 
there  has  been  no  change  in  the  standard  makes  of  ink  and 
stationers  may  freely  guarantee  the  permanency  of  those 
inks  which  have  earned  that  reputation,  but  which  now 
lack  the  transient  blue  color  when  writing  is  being  done. 

UNIVERSITY  WILL  INCLUDE  STUDY  OF 
STATIONERY 

AN  interesting  announcement  from  the  New  York 
University  is  to  the  effect  that  among  the  subjects 
to  which  the  Department  Store  courses  will  devote 
special  attention  during  the  coming  year  will  be  Paper. 
It  is  planned  to  make  a  study  of  the  preparation  of  paper 
stock,  the  kinds,  styles  and  finishes  for  sationery  stock, 
specially  prepared  papers,  tissue,  crepe,  engraving,  leather 
goods,  desk  sets,  diaries,  metal  goods,  book  racks,  celluloid, 
and  the  manufacture  of  fountain  pens,  pens  and  pencils, 
inks,  glues,  paste  and  metal  goods. 

Business  organizations  are  realizing  the  necessity  of 
giving  their  employees  an  education  in  their  line  of  work, 
and  to  this  end  three  special  courses,  of  a  technical  nature, 


are  being  offered  by  the  New  York  School  of  Pedagogy. 
These  courses,  which  will  deal  with  the  special  problems 
of  the  department  store,  its  organization,  selling  methods, 
and  its  merchandise,  will  be  conducted  by  teachers  who 
have  had  long  and  intimate  experience  with  teaching  in 
department  stores. 

The  first  course  deals  with  the  peculiar  problems  of 
the  department  store  witli  a  brief  outline  of  organization 
and  methods,  store  system  and  salesmanship.  The  second 
course  deals  with  merchandise  and  departmental  stock — 
grades  and  prices,  sources  of  supply — raw  materials,  etc. 
The  third  course  comprises  the  study  of  non-textiles,  such 
as  shoes,  bags,  toilet  articles,  stationery,  china,  glassware, 
raw  materials  and  sources  of  supply,  processes  of  manu- 
facture, color  and  design. 

The  three  courses  are  closely  united  and  can  be  taken 
together  with  advantage,  though  any  one  or  two  may  be 
taken  separately. 

STATIONERY  "FALL  STYLE  WEEK" 

Great  Increase  in  Stock  Selling  Expected  From  National 

Campaign 

A  STATIONERY  "Fall  Style  Week,"  planned  by  the 
National  Association  of  the  United  States,  and  in 
which  every  dealer  handling  stationery,  engraving 
and  greeting  cards  is  invited  to  participate,  is  expected  to 
result  in  a  great  increase  in  the  selling  of  such  stock.  A 
country-wide  movement  to  help  such  dealers  sell  their 
stock  is  the  basis  of  the  campaign,  and  there  is  little 
question  but  that  a  concentrated  movement  will  result  in 
materially  increasing  sales  for  dealers.  It  is  only  a  logi- 
cal sequence  of  events.  All  dealers  send  out  circulars, 
make  announcements  in  newspaper  advertisements,  and 
make  big  showings  in  their  windows.  The  public  must  be 
impressed.     The  rest,  of  course,  is  up  to  the  dealer. 

In  a  circular  to  the  Association,  the  "manufacturers' 
part"  is  outlined  as  follows:  "Every  manufacturer  of 
stationery,  greeting  cards  and  engraving  is  urged  to  make 
preparations  for  this  week  by  getting  all  new  goods  into 
the  hands  of  the  dealer  in  ample  time  for  display. 

"To  prepare  advertising  matter  for  window  displays, 
also  advertising  matter  for  the  dealer  to  send  out  locally. 
To  furnish  suggestions  to  the  dealer  that  will  assist  him 
in  making  an  attractive  display.  To  help  through  pub- 
licity and  travelling  representatives  to  create  real  en- 
thusiasm throughout  the  country." 

"The  dealers'  part"  should  be:  "Every  dealer  in  the 
country  is  invited  to  take  an  active  interest  in  Fall  Style 
Week.  Orders  should  be  placed  early  with  the  manufac- 
turers, so  there  will  be  no  delay  in  getting  goods.  Local 
advertising  campaigns  should  be  planned  and  consider- 
able thought  should  be  given  to  the  window  display. 
Samples  on  display  and  sample  books  should  be  spotless. 
Clean  house  and  make  the  store  present  a  better  appear 
ance  than  ever  before.  Put  enthusiasm  in  the  work  anil 
reap  the  full  benefit  of  concerted  action." 

The  National  Association  furnishes  attractive  window 
cards  free  to  members,  and  it  creates  interest  by  having 
notices  of  the  week  appear  in  society  papers  of  national 
circulation. 
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Increased  Wallpaper  Prices  Coming 

Advances  in  Raw  Materials  Responsible — Suggestions  for  Decorating'  the  Home — Few- 
New  Designs — Canadian  Exports  Increase. 


NOVELTIES  of  design  and  pattern  are  just  about  as 
scarce  in  the  realm  of  wallpaper  as  they  are  in 
many  other  branches  of  trade.  The  only  change 
which  dealers  report  as  looming-  up  on  the  horizon  is  an 
increase  in  price,  which  will  probably  go  as  hig-h  as 
twenty-five  per  cent.  This  contribution  towards  the 
H.  C.  of  L.  can  only  be  naturally  expected,  and  comes  as 
result  of  the  boosting  of  the  prices  of  paper,  colors  and 
bronze,  the  latter  of  which  is  soaring-  nearly  out  of  sight. 


Printed  Oatmeal,  shown  with  exquisite  Foliage  "Ready-Cut" 
Border  with  which  comes  two  bands  of  Trimmer. 

—Courtesy   of  Staunton's,    Limited. 


Of  course  these  new  prices  axe  not  expected  to  go  into 
effect  until  the  manufacturers'  new  season  commences,  but 
the  increase  will  go  through  even  though  the  new  designs 
are  not  forthcoming  in  very  great  quantity. 

The  patterns  which  have  attained  the  greatest  popu- 
larity and  are  now  classed  as  the  "best  sellers"  consist 
chiefly  of  tapestries  in  high-class  effects,  and  plain  cloth 
effects,  like  fabric  weaves.  Imitation  grasscloth  effects  are 
also  enjoying  a  popular  run.  English  Wall  Paper  designs 
are  popular  among  the  better  class  of  people,  but  the 
quantity  of  English  paper  on  the  market  is  very  small, 
owing  to  the  embargo  and  the  consequent  decrease  in  Eng- 
lish exports.  This  latter  circumstance  will  not  be  very 
noticeable  to  the  trade  in  any  case,  as  new  designs  from 
England  have  been  very  scarce  since  the  commencement 
importations  from  the  United  States,  is  having  the  result 
of  accelerating  the  manufacture  of  Wall  Paper  in  Canada, 
and  this  fact  has  already  been  indicated  by  the  increase 
in  Canada  exports. 

A  novel  introduction  in  the  Wall  Paper  field  is  the 
use  of  "Ready-Trimmed"  paper.  The  novelty  has  been 
found  to  bring  about  a  great  saving  in  time,  eliminates 
errors  in  trimming,  and  something-  which  will  be  appreci- 
ated by  all  housewives,  is  the  absence  of  litter  and  dirt 
which  usually  Accompanies  the  paperhan»er.  The  selvage, 
which  until  recently  was  left  on  the  Wall  Paper  boi'ders 
for  protection,  is  now  trimmed  off,  and  the  printed  por- 
tion of  the  roll  is  reinforced  with  a  gummed  band  of 
heavy  paper.  This  discovery  was  noted  by  a  prominent 
Canadian  distributor  of  Wall  Papers  who  observed  that 
a  great  amount  of  time  in  papering  was  occupied  in  the 
trimming  of  the  goods,  and  that  the  work  was  often  but 
indifferently  accomplished,  with  the  result  that  an  unsat- 
isfactory job  was  obtained.  It  was  also  found  that  the 
paper-hanger  often  failed  to  trim  the  paper  at  the  place 
that  was  evidently  intended  by  the  designer  and  manu- 
facturer, resulting  in  severe  losses  to  the  master-decor- 
ator by  having  to  repaper  rooms  at  his  own  cost  owing 
to  his  workmen 's  blunders.  Those  connected  with  the 
Wall  Paper  industry  know  full  well  how  often  plain 
treatments,  fabric  effects  and  stippled  papers  have  to  be 
"trimmed  in"  slightly  more  than  other  goods  in  order 
to  avoid  shading,  and  that  the  need  of  this  is  not  always 
manifest  till  after  the  room  is  completed.  It  is  to  avoid 
all  this  trouble  and  loss  that  the  plan  of  trimming  off 
he  selvages  has  been  introduced. 
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THE   MERCURY. 
A    Naive    design    on    multitone    ground    with    beautiful 

"ready-cut"  border  and   narrow   base-trimmer. 

— Courtesy   of  Staunton's,    Limited. 

Because  of  the  trade  requirements  for  a  grade  of  stock 
that  has  not  only  greatly  advanced  in  cost,  but  which  has 
to  be  of  absolutely  standard  quality  and  weight,  the  Wall 
Paper  manufacturers  are  laboring  under  a  greater  burden 
than  other  large  users  such  as  the  daily  newspapers. 
Another  factor  which  enters  into  the  situation  is  that 
the  great  demands  of  the  newspapers  of  Canada  and  the 
United  States  have  produced  a  situation  in  which  the 
pulp  mills  have  sacrificed  quality,  owing  to  the  clamor 
for  inferior  stock  at  greatly  advanced  prices,  while  the 
better  quality  of  paper  demanded  by  the  Wall  Paper 
manufacturers,  requiring  more  skilful  labor  and  greater 
care  to  produce,  is  only  to  be  procured  at  very  high  cost, 
and  is  daily  becoming  harder  to  obtain  at  any  price. 

The  price  of  paper,  dyes  and  labor,  the  three  most 
important  factors  in  the  cost  of  wall  paper  production 
have  risen  enormously,  though  manufacturers  say  they 
have  cut  their  profits  rather  than  increase  proportion- 
ately the  cost  of  Wall  Paper.  Especially  true  is  the  fac- 
tor of  the  cost  of  paper  in  regard  to  the  cheaper  papers 
where  the  proportion  of  the  cost  for  the  paper  stock 
to  that  of  the  other  raw  ingredients  is  far  higher. 

The  result  of  this  higher  schedule  of  prices  of  Wall 
Paper  is  expected  to  redound  to  the  benefit  of  the  dealers 
themselves  as  it  enables  them  to  eliminate  the  very  low 
price  goods  on  which  there  is  little  or  no  profit  at  any 
time,  and  enabling  them  to  place  their  business  on  a 
higher  plane  with  more  artistic  results  and  greater 
monetary    rewards    as    their    compensation. 

SELECTING  THE  WALL  PAPER 

Some  suggestions  which  the  housewife  might  find 
timely,  in  regard  to  the  selection  of  Wall  Paper  are 
mentioned  herewith.     As  a  rule  the  Canadian  woman   is 
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a  good  judge  of  color  and  does  not  need  much  coaching 
in  the  selection  of  color  schemes  for  the  decoration  of 
her  rooms,  but  a  few  technical  pointers  from  one  in  the 
business  do  not  go  amiss.  For  instance,  a  small  room 
should  not  be  treated  with  sharply  contrasting  colors. 
Contrasts  give  gorgeous  effects  and  are  suitable  only  for 
high  ceiled  apartments.  Strong  contrasts  and  Large 
pronounced  patterns  reduce  the  size  of  a  room,  so  in  the 
small  room  colors  that  are  not  in  sharp  contrast  should 
he  used  and  near-plain  effects  or  designs  that  are  in- 
conspicuous. 

Wall  Papers  having  stripes  running  up  and 
down  will  make  the  ceiling  appear  higher,  and 
stripes  running  around  the  room  make  the  ceiling  look- 
lower.  Where  a  number  of  pictures  are  to  be  hung  in  a 
room  it  is  well  to  suggest  a  plain  weave  effect  or  some- 
thing similar  to  be  hung  on  the  walls.  A  large  promin- 
ent design  in  such  a  room  will  upset  the  equilibrium  of 
half  the  pictures.  A  poorly  lighted  northern  room  should 
be  papered  in  yellow  tones  while  a  warm  room  facing  the 
south  would  seem  cooler  if  done  in  blue  or  green  shades. 

Some  ladies  want  a  "dropped  ceiling"  on  every  room 
it  should  be  suggested  that  a  striped  paper  be  hung  from 
ceiling  angle  to  base-board  and  a  narrow  "ready-cut" 
border  used  to  add  a  touch  of  brightness  and  color.  A 
tapestry  paper  in  foliage  or  forest  design  is  much  more 
restful  and  appears  to  very  much  better  advantage  on  a 
long  hall  and  staircase,  than  the  stiff  set  hall  patterns  of 
a,    decade    ago. 

With  papers  of  darker  hues  such  as  tans,  browns, 
russets,  dark  blues  and  various  other  popular  shades 
used  in  the  living  room,  hall,  dining  room  or  library,  a 
white    ceiling    with    mica    designs    should    not    be    used. 
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NEW  WALL  PAPERS 
For  SPRING     | 

The  smartest  the  makers  have  ever  g 
made.  They  are  not  up  in  price  like  < 
most  things  you  buy  now-a-days,  for  6 
value  they  are  equal  to  any  ever  bought  <!> 
before,  and  for  artistic  appearance  ihey  g 
were  never  excelled 

Smart  Bedroom  Papers 

At  8'/zc,    ioc,   12c    15c.  uith  beautiful  cut-out   borders 
or  plain  borders. 

Artistic    Living    Room,      Dining    Room,      Parlor,    or 
Hall  at  12c,    15c,  20c  to  $2.00. 

Oatmeal  papers  in  all  colors  per  roll  20c.  cut-out  borders 
with  strappings  to  match  Oatmeals   from  4c  to  25c  .1  \ard 

See  Our  Grand  Display  of  Wall  Paper 

Remnants  Half  Price,  always  some  Bargains  on  hand 
Paints,  Paints, — Empire  Brand 

Best    pure    linseed  oil  punt  on  the  market   45c    pint 
and  85c  quart. 

Muresco  5  lbs  45c. 

Window   Shades 

Burlaps,  Room  Mouldings 

Curtain  Poles 

BROWN'S  Bookstore  f 
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WhiteT does  not  "tie"  with  any  papers  except  those  with 
white  grounds.  The  use  of  cream,  tan,  fawn  or  if  the 
room  is  inclined  to  be  dark,  a  yellowish  east,  should  he 
advocated. 

WALL  PAPER  ADVERTISING 

Crown's  Bookstore,  of  Collingwood,  early  in  March,  did 
some  effective  newspaper  advertising-,  featuring-  then- 
extensive  wall  paper  department.  One  of  these  advertise- 
ments is  reproduced  herewith — not  because  of  the  merit  of 
its  typographical  appearance,  but  because  the  compositor 
could  very  easily  have  added  to  the  effectiveness  of  the 
advertisement  by  allowing  more  white  space,  thus  making 
the  whole  advertisement  stand  out  more  prominently — 
but  because  of  the  reasonable  presentation  of  the  news 
about  the  new  wall  papers  that  the  advertisement  contains. 
The  reproduction,  as  shown  here,  is  a  reduction  from  the 
eight-inch,  double-column  advertisement  in  the  newspaper. 

Figuring  Out  Picture  Framing 
Costs 

Growing  Attention  Being  Paid  to  This  Branch  of 

Trade  by  Canadian  Stationers  Lends  Special 

Interest  to  This  Article 

THE  following-  ideas  in  costs  by  an  experienced  pic- 
ture framer  may  be  useful,  but  no  one  can  figure  out 
a  complete  system  for  another  unless  conversant 
with  that  particular  business,  so  this  should  not  be  taken 
exact,  but  adapted  as  required. 
Administrative  Expense — 

1.  Management  (such  as  proprietor's  salary). 

2.  Salaries  (such  as  bookkeeper,  etc.) 

3.  Postage,  stationery,  telephone,  etc. 

4.  Legal  expense,  bank  exchange,  etc. 

Operating  Expense — 

5.  Heat,  light,  water,  etc. 

6.  Loss  from  bad  accounts. 

7.  Drayage  and  delivery. 

8.  Miscellaneous    (such    as    wrapping    paper,    twine, 

etc.) 

Selling  Expense — 

9.  Advertising,  charity,  etc. 

10.  Sales  clerks'  salaries,  etc. 

Fixed  Charges — 

11.  Rent  (or  interest  on  mortgage)  and  taxes. 

12.  Insurance. 

13.  Bank  interest.  , 

Do  not  mix  wages  and  salaries.  Wages  are  a  part  of 
the  cost  and  should  be  figured  that  way;  salaries  are  an 
overhead,  or  the  difference  between  producers  and  non- 
producers. 

Recapitulation  of  necessary  things  to  know  for  com- 
parison year  by  year : 

A — Percentage  of  gross  profit  on  sales. 

B — Percentage  of  net  profit  on  sales. 

C — Percentage  of  net  profit  on  capital. 

D — Percentage  of  gross  profit  on  capital. 

E — Number  of  times  stock  turned  over  in  year. 

F — Cash  discounts  saved. 

G — Capital  employed. 

Something  of  the  kind  above  is  absolutely  essential, 
so  that  every  item  of  receipt  and  expenditure  may  be 
accounted  for,  and  all  expense,  figured  on  the  cost,  take 


the  cost  of  doing  business  as  per  the  above  outline,  which 
to  give  you  an  idea  I  will  work  out  on  an  imaginary 
(both  as  to  volume  and  expense)  business  of  two  thou- 
sand dollars  per  month  : 

Administrative  expense,  as  items  1,  2,  3,  4,  say.  .$2,500.00 

( Iperating  expense,  as  items  5,  6,  7,  8,  say 1,200.00 

Selling  expense,  as  items  9,  10,  say   1,200.00 

Fixed  expense,  as  items  11,  12,  13,  say 3,100.00 

Total $8,000.00 

or,  33  1-3  per  cent,  of  the  total  turnover,  but  the  whole 
idea  is  to  get  the  cost  of  your  goods,  and  find  what  per- 
centage this  expense  is  in  your  cost,  so  if  after  taking  stock 
you  find  you  have  made  a  net  profit  of  two  thousand  dol- 
lars on  your  year's  business,  it  would  work  out  as  follows: 

Expenses  as  above $  8,000.00 

Xet  profit   2,000.00 

The  cost  of  the  goods  would  therefore  be 14,000.00 

Total  turnover $24,000.00 

Now  take  the  cost  of  a  frame,  as  follows : 

Moulding,  say $2.00 

Sawing,  joining,  fitting,  etc.,  say 50 

Glass,  back,  matt,  etc.,  say    50 

$3.00 
Add  57  1-7  per  cent 1.72 

Total  cost  of  frame $4.72 

This  57  1-7  per  cent,  is  the  exact  percentage  of  expense 
on  the  $14,000  cost  of  goods.  Now  for  profit.  If  you  con- 
sider $2,000,  or  15  5-7  per  cent,  insufficient,  then  increase 
the  percentage  to  what  you  think  proper,  or  if  you  prefer 
the  simpler  way,  after  knowing  your  exact  expense,  as 
you  will  if  you  follow  this  plan  adapted  to  your  own 
business,  mark  your  samples  with  an  advance  that  will 
include  both  expense  and  profit. 

Keeping  accounts  in  this  manner  may  look  at  first 
glance  like  a  lot  of  extra  work,  but  it  really  is  not,  and 
once  started  is  quite  simple. 

Take  the  recapitulation  and  note  the  items,  but  par- 
ticularly "E."  This  is  of  the  utmost  importance,  turning 
your  stock  over  often,  the  writer  thinks  at  least  four 
times  a  year,  but  would  very  much  like  to  hear  from 
others  on  this  subject,  and  would  suggest  that  The  Picture 
and  Art  Trade  Journal  start  a  discussion  on  this  subject. 
It  is  wonderful  what  an  incentive  to  greater  profits  and 
reduced  expenses  a  proper  system  of  accounting  is  in  any 
business.  The  writer  knows  the  good  of  it,  and  spends 
many  an  hour  thinking  over  figures  outlined  in  a  similar 
plan  covering  some  year  and  has  proved  it  to  be  a  great 
help. —  The  Picture  and  Art  Trade  Journal. 

THE  COAST  OF  OPPORTUNITY 

Page  Philips  is  the  author  of  a  book  just  published  by 
the  Macaulay  Company,  of  New  York,  entitled,  "The 
Coast  of  Opportunity,'"  which  is  a  record  of  a  turbulent 
struggle,  in  which  Big  Business  is  balked  in  the  effort  to 
take  toll  of  the  tropics,  this  rapid-action  story  yields  a 
wealth  of  intrigue  and  adventure  to  all  lovers  of  stirring 
romance. 

Sombre  shadows  reach  threatingly  across  the  pages,  for 
in  the  land  of  the  palm  the  white  man  often  sets  his  hand 
without  qualm  to  deeds  he  would  shun  in  a  Northern  clime. 
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New  Goods  Described  and  Illustrated 


CROQUET  POOL 

Croquet  I'"'1'  is  a  new  game  thai  combines  the  fas- 
cinating elements  of  croquet  and  pocket  pool.  The  idea 
of  playing  regulation  pool  on  the  lawn  appeals  to  every 
one.  This  is  a  good  game  for  sporting  goods  dealers  to 
feature,  says  an  announcement  of  the  manufacturers,  and 
this  affects  the  book  stores  of  Canada,  because  m  this 
country  the  hook  stores  are  the  sporting  goods  stores  as 
well. 


MINIATURE  TOY  FACTORIES 

A  miniature   toy   factory   is  a   recent    success   in   educa- 
tional   toys.      With    it    children    make    their    own    toys — 
soldiers,  Indians,  animals,  flowers,  etc.— moulding  in  dies 
with     multi-make     powder.       Any    child 
can  do  it.     The  models  are  perfect  works 
of  art.     Boxes  come  complete   with  dies, 
powder,    paints,    etc.      In    Canada    these 
'•toy"  toy  factories  will   retail  at  $1.50 
to  $2.50  each. 
NEW    TOY   BUILDING   MATERIAL 

"Toycrete"  is  a  new  material  for  toy 
Imildlng.     It  is   adjustable   to   all   metal 
moulds,  and  is  a  decided  novelty. 
CONSTRUCTION   TOY   FOR   GIRLS 

A   new    construction    toy    for   girls    is 
called  the  "Dolly  Modiste  Dressmaking 
Outfit,"  by  means  of  which  little  girls 
can  make  their  own  dolls'  dresses. 
NEW    SHOOTING    TARGETS 

A  new  toy  called  the  "Uncle  Remus  Shooting  Gal- 
lery" brings  into  action  Br'er  Fox,  the  Squirrel,  the  Owl, 
the  Rabbit  and  other  animals  by  Joel  Chandler  Harris. 
These  animals  disappear  in  a  mysterious  way  when  hit, 
and  other  animals  automatically  come  in  sight.  Another 
new  shooting  target  is  called  "The  Frog  He  Would  a- 
wooing  Go."  Every  little  hoy  and  girl  knows  the  story 
of  the  frou"  who  went  a-wooing  and  ended  up  by  get  ting- 
shot.  This  toy  brings  into  action  the  nursery  story  it  de- 
picts. 

THE  MERRY-GO-SWING 

A  new  mechanical  toy  called  the  "Merry-go-swing"  is 
represented  as  being  entirely  new  in  principle  and  prac- 
tically indestructihle.  It  has  a  solid  wood  base,  strong 
wire  frame,  metal  coaches.  The  duplex  weight  system  of 
winding  takes  just  one  second. 

A  new  toy  is  the  "Crazy  Kat,"  which  is  described  as 
"the  gloom  chaser."  He  certainly  is  making  other  stuffed 
toys  sit  up  and  look. 

BOOSTING  NOAH'S  ARKS 

The  following  reference  to  Noah's  Ark  in  a  whole- 
saler's advertisement  in  a  U.  S.  toy  trade  paper  suggests 
that  this  would  be  a  good  form  of  advertising  for  re- 
tailers to  use  in  featuring  Noah's  Arks  in  their  local 
newspaper  advertising : 

Noah's  Own  Ark 
A  Noah's  Ark  that  comes  direct  from  Mt.-  Ararat 
Noah  is  there  and  all  the  animals — not  mere  toy  animals, 
but  animals  with  real  personalities.  You  feel  almost  wet 
when  you  look  at  this  Ark  and  its  animal  crew.  It  is  of 
hand-painted  wood,  finished  in  bright  enamel  colors — on 
wheels  or  scow  type.  Contains  from  6  to  24  sawed-out 
animals  of  new  and  original  designs,  each  on  a  platform. 
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SOME  NOVEL  TOYS 

An  entirely  new  line  shown  by  Dean's  Hag  Book  Co., 
at  the  trade  lair  in  London,  was  a  doll 's  .house,  as  illus- 
trated herewith,  being  a  conception  of  "The  Old  Woman 
Who  Lived  in  a  Shoe."  Other  new  items  in  Dean's  ex- 
hibit included  toy  sheets,  cot  covers,  "crawlers,"  etc 

Artists  whose  work  is  reproduced  in  fast,  washable 
colors  included  John  Hassall,  Cecil  Aldin,  Stanley  Berke- 
ley, David  Brett,  Yoshio  Markino,  Hilda  Cowham  and 
Andre  Helle. 

"Rag"  knockabout  toys  included  animals,  birds,  comic 
figures,  and  of  course  soldiers  and  sailors. 


A  FINE  NEW  PICTURE 

A.  R.  MacDougall  &  Co.  have  been  appointed  Canadian 
trade  agents  for  the  Cosmopolitan  prints.  One  of  the  most 
notable  of  the  new  productions  is  a  Madonna,  by  the  noted 
artist  Jessie  Willcox  Smith,  who  has  achieved  an  enviable 
reputation  as  an  interpreter  of  child  life  in  picture.  As 
respects  this  more  ambitious  production,  critics  have  char- 
acterized it  as  one  of  the  finest  of  modern  Madonnas. 

NEW  INDEXES 

Ralph  L.  Winans*,  who  for  the  past  Jour  years  filled 
the  position  of  general  manager  for  the  Plew  &  Motter  " 
Co.,  of  Chicago,  has  established  a  new  business  at  Berrien 
Springs,  Michigan,  for  the  manufacture  of  the  Auto  Index, 
a  product  which  is  said  to  provide  a  three-way  reference 
plan  for  automatically  indexing  records  without  needless 
bulking  of  the  ledger  or  filing  cabinet.  In  addition  he 
will  manufacture  press  board  guides,  plain  tab  guides  and 
a  new  enamel  tipped  tab  cut  guide. 

NEW  "FAMILY"  OF  TOYS 

"The  Happy  Rite"  family  are  newcomers  in  the  toy 
world,"  there  being  "Daddy  Rite,"  "Mother  Rite," 
"Brother  Rite,"  "Sister  Rite,"  "Tige  Rite,"  " Kitty- 
Rite, "  and  "Bunny  Rite,"  the  last  three  named  being  the 
cog,  the  cat  and  the  rabbit.  They  are  decidedly  original 
in  construction  as  well  as  facial  expression. 

A  clever  toy  is  the  Busy  Mouse,  which  runs  around  a 
board  from  end  to  end  in  a  life-like  manner.  It  retails 
for  25c. 

A  new  liquid  pistol,  which  is  a  five-shot  repeater,  is 
out.  It  is  5%  inches  long  and  shoots  water  25  feet  with- 
out reloading.    It  retails  at  50c. 


BOOKSELLER     AND     STATIONER 


TO  DRY  NEGATIVES 

Stationers  who  have  a  developing  and  printing  service 
in  connection  with  tlieir  camera  department  will  he  in- 
terested in  this  tip  by  a  correspondent  of  "The  Amateur 
Photographers'  Weekly": — "The  method  which  I  adopt 
for  drying  my  film  negatives  is  one  which  so  far  I  have 
not  seen  described.  A  lew  sheets  of  pure  blotting-paper, 
1  ree  from  fluff,  arc  kept  for  the  purpose,  and  the  films 
being  placed  between  some  of  these  on  a  smooth  flat  sur- 
face, I  pass  a  roller  squeegee  over  them  several  times, 
using  fair  pressure.  On  removing  them  from  the  blotters 
they  will  he  found  to  he  surface  dry,  and  in  this  condition 
may  lie  pinned  up,  when  they  will  be  found  to  finish  dry- 
ing in  an  ordinary  living  room,  in  an  hour  or  less." 

"MOVIES"  IN  THE  HOME 

The  Movette  Home  Camera  and  Projector  is  a  recently 
perfected  moving  picture  device  for  home  use.  It  is  the 
work  of  Frank  L.  Hough,  a  Chicago  man,  and  a  company 
has  been  organized  and  is  now  manufacturing  these  ma- 
chines in  Rochester.  The  machine  sells  in  the  United 
States  for  $29.75.  Its  dimensions  are :  Seven  inches  long, 
five  inches  high,  two  and  one-half  inches  wide — about  the 
size  and  shape  of  a  book.  It  is  self-contained.  Nothing 
shows  but  the  lens  opening,  the  crank  handle  and  the  view 
finder. 

The  home  projector,  which  is  as  wonderful  in  simplicity 
as  the  camera,  is  only  20  inches  long,  9a/4  inches  high  and 
8  inches  deep.  It  will  show  in  clearly  defined  lines  perfect 
moving  pictures  up  to  nine  feet  in  width.  A  picture  of 
unusual  brilliancy  is  projected  four  feet  in  width  at  a 
distance  of  12  or  15  feet,  which  is  about  the  average  pro- 
jecting distance  available  in  the  home. 


The  regular  electric  house  current  is  used  in  a  700 
candle  power  nitrogen  filled  Mazda  lamp  with  special  con- 
centrated filament,  which  gives  a  most  powerful  light. 
This  form  of  filament  provides  a  focal  point  of  light  which 
is  the  desideratum  of  every  engineer  of  light  projection. 
The  film  is  non-inflammable  and  even  though  exposed  to  a 
flame  would  not  burn.  No  professional  projecting  ma- 
chine could  be  used  in  the  home.  The  films  are  50  feet  in 
length,  enough  to  last  for  two  minutes,  or  really  equal  to 
100  feet  of  professional  film,  because,  being  much  smaller, 
more  pictures  to  the  foot  are  taken. 

From  John  Bradford,  70  Lombard  Street,  Toronto, 
comes  his  list  of  gold  and  silver  bevel  edge  cards,  plate 
marked  cards,  deckle  edge,  gold  and  tinted  border  cards. 
This  represents  an  industry  that  is  comparatively  new 
to  Canada  considered  on  a  comprehensive  scale. 

The  Tissue  Company,  of  Langerties,  N.Y.,  has  a  six- 
teen-page illustrated  catalogue,  featuring  their  extensive 
line  of  crepe  tissue  products,  including  besides  the  stand- 
ard rolls  and  folds  both  plain  and  decorated  and  tissue 
table  napkins,  such  items  as  crepe  ribbon,  plain,  duplex 
and  decorated ;  crepe  shelf  paper,  lunch  sets,  table  covers, 
party  caps,  crepe  paper  cuttings  and  trimmings. 

LISTS  RECEIVED 

A  copy  of  the  new  retail  price  list  and  abridged  cata- 
logue of  the  Boorum  &  Pease  Co. 's  blank  books  and 
school  goods  has  reached  the  editor.  The  prices  suggested 
for  the  retail  trade  in  this  list  are  a  revision  of  the  prices 
previously  recommended  by  the  Catalogue  Commission  of 
the  National  Association  of  Stationers  of  the  United 
States.  These  prices,  of  course,  are  not  imperative,  but 
are  recommended  to  the  dealers.  It  is  explained  that  in 
many  cases,  owing  to  rising  costs,  reductions  in  thick- 
nesses had  been  necessitated v  in  order  to  keep  the  items 
down  to  popular  selling  retail  prices. 

From  the  Piatt  &  Peck  Co.,  of  New  York,  comes  a 
48-page  illustrated  list  of  books  in  which  various  books 
for  children  predominate,  including  children 's  books  for 
education  purposes,  "some-to-do"  books,  toy  books  and 
stories  for  little  tots,  children's  gift  books,  and  in  addi- 
tion to  these  popular  hand-books,  scientific  business  and 
educational  books. 


A   NEW   SCRIRBLBR   COVER. 
One  of  the  attractive  designs  in   new  series  being  shown   to 
the  trade  this  season. 


DEPARTMENT  FOR  ELECTRICAL  AND 
MECHANICAL  DEVICES 

Directly  as  a  result  of  the  new  idea  in  advertising 
service  to  customers  inaugurated  some  time  ago  by  the 
Wm.  F.  Hoskins  Company,  Philadelphia,  the  firm  has 
found  it  necessary  to  add  one  new  department  and  it  may- 
later  be  necessary  to  make  further  additions.  The  new  de- 
partment handles  electrical  and  mechanical  devices,  and, 
so  far  as  Philadelphia  is  concerned,  is  the  first  of  its  kind 
to  be  established  by  a  stationer.  It  is  in  line  with  the 
"gift  store"  idea  that  Hoskins  have  been  developing 
since  they  doubled  their  store  space  a  short  time  ago.  An- 
other direct  result  of  the  advertising  service  work  has 
been  the  increase  in  fine  printing  orders,  which  is  said  to 
be  unprecedented. 

When  a  new  catalog  comes  in,  or  a  new  number  of  ;i 
trade  journal,  have  the  head  clerk  go  through  it  and  mark 
the  things  he  thinks  ought  to  be  considered  by  you.  You 
will  get  a  new  point  of  view  in  that  way. 

Nothing  in  the  way  of  selling  helps  is  cheaper  than 
price  tags,  and  not  one  merchant  in  a  thousand  uses  as 
many  of  them  as  he  ought. 
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SELLING  LOOSE  LEAF  LINES 

Practical  Suggestions  for  Developing  a  Profitable  Depart- 
ment— Business  Greatly  Increased  by  Judicious 
Display 

IN  order  that  he  may  turn  demand  into  profitable  sales, 
the  dealer  who  carries  a  Loose  Leaf  department  or 
business,  must  pay  particular  attention  to  details  in 
connection  with  organization  and  conduct.  While  condi- 
tions vary  in  different  stores  according  to  the  general 
character  of  the  business,  size  of  store  and  town,  etc., 
suggestions  from  the  experiences  of  the  most  successful 
dealers  may  he  valuable  in  connection  with  the  success- 
ful operation  of  such  a  department. 

Loose  Leaf  devices  are  numbered  among  the  most  pro- 
fitable branches  of  the  stationery  trade,  and  for  this  rea- 
son, the  department  should  be  given  prominence  by  de- 
voting to  it  plenty  of  shelf  and  counter  space,  and  fre- 
quent window  displays.  The  old  theory  that  "any thing- 
worth  carrying  away  is  worth  displaying"  is  found  to  be 
fully  born  out  in  the  case  of  a  Loose  Leaf  department, 
and  a  complete  sample  line  and  catalogue  should  be 
available. 

By  carrying  some  stock  in  addition  to  a  sample  line 
the  dealer  is  in  a  position  to  render  better  service  to 
customers,  and  he  invariably  finds  that  the  question  of 
price  does  not  enter  largely  into  the  question  if  the 
customer  is  able  to  get  what  he  wants  when  lie  wants  it. 
Everyone  is  aware  of  the  natural  tendency  to  patronize 
the  attractive  store  with  its  goods  arranged  so  as  to  dis- 
play a  range  of  styles  and  grades,  so  that,  in  placing  the 
stock  and  arranging  the  store,  the  dealer  should  make  it 
possible  for  the  customer  to  make  a  personal  selection  by 
actual  examination  of  the  goods,  and  should  always  keep 
in  mind  that  success  depends  on  the  degree  of  service  he 
renders  to  the  trade. 

The  Loose  Leaf  System  Book  should  be  kept  on  the 
counter  and  the  customers  invited  to  look  through  it. 
and  their  attention  specially  directed  to  forms  specially 
designed  for  their  particular  line  of  business.  Binders- 
alone  should  not  be  shown,  but  should  be  accompanied 
with  sheets.  A  good  plan  for  showing  sheets  is  to  cover 
a  piece  of  binder's  board  about  24  x  36  inches,  with  dark 
°;reen  paper,  and  mount  a  few  forms  on  it  with  lettering 
advertising  the  fact  that  a  specialty  is  being  made  of 
this  line  and  special  forms  can  be  had  to  order.  Filled 
in  with  sheet  forms  this  makes  a  very  attractive  window 
display  which  is  increased  by  the  filling  in  of  the  blank 
forms  with  imaginary  entries. 

The  value  of  having  the  stock  easy  of  access  and  on 
display  on  shelves  cannot  be  overestimated,  and  one 
dealer  found  his  sale  of  stock  ledger  leaves  increased 
twenty  per  cent,  when  he  moved  his  stock  from  under  his 
counter  to  his  shelves  where  his  customers  could  see  that 
he  had  them  in  stock.  This  method  of  showing  goods 
creates  an  impression  of  a  big  stock,  and  the  effects  of 
such  an  impression  cannot  help  but  be  beneficial. 

An  important  factor  in  the  successful  operation  of  a 
Loose  Leaf  department  is  to  know  what  the  various  cus- 
tomers require.  A  study  of  methods  and  the  forms  they 
are  using,  what  their  needs  are,  and  how  they  buy,  proves 
a  boost  for  business,  and  this  information  should  be  fol- 
lowed up  by  forwarding  them  advertising  matter  regard- 
ing the  department  at  least  once  a  month.  A  record  of 
all  Loose  Leaf  sales  should  also  be  kept  so  that  stock 
orders  can  be  placed,  thereby  keeping  the  stock  properly 
balanced.  The  use  of  gummed  labels  printed  with  the 
dealer's  name  and  address,  and  attached  to  each  package 
of  sheets  and  each  binder,  proves  not  only  a  aood  adver- 
tisement for  him  but  guides  customers  to  him  when  re- 
ordering time  comes  around.     Another  advantage  of  the 


label  is  that  it  provides  a  place  to  record  the  number  of  the 
stock  which  compares  with  a  similar  number  of  stock  on 
hand,  thereby  avoiding  mistakes  and  confusion  on  re- 
ordering. 

For  the  purpose  of  keeping  sample  forms  and  cata- 
logues the  use  of  a  vertical  letter  file  is  recommended. 
An  index  should  be  arranged  affording  quick  reference 
and  the  file  should  be  used  as  a  storehouse  for  ideas. 
forms,  bulletins  and  price  lists.  , 

The  useN  of  display  signs  placed  judicially  on  the 
showcases  and  display  tables  and  in  the  window  is  a 
very  effective  means  of  gripping  the  attention  of  pros- 
pective customers.  The  regular  insertion  in  the  local 
newspaper  of  advertisements  pointing  out  the  advan- 
tages of  Loose  Leaf  has  also  been  adopted  with  good  suc- 
cess. The  keeping  of  systematic  records  is  being  stu- 
died to-day  as  never  before  and  better  accounting  meth- 
ods are  being  constantly  sought  after,  hence  the  success 
of  the  ads  which  reach  the  interested  business  men.  Each 
ad  should  contain  the  specific  information  which  is  re- 
quired regarding  the  goods,  and  a  clear  idea  of  the  many 
different  ways  in  which  the  Loose  Leaf  can  serve  the 
various  branches  of  business  and  profession. 

The  importance  of  realizing  that  the  more  valuable 
the  dealer  makes  his  store  to  the  public  he  is  serving,  the 
more  valuable  he  makes  it  for  himself,  should  be  fully 
appreciated.  The  placing  of  a  clerk  in  charge  of  the 
Loose  Leaf  department  has  been  found  to  work  out  to 
good  effect.  If  this  is  possible,  it  should  be  explained  to 
him  that  he  is  responsible  for  the  department,  and  that 
if  he  makes  a  success  of  it  he  will  share  in  the  profits. 
He  should  be  encouraged  to  study  the  lines  offered  by 
the  various  manufacturers  so  that  he  may  be  familiar 
with  them  and  be  able  to  intelligently  compare  compe- 
titive devices  with  those  carried. 

The  employment  of  system  and  the  application  of 
study  to  this  branch  of  the  stationery  trade  should  de- 
velop a  department  productive  of  highly  satisfactory  re- 
sults. 


SALESMANSHIP  TIPS 

When  you  find  yourself  getting  into  a  rut,  call  in  one 
of  the  neighbors  and  ask  him  how  he  would  go  about  im- 
proving your  business.  Almost  anyone  will  have  an  idea 
that  you  never  would  evolve. 

The  business  world  is  full  of  good  one  idea  men,  men 
who  have  one  first  class  idea.  Unless  they  know  enough 
to  call  on  outside  help  when  that  one  idea  is  worked  out, 
they  cannot  go  very  far. 

We  all  know  the  ball  player  who  throws  his  glove  down 
and  jumps  on  it  when  he  muffs  the  ball.  He  is  like  the 
advertiser  who  lays  it  to  the  public  when  his  advertising 
doesn't  draw. 

Salesmanship  isn't  all  talk.  The  customer  is  entitled 
to  ideas  about  the  goods  in  question  and  he  is  entitled  to 
express  those  ideas.     Learn  to  be  a  good  listener. 

In  all  things,  common-sense  must  be  used  in  applying 
advice,  suggestions  or  other  people's  ideas  or  experiences 
in  any  form  to  one's  own  particular  business.  No  one  else 
knows  as  much  about  the  merchant 's  business,  about  his 
trade  and  the  conditions  under  which  he  does  business,  as 
the  merchant  does  himself,  and  he  is  best  fitted  to  decide 
what  is  good  for  it  and  what  is  not.  One  merchant  may 
spend  a  certain  percentage  of  his  gross  sales  in  advertis- 
ing, while  for  another  merchant  the  same  percentage 
might  be  too  large.  One  merchant  may  use  premiums  in 
one  form  or  another  with  excellent  success,  while  for  an- 
other merchant  to  introduce  them  would  be  far  from  wise. 
A  strictly  cash  business  may  be  the  best  thing  for  a  cer- 
tain merchant,  where  for  another  to  attempt  it  would  be 
suicidal. 
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EDITOR'S  NOTE.— With  this  article,  Mr. 
Edwards  enters  upon  another  phase  of  show  card 
writing.  The  Edwards  series  started  in  Bookseller 
and  Stationer  a  little  over  a  year  ago.  To  state  that 
it  has  been  a  success  is  putting  it  mildy.  It  is  quite 
safe  to  say  that  of  the  many  series  which  have  ap- 
peared in  Bookseller  and  Stationer,  the  E  wards 
>eries  is  undoubtedly  the  best.  It  has  created  a  wider 
degree  of  interest  than  any  other  series  ever  prepared 
fur  a  Canadian  trade  paper..  Not  a  few  of  the  best 
card  writers  who  have  developed  during  the  past  year, 
and  who  now  hold  good  positions,  owe  much  of  their 
success    to     the     Edwards     course     in     this     paper. 

SOMETHING  NEW  FOR  THE  CARDWRITER 

WHEN  starting  this  new  series  of  show  card  writing 
articles,  it  was  decided  to  endeavor  to  give  a  new 
style  of  lettering  for  show  card  purposes,  in  each 
lesson.  The  alphabets  will  all  be  good,  practical  styles  of 
alphabets  and  though  formed  speedily,  such  as  can  be 
used  by  the  most  exclusive  stores. 

In  order  that  the  pupil  may  have  an  opportunity  to 
practise  with  both  pen  and  brush,  the  lessons  will  alternate 
in  using  pen  and  brush  lettering.  Last  month  the  style  of 
lettering  was  an  upright  brush  stroke,  this  month  the  les- 
son is  executed  with  a  round-writing  pen. 
The  use  of  the  pen  has  been  demonstrated 
and  thoroughly  explained  in  previous  les- 
sons, but  for  the  sake  of  recent  beginners 
of  these  lessons,  a  few  words  as  to  their 
description  and  method  of  their  letter 
formation  is  quite  in  order. 

These  pens  are  made  of  steel  and  have 
a"  very  broad  point.  Eleven  different 
widths  are  made,  but  all  that  a  cardwriter 
needs  is  about  two  or  three  sizes.  1%, 
2  and  2V2  are  the  most  popular  widths. 
Ink  retainers  made  of  brass  are  some- 
times used  on  these  pens  to  regulate  the 
flow  of  ink.  On  account  of  the  war  these 
are  not  obtainable;  however,  the  pen  can 
be  worked  successfully  without  them. 
These  nibs  can  be  obtained  for  fifteen  or 
twenty  cents  a  dozen. 

The  pen  has  a  broad  point.  The  heavy 
stroke  of  the  letter  is  made  by  using  the 
pen  with  its  full  width  and  the  narrow 
stroke  is  obtained  by  using  it  sideways 
with  the  narrow  side  of  the  pen.  The 
principle  of  the  letter  formation  is  more 
easily  understood  from  practical  work. 
The  pen  must  be  cleaned  after  work  is 
done,  or  it  will  become  clogged  and  re- 
sult in  an  uneven  flow  of  ink. 
Use  a  good  black  carbon  ink  for  this  pen 


work,  nut  tin.'  kind  of  show  card  color  used  for  brush  work, 
but  the  kind  usually  used  for  engrossing.  This  ink  may  seem 
expensive,  but  it  goes  a  long  way  and  does  a  great  deal 
more  work  than  the  same  quantity  of  brush  color. 

The  alphabet  taken  up  this  month  cannot  be  called  a 
Roman  letter  or  an  Egyptian  style.  We  will  call  it  a 
"heavy  spurred  round-writing  pen  alphabet."  This  is  an 
excellent  style  for  all  classes  of  show  card  work,  because 
it  can  be  formed  with  a  brush,  as  well  as  with  the  pen. 

Spatter  Work 

As  has  been  stated  before  in  these  columns  it  is  not 
necessary  to  have  an  elaborate  and  expensive  outfit  to  be- 
come a  proficient  cardwriter.  There  are  many  little  devices 
which,  when  executed  carefully,  are  most  effective  and  cost 
next  to  nothing. 

This  month  we  are  giving  you  an  insight  into  one  of 
these  which  will  enable  you  to  make  exceptionally  attrac- 
tive show  cards  with  tools  you  already  have  at  your  hand. 
This  work  is  called  "spatter  work,"  and  the  main  tool  used 
is  an  ordinary  tooth-brush.  This  is  not  a  new  idea,  by  any 
means,  but  it  is,  nevertheless,  a  good  one  because  the  ideas 
which  can  be  worked  out  with  it  are  very  effective,  almost 
unlimited.  The  method  is  very  simple.  The  idea  is  to 
make  a  stippled  or  speckled  effect  on  the  show  card.  This 
is   accomplished   by   dipping   a    small    square-faced    stick. 


Heavij  Spurred  Pound  Writing  Ren  Alphabet    ^ 
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about  six  inches  in  length,  into  the  ink  and  rubbing  it 
across  the  ends  of  the  bristles  of  the  brush,  thus  causing 
the  ink  to  be  thrown  in  small  drops.  Various  colored  ink 
can  be  used  in  order  to  work  out  different  color  combina- 
tions. One  point  to  remember  in  this  respect  is  to  use  a 
different  brush  for  each  color,  as  the  tooth  brush  cannot 
be  washed  out  successfully  because  the  inks  used  are 
either  waterproof  or  made  from  aniline  dyes.  For  black 
color  use  the  same  ink  as  you  used  for  pen  lettering  and 
for  colors,  get  a  good  waterproof  color  or  colors  used  for 
air  brush  purposes.  These  can  be  secured  at  art  supply 
shops. 

The  spatter  of  ink  thrown  from  a  tooth  brush  cannot 
be  guided  as  easily  as  an  ordinary  lettering  brush,  so  a 
method  must  be  devised  to  get  the  spattered  effect  in  the 
desired  place.    This  is  done  by  means  of  a  mask  or  stencil 


cut  out  of  stiff  manilla  paper  or  heavy  cover  paper.  After 
the  stencil  is  cut  it  is  best  to  give  it  a  thin  coating  of 
shellac.     This  makes  a  paper  much  stiffer. 

First  select  the  desired  pattern,  then  draw  it  on  the 
stencil  paper  and  cut  out  with  sharp  knife.  The  knife 
must  be  exceedingly  sharp  to  get  the  best  results.  A  mat 
cutter's  knife  is  best  and  is  kept  in  best  condition  by  the 
frequent  use  of  an  oil  or  wet  stone.  When  the  stencil  is 
cut  lay  it  in  the  desired  place  on  the  card  and  weight  it 
down  with  small  slugs  or  by  push  pins.  Make  sure  that 
all  the  edges  hug  the  card  closely. 

When  all  is  in  readiness,  dip  the  stick  into  the  ink  and 
place  the  end  of  the  brush  near  the  card.  Draw  the  stick 
gently  across  ends  of  the  bristles  from  the  front  to  the 
back.  This  will  cause  a  fine  spray  to  be  thrown  on  to  the 
card.    Take  care  to  apply  the. color  evenly.    The  effect  thus 
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obtained  is  of  a  stippled  appearance.  Various  colors  can  be 
used,  according  to  the  color  scheme  to  be  worked  out — 
blue  for  sky,  green  for  trees,  etc. 

Fig.  2  gives  a  few  of  the  various  ideas  which  can  be 
worked  out  for  different  show  card  purposes. 

No.  1 — For  corner  pieces  on  the  show  card,  is  excellent. 
Four  of  these  should  be  used  on  the  same  card  with  a  pen 
ruled  border.  Many  various  ideas  can  be  worked  out  for 
corner  designs  that  make  very  attractive  cards.  Different 
colors  may  be  used. 

The  various  styles  of  fancy  capitals  which  can  be 
formed  are  almost  unlimited.  No.  2  shows  the  letter  "Y" 
worked  up  with  a  shadow,  all  from  the  one  stencil.    After 
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cutting  the  stencil,  place  it  in  desired  position  and  give  it 
a  light  spatter,  then  move  the  stencil  a  little  higher  up 
and  to  the  right  and  make  a  heavier  spattered  impres- 
sion. Thus  you  have  the  letter  with  a  shadow  all  with  the 
same  stencil.  The  solid  black  is  put  on  after  the  spatter 
work  is  dry. 

No.  3  also  shows  a  simple  style  of  illustrated  capital. 
This  stencil  is  just  a  plain  round  cut  out,  with  the  E 
drawn  on  with  pen  or  brush,  in  black.  Any  desired  color 
may  be  used  for  the  spatter  work. 

No.  4  is  a  spatter  drawing  of  a  maple  leaf.  This  is 
excellent  for  this  time  of  year,  and  should  be  worked  up 
with  a  leaf  green  shade.  In  the  fall  of  the  year  even  better 
effects  can  be  obtained  by  combining  red  and  yellow.  Care 
must  be  taken  to  see  that  this  stencil  lies  flat  on  the  card, 
on  account  of  its  various  points. 

You  often  make  long,  narrow,  upright  cards  with  little 
wording  on  them.  These  sometime  need  an  extra  touch 
to  finish  them  properly.     In  No.  6  and  7  we  have  what  is 
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called  end  pieces.  These  should  be  placed  in  the  centre  of 
the  card  near  the  bottom.  This  gives  a  finished  appearance 
to  the  card.  Many  various  designs  can  be  used  or  color 
schemes  worked  out. 

No.  8  gives  another  way  in  which  fancy  caps  can  be 
made  by  spatter  work  with  the  tooth  brush.  The  long 
panel  is  put  on  first  in  a  light  shade.  The  L  is  then  put 
on  in  a  darker  shade  and  outlined  afterwards. 

Spatter  work  is  useful  for  giving  variations  in  back- 
ground for  mounted  cut  out  illustrations.  Any  light  color 
can  be  used  as  long  as  it  harmonizes  with  the  rest  of  the 
card  and  cut  out,  No.  9,  shows  a  plain  design.  Many  others 
can  be  formed  with  good  effect. 

The  bull  dog  illustration  is  just  a  sample  of  effects 
■  which  can  be  obtained.  If  you  do  not  wish  to  expend  the 
time  in  making  a  drawing  such  as  this,  obtain  an  illustra- 
tion from  a  magazine  and  paste  it  on  stiff  paper,  and  when 
the  paste  is  dry  cut  out  with  sharp  stencil  cutting  knife. 
Many  other  drawings  can  be  obtained  in  the  same  way  and 
in  a  very  short  time.  There  is  one  point  to  be  remembered 
in  selecting  illustrations  for  spatter  work  and  that  is  they 
must  have  a  good  Qutline  which  shows  the  features. 

No.  11  shows  an  effect  which  can  be  obtained  of  differ- 
ent building  or  skylines.  This  one  is  a  dome  of  a  building 
showing  the  flag  and  flag  pole.  Two  stencils  are  used  for 
this  drawing.  One  for  the  sky  and  one  for  the  darker 
portion  of  the  drawing.  The  whole  is  outlined  with  a  pen 
stroke  in  black.  Use  pale  blue  for  the  sky  and  dark  blue, 
brown  or  black  for  the  remainder. 

No.  5  may  look  quite  difficult,  not  as  far  as  stencil 
cutting,  it  is  quite  simple.  First,  draw  in  the  entire  sil- 
houette with  pen  and  black  ink.  When  this  is  dry,  cover 
all  the  card  but  that  portion  you  wish  to  spatter.  It  does 
not  matter  if  the  black  drawing  is  covered  up  or  not,  be- 
cause the  spatter  will  not  be  noticed  on  it.  Make  a  small 
round  stencil  to  get  the  sun  effect  as  shown. 

These  few  illustrations  serve  only  to  give  an  idea  of 
the  many  effects  which  can  be  obtained  with  the  help  of  a 
tooth  brush.  These  are  only  the  simpler  flat  stencil  work. 
More  complicated  work  will  be  taken  up  in  a  later  lesson. 

The  finished  cards  here  shown  serve  to  give  the  reader 
an  idea  of  how  the  spatter  work  looks  when  ready  for  use. 
They  also  show  this  month's  new  styles  of  lettering  put 
into  use. 
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Weld  on  Roberts 

Rubber  Erasers 


WELDON  ROBERTS   RUBBER  CO.office  &  works  NEWARK,  N.J.  (XS.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED     BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet .  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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B.  &  P.  STANDARD 

Columnar  and  Figuring  Books 


From  2  to  30  Columns 


As  tliis  is  one  of  tin-  most  important  and  profitable 
items  in  every  up-to-date  Stationer's  stock,  it  behooves 
the  Dealelr  to  tie  up  with  t lie  B.  &.P.  Standard  line 
which  is  the  recognized  leader  both  in  the  matter  of 
quality,   workmanship  and   size. 

We  make  and  carry  in  stock  a  ruling  for  every  well- 
known   bookkeeping   requirement. 

Ask  for  circular  and  dummy  book  we  furnish  free. 
which  illustrates  and  describes  our  complete  line. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "Standard"  Blank  Books  ^_ 

and  Loose  Leaf  Devices 

Home  Office : 

Front  St.  and   Hudson    Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y. 
St.  Louis  Mo. 


BLANK   BOOKS 
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COMPRESSED  CRAYON 

Your  stock  is  not 
complete  unless 
you  carry — 

GOLD  MEDAL 
CRAYONS 

"for  every  use" 


Write  us  for  free 
sample  tine  and 
illustrated  catalog. 


Binney&  Smith 
Company 

81-83  Fulton  Street 
New  York 


t  ^"^  TRADE  -M-V 
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SCHOOlN^CRAYONS 

f0R  EDUcAt|oNaL  COIORJ'0™ 


YOUR  WANTS  17.  Z7^\ e 


get  rid  of  a  few  of  them. 


iiiuiiiiiiiriiiiiiiii'iiiiiiimii; 


THE  WASHBURNE  "O.K." 

PAPER  FASTENERS 


N9  2B 

The  Washburne  "O.K.''  Paper  Fasteners  are 
easily  put  on  or  taken  off  with  the  thumb  and 
finger;  can  be  used  repeatedly  and  "ihey  always 
work-  "  Brass  in  brass  boxes  of  100  fasteners  each. 
Holds  with  a  Sleeve  Protected  Point  that  Pierces 
Attract  ce.  Compact,  Strong,  no  slipping  —  never  1 1 
On  in  a  flash  —  "Bull  Dog"  grip 


THE  RIES  "O.K."  LETTER  OPENER 

75%  Time  Saved —  Handy — Easy  to  Operate 

No  Adjustments  —  Always  in  Order 

Guaranteed  Two  Years 

Hand  and  Electric  Driven  Power  Machines 


Model  B..„ 


The  Ries  '  '0.  K.  "  Letter  Opener  has  the  advan- 
tage of  few  parts.  It  removes  only  ten  one  thou- 
sandths of  an  inch  from  the  envelope,  therefore, 
the  liability  of  cutting  enclosures  is  virtually  impos- 
sible. Made  in  3  sizes,  each  size  adapted  to  easy 
handling  for  desk  use,  average  weight  6  lbs. 


THE  SANITARY  "O.K."  ERASERS 

The  Most  Practical  Erasers  for  Everybody 


The  Sanitary  "O.K."  Eraser  includes  an  Adjust- 
able Metal  Holder  which  keeps  Rubber  Clean,  Firm 
and  Keen-edged;  works  belter  and  lasts  longer. 
Two  Rubbers  are  made.one  for  Typewriter  and  Ink, 
one  for  Pencil.  By  slight  pressure  clean  Rubber  is 
fed  down  until  used ;  its  narrow  edge  allows  a  letter 
or  a  line  to  be  erased  without  injuring  another. 


GOLD  MEDAL  AWARDS!      PANAMA-PACIFIC    INTERNATIONAL    EXPOSITION 

These  products  wherever  shown,  receive  the  highest  endorsement  whether  at  expositions  or  in  the  offices  of  business  men. 
"O.K."  Products  are  high  grade  and  universal  sellers— We  control  all  patent  rights.    <r~ q^ 

Full  particulars,  illustrative  and  descriptive  literature  on  request.     Liberal  Discounts 

THE  O.  K.  MFG.  CO.,  SYRACUSE,  N.Y.,  U.S.A.    sole  makers 
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The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in   Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


Prosperity  and  pro- 
nounced business  activity 
stimulate  a  demand  for 
quality  goods.  You  can- 
not fill  this  demand  unless 
you  stock 
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The  Correct  Writing  Paper 


Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St-  W. 


ARTISTS  MATERIALS 


HOLD  THE  LINE 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


(Registered) 


London  (Eng.) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  qjick  sales. 
Supplied 
ty  all  the 
leading* 
whole- 
sale 
houses  in 
Toronto 

and 
Montreal 


CLASSIFIED  ADVERTISING 


Advertisements  under  this  bending, 
word    per   insertion. 

Where  replies  come  to  our  eare  to 
warded,  Ave  cents  must  l>e  added  to 
cover  postage,  etc 


per 
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pAYSO.VS  INDELIBLE  INK,  TRADE  SUP- 
plied  by  all  Leading  Wholesale  Drug 
Houses  in  the  Dominion.  Received  Highest 
Award  Medal  and  Diploma  at  Centennial, 
Philadelphia,  1876;  World's  Fair,  Chicago, 
1803,  and  Province  of  Quebec  Exposition. 
Montreal.   1897. 


AGENTS     WANTED 

r\EALERS  WANTED  -  BOOKSELLERS 
and  stationers  can  add  a  profitable  new 
line  by  featuring  Japanese  prints.  Get  fur- 
ther particulars  by  .communicating  with 
"Jap-Art"  c  o  Bookseller  and  Stationer.  14.", 
University    Ave.,    Toronto. 

DRITISH  FIRM  MAKING  GAMES  AND 
toys  at  popular  prices,  need  agent  to  sell 
wholesale  houses  in  Canada.  Goods  are  up- 
to-date  and  sell  readily.  Write:  Games,  c/o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 

T5RITISH    FIRM    (IF    ART    PRINTERS    AND 

Publishers  with  extensive  and  up-to-date 
line,  need  agent  or  traveler  for  Canada.  Goods 
sell  to  stationers,  art  dealers,  picture  frame 
manufacturers,      etc.      Write:      Pictures.      c/o 


Bookseller   and 
Tori  ft  i 


Stationer,    University    Avenue. 


WANTED 


gRITISH  OR  CANADIAN  LINE  FOR 
stationery  trade,  wanted  by  manufac- 
turers' agent  having  strong  connection  with 
u.ide  throughout  the  Dominion.  Would  de- 
vi  te  «  h  le  time  to  sufficiently  important  line 
as  straight  representative.  Box  424.  <-are  of 
Bookseller  and   Stationer. 


FOR  SALE 


(ALI)  ESTABLISHED  STATIONERY  AND 
fancy  goods  business  for  sale,  stock  abou* 
three  thousand  dollars.  Good  location  Queen 
street  west,  Toronto.  For  further  information 
write  A.  (}.   Parker,  92  Spadina  Ave. 
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TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where    to   buy   stock,   etc. 


"PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 


McCREADY  PUBLISHING  CO., 


118  East  28th  Street 
NEW  YORK 


DESALTS 

Greeting  Cards  can  be  obtained 
from  us 

We  are  agents  for  Messrs.  Whiting  &  Cook,  Inc.,  pub- 
lishers of  the  popular  Des-Arts  Lines,  Greeting  Cards, 
Fabric   Letterheads,  etc. 

You  will  fiutl  our  assortment  most  complete  and  very 
attractive.  It  embraces  'letterheads,  envelopes  and  finest 
quality  fancy  lined  and  colored  envelopes,  correspond- 
ence cards,  letterettes,  etc.,  in  boxed  goods  or  in  bulk. 
Get  in  touch  with  us  now  and  see  the  values  we've  got. 
There's  profit  in  it  for  you.  , 

ARTISTS'  SUPPLY  COMPANY 

77  YORK  STREET.  TORONTO 


ABOUT  STAMP  PADS 
MR.  STATIONER! 

Are  YOU  getting  your  full  share  of  this 
profitable  business?  Why  not  combine 
supreme  satisfaction  to  your  customers 
with  liberal  profits  for  yourself? 

The  " FULTON"  Self-Inking 
Stamp  Pad 

Seven  Sizes — Six  Colors 
STANDARD 

The"FULTON"  Non-Blurring 
Wood  Pad 

Three  Sizes — Six  Colors 

The  Best  Pad  on  the  Market — Giving 
the  Highest  Percentage  of  Stamp  Pad 
Satisfaction. 

By   all  means  write   TO-DAY 
for  Price  List  No.  34. 

FULTON  SPECIALTY  COMPANY 

Formerly  Fulton  Rubber  Type  Company 

128-142  Fulton  Street,       ELIZABETH,  N.J. 


To  everyone  who  uses  a  Loose 
Leaf   System  you  can  sell  the 

"F-B" 
Loose  Leaf  Holder 


Pat.   May  13,   1913 

Keeps  his  old  records  in  permanent  form  instead  of 
lying  around  in  disorderly  bundles. 

Permits  quick  and  easy  reference.  Practical  and  low- 
priced  Adjustable  to  fit  any  size  of  paper,  or  whatever 
the  location  of  punch  holes. 

Send  to-day  for  prices  and  particulars. 
ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


A    high-grade 
blotting  for 
your  particular 
customer 

Standard 


Brand  Blotting 


being  made  from  selected  cotton  stock  has 
a  superior  absorbency  and  a  durability 
that  win  approval  everywhere  and  bring 
customers    back   again. 

Think  what  such  customers'  satisfaction 
means  to  you — repeat  sales,  bigger  profits. 
It's  worth  a  trial  at  least — send  your 
order  to-day. 

We  are  the  largest  exclusive  manufactur- 
ers of  blotting  paper :  our  lines  include 
Standard,  Imperial,  Sterling,  Curi-Curl, 
Prismatic,  Royal  Worcester,  and  Defender 
(enameled). 


Standard  Paper  Mfg. 
Company 

RICHMOND,  VA.,  USA 


BOOKSELLER  AND  STATIONER 


Our  Travellers 


are  out  covering  Canada 
from  Ocean  to  Ocean  with 
the  Greatest  line  of  Fast 
Selling  Specialties  we  have 
ever  shown. 

See  them  when  they  call. 

A  New  Catalogue  just  off 
the  Press. 

A  copy  for  your  name  on  a 
post  card. 

It's  well  worth  having. 

PUGH  SPECIALTY  CO. 

LIMITED 
Specialists  in  Specialties 

38-42  Clifford  St.,  Toronto,  Canada 


Before  buying  a  fresh  stock  of  pens,  get 
*■*  3ainples  and  prices  of  the  famous 


"Rob  Roy 
Pen 


>5 


It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob  Roy"  Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietor!  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Patented  Dec.  7,  1909 
•No.  777   1%   in.   wide,  and   only   1-16  in.   thick,  12   inches  long. 

Very  flexible,  double  brass  edges,  ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a   good   one   if  you   do   not   carrv   our 
School   Flexible. 

WESTCOTT-JEWELL  CO.,  senneycaufsalals' 

RULER  MAKERS  EXCLUSIVELY 


B.  &  P.  Hercules  Price  Books 


Are  just  what  the  name  implies 

EXCEPTIONALLY  STRONG 

Bound  in  very  flexible  Levanitall. 

The    most    durable   and   expensive   Levant   grained   arti- 
ficial  leather  that  can   be  produced. 
Experts  have  judged  it  to  be  real  cowhide  at  sight. 
In    view    of   the   present   high   cosi   of    good    leather   the 
Hercules   supplies   a    demand    that   is    persistent   at   this 
time  for  loose  leaf  Price  Books,   at  moderate   prices. 
Made  in  %"  and  1"  capacity,  in  all  popular  sizes. 
Write  us  for   samples  and   prices. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.  Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


Let  the  Moore  Push- Pin 
Girl  Sell  For  You. 

This   clever  little  sales  girl,   appear- 
ing in  leading  magazines,  is  creating 
a  wonderful  demand  everywhere,  and 
big  profits  for  you. 
We  will  send   one   for  your  Counter   FREE. 

Moore  Push-Pins 

Glass    Heads,    Steel    Points 

Moore  Push-less  Hangers 

The  Hanger  irith   the  Twist 
Our   advertising    appropriation    has    been    in- 
creased     many      thousands      of      dollars      to 
quickly    move    these    popular    and    profitable 
Moore   Push  devices. 

Sold  in  handy  10c.  packets. 
Free   samples.    Booklets,   Prices   on   Request. 

Moore  Push-Pin  Co.,  £3J^S£L 


The 

TERRY 

Pen  or  Pencil  Clip 


—  prevents  pen  or  pencil  slipping 
out  of  pocket  and  getting  lost- 
Write  for  a  sample  and  terms. 

Herbert  Terry   &  Sons,  Ltd. 

The  Spring  and  Prssswork  Specialists 
REDDITCH  ENGLAND 


(British)  Patented  and  Registered 
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PRINTER     A  N  D    PUBLISHER 


BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina  Ave..   Toronto 


MAPS 

We  can  supply  the  trade  with  anything  in 
the  map  1  i <  e  as  well  as  undertake  any  kind  of 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 


SOLIDHED 
THUMB  TACKS 

Made   in    America 

Solidhed   Tack  Co. 

Makers 

38  Murrays.  N;Y. 


Wycil  &  Company 

85  Fulton   Street,    New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspejr-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


Wonder  Soap  Bubbler 

Blows   Double.   Chains,   Clusters,   Etc. 

INDESTRUCTIBLE.     PROFITS  80 X  to   100% 

Write  for  Samples  and  Prices 

BRADWAY  NOVELTY  CO. 


1    West  Broadway, 


NEW  YORK  CITY 


ART    SUPPLIES. 

Artists'    Supply   Co.,   77    York   St.,   Toronto. 
A.    Kamsay   &    Son   Co.,   Montreal. 

BLOTTING    PAPERS. 
The    Albemarle   Paper   Co.,   Richmond,    Va. 
Beveridge   Paper   <V>.,    Ltd..    Montreal.   Que. 
Eaton-Dikeman    Co.,    Lee,   Mass. 
Standard    Paper    Mfg.    Co.,    Richmond,    Va. 

BLANK     BOOKS. 
P.oorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown    Bros.,    Ltd.,   Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
The  Copp,   Clark  Co.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn    Bros.,   266   King   St.   W.,   Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
J:  H.  Jost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons.  Toronto  and  Montreal. 

CODE   BOOKS. 
The   American    Code   Co.,    83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney  &   Smith.    New   York. 
A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

EYELETTING    MACHINES 
Elbe   File   and    Binder   Co.  New    York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   552    Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Beveridge  Paper  Co..   Ltd.,   Montreal,  Que. 
Brown  Bros.,   Limited,  Toronto. 
Buntin,   Gillies   &   Co.,    Hamilton. 
Copp,   Clark   Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &   Co.,   Limited,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

ERASERS. 
St.    Mungo   Mfg.   Co.,   Glasgow,   Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 
FANCY    PAPERS.   TISSUES  AND   BOXES. 
Beveridge  Paper  Co.,  Montreal,  Que. 
Hennison    Mfg.    Co.,    Boston. 
Menzies    &    Co.,    Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W„ 
Toronto. 

FOREIGN   TEXT  BOOKS. 
Wycil  &  Co.,  S3  Fulton  St..  New  York. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,   Ltd.,   New   York. 
Sanford    &    Bennett    Co.,    51-53    Maiden     Lane, 

New    York. 
A.     R.    McDougall    &    Co..     266    King     St.     W., 

Toronto. 
Paul  F.  Wirt  Co..  Brown  Bros.,  Ltd.,  Toronto, 
Canadian    Agents. 

INKS.  MUCILAGE  AND  C.UMS. 
Chas.   M.    Higgins   &  Co..   Rrooklyn,   N.>. 
'■'he   Carter's   Tnk   Co..   Montreal. 
W.    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
"=!.    S.    Stafford    Co..    Toronto. 
"Gloy."    A.    R.    M.ioDougall    &    Co.,    266    King 

St.    W..    Toronto. 
"Glneine,"    Menzies    &    Co.,    Limited,    43!)    King 
St.   W.,   Toronto. - 

INDKLIBLE     INK. 

barter's    Ink    Co.,    Montreal. 

Pavson's    Indelible    Ink. 

S.    S.   Stafford   Co..   Toronto. 

INKSTANDS. 
The   Senghusch   Co..   Milwaukee. 

LANGUAGE    BOOKS. 

Wycil    &    Co.,    S3    Fulton    Street,    New    York. 

LEAD    AND    COPYING    PENCILS. 
American    Pencil    Co.,    New    York. 
Wm.  Cane  &  Sons.  Newmarket,  Ont. 
A.     B.    McDougall    &    Co.,    266    King    St.     W, 

Toronto. 

LOOSE     LEAF     BOOKS,     BINDERS     AND 
HOLDERS. 
The   Brown    Bros.,    Ltd.,   Toronto. 
Boorum    &    Pease    Co.,    Brooklyn. 
Buntin,   Gillies   &  Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose     Leaf,    (Limited,    215     Victoria 

St.,  Toronto. 
National   Blank   Book   Co.,   Holyoke,   Mass. 
Rockhlll  &  Victor,  22  Cliff  St.,  New  York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 

17  St.  Therese  St.     -     Montreal 


Everything  in  Paper 


Specialty : 

FIBRE   BASKETS 
and  RECEPTACLES 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY,  N.Y. 
Canadian  Jobbers   handle  our  lines. 


NAVIGATION  IS 
OPEN 

Order   Your 
Supplies  Now 

for  the 

Summer 

Morton,  Phi  Hips  &  Co. 

PUBLISHERS 
115  Notre   Dame  St.  West,    MONTREAL 

One  dollar  a  year  is 
all  it  costs  to  have  this 
publication  mailed  to 
your  address. 


B  ( )  0  KSELLE  R    A N  I)    S  T  A  T  IOJKI! 


BUYERS'  GUIDE 


SCHOOL  alIS" 

RULERS 

Send  for  Samples  and 
Interesting  Prices 

Lucas-Tuttle  Mfg.  Co. 

Silver  Springs,  N.Y. 


HAVE  A  BETTER  BOOK  STORE 

Wo  make  show  cases,  counters, 
wall  cases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail  trade. 

Send    us    plans    and    spe- 
cifications   for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will   be   sure   sellers. 
Send  for  Titles,  etc. 


2  Amen  Corner 


London,  E.C. 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


WATERSTON'S 


BEE" 


BRAND 


MARK 


SEALING  WAX 


•"  actory : 
Warriston  Works,  Edinburgh,  Scotland 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,  Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  129  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Hand,    McNally    &    Co.,    Chicago. 

The   Copp,   Clark   Co.,   Toronto. 

The  Scarborough  Co.,  of  Canada,  Hamilton,  Out. 

METAL    PARTS    FOR    LOOSE     LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  302J  Car- 
roll Ave.,  Chicago;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,   Montreal,  Que. 
Pugh  Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win 

nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York   City. 
O.K.   Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES    AND    WRITING    PAPERS. 

Beveridge  Paper  Co.,  Montreal,  Que. 

W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg, 
r'he   Brown   Bros.,   Ltd..  Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PLAYING     CARDS. 

Coodall's   English   Playing  Cards,   A.   O.   Hurst, 

32  Front  St.  W.,  Toronto. 
Menzies  &   Co.,   Limited.   Toronto. 
U.  S.  Playing  Card  Co..  Toronto,  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road, 

London,  E.C. 
A.   O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
Philip  G.   Hunt  &   Co.,  332  Balbam   High   Rd., 

London    Eng. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd..   William. 
Valentine  &   Sons   Publishing  Co.,  Montreal. 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.   Co.,   Silver  Springs,   N.Y, 
The  Pp-to-Date  Co..  Canister,  N.Y. 
Wescntt-.Tewell  Co.,  Seneca  Falls,   N.Y. 

SHEET    MUSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria  St.,   Toronto. 

Chapppll  Co.,  348  Yonge  St.,  Toronto. 

Hawkes  &  Harris  Co.,  Toronto 

McKlnlev  Music  Co.,  1501-15  East  Fifty-Fifth 
St.,   Chicago. 

STANDARD   COMMERCIAL   PUBLICATIONS. 

Morton,  Phillips  &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers, 

Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,    Wnolesale    Stationers. 

Toronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.,    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

Tohn    Heath,    8    St.    Bride    St.,    E.C,    London, 

Tlinks.  Wells  &  Co.,  Birmingham,   Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian    Representatives. 

A.  R.  MacDougall  4  Co.,  266  King  St.  W., 
Toronto- 

Spencerian  Pen  Co.,  New  York,  N.Y. 


DICTURES  —  FRAMES  —  CRAYON  AND 
Water  Cohii-  Portrait  Enlargements — 
Statuary,  Everything  in  picture  framing 
outfits.  "  $150.00  will  sfart  you  in  a  profit- 
able line. 

Send  jour  pictures  to  me.  I  will  frame 
l  beni  at  low  prices  if  you  can't  do  so  your- 
self. 

tittle    WondeY  S-int-h  Phonoi/ra/ih 
Records,  $20.00  gross. 

G.  L.  IRISH 

499  Queen  Street  West,   Toronto 


PATRIOTIC  SONGS 

are  still  in  active  demand.  There  is 
good  profit  in  them.  We  supply  the 
following  at  8c. 

We'll    Never    Let    the    Old    Flag    Fall. 

The  most  successful  Canadian  song 
ever  published.  Over  100,000  copies 
sold  ......     i5c 

By  Order  of  the  King.  A  new  song 
by   the  same  composers.    16,000  sold     15c 

I'll  Not  Forget  You,  Soldier  Boy.  A 
very  popular  new  song.  4th  thousand     15c 

Our  Own  Canadian  Boys.  3rd  thou- 
sand ...  .  - 

Soldiers    of    the    King. .  50,000    sold 

Call  of  the  Motherland.  10th  thou- 
sand ...... 

There's  a  Fight  Going  On.  7th  thou- 
sand ...... 

You  Bet  Your  Life,  We  All  Will  Go. 
2nd    thousand.      New 


15c 
15c 


15c 


15c 


15e 


NEW 


Canada,   Fall  In 15c 

On    to    Victory  -  -  -  -  -  15c 

There's  a   Corner  of  the  Flag  for   Y'ou 

to  Hold 15c 

Kiss    Your    Soldier   Boy    Good-bye  -  15c 

ANGLO-CANADIAN-MUSIC  CO. 

144    Victoria   Street,    Toronto,    Ontario 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX'BALERCO. 

HAMILTON.  ONT. 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 
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Boo  K  s  E  LLEE    A  N  I)    S  T  A  T  I  0  N  E  R 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write   for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


Birthday  Cards 

I  have  just  received  a  large  fresh  stock  of  Birth  lays 
—all  marked  retailing  5e.  lCc,  and  15c.  I  will  allow 
half-off  any  orders  of  $3,  $5  or  $10— and  deliver  to 
you  prepaid.  It  is  amazing  how  many  Birthday 
Cards  can  be  sold  by  having  a  good  selection.  Get 
into  the  business.  Keep  a  tidy,  fresh  collection 
under  cover— and  the  people  will  come — for  Birthday 
Canls  are  a  necessity.     Order  to-day  by  Postal   Note 

From 

A.  H.  JARVIS 

The    Bookstore 

OTTAWA 


TALLY  CARDS.  DANCE  PROGRAMMES, 

Verdler,  Ltd.,  18  Christophei  St..  London.  E.C. 

TYPEWRITER     RIBBONS     AND     CARBONS. 

illttag  &  Volgcr,  Park   Ridge,   N.J. 

WASTE    PAPER    BASKETS 

Beveridge  Paper  Co.,  Montreal,  Que. 


An  Advertisement 

in  the 

Buyers'  Guide 

Department 

will 

give    you    highly  effective 

publicity  at  minimum 

cost. 


The  Binder  of  Today 

Made  in  U.S.A. 

SPRING  BINDER 

Elbe  File  &  Binder  Co. 
97  Reade  St.,      New  York 


I  RELIABLE 
SERIES 


BRITISH 

MANUFACTURE 


Christmas  Card  Buyers 

Should  not  fail  to  order 

WM.  RITCHIE  &  SONS 

Limited 

of     Edinburgh,    Scotland 

CANADIAN  SERIES 

Samples    in     the    hands    of    the 

principal  jobbers,  or  write  A.O. 

HURST,   32  Front  Street  West, 

Toronto 


Blotting 

An  unmistakable  favorite 


Superior  absorbency  and  durability  have 
made  WORLD  BLOTTING  the  standard  blot- 
ting  paper   for   the    past   thirty   years. 

This  high-grade  blotting  is  made  from  select- 
ed cotton  rags.  Where  a  blotting  paper  of 
superior  quality  is  required  "World"  brand 
has  no   equal. 

Our  cheaper  grades  are  the  best  values  on  the 
market  for  the  prices  charged.  The  different 
colors  make  eye-catching  displays.  Send  for 
sample  supply. 

ASK  FOR  SAMPLES 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 

The  Carter's  Ink  Co. 

356  St.  Antoine  Street  Montreal,  Que. 
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B.  &  P.  Standard  Memo.  Books 


The  Book  with  Booster  levers 

One  of  the  most   profitable  items  in   the  stock  of  every 

Statiouer. 

Hound  in  Genuine  Black  Morocco  and   made  in   thirteen 

popular  sizes,  with  and  without  pockets  in  back  covers. 

A  possible  purchaser  in  everyone  who  enters  your  store 

as  Standard  Memo  books,  are  a  real  necessity,  owing  to 

their  great  convenience  and   ::dipt  ibiutj. 

Fillers  for  all  sizes  in  five  styles  of  Rulings. 

Indexes  for  all  sizes  in  these  styles. 

Write   us  for   samples  and   prices. 

Boorum  &  Pease  Loose  Leaf  Book  Company 


Makers  of   "  Standard"  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


,#HB«*rM 


NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lorers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best 
Wishes,"  "Season's  Greetings"  and  "Verses"  in  gold.  The 
Birds  reproduced  in  their  natural  colors  of  plumage. 
These  Cards  assorted  24  designs  to  a  hundred,  for  60c  per 
100,  or  $5  per  M.  assorted.  Should  you  prefer  to  see  a 
sample  set  before  buying,  forward  25c.  in  stamps  and 
the  set  of  24  subjects  complete  will  be  mailed  promptly. 
Big  orders  already  placed  by  largest  houses  In  United 
States  and  Canada. 

We  also  specialize  in  LOCAL  VIEWS  of  One   Thou- 
sand per  subject  and  up.     Correspondence 
solicited 

GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET,  CHICAGO,  ILL. 
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QUALITY  -  NOVELTY 

are  the  features  of  the 

Whiting  Holiday  Line  for  1917 


Embodying  more  new  and  distinctive  ideas  than  ever  before. 
In  the  preparation  of  our  line  for  the  coming  season  the 
utmost  thought  and  care  have  been  given  in  the  selection  of 
designs  and  detail  of  manufacture,  thus  creating  a  line 
excelling  any  heretofore  produced  by  this  house. 

Some  of  the  distinctive  features  are  Cabinets  in  a  large  range 
of  sizes  of  rich  and  daintily  tinted  designs  in  Applique, 
Petite  Aquarelles  and  Die  Stamping  in  numerous  color 
effects — all  on  coverings  of  harmonious  tint. 

Small  and  large  Cabinets  in  new  and  exclusive  pattern  cover 
paper  and  many  other  new  and  novel  features. 

An  inspection  of  the  line  will  be  of  advantage  to  those 
dealers  seeking  merchandise  of  quality — ready  sale  and 
exclusiveness. 

Our  travellers  are  now  on  their  respective  territories. 


WHITING  PAPER  COMPANY 

MAKERS  OF  HIGH  GRADE  PAPERS 

NEW  YORK  CHICAGO  PHILADELPHIA  BOSTON 

Mills  at  Holyoke,  Mass. 

NEW  YORK  OFFICES  &  SALESROOMS,  14th  St.  &  7th  Avenue 
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ARE  YOU  SATISFIED? 


TO-DAY  the  mosl  important  documents 
aiv  written  with  a  typewriter  machine 
equipped  with  an  inked  ribbon,  and 
copies  are  made  of  them  by  means  of  carbon 
paper.  You  will  want  to  refer  to  some  of 
these  copies  years  from  now.  Are  yon  quite 
sure  the  carbon  paper  or  the  typewriter  rib- 
bon you  are  using  is  really  reliable? 

Under  the  magic  spell  of  modern  method-  of 
manufacture,  combined  with  the  scientific 
use  of  the  best  ingredients,  the  M  &  V  pro- 


ducts are-  made 
reliable  results. 
economy. 


in     a     manner    to    produce 
insuring   permanency    and 


Looking  beneath  the  surface,  let  not  the  sev- 
eral qualities  of  a  thing,  nor  its  worth,  escape 
you.  The  purchaser  of  typewriter  supplies 
must  look  beyond  the  price. — the  quality  of 
the  goods  being  of  such  paramount  import- 
ance. Further,  they  mean  commercial 
economy  independent  of  the  price. 


MITTAG  &  VOLGER,  Inc. 

Principal  Office  and  Factory  :  PARK  RIDGE,  N.  J.,  U.S.A. 

BRANCHES 
NEW  YORK.  N.Y..  261  Broadway  CHICAGO.  ILL..  205  West  Monroe  St.  CLEVELAND.  OHIO.  2119  E.   9th  St. 

LONDON.  7  &  8  Dyers  Bldg..  Holborn.  E.C.  SAN  FRANCISCO,  35  Montgomery  St.  ST.  LOUIS,  MO.,  Laclede  Bldg. 

AGENCIES  ALL  OVER   THE  WORLD 


Loose  Leaf  Ring  Binder 


ENGINEER  I XG  data,  Maps,  Blue  Prints, 
Sketches,  Correspondence,  Factory 
Records,  Operating  Costs,  Pay  Rolls,  may  be 
bound  in  these  convenient  Ring  Books  and 
Indexed.  TWO  BINDINGS  —  Full  double 
thread  Blue  Slate  Canvas,  Stiff  sides.  Black 
Sealgrain  Cowhide  back,  and  stiff  cloth 
sides.  Narrow  heavy  gray  Press  Board 
guard  sheets.  New  NATIONAL  "Booster 
Device ' '  mechanism. 

12  Stock  Sizes 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


B  0  0  K  S  E  L  L  E  R     AND     S  T  A  T  I  ()  N  E  R 


SCRIBBLERS  AND 
EXERCISE  BOOKS 

for  School  Opening  are  now  being 
shown  by  our  salesmen.  The  new 
covers  are  appropriate  and  attractive, 
and  the  range  is  complete  in  every 
way.     Write  for  samples. 


HAMILTON 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,  701-702  Eastern  Townships  Bank  Bldg.       TORONTO,  143-153  University  Ave.         WINNIPEG,  22  Royal  Bank  Bldg.         LONDON,  ENG.,  88  Fleet  St.,  E.G. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     MAY,      1917 


No.  5 


Pens  that 
Better 


Point  to 
Business 


S.  &  B  ■ 
AUTOPEN 

Your    store 
thiiveson  salis 
— and  salts  must 
encourage  re-sales  if 
your  business  is  to  grow. 
Every  customer  that  enters 
your  store    is  a    possible   pur- 
chaser of  a   fountain   pen.       Sell 

Sanford  &  Bennett 

FOUNTAIN  PENS 

and  win  the  confidence  of  eveiy  man  who  buys 
one.       These  pens  have  exclusive   features    which 
quickly  make  them  popular  with  your  customers.     No 
hetter  materials,  no  smoother  mechanism,  no  finer  work- 
manship go  into  any    pen.     They  are  highr-grade  but    nut   expsnsivs. 
Every  S.  &  B.  Fountain  Pen  is  guaranteed  to  be  a  perfect  writing  instru 
ment.     They  p<  int  the  way  to  better  business. 

Write  today  for  prices  and  discounts 


S.  &  B.  GRAVITY  STYLO 


Sanford  &  Bennett  Co.,  51-53  Maiden  Lane,  New  York 

W.  E.  Coutts,  Canadian  Sales  Agent,  266  King  St.  West,  Toronto,  Ont. 
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WHAT  YOU  WANT 


In  School  Supplies  is  a  line  that 
sells  out,  yields  a  good  profit, 
satisfies  your  customers,  and 
increases   trade. 

THE  IMPERIAL  SERIES 

will  do  this  for  you,  because 
they  are  doing  it  for  other  good 
stationers    all    over    the    country. 

FOR    ABSOLUTE   VALUE 

and  attractive  cover  designs, 
there  are  none  better.  Before 
you  place  an  order  for  the 
opening,  get  in  touch  with  one 
of  our  salesmen;  they  have 
an  "Exhibit"  which  will  prove 
decidedly    interesting    to   you. 


WARWICK  BROS.  &  RUTTER 

LIMITED 

Manufacturers  Toronto 


BOOKSELLER  AND  STATIONER 


TORONTO 


ORDER  SCHOOL 
GOODS  NOW 


LEAD   PENCILS 

This  year  we  have  Canadian-made  lead  pencils,  and 
they  are  the  equal  of  any  foreign-made  pencils  of 
similar  grade.  The  dealer  will  save  the  duty  and 
make  bigger  profit. 

retail 


Rubber     Tipped     HB 


The     following     are     5c 

Pencils: — 

Connaught  —  Round  with  vivid  green  polish. 

Sovereign — Hexagon,  high   polish,   bright   red. 

Swansdown — Round,     with      extremely     high      finish, 

yellow. 
Patricia — Hexagon,  bright  green  finish. 
Calais — Round,   bright  red   finish. 
Devonshire — Hexagon,  bright  yellow  finish. 

Prices  of  all  the  above  5c  lines:  30c  a  dozen,  $3.50 
a  gross;  $3.35  in  5-gross  lots;  $3.25  in  10-gross  lots; 
$3.15  in  25-gross  lots. 

The  Verdun  is  a  leader  in  pencils  to  retail  2  for  5c. 
Round,  natural  wood  finish,  rubber-tipped  HB;  20c  a 
dozen;  $2.25  a  gross;  $2.10  in  5-gross  lots;  $2.02  in 
10-gross  lots;   $1.95  in  25-gross  lots. 

SLATES 

Slates  are  again  coming  into  general  use.  Some  of 
the  principal  schools  of  the  country  are  reverting  to 
them  because  of  the  paper  shortage.  We  have  them 
in   stock.     Place  your  orders. 

EXAMINATION   PADS 

Peerless— 20  sheets,  $6.50  per  100;    $6.18  in   500  lots, 

or  $58.50  per  1,000. 

Same   with   lighter  paper,  no  cover — 25  sheets;    $5.65 

per  100;   $5.40  in  500  lots;   $50.90  per  1,000. 

Meteor— 20   sheets;    $6.00  per  100;    $5.70   in   500  lots; 

$54.00  per  1,000. 

Progress— 30  sheets;   $8.50  per  100;   $8.08  in  500  lots; 

$76.50  per  1,000. 

Matchless— 30    sheets;     $7.75    per    100;     $7.39    in    500 

lots;    $69.75   per  1,000. 

Same,    lighter   paper,    10   sheets,   no   cover — $3.00    per 

100;   $2.85  in  500  lots;   $27.00  per  1,000. 

STUDENTS'  NOTE  BOOKS 

Prince    Edward        -  32    leaves,  $4.80  a  gross 

Tarn   O'Shanter 

Classic        ... 

Library  .     -        -        - 

Students'    Days 

Collegiate 

Union  Jack 

Midget 

Large  assortments  of  penholders  and  pen  points  and 

erasers,  in  great  variety,  to  sell  at  lc,  3c,  5c  and  10c 

each. 

SCRIBBLERS  AND  EXERCISE  BOOKS 

Prices  run  from  $1.85  a  gross  for  2c  lines  to  $4.80 
a  gross  for  the  best  5c  lines,  and  $9.60  a  gross  for 
10c  lines. 

The  illustrations  shown  here  indicate  the  artistic  and 
pleasing  covers  adorning  these  school  practice  books. 
They  are  the  sort  that  appeal  to  school  children. 
See  that  you  have  an  adequate  stock  of  these  big 
sellers. 
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LEATHER  GOODS 

A  Department  of  Over  Half  a  Century 

and  of  Great  Variety  and  Rare 

Excellence 


Ladies'  Hand 
Bags 

Writing 
Portfolios 

Ladies' 
Purses 

Letter  Cases 

Card  Gases 

Pocket 
Diaries 

Pocket  Books 

Bill  Folds 

Bankers' 
Gases 

Memo  Books 

Visiting 
Books 

Messengers' 
Wallets 

Dressing 
Gases 

Coin  Purses 

Military 
Brush  Sets 

Simcoe  Photo 
Albums 


BROWN  BROS., 


LIMITED 


Simcoe  and  Pearl  Streets,  TORONTO 


Venus 

lO*  PENCIL 

recognized  as  the 
highest  quality 


AJEVER  are  any 
-L^l  the  finest  mater 
permitted  to  go 
into  this  famous 
pencil;  never  are 
an\  but  the  most 
skilled  workmen 
p  e  r  mitt  e  cl  to 
make  this  pencil; 
never  are  a  n  y 
shipments  made 
without  the  most 
careful  inspec- 
tion and  check- 
ing. Your  customers  look  for 
the  distinctive  watermark 
finish. 

TfENUS  pencils  are  perfect. 
*  From  the  softest,  heaviest, 
blackest  6B  to  the  hardest  9H, 
with  its  thin,  clear  line,  the  17 
degrees  and  hard  and  medium 
copying  are  absolutely  stand- 
ard, uniform  and  reliable. 
VENUS  pencils  are  the  choice 
of  architects,  artists  a  n  d 
draughtsmen,  and  discerning 
users  everywhere. 


but 
ials 


Is  of 

superfine 

quality 

Rubs  out 

Cleanly 

and  Easily 


Soft,  fine  textured,  durable  and  lasting.  Gray  in 
color,  and  will  not  soil  or  streak.  Use  it  for  all  kinds 
of  pencil  erasing.  Made  in  12  sizes.  Smallest  packed 
100  to  box;  largest  4  to  a  box. '  For  a  splendid  eraser 
be  sure  to  eel  VENUS. 


Are  your  stocks  complete  ? 


Write  for  catalog  and  prices. 


AMERICAN    LEAD    PENCIL    CO. 

220  Fifth  Ave.,  New  York  and  Clapton,  London,  Eng. 
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LOOSE  LEAF  BOOKS  and  FORMS 


The — I-P — line  of  Loose  Leaf  Pro- 
ducts is  the  most  complete  on  the 
market — manufactured  by  the  larg- 
est exclusive  manufacturers  of 
Loose  Leaf  Goods  in  the  world. 


*4"  Ring  Memorandum  Books. 

Real  Morocco.    Made  in  14  sizes;  open  end  and 

side. 


]  LOOSE)  l"P  (TEA?! 

Junior  Ledger 


E22H]  J-pt 


Ledger  Outfits  and  Current  Binders.  Canvas 
and  Half  Leather  Bindings.  Large  number  of 
sizes.     All  standard  rulings. 


llOOSEj     ¥-1^1  LtAf  I 

Price  Books 


Hops  1 1   T«>PGIZD 

Post    Binder.-.      Made    in    solid    and    sectional 


All  Standard  Sizes.     Three  Bindings,   Y>"  and      posts.     3-16",  5-16"  and  %"  Posts.     All  standard 
1"  Rings.     All  rulings  carried  in  stock. 


sizes  and  bindings. 


A  large  variety  of  Special  Ruled  and    Printed    Forms  also  carried  for 

Professional  and  Commercial  use. 

The  Irving -Pitt  Manufacturing  Co. 


CANADIAN  AGENTS: 


BROWN  BROS.,  LIMITED 

TORONTO 
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Boys  Know   ERECTOR   Builds 
the  Finest  Models 

There  are  more  sets  of  Erector  sold  annually  than  all  other  construction  sets 
combined — striking  proof  of  the  fact  that  the  average  boy  prefers  Erector. 

Knowing,  as  he  does,  that       QJ    jBERT 


Menzies  &  Co.,  Limited 

FOR 

The  A.  C.  Gilbert  Co.,   New  Haven,  Conn.,  U.S.A. 


"The  Toylike  Structural  Steel" 

builds  the  biggest,  finest,  strongest  and  greatest  number  of  models,  he  passes 
the  store  of  the  dealer  who  doesn't  sell  Erector  and 
goes  into  the  store  of  the  dealer  who  does. 

Erector  again  will  be  backed  this  year  with  a  sen- 
sationally big  advertising  campaign  in  publications 
that  are  read  by  more  than  20,000,000  persons — The 
Saturday  Evening  Post,  Collier's  Weekly,  American 
Boy,  Youth's  Companion,  and  a  great  many  other 
publications. 

Sell  Erector  this  year — the  construction  toy  that 
sells  the  fastest ! 

DISTRIBUTORS: 


GILBERT  TOYS 

Year  'Round  Favorites 

Gilbert  Briktor — Enables  boy 
to  complete  construction  toy 
models  with  steel  bricks  in  beau- 
tiful   color    combinations. 

Gilbert  Electrical  Sets — Great 
fun  for  boys.  Teaches  funda- 
mentals of  electricity. 

Gilbert  Wireless  Outfits  — 
Boys  can  send  and  receive  mes- 
sages from  house  to  house.  Does 
not  interfere  with  recent  Gov- 
ernment  restrictions. 

Gilbert  Chemistry  Outfit  — 
Teaches  boys  the  chemistry  of 
everyday  things. 

Gilbert  Mysto  Magic — Makes 
every   boy   a  magician. 

Gilbert  Puzzle  Parties  —  Ap- 
peals  to   all    who   like  puzzles. 

Gilbert  Tot  Trot  —  A  horse 
that  actually  trots. 
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Glucine  Stays 


WE  are  assured  of  a  big  stock 
of  all  sizes  which  has 
already  reached  St.  John  en  route 
to  Toronto. 

Order  Early,  Please 


2V2  oz.  size  retails  at  10c. 
5  oz.  size,  with  cap  and  brush, 
retails  at  25c. 

10    oz.    size,    with    cap    and 
brush,  retails  at  50c. 

30  oz.  size,  it's  for  re-filling, 
retails  at  90c. 

Gross  Prices  on  Application. 


Glucine  is  a  pure  Liquid  Adhesive 
that  never  dries  up  —  never  goes 
bad — is  guaranteed. 

The  Gross  Prices  give  you  the 
best  profit  of  any  satisfactory 
Adhesive   marketed. 


LYONS  BANK  WAX 


8 


is   the  standard   of   high   grade  wax. 

Canadian  Banks  have  used  it  consistently 
for  15  years  throughout  their  entire  system. 

Write  us  for  our  new  prices. 


MANUFACTURED    BY 


Lyons  Ink  Limited,  Manchester,  Eng. 


SOLE  CANADIAN  AGENTS 


MENZIES  &  COMPANY,  LIMITED 

Manufacturers'  Agents  Importers  Blotting  Paper 

Publishers  of  Christmas  Cards,  Etc. 

439  King  Street  West,  Toronto,  Ont. 


B.O  0  K  S  E  L  I.  E  R     A  X  D     ST  A  T  I  O  N  E  K 


A  simple,  complete  system  for  retail  stores 


D  Ch-  1.00     -0015    JUH12-13 


D  Ch-  1.00     -0015    JUH  12-13 


>>~nl   J    1 


John  Blank 

Grocer 

Dot,-          ^/X«£....  191  £ 
M  ^&*kS"_  A4^r^,, 
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The  electrically  operated 
National  Cash  Register 

Does  25  necessary  things  in  three 
seconds.  Simple  to  operate  —  saves 
time.  Forces  accuracy  —  gives  quick 
service. 


The  new 
National  Credit  File 

Outs  out  all  book-keeping  of  customers' 
accounts.  No  blotter — no  daybook — no 
customers'  ledger.  Every  customers' 
account  balanced  to  the  minute. 


Stops  leaks,  satisfies  customers 
Increases  profits  in  stores 


Our  new  mode]  cash  registers  do  more  effectively 
and  more  quickly  all  the  necessary  operations  in 
the  handling  of  money.  They  save  time,  slop 
losses,  prevent  mistakes  due  to  carelessness  or 
inaccuracy.  They  safeguard  your  profits.  They 
are  indispensable  to  the  efficient  management 
of  (lie  modern  store. 

The  credit  file  is  a  new  N.C.R.  invention  as 
important   to  you   as   your   telephone   or  cash 


register.  It  is  so  simple  that  anyone  can 
operate  it.  It  is  speedy  and  convenient.  It  is 
so  complete  that  a  record  of  the  whole  credit 
business  is  always  available.  It  is  safe,  records 
being  in  sight,  but  locked  away  from  all  tam- 
pering.    There  is  nothing  else  like  it. 

Information  about  National  Cash  Registers  and 
National  Credit  Files  can  be  obtained  easily 
from  any  N.C.R.  office  or  from  us. 


The  National  Cash  Register  Co.  of  Canada,  Limited 


Christie  Street 


Toronto 


BOOKS  E  L  I,  E  R    A  N  1>    S  T  A  T  TONER 


Deans  Rag  Books 


Quite  Indestructible 


TRADE   MARK  Registered  in   All  Countries 

Look  I'oi-  /In   Trade  Mark  and  in- 
sist  upon   having  "RAG"  Books. 

DEAN'S 

PATENT    RAG 
BOOK  LINE 

WASHABLE  INDESTRUCTIBLE  HYGIENIC 

Fast,  non-poisonous  colour,-. 

British  from  cover  to  cover. 

Range  comprises  about  ninety  titles  retailing 
at  10c,  15c,  30c,  50e.;  75.',  $1.00,  $1.25 
and  $1  .50. 

Handled  by  all  first  grade  Wholesalers 
and    Jobbers    throughout    the    Dominion. 

Owing  to  shortage  of  labor,  delivery  guaran- 
teed only  if  orders  are  placed  at  once. 

Sole  Manufacturers  and  Patentees  of  "RAG" 

Book*. 


Dean's  Rag  Book  Co.,  Ltd. 

2  to   14  Newington  Butts 
LONDON,    S.  E.,    No.    1. 

"Rag"  Books  are  Registered  and  Patented. 
Immediate  proceedings  will  betaken  against  infringements. 


The  Miniature  Hilda 
Cowham  Kiddie  Line 

Twelve  figures,  reproduc- 
tion of  the  life-size  models 
as  purchased  by 

Her  Majesty 
Queen  Mary 

Each  12  inches  high.  Boxed 
dozens  assorted. 

Suitable  for  Menu,  Guest 
Card,  and  Calendar  Hold- 
ers, Advertising  and  Dis- 
play Figures. 

BRITISH  MADE 


Prices  and  Samples  upon  Application 


Manufacturers  and  Patentees 


The  British  Novelty  Works 

ELEPHANT  BUILDINGS,         LONDON,  S.E. 
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OBSTACLES  TO  PEACE 


PRE-EMINENTLY 
THE  WAR  BOOK 
OF  THE   YEAR 

$2.00  NET 


TO  name  the  men  of  the  warring  countries 
met  by  Mr.  S.  S.  McClure  during  hifi 
recent  trip  abroad  is  like  calling  a  roll  of 
the  leaders  of  Europe.  It  is  doubtful  if  any 
other  one  man  has  bad  the  opportunity  to  dis- 
cuss world  problems  with  so  many  responsible 
statesmen.  And  it  is  certain  that  few  other  men 
could  have  used  the  opportunity  so  adroitly  to 
illumine  the  great  problems  of  the  war  and  its 
ending. 
Among  the  various  personages  from  whose  conversation  Mr.  McClure  drew  the  material  for  his 
new  book — OBSTACLES  TO  PEACE — may  be  mentioned  Herr  Zimmermann.  von  Bethmann- 
Hollweg.  ( Herman  Prime  Minister ;  von  Hissing,  German  Governor  in  Belgium  ;  Talaat  Bey.  the  all- 
powerful  Turkish  Minister,  Baron  Burian,  Count  Berchtold,  and  Count  Tisza,  Austro-Hungarian 
Prime  Minister  and  past  and  present  Ministers  of  Foreign  Affairs;  Lord  Haldane,  whose  famous 
visit      to      Germany 


shortly  before  the 
war  is  discussed  at 
length ;  Lord  North- 
cliffe  a  n  d  many 
others. 

Not  only  did  these 
men.  in  whose  hands 
rests  the  fate  of 
Europe,  freely  dis- 
cuss the  issues  of  war 
and  peace  with.  Mr. 
McClure.  but  they 
also  put  him  in  pos- 
session o  f  unpub- 
lished documents  of 
the  greatest  value. 


There  are  to-day  two 
kinds  of  obstacles  to 
peace,  the  material 
obstacles,  such  as  the 
division  of  territory, 
and  t  h  e  spiritual 
obstacles  of  the  enor- 
mous hatreds  engen- 
dered. In  this  book 
these  obstacles  are. 
for  the  first  time, 
analyzed  in  the  light 
of  information  gain- 
ed from  responsible 
sources. 


S.  S.  McCLURE 


The  following  is  an  extract  from  an  Editorial  in  the 
Toronto  Daily  Star  of  April  17th,    1917: 

"If  our  correspondent  or  anybody  else  is  of  the  opinion  that  Canada  has  done  enough  and  that  we  should 
now  take  it  easy,  we  would  advise  him  to  sit  down  and  read  from  cover  to  cover  a  new  book  placed  on  sale  in 
the  stores  to-day,  "Obstacles  to  Peace"  by  S.  S.  McClure  (Toronto:  Thomas  Allen).  It  is  not  a  book  of  argument; 
it  is  a  book  of  evidence.  The  author  is  not  attacking  one  side  and  defending  the  other.  Mr.  McClure  was  one 
of  those  who  went  to  Europe  on  the  famous  Ford  Peace  Ship.  It  now  appears  that  Mr.  McClure  with  great 
patience  and  tremendous  industry,  was  gathering  from  official  sources  in  all  the  belligerent  countries  authentic 
copies  of  original  documents,  and  now  dispassionately,  with  little  intrusion  of  any  opinions  of  his  own,  he  traces 
the  origin,  progress,  and  purposes  of  the  war  from  the  first  until  now.  It  is  a  book  of  immense  importance, 
precisely  because  it  is  not  a  book  of  argument,  but  a  volume  of  evidence,  disclosing  the  whole  nature,  purpose 
and  meaning  of  the  war.  We  would  advise  anybody  who  thinks  Canada  should  be  content  to  make  half-war. 
to  drop  all  else  for  a  day  and  read  the  evidence  Mr.  McClure  has  gathered  in  all  the  belligerent  countries  as 
to  what   the   world   is   fighting  about." 

THE  HOUGHTON   MIFFLIN   COMPANY,  BOSTON,   MASS. 


THOMAS  ALLEN,  Publisher  ^C 

215-219   VICTORIA   STREET,   TORONTO 
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The    Ideal     Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.    blocks    and    a 

range    of    attractive 

boxes  with   Tools. 

Odourless  and 
Antiseptic 

The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted    and 
Appreciated    by 
Educational 
Authorities,    with    a 
wealth  of  testi- 
monials. 


MARK 


MODELLIT     MANUFACTURING     COMPANY 

19.  Brunswick  Street.  Bristol,  England 
Agents:  Menzies  &  Co.,  Ltd.,  439  King  Street  West,  Toronto 


QUICK  Way  to 
Mount 

PHOTO 
PRINTS 

Treasured  camera  pic- 
tures or  post  cards  are 
easily  lost  unless 
mounted  in  a  book, 
where  they  can  always 
be  turned  to  at  a  min- 
ute's notice. 


Enpel 


^>>rt  Corners' 


JJO  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
to  mount  photos  and  post  cards — are 
always  secure,  neat  and  artistic.     Slip 
on   each   corner  of  the   picture — wet   'em 
and  stick  'em,  that's  all.    They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.     Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND   DEALERS 

This   is   a   big   selling,   easily   handled   line. 
Millions   sold  in   all   parts   of  the  world. 
Stationery,    photo    supply    departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post     card     collectors. 
Write    us   to-day   for    samples 


and  quantity  prices. 


ENGEL    MANUFACTURING   COMPANY 

1456  LELAND  AVENUE.  CHICAGO,  U.S.A. 
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The  purchase  of  Esterbrook  Pens  often  sugeests  the  need 
and'f iotPofPotherU^er-bandS'1  cHps'    De"C^    blank-S 

Imp™f  Mne^Th'"  "T  department*  concentrate  on  one 
complete  line  Ihey  get  maximum  counter  display  tie  up 
1^  money    ,n    stock,    and    make    it    easy    for*  customers 

Write  for  particulars  and  prices. 
ESTERBROOK  PEN  MFG.  COMPANY 


18-70  Cooper  Street 


Camden,  N.J.,  U.S.A. 
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AROAVAC 

,  1-1  ME  S  c 

SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES' 


ARO-AtAC 


IBB 


ARMacDougall  6  Co 


TORONTO 


iiiip- 


Don't 
Wait  to 


be  Asked 


for 

The  Sengbusch  Self-Closing 
Inkstand  or  The  Ideal  Sani- 
tary Moistener 

OFFER  them  each  time  an  inkstand  or  a 
moistener  is  wanted..  Each  of  them  will 
make  good  friends  and  bigger  profits  for  you. 

The  "Sengbusch"  is  the  Popular,  Automatic. 
Self-Closing,  Non-Evaporating  Inkstand  de- 
serving of  a  place  in  every  well  furnished 
office.  Tt  cuts  ink  bills  75%.  Saves  pens,  too, 
and  keeps  ink  clean  and  fresh.  Prevents 
evaporation  of  red  ink.  Works  perfectly  with 
copying  ink. 

The  Ideal  Sanitary  Moistener  is  "The  Quick 
and  Easy  Way"  for  counting  money,  moist- 
ening fingers,  stamps,  envelopes,  etc.,  etc. 
Made  of  glazed  white  porcelain.  Bearings  of 
polished  nickel;  can't  squeak,  bind,  or  wear 
out. 

Get  our  catalog,  circulars,  etc.. 
with  your  imprint — free.  Also 
attractive  set  of  six  display  cards 
—in    colors.      They    boost    sale.-. 

FEATURE 
THESE  TWO 
SPECIALTIES 
IT  WILL 
PAY  YOU 
TO  DO 
SO. 


Vul-cots  Stay  Sold 


because  they  always  please  the  cus- 
tomer. More  than  that,  they  bring 
back  buyers  for  more  Vul-Cots.  Sell- 
ing the  first  one  is  generally  only  the 
beginning  of  a  series  of  sales.  It's 
only  a  matter  of  a  short  trial  and  a 
comparison  of  Vul-Cots  with  old-fash- 
ioned waste-baskets  of  other  materials. 

Vul-Cots  are  the  only  Nationally  ad- 
vertised, Nationally  known  and  Na- 
tionally recognized  waste-baskets  sold 
to  dealer  and  consumer  alike  with  a 
five-year  guarantee.  And  every  Vul- 
Cot  has 

VUL-ClJl    BASKETS 

Guaranteed  5  years 

attached  to  the  bottom.  That's  the  big 
selling  point.  It  means  that  Vul-Cots 
will  retain  their  color,  their  beauty.  It 
means  a  full  measure  of  satisfaction 
to  you  and  to  your  customers.  Vul- 
Cots  give  a  quick  money  turn-over  be- 
cause they  are  fast  sellers.  We  know 
that  you  can  make  a  fast  profit  on 
them  as  well  as  good  profit.  Other 
dealers,  some  of  the  biggest  in  the 
country,  are  doing  it,  right  now. 

Sell  Vul-Cots  because  they  stay  sold, 
because  they  keep  on  making  a  first 
rate  saiesbook  showing,  because  they 
do  make  money  and  good  will  through 
quality,  appearance  and  genuine 
utility.  Write  to-day  for  full  particu- 
lars and  dealers'  proposition. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  Toronto,  Ont. 
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SELLING  DIRECT  FROM  FACTORIES" 


AR.MacDougall  £  Co 


)ARO-AVAC 


SUNDRIES 


,lll!l!iHI!|il  1 1 1 


TORONTO 


To   open-   simply    oend   back. 
To    close—  simply    pinch    rings. 


TRUSSELL 

Loose-Leaf 
Memorandums 

STYLE  F. 

Iilack    Cloth      Imitation    Leather. 

Most  amazing  value  ever 
offered  to  the  Canadian  trade 
in    low-price   memos. 

Good  enough  for  any  man  at 
a  price  within  the  reach  of 
every  man. 


Sheets  lie  perfectly  fiat  and  can  be  written  on  from  edge 
to  edge.  Rings  fit  closely,  eliminating  unnecessary  wear  on 
sheets. 


No. 

04416*'- 

0516F- 

0616F- 
3116F- 
3516F- 


Size  of     Binding  Covers  with      Linen  tab 

sheet          edge  10  sheets           indexes 

■>ij  $    .30 

3  .  45 

3  ' ..  .  60 

1'-.  .40 


2>_.x4'  ■■ 

3x.r> 

3V.x6 

<l'..x2'.. 

5x3 


3616F  6x3 1... 
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9    .15 
.15 

.25 
.15 
.15 
.25 


Sheets 
per  40 
$  .08 
.12 
.15 
.08 
.12 
.15 


Refills   packed   20    in   a   box. 

Refills    ruled    Quad,    or    faint. 

Refills   punched   3    holes    open    end,    6    holes    side   open,    to    fit   any 
standard  memos. 


The  Best 
,        Of  All 
wSb  Pencil 

Sharpeners 


The  DEXTER 

Retails  at  $5.00 

You  can  sell  this  high-grade  machine.  Have 
you  tried?  If  not,  get  busy  and  get  your  share 
of  this  profitable  business.  Lower-priced  pencil 
sharpeners,  the  best  in  their  class. 


The  CHICAGO 

Standard  Model 

$1.50 


The   CHICAGO  GIANT      | 

Sharpens  any  pencil  or  crayon       || 


RETAIL 


$2.25 


ORDER  CHALKS  AND  CRAYONS  NOW 
FOR  SCHOOL  TRADE 


Do  not  delay  action.  We  have  all  these  lines 
now,  so  order  immediately  and  be  sure  of  get- 
ting these  high-grade  goods. 

OMEGA  DUSTLESS— The  Acme  of  Perfec- 
tion. Erases  easily.  Free  from  grit,  will  not 
scratch  board.  It  will  pay  yon  to  double  or 
treble  your  regular  orders. 


These  chalks  are  made  of  Nova  Scotia  Plaster, 
the  highest  grade  known  for  the  purpose. 


I 


Gro- 
U*H  WHIT*  CJ2? 


iv.'>   '• 


i  s> 


SCHOOL  CHALK 

White  and  Yellow  Enamelled 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives  : 

266  King  St.  W.,  Toronto,  Ont. 
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Just  a 
Moment, 
Please  ! 


OH 

MARY 

BE  CAREFUL! 

B^  GEORGE  WESTON 


Within  a  month  of  publication  Mr.  Weston 
sold  the  Dramatic  and  Moving  Picture  rights 
of  "Oh,  Mary.  Be  ( Jareful !"  This  is  a  record. 
Mary  Meacham,  the  heroine  who  fell  heir  to 
$50,000  and  three  unusual  le.^ts  for  men,  is 
unquestionably  the  most  interesting  Ameri- 
can Heiress  of  1017.  "Frivolously  joyful. 
More  joyful  moments  than  belong  to  a  single 
story. ""  says  The  New  York  World.  "Rollick- 
ing, amusing  tale." — Springfield  Homestead. 
There  are  seven  delightful  illustrations. 

The  Most  Popular  Light  Novel 
of  the  Season 

Already  in  its  Third  Edition 


It    will    be    a  Steady    Seller,  yes,   a 
Big  Seller,  all   through   the    Summer 

A   One   Dollar  Book 


McClelland,  Goodchild  &  Stewart,  Limited 

266  King  Street  West  Toronto,  Canada 
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NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already  placed 
by   largest  houses   in   United   States   and   Canada. 

We   also  specialize  in  LOCAL  VIEWS  of  One   Thousand  per 
subject  and  up.   Correspondence  solicited. 

GILBERT  POST  CARD  COMPANY 


39J(P 


IVER  STREET 


CHICAGO.  ILL. 


Fine  Inks  and  Adhesives 

FOR  THOSE     m      WHO  KNOW 


I 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 
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The  New  1917 

Automobile  Blue  Book 

Opens  Up 
A  New  World 

Arc  you  going  to  strike  out  for  the  new  places  where  the  crowd 
doesn't  go — or  will  you  drive  the  same  old  roads. 

The  New  1917  Automobile  Blue  Book  opens  up  a  new  world  to 
you.  It  tells  you  of  fine  roads,  beautiful  spots,  quaint  place? 
within  a  few  hours'  run  from  your  home,  that  you  never  knew  existed.  On  longer  trips  it  tells 
you  where  to  go  and  how  to  get  there — in  comfort  and  with  confidence  and  safety. 

It  has  charted  and  described  in  detail  for  you  400.000  miles  of  the  best  motor  roads  in  the  United 
States  and  Canada.  For  sixteen  years  it  has  been  the  standard  road  guide  of  America.  Thirteen 
Automobile  Blue  Book  scout  cars  are  continually  on  the  road  collecting  data  to  make  it  the  mosl 
dependable,  the  most  up-to-date  road  guide  you  can  get. 

The  New  1917  Automobile  Blue  Book  contains  : 


ROADS — the  best  roads  plainly  marked,  giving:  their 
construction  and  character  and  the  district  they 
traverse  with  complete  running  directions,  turns 
and  landmarks. 

MAPS — dozens  of  them;  of  States,  districts  and 
routes,  also  pilot  maps  to  guide  you  through  cities. 

MILEAGES — not  only  distances  between  main 
points,  but  between  turn  and  landmark  en  route. 

POINTS  OF  INTEREST— landmarks,  scenic  or 
historic,  all  pointed  out  and  described  in  the 
running  directions  for  every  route. 

Every  volume  averages  1.000  pages,  printed  clearly  on  good  quality  of  India  paper,  with  hundreds 
of  maps  and  illustrations,  bound  in  genuine  Royal  Blue  limp  leather. 

Free  membership  in  the  Blue  Book  Touring  Bureau  WITH  VALUABLE  PRIVILEGES  AM) 
FREE  TOURING  SERVICE  to  the  purchaser  of  every  New  1917  Automobile  Blue  Book.  Drive 
in  comfort  on  good  roads  and  save  money  in  gasoline,  tires,  wear  and  tear  on  your  car.  time  and 
temper. 

THERE  IS  A  NEW  1917  AUTOMOBILE  BLUE  BOOK  FOR  EVERY  SECTION 

Hamilton    and 


HOTELS  AND  RESTAURANTS— in  every  city  and 
town,  that  will  give  you  good  service  and  accom- 
modations with  particular  attention  to  Blue  Book 
tourists. 

GARAGES  AND  REPAIR  SHOPS— where  you  will 
obtain  quick  and  satisfactory  service. 

BOATS  AND  FERRIES— with  full  schedule  of  sail- 
ings and  automobile  rates. 

MOTOR  LAWS— for  every  State,  including  speed 
and  traffic  regulations. 

COMPLETE  INFORMATION— where  to  go  and 
how  to  get  there. 


Vol.  1— New    York    State,    Toronto 

adjacent  Canada. 
Vol.  2 — New     England,     Montreal,     and     Maritime 

Provinces. 
Vol.  3— N.J.,  Pa.,  Del.,  Md.,  D.C.  and  W.  Va. 
Vol.  4— Mich.,  Ind.,  Ohio  and  Ky. 
Vol.  5— Miss.,     Wis.,     la.,     111.,     Mo.     and     Upper 

Peninsula  of  Michigan. 


Vol.  G — The  Southeastern  States. 

Vol.  7— Mont.,    Wyo.,    Colo.,    N.  M.,    Tex.,    Mo.    and 

So.  Dakota,  Neb.,  Kan.,  Okla.,  Ark.  and 

La. 
Vol.  8— The  Pacific  Coast  States. 
Vol.  A — New  York  City  Metropolitan  Blue  Book. 
Vol.  C — Chicago  Metropolitan  Blue  Book. 
Price  $3.00  Each. 


McClelland,  Goodchild  &  Stewart,  Limited 

266  King  Street  West,  Toronto,  Canada 
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1    fij  IMPORTANT  NEW  CANADIAN  BOOKS  (j 


UP  THE  HILL  AND  OVER    *•<* 


ion 


$1.35 


A   Great   Canadian  Novel. 


BY  ISABEL   ECCLESTONE  MACKAY 


The  reader  to  whom  this  novel  was  submitted  in  MSS.  reported  to  the  publishers  in  part  as  follows : 
"It  is  extremely  well  done.  Its  characters  are  entirely  real  ;  the  author  has  been  perfectly  successful  in 
giving  them  independent  life.  This  is  the  most  marked  and  best  thing  about  it.  They  command  the 
reader's  belief  and  sympathy  all  the  way  through.  There  is  a  nice  atmosphere,  too,  of  likeable,  pitiable, 
humorously-absurd,  admirable  and  understandable  people  -the  product  of  a  wholesome,  broad-gauge  mind, 
one   would  say. 

"The  background  of  a  Canadian  hill  town  is  decidedly  attractive,  and  the  dialect,  and  the  general  charac- 
terization   of   the    'natives'    is    refreshingly    restrained    and    very   pleasant. 

"Altogether  I  am  very  strong  for  it.  Firstly  and  mostly  because  of  the  successful,  living  characters,  major 
and  minor,  and  the  nice  little  sense  of  humor  running  through  and  lightening  a  story  which  might  well 
be  oppressive  if  less  wholesomely  done." 

The  not  el  is  admirably  written  and  absorbingly  interesting. — N.   )'.  Times. 


story 


$2.50 


CONFEDERATION  AND  ITS  LEADERS    m 

BY   MELVILLE    O.   HAMMOND  Illustrated  with  seventeen 

portraits  and   "The   Fathers  of  Confederation."      Cloth 

The  author  is  one  of  Toronto's  best  known  journalists.  The  appearance  of  this  book  coinciding  with  the 
50th  anniversary  of  the  birth  of  the  Dominion  of  Canada  affords  an  exceptional  opportunity  to  all  Canadian 
booksellers.  The  writer  has  revealed  as  never  before  related,  the  real  and  relative  part  in  the  accomplish- 
ment of  this  great  drama  by  the  various  leading  men  of  the  several  Provinces,  including  Sir  John  A.  Mac- 
donald,  George  Brown,  Sir  George  Cartier,  D'Arcy  McGee,  Sir  Leonard  Tilley,  Sir  Charles  Tupper,  Joseph 
Howe,  and  several  others.  It  is  history  and  biography  blended  in  a  fresh  and  enlightening  manner  telling 
anew   the   story    of   the   birth   of   our    Nation. 


VIRGIL    C.    HART       Biography 


$1.50 


BY  E.  I.  HART,  D.D. 


This   is  an   intimate  biography  of  the  great  missionary  who  "opened   up"  the  vast  field  of   Central    China   to 
Christian    influence   and   teachings.      A   personal    record   by    his   son. 

Virgil  C.  Hart  was  the  founder   of  the   American  and   Canadian   missions   in   Central   and   West   China.      His 
name    is    indissolubly    associated    with    that    great   country    to    which    he    first    went   as    a    missionary    in    1865. 


THIRTY  YEARS  IN  THE  NORTHWEST  «*, 


ory 


BY  REV.  JAMES  WOODSWORTH,  D.D. 


$1.50 


Here  is  another  book  of  exceptional  importance  in  view  of  this  semi-centennial  year  of  the  Dominion  of 
Canada.  The  story  of  the  development  of  the  Western  Provinces  would  have  been  different,  had  it  not 
been  for  the  Royal  Northwest  Mounted  Police  and  the  Christian  Church.  The  Police  Force  has  kept  in 
check  the  wild  and  the  wicked.  The  Church  has  overcome  much  evil  with  good.  It  has  established  insti- 
tutions,   social,   educational   and   religious,    which    insure  the   future  of  the   Great  West. 


ONLY  A  DOG    a 


War  Story 


$1.00 


BY  BERTHA   WHITRIDGE  SMITH 


This   is   a   war  story   for  all   who   love  dogs   and   all   who   love   men. 

All  the  royalties  from  the  sale  of  this  bbok   in   Canada  go  to  the   Canadian   Red   Cross. 

The   autobiography    of   an    Irish    terrier    driven    from    his    French    home    by    the    advance    of    the    Germans. 

The    story    of    his    adoption    by    a    private    in    the    English    army,    the    love    of    man    and    dog,    and    the    final 

tragedy,   is   told    with   a   gentle  sympathy   and   understanding   that   leaves   one   with   a   full   heart. 

HIS  LADY  OF  THE  SONNETS    p^ry  $1.25 

BY   ROBERT   NORWOOD,    Author  of  "The   Witch  of   Endor" 

The  poet  presents  a  sequence  of  thirty  sonnets  which  enunciate  a  personal  theory  of  love — of  "man's 
way  with  woman" — verse  whose  unusual  delicacy  of  conception,  coupled  with  an  exquisite  taste  in  words 
and  a   fine  sense  for  the  musical   line,   must  commend   it  to  all   lovers  of   literary   form. 


McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  266-268  King  Street  West  TORONTO 
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DIXON'S  SOVEREIGN 


D 


IXON'S  PENCILS 


PEN   HOLDERS 
AND    ERASERS 


5c.  LINES  FOR 
SCHOOL  TRADE 


QUALITY  is  the  distinguishing  and  out- 
standing point  of  merit  of  all  Dixon  products. 
When  you  buy  these  goods,  you  KNOW  they 
will  give  satisfaction. 


For  Drafting  and  Drawing,  10  degrees 
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.  N?  3015  DIXON, J!lsuE.vscIYiJ- 


Dust-proof  Eraser  Assortment 


Place  your  orders  early  to  ensure  delivery  of  these 
goods  in  time  for  school  opening. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  KING  ST.  W,  TORONTO 


Crest 
Shields 

These  we  supply 
in  one  dozen  lota 
of  any  Battalion 
Crest,  ' 

A  II  a  n  (1  s  o  m  e 
Souvenir  of  the 
Battalion  for  the 
Friends  and  Rela- 
tives of  the  Mem- 
bers. 

Work    is    in    Rich    Colors    in    Art    Process    Work. 

Have  made  a  big  hit. 

Show  Card  sent  with  every  order. 

Make    a    window    display    of    them    and    get    the 

business. 

Price  $2.00  per  dozen. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  St.,  Toronto,  Canada 

P.S. — Travellers  are  covering   Canada.     See  our 
line  when  you  are  called  on. 


^<&/^^f^C 


peajer& 
Profit 


Size  11  x  14  inches.  Assorted 
Colors  Felt.  Have  Metal  Top 
and   Hanger. 


Speafc, 

The  constantly  increasing  sale  of  "A.A." 
Fountain  Pens  in  Canada  is  the  best  proof  of 
their  popularity. 

Many   Canadian    dealers   stock    and    push   the<e 

pens   because   of   the    following    FACTS : 

They   are   profitable   to   handle. 

They   give   uniform   and   continued   satisfaction. 

They   are    made    in    such    a    range   and    variety 

of   styles    and   sizes   that   it   is   easy   to   quickly 

please   the   most   fastidious   customer. 

We   will    furnish   attractive   display   cases   free. 

Each    case    contains    an    attractive    assortment 

of  Self-fillers,   Lower  End  Joint,   Middle  Joint. 

and   Safety   Fountain   Pens. 

Write  to  your  local' jobber  or  to  us  for 
ccr,  catalogue  and  trade  discounts 

ARTHUR    A.    WATERMAN    &  CO. 

36  THAMES    ST.        Established    1895        NEW    YORK    CITY 

Not  connected  with  the 
L.  E.  WATERMAN  CO. 
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VOL.  XXXIII  — No.  5 


HpHERE  are  new  lines  com- 
ing  out  all  the  time  which 
a  dealer  may  profitably  add  to 
his  stock — quick-selling  spe- 
cialties, on  which  there  is  a 
good  margin  of  profit.  The 
dealer  should  not  wait  for 
travelers  to  come  around  and 
show  him  these  goods. 

Possibly  the  specialty  man- 
ufacturer does  not  send  his 
own  travelers  over  the  ground. 
That  is  too  expensive  for  the 
volume  of  business  he  could 
get  off  the  territory.  He  can- 
not afford  it. 

But  he  can  afford  to  advertise 
it,  and,  when  he  finds  upon 
enquiry,  how  thoroughly 
BOOKSELLER  and  STA- 
TIONER covers  the  Cana- 
dian trade,  he  arranges  for  a 
series  of  advertisements. 


Advertisements  of  this  nature, 
may  be  found  in  any  issue  of 
BOOKSELLER  and  STA- 
TIONER. That  is  why  each 
number  should  be  read  and 
studied,  from  cover  to  cover. 
No  dealer  with  the  best  in- 
terests of  his  business  at  heart 
can  afford  to  overlook  a  single 
page  of  this  or  any  other  issue. 
It  is  important  to  remember 
that  they  are  being  read  by 
your  competitor.  You  can't 
afford  to  miss  reading  them 
because  they  contain  valuable 
information  about  goods  for 
which  there  is,  or  will  be,  an 
actual  demand  and  frequently 
they  tell  you  of  new  lines 
which  should  be  in  your  store 
as  soon  as  the  other  fellow  gets 
them.  If  he  has  been  asleep 
and  you  steel  a  march  on  him, 
all  the  better  for  you  and  your 
cash  drawer! 
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BOOKSELLER  AND  STATIONER 


EVERY   EXECUTIVE   NEEDS   THIS 


Sales  Record  Book 

Invaluable  to  office  executives.  Space  is  provided 
for  entering  Daily,  Monthly  and  Yearly  Sales; 
Cash,  Credit  and  Total;  Monthly  and  Yearly  Pur- 
chases, Inventory,  Assets  and  Liabilities;  Profits 
or  Losses  and  Miscellaneous  Expense. 
Size  of  book  9  x  10.  Full  Green  Cloth,  Stiff 
Cover. 

Write  for   Sample   and   Price. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


SOCIAL    prestige    is^  en- 
hanced   by    using — "the 
correct  writing  paper." 

Your  local  prestige  asa  dealer 
can   be  enhanced  by  selling 


(yranes 


"The  Correct   Writing  Paper" 

To  those  socially  well  in- 
formed the  mark  "Cranes" 
is  to  paper  what  "  Sterling" 
is  to  silver. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachussetts 
Toronto  Office:  266-268  King  St.  W. 


No.  132-A   NOVICE 

THIS  WILL   BE   A 

"BEST  SELLER" 

AMONG  PICTURES 

Shown  above  is  the  fine  picture  which  will  adorn 

the  June  Cosmopolitan. 

We   offer   you   this    same   picture   in   sheet   form 

reproduced  on  exceptionally  fine  stock. 

This  co-operation  of  The  Cosmopolitan,  which  you 

know   has   one   of   the    very    largest   sales   each 

month   of  any  magazine  sold   in   Canada,  makes 

this  an  unusual  opportunity  for  the  live  retailer  to 

MAKE  A  STRIKING  WINDOW  DISPLAY. 

This  picture  will  retail  for  20c — size  11  x  14  ins. 

THE 

COSMOPOLITAN 


PRINTS 


will  enable  you  to  do  a  most  Profitable  Business. 
If  you  have  not  already  obtained  a  copy  of  the 
1917  Revised  Catalogue,  get  it  at  once.  It  shows 
miniature  reproductions  of  over  130  pictures  by 
these  popular  artists: 
HARRISON  FISHER 

HOWARD  CHANDLER  CHRISTY 
JESSIE  WILLCOX  SMITH 
C.  COLES  PHILLIPS 

PENRYN  STANLAWS 

E.  BENSON  KNIPE 
The.Most-talked-of   Picture  of  the   Year 

"THE  MADONNA" 

By  Jessie  Willcox  Smith. 
It  is  her  best  painting.  Rising  to  exalted  heights 
she  has  conveyed  the  spirit  of  motherhood  rather 
than  its  embodiment  in  any  one  woman. 
In  this  Picture,  size  23  x  28  inches,  the  colorings 
are  accurate  reproductions  of  the  original  paint- 
ing. 

Printed  on  Heavy  Coated  Paper  Ready  for  Fram- 
ing.   Retails  for  $2.50. 


For  Summer  Cottages  and  Bungalows 

Dealers  have  a  great  chance  to  do  a  large  and  profits 
able  business  by  selling  these  prints  for  summer 
cottages  and  bungalows.  They  will  help  to  make 
very   attractive   rooms. 


A.  R.  MacDOUGALL  &  CO. 

LIMITED 
Canadian  Representatives : 

266  King  Street  West,   Toronto,  Canada 
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THE  PREACHER 


CEDAR  MOUNTAIN 

ERNEST  THOMPSON  SETON 


Ohe 

BALANCE 

rRftNCIS  R.6ELLAMY 


*  * 


UMDERTO 


KATHLEEN 
NORR1 S 


THREE  STAR  SELLERS! 


The  Preacher 


of 


Cedar  Mountain 

By 

Ernest  Thompson  Seton 

$1.50 


This  noted  Canadian  author, 
famous  throughout  the  English- 
speaking  world  for  his  animal 
stories,  has  turned  aside  to 
write  as  stirring  and  delightful 
a  novel  as  any  of  the  stories  in 
his  previous  work.  The  Preacher 
of  this  romance  has  been  a 
stable  boy  whose  schooling  was 
mainly  hard  knocks;  but  he 
didn't  stop  half  way  in  either 
love  or  religion — -as  Cedar 
Mountain  learned. 

Now  Ready 


The  Balance 

By 
Francis  R.   Bellamy 

$1.35 

Leading  Critics  Say: 

The  best  new  novel  we've  read 
since  "Mr.  Britling."  We  can 
think  of  no  American  novelist 
to  whom  it  could  not  be  credited 
as  a  worthy  production — Spring- 
field Republican. 

A  delightful  story.  Carrie 
Schroeder  (a  central  figure)  is 
as  sweet  and  fine  a  woman  as 
recent  fiction  has  produced.— 
The  Nation. 

You  will  rarely  find  together 
those  characters  so  freshly 
drawn  from  life  as  Sammy 
Tappan,  Carrie  Schroeder  and 
Sylvia  Tremaine.  You  will 
rarely  find  in  the  writers  of  this 
country  such  poise,  and  justi- 
fiable assurance  and  true  sense 
of  proportion.  Such  a  novel  as 
"The  Balance"  holds  a  promise 
and  arouses  a  great  expectation. 
— Ruth  Mclntyre  in  The  Dial. 

Now  Ready 


The  Undertow 

By 

Kathleen  Norris 

$1.25 

Married  life  begins  sensibly 
with  the  Albert  Bi-adleys,  who 
know  the  value  of  money  and 
the  reason  for  providing  for  the 
"rainy  day."  But  instead  of 
financial  trouble  for  which  they 
prepared  comes  prosperity. 
Then  the  insidious  extrava- 
gances begin  to  creep  in,  and 
they  are  caught  in  the  "under- 
tow" of  false  standards.  They 
live  too  fast  to  enjoy  each  other 
or  the  children.  Matters  come 
to  a  crisis  when  their  country 
place  burns  down,  after  which 
they  begin  again  with  better 
and  saner  ideals. 

Now  Ready 


WILLIAM  BRIGGS 


PUBLISHER 
QUEEN  AND  JOHN   STREETS, 


TORONTO 
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AND  OFFICE  EQUIPMENT  JOURNAL 

Vol.  XXXIII.  MAY,  1917     '  No.  5 

IN  THIS  ISSUE 

Discussion  of  the  School  Book  Question 

How  I  Would  Run  a  Gift  Shop 

The  Envelope — Its  History  and  Making 

Best  Selling  Books  of  the  Month 

Monthly  Record  of  New  Books 

Planning  Ahead  for  School  Opening  Trade 

More  About  How  to  Meet  Rising  Costs 

Speeding  Up  Sporting  Goods  Sales 

Prizes  For  Best  Store  Plans 

New  Goods  Described  and  Illustrated 

Spring  and  Summer  Toy  Trade 
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SHAW  STANDARD 
BUSINESS  BOOKS 

"Build  Upon  the  Experience  of 
Others" 

"Every  man  starting  out  in  business  will  have  to 
KO  over  a  hard  road  and  find  out  its  turnings  for 
hilhsell  But  he  need  not  no  over  his  mud  in 
the  dark  if  he  ean  take  with  him  tin-  light  ol  other 
men's  experience,  and  that  is  just  what  these  hook 
Btvi  Bach  one  of  them,  if  properly  used,  may  be 
red  as  a  lamp  to  guide  his  steps  " 
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'A  Clearing  House  m  Business  Ideas" 

"My  father  wai  a  business  man  of  the  old  school 
and  probably  would  not  have  given  a  snap  of  his 
finder  for  a  book  on  business  principles,  but  we  ol 
the  younger  gcmr.itiun  realize  the  value  of  business 
training,  and  that  many  a  helpful  hint  comes  from 
other  concerns.  We  are  uImi  aware  ot  the  fact  that 
this  information  must  come  through  just  such  an 
organization  as  yours,  a  «>rt  of  Clearing  House  for 
business  ideas.' 
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Shaw  Standard  Business  Books  are  now  supplied  to  (he 
Canadian  trade  exclusively  by  The  Musson  Book  Co.,  Limited 

These  "System"  Books  will  appeal  to  every  business  man  in  your  locality,  no  matter  whether 
they  are  employed  in  a  one-man  concern,  or  in  an  enterprise  employing  hundreds  of  men.  In 
many  cases  the  sale  of  one  of  these  volumes  will  lead  to- large  reorders  by  employers  for  the  use 
of  their  employees.  Thousands  of  copies  have  been  purchased  by  the  leading  American  firms, 
but  the  Canadian  field  has  not  been  touched. 

This  is  your  opportunity  to  feature  these  books    in  your  locality. 

We  would  call  your  particular  attention  to  •"How  to  Write  Business  Letters,"  which  will  eventu- 
ally have  a  sale  of  several  thousand  copies,  as  a  text  alone  in  Canadian  Colleges  and  Schools.  It 
is  already  used  in  preference  to  all  other  books  on  the  subject  by  the  leading  commercial  schools 
in  the  United  States. 

WHAT  EXPERIENCE  MEANS  IN  BUSINESS 

Reprinted  from  the  introduction  to  complete  descriptive  catalogue. 


Business  of  yesterday  had  no  established  "know-hows," 
no  formulated  principles,  no  guiding  laws.  If  you  had 
a  product  to  market,  there  was  only  one  way  to  find  out 
how.  You  had  to  go  ahead  and  try.  If  you  failed  once, 
you  had  to  try  again.  And  so  you  kept  on  trying,  until  in 
the    end    you    succeeded    or    went    into    bankruptcy. 

But  business  is  passing  out  of  the  "hit-and-miss"  "take-your- 
chance"  period.  It  is  no  longer  a  game  of  fortune  grab-bag 
in  which  you  blindly  plunge  your  hand  among  a  thousand 
blanks  to  pick  out  the  occasional  success-prize.  It  is  becoming 
a  definite  sctence,  with  its  positive  laws  and  their  known  ex- 
ceptions, its  formulated  principles  and  its  common- 
sense   rules. 

And  now  the  best  of  the  proved  "know-hows," 
these  demonstrated  working  plans  for  building  a 
business  or  a  career,  have  been  gathered  together, 
correlated,  analyzed  and  simplified  for  you — through 
the  Shaw  Standard  Business  Books,  thirty-eight 
volumes  covering  practically  every  business  activity 
in  production,  distribution,  and  administration.  Here 
are  the  demonstrated  "right  ways"  and  expedients 
for  accomplishing  success  and  profit  in  every  line 
of   business. 

You  may  turn  to  these  books  and  get  a  single 
tested  and  tried  plan  or  scheme  that  will  be  of 
more  value  to  you  than  years  of  unaided  effort. 
A  single  well-worded  letter,  rightly  used,  may  sug- 
gest a  plan  of  operation  that  will  open  greater 
markets  than  any  man  can  dream  about  in  advance. 
A  single  short  cut  in  office,  store  or  factory  can 
render  possible  a  service  that  will  raise  a  business 
above  all  competitors.  A  single  selling  plan,  cleverly 
conceived,  can  shower  upon  your  firm  the  lasting 
favor   of   a   public   possessing   mighty   buying   power. 

For  here  are  books  that  explain  clearly  ana 
soecifically  the  working  methods  of  thousands  of 
successful  and  far-seeing  men  in  business — Hugh 
Chalmers,  Andrew  Carnegie,  and  Joseph  P.  Day,  and 
so  on,  through  the  long  list  of  men  in  all  classes 
of  trade.  These  men  are  realizing  that  no  one 
man     can     know     all  ;     that     every     man     can     make 
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This  new,  practical 
booklet  illustrated 
with  photos  ami 
charts  describes  all 
the  hooks.  Surely  it 
will  be  to  your  ad- 
vantage ti>  at  least 
examine  this  cata- 
logue. Just  write  a 
postal. 


a  profitable  exchange  by  giving  his  k'nowledge  and  experience. 
Without  taking-  anything  away  from  himself,  one  receives  in 
return    the    ideas    and    information    of    many    others. 

Ami  experience  in  publishing  SYSTEM,  The  Magazine  of  Business. 
and  FACTORY,  The  Magazine  of  Management,  and  the  English 
SYSTEM  has  shown  the  Shaw  editors  jnsi  what,  in  the  other  man's 
ideas,  is  practicable— what  is  usable.  Selected  lists  of  business  men 
have  been  built  up— men  who  can  make  real  contributions  to  business 
literature.  For  they  have  won  success  primarily  because  of  their 
knowledge   and   mastery   of  some  phase   of  business. 

Not    to    know    and    use    the    ideas,    faets.    and    methods    which    have 

won     for     other    business     men     signifies     more     than     mere    neglect     of 

opportunities.       For     in      this     day     of     keen     competition 

knowledge      sets      the      pace.  The      business      man      who 

knows    his  costs   and   ean   pick   out   the  excessive   items,    who 

knows  the  plans  that  build  sales  and  clinch  markets  and 
who  can  use  the  methods  proved  out  by  other  business 
men  to  bring  down  his  costs  and  build  a  larger  business, 
saves  time  and  worry  in  fruitless  experiments— saves  heavy 
expense,  and  meets  and  even  passes  competitors.  For  the 
greatest  masters  of  business— men  like  Vanderlip.  Fold  and 
Marshall  Field— are  men  who  have  accepted  the  ex|>erience 
ami  the  methods  of  other  men  for  all  that  they  are  worth 
and  have  put  their  own  personal  initiative  and  energy 
where  they  count  most.  The  following  books  are  fully 
described  in  our  new  catalogue;  meet  your  needs  and  make 
your  business  and   earnings  grow. 

Good    Will.    Trade-Mai  ks    and    Unfair    Trading $'2.;;1 

Buying    1.35 

How    to    Write    Business    Letters    SO 

Business    Correspondence    1.3S 

The    Automatic     Lettei     Writer    3.20 

The   Business   Correspondence    Librarj    (3   vols.) 3.73 

Credits    and     Collections    1.35 

Office    Methods    1.10 

The    Cost    of    Production    1.35 

The    Library     of    Office    Management     14    vols.) 8.»:i 

Personality    in    Business    1.35 

Employer    and     Employee     1.35 

Organizing   a    Factory    1.35 

Industrial    Organization 2.2 1 

The  Library  of   Factors    Management   (6  vols.) 19.50 

Keeping   up   With    Rising  fusts   2.30 

The    Knack    of    Selling    (G    vols.)     3.LV1 

Srllins    Policies    1.35 

Some    Problems    in    Market    Distribution    l.io 

The   Library    of   Sales   and    Advertising    (4   vols.) 8.30 
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Discussion  on  the  Vexed  School  Book  Question 


Interesting   and   Significant    Letters   That  Have  Passed  Between  A. 
Clinton,  and  the  Ontario   Department  of  Education. 


T.  Cooper,  of 


THE  school  text  book  subject  is  one 
that  will  not  down.  Booksellers 
generally  will  be  keenly  interested 
in  reading  the  following  letters  which 
have  passed  between  A.  T.  Cooper,  a 
Clinton  bookseller,  and  the  Ontario  De- 
partment of  Education: — 

Clinton,  Ont.,  April  20,  1917. 
F.  I.  Weaver,  Esq.,  Editor,  Bookseller 
and  Stationer,  Toronto,  Ont.: 
Dear  Sir, — Having  felt  for  some  time 
that  some  one  should  voice  a  protest 
against  the  treatment  given  the  book- 
sellers of  Ontario  by  our  Education  De- 
partment, and  regretting  that  no  one 
has  started  the  campaign,  I  have  written 
a  letter  to  the  department,  of  which  the 
enclosed  is  a  copy,  and  shall  be  pleased 
if  you  will  give  it  space  in  your  next 
number  of  BOOKSELLER  AND  STA- 
TIONER, and  also  urge  each  retailer 
throughout  the  Province  to  write  the  de- 
partment on  this  subject  as  well  as  the 
local  representative'  in  the  Legislature. 
Thanking  you  for  your  co-operation,  I 
remain, 

Yours  truly, 

A.  T.  COOPER. 

April   12,    1917. 
To  the   Minister  of  Education,  Toronto, 

Ont. 

Honorable  Sir, — A  paragraph  in  the 
daily  papers  to-day  regarding  the  price 
of  the  school  books  and  the  issue  of  three 
additional  text  books  for  High  Schools, 
has  induced  me  to  write  you,  making  a 
plea  for  fair  play  to  the  booksellers 
throughout  the  Province. 

May  I  not  reasonably  ask  if  you  in- 
tend to  allow  us  for  the  copies  we  have 
on  hand  of  the  old  Ontario  High  School 
Latin  Book  and   Ancient  History? 

If  not,  then,  why  were  we  not  given 
notice  that  these  books  would  likely  be 
discarded  after  June,  1917? 

Our  experience  has  been  that  when  a 
new  book  is  published,  the  old  books  are 
worthless,  as  both  teacher  and  pupil  wish 
to  have  the  latest. 

Do  you  think  that  booksellers  through- 
out the  Province  should  lose  from  $5  to 
$10  each,  and  many  will  lose  more,  on 
account  of  copies  of  those  two  books  be- 
ing left  on  their  hands  ? 

Nor  is  this  a  new  thing  in  the  book 
business.  We  have  hundreds  of  dollars' 
worth  of  old  books  that  have  become  un- 
saleable in  the  same  way,  no  notice  hav- 
ing been  given  that  they  would  be  re- 
placed by  others. 

I  would  like  to  make  this  statement, 
as  I  believe  it  to  be  true,  that  during 
the  last  five  years  the  town  and  village 
booksellers  who  sold  Public  School  text 
books  and  blank  books  at  the  marked 
price,  did  so  without  a  cent  of  profit,  and 
most  of  them  at  a  loss,  oi-,  in  other  word^ 
they  were  distributors  of  Ontario  school 
books  without  salary. 

A  bookseller  must  live  in  a  commun- 


ity as  other  people  live,  and  yet  your 
department  has  such  unreasonable  terms 
that  if  it  were  not  for  the  other  lines  of 
goods  we  handle,  we  would  be  forced 
out  of  business. 

Do  you  know  of  any  other  line  of  busi- 
ness in  which  articles  bought  wholesale 
at  $1.50  per  hundred,,  with  freight,  box- 
ing and  drayage  charges  added,  and 
then  wrapped  up  individually  by  the  deal- 
er, are  sold  for  two  cents  each  ? 

That  is  what  we  are  expected  to  do 
with  the  blank  copybooks.  Then,  too, 
when  this  edition  of  the  copybooks  came 
out  many  booksellers  had  hundreds  of 
the  old  ones  left  on  their  shelves,  no  lon- 
ger in  demand,  and  for  which  they  paid 
$1.60  per  hundred. 

Why  is  it  that  the  same  Public  School 
Arithmetic  as  is  sold  in  Ontario  for  ten 
cents,  is  sold  in  Nova  Scotia  for  eighteen 
cents,  and  both  published  in  the  same 
"book-room"? 

Is  it  not  correct  that  the  Robert  Simp- 
son Company  lose  directly  on  every  copy 
of  this  arithmetic  sold  in  Ontario  ? 

Is  it  not  true  that  the  Simpson  Com- 
pany charge  their  loss  up  to  advertis- 
ing? 

Do  you  know  of  any  publishing  com- 
pany who  would  undertake  to  supply 
the  Ontario  readers  at  the  present  price, 
other  than  a  departmental  store  ? 

Do  they  not  do  it  for  the  advertising 
they  get  out  of  it? 

To  make  conditions  worse,  you  insist 
on  these  department  store  publishers 
selling  to  the  public  at  less  than  adver- 
tised prices,  while  we  sell  them  at  less 
than  cost,  provided  we  sell  them  at  the 
marked  price. 

To  show  you  how  absurd  your  prices 
are,  let  me  illustrate  by  an  order  we 
might  reasonably  send  to  T.  Eaton  &  Co. 
who  publish  the  High  School  History  of 
Canada.  During  the  season  we  find  that 
we  are  getting  low  on  this  book  and  we 
order  one  dozen  copies  which,  at  nine- 
teen cents  each,  with  twenty  per  cent, 
discount  costs  $1.83,  then  add  eight) 
cents  for  postage  and  money  order, 
as  well  as  express  charges  at  forty- 
five  cents,  making  the  total  cost  $2.36, 
and  if  we  sell  these  at  the  marked  price 
we  get  $2.28  for  the  dozen,  or  a  direct 
loss  of  eight  cents  besides  the  cost  of 
handling  the  books,  to  say  nothing  of 
taxes  and  store  expenses. 

Don't  you  think  in  these  times  when 
every  tradesman  and  laborer  feels  the 
increased  cost  of  living  that  the  book- 
sellers are  entitled  to  a  fair  return  on 
the  money  they  have   invested  ? 

Let  any  fair-minded  commission  man 
look  into  our  case,  and  they  will,  I  am 
sure,  decide  that  the  booksellers  have 
been  unjustly  dealt  with  by  the  Educa- 
tional Department  of  Ontario.  May  I 
suggest  that  you  select  and  call  together 
twenty-five  representative  booksellers  to 
21 


discuss  this  matter  with  you,  and  I  am 
sure  you  will  find  that  not  one  of  them 
will  tell  you  they  approve  of  the  treat- 
ment of  the  trade  in  the  matter  of  school 
book  prices  and  regulations. 
Yours  truly, 

A.  T.  COOPER. 

A.  T.  Cooper,  Esq.,  Clinton. 

Department  of  Education, 

Toronto,  April  19,  1917. 

Dear  Sir, — I  am  directed  by  the  Min- 
ister of  Education  to  say,  in  reply  to 
your  letter  of  April  12,  1917,  that  your 
stricture  on  the  general  text  book  policy 
of  the  Government  cannot  be  discussed 
in  a  letter.  You  are,  of  course,  aware  of 
the  fact  that  the  intention  of  the  De- 
partment of  Education  has  been  and  will 
continue  to  be,  to  supply  to  the  pupils 
of  the  schools  of  Ontario  all  their  text 
books  at  the  very  lowest  possible  cost. 
Your  complaint  in  regard  to  the  new 
High  School  Latin  Book  and  the  new 
High  School  Ancient  History  is  not  just. 
The  principal  of  the  Collegiate  Institute 
in  your  town  receives  every  year  a  copy 
of  the  text  book  regulations,  and  he 
should  be  able  to  tell  you  at  what  time 
the  contract  period  of  any  book  will  ex- 
pire. If  at  any  time  you  cannot  secure 
from  him  the  information  desired,  you 
can  secure  it  promptly  by  communicat- 
ing with  this  Department.  Moreover, 
after  the  period  of  any  contract  has  ex- 
pired, you  should  know  that  the  schools 
are  permitted  for  one  year,  and  often  for 
two  years,  to  continue  to  use  the  old 
book,  if  the  continued  use  of  such  book 
is,  recommended  by  resolution  of  the 
Board   of  School   Trustees. 

You  should,  therefore,  keep  in  close 
touch  with  the  principal  of  the  school 
and  with  the  School  Board  if  you  would 
obviate  any  possibility  of  loss  from  hav- 
ing on  hand  too  large  a  stock  °f  any 
text  book. 

I  have  the  honor  to  be, 

Your  obedient  servant, 
A.  H.  U.  COLQUHOUN, 
Deputy   Minister  of  Education. 

April  20,  1917. 
Deputy  Minister,  Department  of  Educa- 
tion, Toronto,  Ont.: 
Dear  Sir, — Your  letter  of  April  19,  in 
reply  to  mine  of  the  12th,  was  duly  re- 
ceived, and  I  would  like  to  point  out  to 
you  that  the  opening  paragraph  of  your 
letter  which  states,  "that  your  strictures 
on  the  general  text  book  policy  of  the 
Government  cannot  be  discussed  in  a 
letter,"  bears  out  my  contention,  that  a 
meeting  of  representative  booksellers 
with  yourself  and  the  Minister  is  ad- 
visable, provided,  of  course,  that  you 
have  any  regard  for  the  interests  of  the 
retail  bookseller. 

As  to  your  statement  that  the  book- 
seller should  keep  in  close  touch  with  the 
principal  of  the  Collegiate  Institute  and 
the  School  Board,  I  would  like  to  state 
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that  I  have  interviewed  both  the  princi- 
pal of  the  school  and  the  chairman  of 
the  board,  and  showed  them  your  letter, 
and  both  were  emphatic  in  saying  that 
not  until  to-day  had  they  any  intima- 
tion that  you  intended  to  issue  a  new 
Latin  and  Ancient  History  text  books, 
and  the  principal  was  quite  surprised 
that  you  would  think  of  changing  either 
of  these  books. 

I  have  a  copy  of  your  Text  Book  Regu- 
lations issued  in  August,  1916,  and  it 
makes  no  reference  to  these  two  new 
text  books,  whereas,  if  a  simple  note  had 
been  added  that  a  new  next  book  in  each 


of  these  subjects  was  to  be  issued  in 
September,  1917,  we  would  have  ordered 
accordingly,  and  not  be  caught  with  a 
lot  of  old  books  on  hand  when  a  new 
book  has  been  issued. 

However,  it  seems  apparent  from  the 
tone  of  your  letter  that  you  have  no 
thought  at  present  of  remedying  our 
grievances  as  stated  in  my  letter  of  the 
12th,  but  I  hope  the  time  is  not  far 
distant  when  you  may  decide  that  book- 
sellers will  in  future  be  given  a  "square 
deal,"  which  is  all  that  they  ask  for. 
Yours  trulv, 

A.  T."  COOPER. 


ly  believing  that  he  was  making  money 
when  as  a  matter  of  fact  he  was  either 
standing  still  or  else  actually  going  be- 
hind. This  is  one  of  the  issues  concern- 
ing which  in  my  estimation  there  is  no 
question  or  doubt." 


How  I  Would  Run  a  Gift  Shop 


A  WRITER  in  "The  Gift  and  Art 
Shop"  gives  some  good  advice 
'  under  the  title  of  "How  I  Would 
Run  a  Gift  Shop":— 

"As  a  first  principle,  being  a  man,  I 
would  never  think  of  running  a  gift  shop 
without  the  co-operation  of  some  bright, 
competent  woman.  On  the  other  hand, 
if  I  were  a  woman,  one  of  the  first  things 
I  would  do  would  be  to  secure  the  ser- 
vices or  at  least  the  advice  of  a  depen- 
dable man. 

"The  woman's  touch  is  to  my  mind  ab- 
solutely essential  to  the  successful  con- 
duct of  a  gift  shop,  and  right  here  I 
may  as  well  go  on  record  as  stating 
that  this  opinion  extends  to  almost  any 
retailing  proposition.  She  has  an  intui- 
tive knowledge,  call  it  instinct  if  you 
prefer,  not  only  of  the  requirements  of 
other  women,  but  of  men  as  well.  A 
great  majority  of  the  patrons  of  gift 
shops  are  women,  anyway,  and  I  believe 
that  a  man,  working  alone  to  supply  the 
requirements,  anticipate  the  tastes  and 
please  the  fancies  of  a  clientele,  sev- 
enty per  cent,  of  whom  are  of  the  oppo- 
site sex,  is  under  a  tremendous  handi- 
cap. 

"At  the  same  time  there  are  certain 
phases  of  business  life  which  a  man, 
generally  less  artistic  but  frequently 
more  practical,  is  better  fitted  to  handle, 
therefore  I  would  see  to  it  that  the  man- 
agement of  my  store  included  a  com- 
bination of  the  qualities  of  both  sexes. 
Capable  employees  of  either  sex  can 
always  be  secured,  and  are  worth  what 
they  cost  with  a  margin  of  profit  for  the 
employer — if  they  are  capable. 

"The  question  of  employees  is  one  of 
the  most  vital  of  all  the  problems  which 
the  merchant  is  required  to  meet.  Far 
more  than  in  any  other  branch  of  busi- 
ness life,  the  employee  in  a  retail  store 
can  make  or  break  the  head  of  the  busi- 
ness. That  is  one  thing  I  have  learned 
in  my  capacity  as  a  consumer. 

"My  store  must  keep  up  appearances; 
if  it  does  not,  my  customers  will  soon 
desert  me,  because  no  one,  especiallv  of 
the  class  of  people  who  are  the  best 
patrons  of  gift  shops  will  stay  long  in 
a  shabby  store. 

"Now  as  to  my  stock,  another  of  the 
basic  essentials  of  my  business.  I  be- 
lieve that  a  large  varietv  of  different 
articles  is  necessary  to  make  a  gift  shop 
attractive.      Again   the  eternal  feminine 


comes  into  play.  The  woman  shopper 
comes  into  the  store,  often  without  any 
definite  knowledge  of  what  she  is  going 
to  buy.  Particularly  true  is  this  of  the 
gift  shop.  She  wants  to  get  a  present 
for  some  one,  and  really  hasn't  any  idea 
of  what  to  get.  I  must  supply  the  idea, 
and  I  must  back  up  the  idea  with  the 
article. 

"I  would  pay  a  great  deal  of  attention 
to  the  arrangement  of  my  store  interior. 
It  is  one  of  my  pet  convictions  that  the 
atmosphere  of  a  gift  shop  should  be  less 
that  of  a  store  than  of  a  museum — an 
exhibition.  One  of  the  most  successful 
merchandising  enterprises  ever  conduct- 
ed by  a  dry  goods  house  is  the  famed 
House  Palatial  in  the  New  York  store  of 
John  Wanamaker.  There  you  may  see 
everything  used  in  the  furnishing  of  a 
beautiful  home  as  it  actually  appears  in 
its  place  in  the  reception  room,  the  bed 
room,  the  laundry — every  part  of  the 
twelve  or  fifteen-room  house. 

"The  atmosphere  is  wonderful  in  its 
suggestion  of  reality. 

"The  same  principle  can  be  applied  to 
a  more  limited  extent  in  the  gift  shop. 
I  would  not  have  a  counter  or  a  shelf  in 
my  shop — that  is  for  the  display  of  my 
goods. 

"Instead,  I  would  have  tables  with  rich 
coverings,  niches,  pedestals,  and  what- 
nots, and  on  these  I  would  arrange  my 
articles  with  all  the  artistic  genius  of 
my  own  brain  and  that  of  my  woman  or 
women  associates.  I  would  be  careful  of 
my  color  harmonies,  my  lights  and  the 
architectural  character  of  the  shop  and, 
above  all,  of  the  relationship  of  all  to 
each  other. 

"One  more  policy  of  the  few  leaders 
which  I  have  explained  and  which  I  be- 
lieve to  be  absolutely  essential  to  the  at- 
tainments of  the  best  measure  of  suc- 
cess in  the  conducting  of  a  gift  shop. 
I  would  never  think  of  attempting  to 
run  such  a  business  without  a  cost  ac- 
counting system  which  would  enable  me 
to  know  definitely  and  accurately  whe- 
ther I  was  making  or  losing  money  and 
how  much.  With  such  a  system  I  would 
be  able  to  tell  at  any  time  if  a  certain 
line  of  goods  was  paying  or  not.  I  could 
tell  if  my  prices  were  adequate  to  yield 
a  real  profit,  or  whether  I  was  failing 
to  take  into  adequate  account  the  over- 
head expense.  The  owner  of  many  an 
enterprise  has  gone  on  for  years,  serene- 
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THE  KIND  OF  STORE  PEOPLE  LIKE 

The  Store  whose  main  idea  is  to  serve 
as  well  as  to  sell. 

The  Store  with  polite  and  courteous 
salespeople. 

The  Store  where  courtesy  is  a  motto 
and  good  cheer  an  asset. 

The  Store  which  is  liberal,  friendly, 
and  honest. 

The  Store  where  stocks  are  carefully 
arranged,  so  that  there  is  no  trouble  in 
finding  just  what  is  wanted. 

The  Store  which  appreciates  the  value 
of  a  minute  and  reduces  delays  to  a 
minimum. 

The  Store  which  makes  few  mistakes, 
and  rectifies  those  that  are  made  with 
good  grace. 

The  Store  in  which  there  is  no  effort 
to   hurry   a   customer. 

The  Store  where  there  is  never  an  ef- 
fort to  persuade  a  customer  into  buying 
something  he  does  not  care  for. 

The  Store  where  the  customer  will  al- 
ways find  the  same  free,  willing  service, 
no  matter  whether  the  purchase  is  $1 
or  $100. 

The  Store  which  considers  no  transac- 
tion closed  until  the  customer  is  thor- 
oughly satisfied. 

The  Store  which  considers  the  custo- 
mer's good  will  worth  many  times  the 
profit  made  on  any  one  or  a  dozen  sales. 

The  Store  where  there  is  never  an  ef- 
fort to  palm  off  something  unsuited  to  a 
customer,  because  of  an  extra  profit 
there  might  be  in  doing  so. — The  Na- 
tional. 


NEW  SELLING  HELPS 

Among  the  new  silent  salesmen  intro- 
duced this  year  to  help  retailers  sell 
more  goods  is  one  put  out  by  the  Joseph 
Dixon  Co.,  for  displaying  their  "Eldor- 
ado" pencils. 

The  case  is  made  of  heavy  plate  glass 
on  three  sides  and  top,  with  the  pencils 
in  plain  view  of  the  prospective  pur- 
chaser. The  case  is  rectangular  and  dis- 
plays eight  rows  of  pencils,  two  dozen 
in  a  row,  arranged  according  to  labels 
placed  at  the  ends  of  the  rows  showing 
the  complete  complement  of  grades  run- 
ning from  5B  to  9H. 


"A  TRAVELERS'  SHOP" 

Everybody  is  familiar  with  the  news 
and  candy  vendor  on  the  railroad  trains, 
but  the  service  has  of  late  been  extended 
by  some  of  the  big  railroad  companies 
who  advertise  among  new  comforts  for 
travelers,  in  the  Compartment-Library- 
Observation  cars,  a  magazine  and  lib- 
rary bureau,  which  contains  the  latest 
and  most  popular  literature;  writing 
desks  with  attractive  stationery,  and  a 
"Travelers'  Shop"  with  a  stock  of  arti- 
cles the  traveler  is  likely  to  forget  or 
overlook  in  packing  up  for  the  trip. 


Editorial  Chronicle  and  Comment 


A  GOOD  memory  is  a  wonderful  asset  in  the  retail 

business. 

%  ♦  ♦ 

LET  THE  measure  of  our  patriotism  this  year  be 

judged  by  the  callouses  of  our  hands. 
*        *       * 

SOME  men  gave  long  sighs  of  relief  when  they 
found  there  was  no  income  tax  coming.     There's  a 

pile  of  selfishness  in  the  human  race. 

*        *         * 

THE  EARLY  spring  is  not  as  early  as  seemed 
assured.  In  fact,  spring,  always  a  procrastinator, 
threatens  to  lapse  over  into  the  "late"  column. 


PRESIDENT   WILSON'S   WORD    TO    THE 

MERCHANTS 

FROM  President  Wilson's  war  proclamation  we 
take  the  following  words: — 

"This  let  me  say  to  the  middlemen  of  every  sort, 
whether  they  are  handling  our  foodstuffs  or  our  raw 
materials  of  manufacture  or  the  products  of  our 
mills  and  factories:  "The  eyes  of  the  country 
will  be  especially  upon  you.  This  is  your  oppor- 
tunity for  signal  service,  efficient  and  disinterested. 
The  country  expects  you,  as  it  expects  all  others,  to 
forego  unusual  profits,  to  organize  and  expedite  ship- 
ments of  supplies  of  every  kind,  but  especially  of 
food,  with  an  eye  to  the  service  you  are  rendering 
and  in  the  spirit  of  those  who  enlist  in  the  ranks,  for 
their  people,  not  for  themselves.  I  shall  confidently 
expect  you  to  deserve  and  win  the  confidence  of  peo- 
ple of  every  sort  and  station." 

They  are  good  words  and  give  to  the  merchant 
the  meed  of  praise  that  in  so  many  instances  is  dis- 
tinctly his  due.  The  simple  statement  that  the  mer- 
chants who' do  not  attempt  to  enhance  prices  in  these 
trying  times,  are  doing  a  "signal,  efficient  and  dis- 
interested service."  is  a  pleasant  reversal  of  the 
usual  tune. 

You  are  liable  to  achieve  more  by  words  like  these 
than  by  the  futile,  ill-judged  charges  emanating 
from  the  Department  of  Labor  at  Ottawa. 


CATERING  TO  THE  CUSTOMER 

THE  personal  element  in  salesmanship  is  the 
greatest  selling  force.  The  salesman  who  in  a 
few  moments'  conversation  can  establish  friendly  re- 
lations between  himself  and  the  Customer  is  a  selling 


force  whose  value  can  hardly  be  over-estimated. 
This  ability  to  make  friends  on  short  notice  is  a  gift 
which  some  men  are  born  with,  others  not  having 
been  born  with  it  to  the  same  degree,  have  culti- 
vated it  so  successfully  that  they  have  become  out- 
standing salesmen  in  their  line. 

There  is  a  line  of  course  to  be  drawn  between 
friendliness  and  familiarity.  There  may  be  occa- 
sions when  familiarity  is  permissible,  there  may  be 
people  who  are  most  effectively  met  on  this  basis. 
There  are  others,  however,  upon  whom  this  familiar 
note  will  jar,  and  a  jar  is  a  sign  of  something  wrong 
somewmere.  Therefore  in  this  matter  of  catering  to 
customers,  a  very  considerable  knowledge  of  human 
nature  is  required.  To  be  able  to  detect  the  coming 
jar  before  it  has  materialized  and  to  avert  it,  is  an- 
other of  the  gifts  of  the  first-class  salesman. 


MAIL  ORDER  ADVERTISING  EXCLUDED 

ONE  of  the  strongest  body  blows,  that  the  Mail 
Order  principle  has  received,  has  just  been  de- 
livered by  the  Butterick  Publishing  Company.  They 
announce  that  they  have  closed  the  columns  of  The 
Delineator  to  mail  order  advertising.  "This  policy 
will  be  rigidly  enforced  in  the  future." 

This  action  followed  closely  upon  a  protest,  lodged 
by  the  Pattern  Committee  of  the  National  Retail  Dry 
Goods  Association  of  the  United  States  against  the 
acceptance  of  mail  order  advertising  by  the  fashion 
papers  issued  by  the  pattern  companies  on  the  ground 
that  much  of  this  was  untruthful  or  at  least  exagger- 
ated and  held  up  the  retail  trade  in  a  manner  that 
was  utterly  unfair.  The  reply  of  the  Butterick  Com- 
pany was  not  unfavorable,  although  it  was  stated  that 
the  loss  would  amount  to  over  $250,000  a  year,  now 
received  from  the  advertising. 

Other  magazines  of  national  circulation  may  bo 
persuaded  to  follow  suit  and  some  of  the  effectiveness 
of  M.O.H.  advertising  be  wiped  out. 

One  of  the  most  patent  of  the  evils  in  Canada  is 
the  method  by  which  the  benefits  of  the  cheap  20- 
niill  zone  rate  are  retained  by  the  big  Mail  Order 
Houses  by  sending  carloads  of  their  catalogues  by 
freight  or  express  and  dumping  them  into  the  local 
offices  for  local  distribution.  This  legal  evasion  of 
the  Parcels  Post  Act  ought  to  be  rendered  illegal,  for 
it  is  clearly  against  the  spirit  of  that  legislation. 


23 


Story  of  the  Envelope — Its  History  and  Making 

Before  the' Days  of    Envelopes — The  Coming  of  the  Modern  Envelope — 
Uses  of  the  Envelope — How  Envelopes  are    Made — Printing  of  Envelopes 

By  "WEE  MAC"  in  the  British  and  Colonial  Printer  and  Stationer. 


COVERINGS  for  letters  were  in  use 
hundreds  of  years  ago.  Although 
crude,  these  early  substitutes  for 
the  modern  envelope  resembled  in  general 
shape  and  style  their  successors  of  to-day. 
Records  are  still  extant,  showing  the  ex- 
istence and  use  of  these  letter  coverings 
as  far  back  as  the  seventeenth  century. 
Envelopes,  as  we  understand  the  use  of 
the  term  now,  were  not  known  until  the 
middle  of  the  nineteenth  century.  Pre- 
vious to  that  time  writers  were  in  the 
habit  of  folding  their  letters  with  a  clean 
page  outside  upon  which  the  address  was 
written,  after  which  the  communication 
was  sealed.  After  the  passing  of  the 
Penny  Post  Bill  in  England,  envelopes 
gradually  came  into  general  use;  corres- 
pondence to  different  parts  rapidly  in- 
creased, and  the  consumption  of  envelopes 
also  developed  with  proportionate  rapid- 
ity. 

One  great  difficulty  that  stood  in  the 
way  of  supplying  the  exceptional  demand 
for  envelopes  lay  in  the  fact  that  they 
were  all  hand-made,  the  process  being 
slow  and  expensive.  Gummed  or  self- 
sealing  envelopes  were  not  known,  and 
every  envelope  was  closed  by  the  slow 
method  of  using  wafers  or  sealing  wax. 

Manufacturers  in  those  days  could  only 
turn  out  two  or  three  thousand  between 
morning  and  evening,  the  blanks  being 
cut  by  chisel  and  folded  and  pasted  by 
hand.  Very  soon  the  efforts  of  inventors 
were  directed  towards  the  devising  of 
machinery  that  should  do  expeditiously 
and  accurately  what  up  to  that  time  had 
been  done  slowly  and  clumsily.  In  1845, 
Warren  de  la  Rue  and  Edwin  Hill  invent- 
ed a  machine  for  making  envelopes.  Since 
then  such  great  improvements  have  been 
made  in  these  machines  that  they  would 
now  seem  to  have  finally  attained  the 
acme  of  mechanical  perfection. 

THE  USES   OF  ENVELOPES 

Envelopes  were  originally  designed  and 
for  a  long  time  utilized  only  as  a  covering 
for  letters,  but  their  handiness  has  caused 
them  to  be  adapted  to  numerous  uses.  It 
would  take  a  number  of  columns  to  enum- 
erate in  detail  all  the  uses  to  which  they 
are  put.  The  druggist  uses  them  for 
many  of  his  drugs;  employers  put  the 
weekly  wages  of  their  staff  in  them; 
photographers  enclose  their  photographs 
in  them;  the  theatres  and  railroads  hand 
out  tickets  in  them;  they  are  made  the 
convenient  receptacle  for  gloves,  coins, 
bank  books,  visiting  cards,  and  the  infin- 
ite multitude  of  other  small  things  for 
the  care  of  which  they  are  found  to  be 
very  convenient.  There  is  even  manu- 
factured an  envelope  specially  designed 
for  carrying  a  comb  and  tooth  brush;  and 
we  find  that  the  modern,  methodical 
printer  uses  special  envelopes  whereby  he 
may  keep  intact  all  the  copies  and  in- 
structions relating  to  various  jobs  passing 
through  his  establishment. 

As  time  went  on  an  entirely  new  in- 


dustry sprang  up — that  of  manufacturing 
envelopes  for  sending  merchandise 
through  the  mails  in  unsealed  packages. 
The  clasp  envelope,  the  tension  envelope, 
and  others  of  similar  character  are  very 
much  alike  in  design,  and  calculated  to 
meet  this  demand.  The  clasp  envelope  is 
made  of  strong,  tough  manila  paper  and 
has  a  fastening  of  cheap  brass  with  two 
prongs  that  can  be  bent  flat  in  opposite 
directions,  thus  securely  fastening  the 
envelope  and  yet  leaving  it  so  that  it  can 
be  easily  opened  by  the  Post  Office  auth- 
orities. The  tension  envelope  is  fastened 
by  a  stout  string  that  winds  around  two 
pasteboard  washers  in  such  a  way  that  it 
cannot  possibly  slip  or  unwind.  Another 
clasp  envelope  has  a  fastening  device  of  .a 
single  metal  prong  which  bends  over  to 
close  the  envelope.  All  sorts  of  merchan- 
dise can  be  sent  through  the  mails  in  these 
envelopes;  dry  goods,  underwear,  gloves, 
in  particular,  are  usually  mailed  in  this 
way,  and  so  too  are  magazines,  books, 
samples  of  wheat,  beans,  rice,,coffee,  seeds, 
etc.  Government  and  municipal  auth- 
orities find  them  very  handy  for  filing 
purposes.  On  account  of  the  special  uses 
for  which  these  envelopes  are  designed, 
they  must  stand  unusual  strain;  and  it 
has  been  found  that  they  can  be  made  to 
meet  every  requirement  by  being  hand 
manufactured. 

ENVELOPE-MAKING 
Suppose  the  manufacturer  receives  an 
order  for  50,000  No.  6  envelopes  with  a 
plain  business  announcement  printed  in 
the  upper  left-hand  corners.  The  printers 
set  up  the  type  thirteen  times — the  num- 
ber of  envelopes  to  be  cut  from  the  sheet. 
The  type  is  locked-up  so  that  it  will  print 
on  a  sheet  to  cut  as  desired.  The  stock  is 
given  to  the  pressman  and  run  through  a 
high-speed  printing  press;  it  is  then  dried 
ready  for  the  cutter.  The  cutter  picks 
out  a  die — a  loose,  hollow  and  diamond- 
shaped  knife.  Placing  250  to  500  sheets 
of  the  printed  paper  on  a  vulcanite  board 
on  the  table  of  the  cutter,  he  carefully 
places  the  die  on  it  so  that  the  printed 
card  will  come  in  its  place  in  the  corner, 
slipping  a  gauge  inside  the  knife  to  de- 
termine its  exactitude.  Then  he  slips  the 
paper  and  knife  under  a  platen  that  de- 
scends and  rises  continually  at  intervals, 
imposing  great  force  upon  the  die,  which 
sinks  through  the  sheets  of  paper  as 
though  they  were  soap.  The  result  is  a 
quantity  of  incomplete  envelopes,  dia- 
mond-shaped and  scalloped.  The  cutting 
continues  until  the  order  is  ready  for  the 
process  that  will  turn  them  into  envelopes 
ready  to  be  addressed  and  sealed.  The 
stock  is  now  taken  to  a  wonderful  little 
machine  presided  over  by  a  young  woman 
who  appears  to  take  things  easily,  yet  has 
a  great  deal  to  show  as  the  result  of  her 
work.  This  machine  does  the  work  of 
dozens  of  unskilled  girls.  It  gums,  folds 
and  turns  out  4,000  to  5,000  complete  en- 
velopes per  hour.  It  is  a  compact  piece 
of  machinery  from  which  runs  a  track. 
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The  girls  takes  a  handful  of  blanks,  and 
puts  them  on  a  spring  shelf  that  feeds 
the  machine.  A  bank  is  grasped  and  as 
it  goes  into  the  machine  the  flap  is  gum- 
med, then  the  edges  of  the  blank  flap  are 
gummed,  and  the  machine  carries  the 
blank  into  the  interior  by  means  of  a 
plunger,  the  size  of  the  finished  envelope. 
There  the  machine  bends  the  paper  into 
shape,  folds  the  gummed  flaps  down, 
presses  them  so  that  there  is  no  doubt 
that  they  will  stay,  and  passes  it  to  the 
track  a  complete  envelope.  The  track  is 
endless,  taking  several  minutes  to  make  a 
revolution,  and  the  envelope  falls  into  a 
little  compartment  top  up,  with  the  gum- 
med flap  separated  so  that  there  is  no  dan- 
ger of  its  sticking.  As  it  passes  along  it  is 
dried  completely  by  hot  air.  At  the  ma- 
chine end  of  the  track  the  envelopes  are 
counted  into  packages  of  25  or  50,  the 
operator  wraps  the  bands  around  them 
swiftly,  and  places  them  in  boxes  holding 
500  envelopes  each. 

At  the  factory  are  made  many  and  dif- 
ferent extra  size  of  envelopes  for  special 
purposes.  Heavy  envelopes  for  cata- 
logues and  the  like,  made  from  manila 
board,  are  cut  on  the  machine  and  folded 
by  girls  who  do  the  work  very  quickly. 
These  flats  are  then  run  through  a 
machine^  that  gums  and  presses  them. 
An  envelope  printed  both  front  and  back 
goes  through  the  pres9  only  once. 

Statisticians  are  something  akin  to  pro- 
phets and  idealists.  One  of  these  gentle- 
men with  a  mechanical  turn  of  mind  has 
volunteered  the  information  that  previous 
to  the  present  war  the  cost  of  making 
envelopes  with  machinery  amounted  to 
the  sum  of  two  pence  per  1,000.  Fifty 
years  ago  it  took  434  hours  to  make 
100,000  plain  envelopes.  This  quantity 
can  now  be  made  in  32  hours  at  one-fifth 
the  cost. 

THE  PRINTING  OF  ENVELOPES 
Many  printers  go  to  unnecessary 
trouble  when  printing  envelopes  that  are 
made  up  by  opening  the  flaps  before  print- 
ing and  having  the  same  to  close  down 
afterwards,  thus  entailing  a  waste  of 
about  20  minutes  per  1,000.  A  few  min- 
utes spent  on  make-ready  will  overcome 
this  unnecessary  labor.  Pull  an  impres- 
sion on  the  tympan  sheet  in  the  ordinary 
way,  and  thus  get  the  correct  position  on 
the  envelope.  Cut  off  entirely  the  flap 
of  one  envelope.  Where  the  envelope  is 
still  two  sheets  thick,  either  cut  away  the 
parts  where  the  extra  thickness  comes  or 
build  up  the  low  parts  by  overlaying. 
This  envelope  should  be  carefully  pasted 
on  to  the  tympan,  and  any  letters  not 
showing  clearly  may  now  be  overlaid.  If 
these  instructions  are  closely  followed 
there  should  be  no  difficulty  in  obtaining 
satisfactory  results. 

Where  it  is  necessary  to  print  the  en- 
velopes with  open  flap,  the  envelope  form 
should  be  locked  up  towards  the  head 
of  the  chase,  and  to  prevent  springing  of 
the  form,  place  the  quoins  at  the  top. 


CANADIANA 


ISABEL  ECCLESTONE  MACKAY 

The  new  novel  entitled  "Up  the  Hill 
and  Over,"  by  a  promising  Canadian  au- 
thor, Isabel  Ecclestone  Mackay,  has  been 
well  received  by  the  critics.  For  instance, 
the  review  of  the  book  in  the  New  York 
Times'  Book  Review  section,  ends  with 
this  appraisal: 

"The  novel  is  admirably  written  and 
absorbingly  interesting.  There  is  truth, 
humor,  and  charm  in  the  pictures  both 
of  the  place  and  of  the  people,  while  the 
construction  is  exceptionally  good  and  the 
plot  well  and  logically  developed.  The 
characters,  major  and  minor  alike,  are  all 
human  beings.  Esther  is  a  lovable  hero- 
ine, and  the  delineation  of  poor,  feeble- 
witted   Aunt   Amy,   who  played   the  role 


ISABEL   ECCLESTONE   MACKAY. 
Author   of   "Up   the   Hill    and    Over." 

of  Nemesis,  shows  excellent  work  in  the 
handling  of  a  very  difficult  subject.  The 
small,  rather  isolated  community  of 
Coombe,  with  its  surmises,  its  kindliness, 
and  its  "Knox  Church  Ladies'  Aid,"  is 
depicted  with  insight,  sympathy,  and. 
humor.  We  know  them  all,  and  feel  as 
if  we  would  very  much  like  to  be  ab- 
ducted by  Mrs.  Sykes,  as  the  doctor  was, 
and  to  drive  about  the  fragrant  coun- 
tryside  with   him   and   with    eEsther   in 


the  car  which  once  proved  so  unaccoun- 
tably stubbovn.  Altogether,  this  is  a 
book  with  which  we  are  glad  to  have 
made  friends." 

McClelland,  Goodchild  &  Stewart,  are 
the  Canadian  publishers  of  this  new 
book. 

THE  MAGPIE'S  NEST 

From  S.  B.  Gundy  comes  a  copy  of  a 
novel,  "The  Magpie's  Nest,"  by  Isabel 
Paterson,  just  published.  The  setting  of 
this  story  is  in  part  the  Canadian  North- 
west, as  was  also  that  of  Mrs.  Pater- 
son's  first  novel,  "The  Shadow  Riders," 
which  was  pronounced  by  the  Atlantic 
Monthly,  "one  of  the  finest  cisatlantic 
novels  of  recent  years."  In  the  new 
book  is  told  the  story  of  Hope  Fielding, 
who  belonged  to  the  class  of  people  who 
live  by  the  head  rather  than  by  the 
heart.  Hers  was  the  dangerous  way. 
The  fairies  who  came  to  her  christening 
gave  her  an  instinct  for  action,  a  crav- 
ing for  affection  and  a  habit  of  letting 
to-morrow  look  out  for  itself.  The  best 
of  the  fairies  bestowed  upon  her  the  gift 
of  courage;  it  was  all  she  had  to  give, 
so  she  made  it  a  double  portion. 

All  that  Hope  wanted  in  the  world  was 
to  be  happy.  But  in  the  beginning  she 
knew  nothing  of  the  world,  therefore  it 
was  necessary  for  her  to  find  a  way  of 
her  own,  and  her  way  went  in  a  circle,  so 
that  presently  she  found  herself  back 
where  she  began.  Then  she  sat  down 
and  laughed,  and  while  she  was  laugh- 
ing, happiness  had  time  to  catch  up  with 
her." 

CANADA    THE   SPELLBINDER 

Lilian  Whiting,  who  has  just  given  us 
"Canada  the  Spellbinder,"  is  an  Ameri- 
can writer,  who  has  had  first-hand  op- 
portunities of  studying  Canada  and  her 
people,  and  she  describes  the  scenic 
beauties  of  the  country  with  radiant  en- 
thusiasm and  glowing  appreciation.  She 
also  gives  excellent  impressions  of  pres- 
ent-day Canadian  activities  in  town  and 
country,  and  forecasts  industrial  and 
commercial  developments  which  will  un- 
doubtedly make  Canada  the  wonder  of 
the  world.  The  new  volume  is  very  fully 
and  beautifully  illustrated  from  a  series 
of  magnificent  photographs. 


"In  Canada's  Wonderful  Northland," 
by  W.  Tees  Curran  and  H.  A.  Calkins. 
B.Sc,  is  the  story  of  eight  months  of 
travel  by  canoe,  motor  boat,  and  dog 
team  in  the  Hudson  Bay  region. 

The  reader  is  carried  along  in  this 
work  from  the  low  marshes,  which  bor- 
der the  southern  end  of  James  Bay,  to 
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the  high  rugged  hills  and  picturesque, 
abrupt  cliffs  which  border  the  east  coast 
of  Hudson  Bay,  lands  inhabited  by  both 
the  Indian  and  Eskimo,  who  still  live  in 
a  semi-aboriginal  state.  Few  white  men 
know  this  land  of  adventure  and  interest 
and  the  natives  know  almost  as  little 
about  the  white  man. 


A  MISSIONARY  STATESMAN 

An  important  biography  just  publish- 
ed is  entitled  "Virgil  C.  Hart:  Mission- 
ary Statesman,"  and  is  the  work  of  his 
son,  E.  I.  Hart,  D.D. 

Virgil  C.  Hart  was  the  founder  of  Am- 
erican and  Canadian  missions  in  Central 
and  West  China,  and  his  name  is  indis- 
solubly  linked  with  the  history  of  Cen- 
tral China.  Of  the  six  large  cities  in 
Central  China — Chinkiang,  Nanking, 
Wuhu,  KiuKiang,  Nan  Chang  Foo  and 
Hankow — all  but  one  was  "opened"  un- 
der his  direction. 

Dr.  Hart  imported  the  first  printing- 
presses  used  in  China  west  of  Hankow. 
He  founded  in  1885  the  hospital,  univer- 
sity and  theological  college  in  Nanking. 

For  thirty-five  years  he  directed  the 
work  of  "organizing"  Central  China,  es- 
tablishing schools,  medical  stations, 
evangelistic  missions,  book  rooms,  and 
Bible  and  literary  colportage. 

In  1894  he  founded  the  Canadian 
Methodist  Mission  in  Kiating,  which  has 
grown  to  be  one  of  the  noted  missions  of 
the  world. 

This  biography,  beginning  with  his 
early  childhood  and  following  the  stir- 
ring incidents  of  his  career  as  pioneer  in 
the  mission  field,  is  as  interesting  for  its 
portrayal  of  this  strong  and  fascinating 
personalitv  as  for  its  clear  account  of 
the  founding  of  some  of  the  greatest 
missions  in  China. 


LITERATURE  OF  THE  WAR 
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TURKEY  AND  THE  WAR 

In  a  volume  entitled  "Turkey  and  the 
War,"  to  be  published  shortly,  Vladmir 
Jabotinsky,  the  miltary  correspondent  of 
a  leading  Moscow  newspaper  ("Russkia 
Vedomosti"),  discusses  the  destruction 
and  partition  of  the  Ottoman  Empire  as 
the  principal  aim  of  the  present  war. 
He  gives  a  pessimistic  resume  of  Tur- 
key's inner  condition,  showing  that  the 
collapse  of  the  Young  Turkish  "renais- 
sance" was  due,  not  to  artificial  obstacles 
or  personal  failures,  but  to  some  organic 
and  incurable  vices  in  the  ethical  com- 
position of  the  Empire.  The  author's 
pessimism  is  supported  by  a  personal 
acquaintance  with  Turkey  and  the  Young 
Turkish  milieu,  as  he  lived  in  Constanti- 
nople and  Salonika  during  the  first  years 
of  the  Ottoman  Constitution.  He  dis- 
cusses the  different  schemes  of  partition, 
dwelling  in  particular  on  the  question  of 
the  Straits,  on  the  importance  of  Syria 
for  the  protection  of  the  Suez  Canal,  on 
the  Arab  aspirations.  In  conclusion  the 
book  emphasizes  the  necessity  of  a 
greater  military  activity  on  the  Turkish 
Asiatic  fronts. 

A  FRENCH  VIEW  OF  ENGLAND 
AND  THE  WAR 

"On  what  then  does  our  national  struc- 
ture rest,  since  it  obviously  lacks  reason 
and  logic  as  those  are  understood  else- 
where? M.  Chevrillon  answers,  upon 
sheer  character  and  morals — adherence 
to  an  elementary  standard  of  right  and 
wrong,  judged  for  himself  by  the  indi- 
vidual concerned." 

So.  comments  Rudyard  Kipling  in  his 
preface  to  "England  and  the  War,"  by 
Andre  Chevrillon,  to  be  published  in  the 
late  spring.  M.  Chevrillon,  one  of  the 
most  distinguished  French  students  on 
politics,  in  this  book,  has  accomplished 
a  work  that  will  rank  with  Bryce's  Amer- 
ican Commonwealth  as  a  proof  that  the 
most  telling  analysis  of  a  nation's  char- 
acter comes  from  foreigners. 

THE  MARNE  CAMPAIGN 

Major  F.  E.  Whitton  has  written  an 
exhaustive  history  of  the  Marne  cam- 
paign, and  that  is  the  title  of  his  book, 
published  recently  by  Constable's.  It 
opens  with  attention  to  the  outbreak  of 
hostilities  and  deals  with  the  plans  of 
campaign,  contrasts  the  military  and 
naval  strength  of  the  combatants,  then 
takes  up  events  between  the  5th  and 
16th  of  August,  1914,  with  new  chapters 
devoted  to  events  between  the  17th  and 
24th,  from  the  evening  of  the  23rd  to 
August  31st.  the  major  operations  east 
and.  west.    Then  come  the  chapters  deal- 


ing with  the  momentous  Marne  battle 
from  September  5th  to  10th.  This  is 
followed  by  an  appreciation  of  the  bat- 
tle, and  in  conclusion,  the  book  deals  with 
operations  in  other  theatres  of  the  war 
during  the  battle  of  the  Marne. 

A  significant  point  upon  which  the 
author  lays  stress  is  the  conclusion,  that 
instead  of  Paris  being  the  objective  of 
the  early  German  campaign,  it  was  to 
come  to  grips  and  crush  the  Allied  army 
at  the  earliest  possible  time. 

LETTERS  FROM  FRENCH  HOSPITAL 

The  brave  work  being  done  by  Eng- 
lish women  in  French  hospitals  has 
brought  forth  many  tributes,  and  a  most 
interesting  one  is  a  book  published  by 
Constable  &  Co.,  of  London,  under  the 
title  of  "Letters  from  a  French  Hospi- 
tal," being  a  collection  of  letters  from 
an  English  nurse.  The  letters  were  ad- 
dressed to  an  uncle  of  the  nurse,  and  in 
his  preface  he  says:  "I  publish  these  let- 
ters, not  for  the  sake  of  their  literary 
merit — though  that,  I  think,  is  consid- 
erable— but  because  their  vivid  pictures 
of  hospital  life  ought  to  interest  home 
readers  in  what  is  being  done  by  brave 
English  women  to  help  our  gallant  Al- 
lies. 

CANADA  IN  WAR  PAINT 

In  "Canada  in  War  Paint,"  by  Cap- 
tain Ralph  W.  Bell,  the  author  modestly 
states  his  own  point  of  view  in  the  fol- 
lowing words:  "The  Front  is  not  a  gar- 
den of  Allah,  or  a  bed  of  roses,  or  even 
a  tenth-rate  music  hall,  as  some  people 
would  have  us  believe.  It  has  to  be  made 
bearable  by  the  spirit  of  those  who  en- 


dure it."  Captain  Bell  belongs  to  the 
First  Canadian  Infantry  Battalion,  On- 
tario Regiment,  and  it  goes  without  say- 
ing, therefore,  that  he  takes  his  work 
in  the  spirit  of  a  sportsman,  using  the 
word  in  its  best  sense.  He  tells  the 
truth,  and  though  he  say  that  "the  hon- 
ors of  war  at  its  worst  is  fit  subject  for 
a  master  hand  alone,"  he  reaches  high 
level  in  his  own  sketch  entitled  "Ac- 
tion." The  rest  of  the  thirty-two  mis- 
cellaneous papers  cover  the  whole  range 
of  human  activity  at  the  Western  Front, 
and  all  are  illuminated  by  humor,  senti- 
ment of  the  best  kind,  and  a  spirit  of 
tenacity  which  might  well  shame  many 
non-combatants,  and  even  a  few  profes- 
sional politicians.  "We  have  but  one 
sorrow,"  writes  the  author,  "one  deep 
regret,  and  that  is  for  our  Heroic  Dead." 

PERSONAL   SERVICE 

In  "The  Altar  of  Freedom,"  Mary 
Roberts  Rhinehart  speaks  to  the  mothers 
of  America  on  the  part  they  must  play 
in  this  war.  Two  years  ago,  when  Mrs. 
Rinehart  Visited  the  battlefields  of  Eur- 
ope, she  foresaw  that  America  would 
have  to  help  before  the  issue  was  set- 
tled. Because  of  her  unusual  experience, 
she  knows  better  than  any  other  Ameri- 
can mother,  just  what  this  war  may 
mean.  Her  oldest  son  asked  permission 
to  enlist  a  short  time  ago;  his  mother 
wavered,  and  at  last  consented,  and  "The 
Altar  of  Freedom"  is  the  frank  story  of 
her  waverings,  and  her  final  conviction 
as  to  what  constituted  her  duty.  "Per- 
sonal service  the  mothers  of  this  coun- 
try must  learn,"  she  says,  "and  personal 
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Publisher  of  a  notable  book  affecting  the  war 

entitled  "Obstacles   to   Peace." 
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service  is  not  rolling-   bandages  for  the 
other  woman's  son." 

GERMAN  ACCUSATIONS  REFUTED 

Fernand  van  Lengenhove,  scientific 
secretary  of  the  Solway  Institute  of  So- 
ciology, of  Brussels,  is  the  author  of  a 
book  published  by  G.  P.  Putnam's  Sons, 
New  York,  the  work  being  a  study  based 
upon  the  German  accounts  of  Francs- 
Tireurs  and  atrocities  in  Belgium.  The 
title  of  the  book  is  "The  Growth  of  a 
Legend."  It  is  a  refutation  of  the  alleg- 
ed tales  of  Franco-tireurs  and  atrocities 
perpetrated  by  the  Belgian  population. 
It  is,  as  the  author  declares,  not  a  pole- 
mic, but  a  piece  of  careful  work  based 
upon  authentic  German  documents  and 
conducted  in  accordance  with  the  meth- 
ods recognized  as  appropriate  to  socio- 
logical investigation. 

SIR     DOUGLAS      HAIG      ON      BOOK 
BUYING 

The  following  extract  from  a  letter 
from  Sir  Douglas  Haig  may  be  of  inter- 
est to  our  readers:  "I  understand  most 
fully  the  value  of  readable  books  to  men 
who  are  out  of  the  line  with  time  on 
their  hands  and  little  opportunity  of 
getting  anything  of  the  sort  for  them- 
selves. I  need  say  nothing  to  support 
the  claim  of  those  who  are  wounded  or 
convalescent.  The  Camps'  Library  exists 
for  the  purpose  of  receiving  books  and 
magazines  for  distribution  to  our  sailors 
and  soldiers.  The  demand  that  has  now 
to  be  met  is  very  great,  and  increases 
constantly  with  the  growth  of  our  forces 
overseas.  I  am,  therefore,  writing  this 
letter  to  urge  all  those  at  home  who  have 
been  accustomed  to  buy  books  and  maga- 
zines in  the  past  to  continue  to  do  so 
freely,  if  possible  in  increasing  numbers, 
and,  having  read  and  enjoyed  them,  to 
pass  them  on  freely  to  the  Camps'  Lib- 
rary for  circulation  among  the  troops. 
— Mainly  About  Books. 

THE   SPLENDOR   OF   FRANCE 

An  important  new  work  to  be  issued 
in  fortnightly  parts  by  a  London  pub- 
lishing house  is  "The  Splendor  of 
France,"  which  will  provide  a  pictorial 
and  authoritative  account  of  Britain"s 
great  and  glorious  ally,  written  by  well 
known  authorities.  This  publication  is 
edited  by  Walter  Hutchinson,  and  the 
first  issue  contains  an  introduction  by 
Edmund  Gosse.  It  is  understood  that 
this  work  is  being  published  on  the 
strong  recommendation  of  the  French 
Governemnt. 

R.  C.  Wood,  chief  instructor  of  First 
Aid  to  Overseas  Battalions  in  Toronto 
Military  District,  has  written  "The  Sol- 
diers' First  Aid,"  published  by  Macmil- 
lan's.  It  is  a  simple  treatise  on  "How 
to  Treat  a  Sick  or  Wounded  Comrade." 

Sidgwick  &  Jackson,  of  London,  Eng- 
land, have  published  "Maple  Leaf 
Songs,"  by  Frederick  Niven.  The  vol- 
ume is  dedicated  to  the  Canadian  expe- 
ditionary forces. 


"German  Imperialism  and  Interna- 
tional Law,"  is  the  title  of  a  book  by 
Jacques  Marquis  de  Dampierre,  being  a 
work  based  upon  German  authorities  and 
the  archives  of  the  French  Government. 

Captain  R.  G.  Webster,  formerly  M.P. 
for  East  St.  Pancras,  has  written  a  vol- 
ume, "The  Awakening  of  An  Empire." 
As  the  title  suggests,  it  has  to^do  with 
the  economic  and  political  re-organiza- 
tion of  the  British  Empire,  so  that  after 
the  war  certain  shortcomings  experienc- 
ed during  the  crisis  may  be  forever  re- 
moved, and  the  whole  Imperial  common- 
wealth become  a  more  effective  system 
than  was  dreamed  possible  in  the  care- 
less times. 

THE  WAR  OF  LOVE 

Mary  Roberts  Rinehart  is  to  the  fore 
with  a  remarkable  war  book  entitled, 
"The  Altar  of  Freedom."  Here  is  an 
extract  which  is  typical  of  the  many  fine 
things  to  be  found  between  the  covers 
of  this  book: — 

"What  are  we  going  to  do,  then,  we 
mothers,  when  the  tumult  and  the  shout- 
ing have  died,  and  the  long  wait  comes  ? 
We  will  pray.  The  churches  of  France 
are  full  of  kneeling  women.  And  we 
will  work. 

"There  is  no  spectacular  work  for  mo- 
thers in  a  war.  They  cannot  drive  am- 
bulances, or  guide  aeroplanes,  although 
they  are  capable  of  doing  both.  There 
will  be  no  need  of  the  wigwagging  that 
some  women  are  so  painfully  learning! 
But  they  will  work  for  the  Red  Cross, 
and  they  will  make  up  such  little  pac- 
kets as  only  mothers  can  make,  tooth 
brushes,  and  chocolates  and  fresh  socks 
and  gingerbread,  and  a  Bible  and  play- 
ing cards  and  cigarettes. 

"And  in  between  times,  they  will  wait, 
in  that  quiet  that  is  not  peace. 

"There  are  two  wars  being  waged  to- 
day. One  is  the  war  of  hate,  and  one  is 
the  war  of  love.  And  this  last  is  the 
bitter  war,  because  it  is  being  fought  in 
women's  hearts,  between  their  fears  and 
their  patriotism.    I  know. 

"And  because  fear  is  evil,  it  will  go 
down  to  defeat.  Women  are  brave,  and 
mothers  are  the  bravest  of  all  women, 
for  they  have  faced  the  Gethsemane  of 
child-bearing.  They  will  not  weaken 
now. 

VERDUN 

In  a  new  book,  "The  Battle  of  Ver- 
dun," Henry  Dugard  deals  with  matter 
worthy  of  the  poet  and  the  painter,  as 
well  as  the  military  critic,  and  shows 
that  he  has  the  spirit  of  them  all.  His 
materials  have  been  collected  with  the 
greatest  care.  He  places  much  reliance 
on  the  evidence  of  competent  witnesses, 
and  makes  his  narrative  doubly  interest- 
ing by  calling  upon  those  who  took  part 
to  tell  us  in  their  own  words  the  course 
of  the  struggle. 
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The  Silver  Chain.  Sir  William  Blake 
Richmond,  K.C.B.,  R.A.  Cecil  Palmer 
and  Hayward.  6s.  net. 
This  long  novel  from  the  pen  of  Sir 
William  Richmond,  is  described  as  satire 
on  convention.  Through  over  400  pages 
we  watch  the  victim,  wavering,  from  the 
first  time  we  meet  her  on  the  Nile,  then 
in  Italy,  until  she  is  emmeshed  in  Lon- 
don, when  she  awakes  to  the  falsity  of 
the  fate  to  which  her  family  condemned 
her.  Mary  Eprit  is  a  most  charming  and 
interesting  character.  We  feel  the  auth- 
or is  happiest  in  his  pictures  of  the  Cam- 
pagna  and  Caranesca;  he  pervades  these 
historic  localities  with  an  artistic  at- 
mosphere. Nor  is  the  story  devoid  of  hu- 
mor— notably  the  farcical  melodrama  of 
the  brigandage  at  Taormina.  A  most 
delightful,  thoughtful,  and  instructive 
volume. 

A  Book  of  Laughter.  Edwin  Pugh.  Ce- 
cil Palmer  and  Hayward.  6s.  net. 
An  amusing  book  for  idle  hours.  The 
author's  light,  philosophical  essays  are 
rich  with  anecdotes — some  of  which  are 
old  friends  and  ripe  chestnuts,  honestly 
admitted  —  but  none  the  less  welcome. 
The  volume  may  be  recommended  to  fit 
Le  Gallienne's  line,  "with  pipe  and  book 
at  close  of  day." 

The  Girl  and  the  Faun.     Eden  Phill- 

potts.    Cecil  Palmer  and  Hayward.    6s. 

net. 

Mr.  Eden  Phillpotts  has  provided  a 
charming  allegorical  narrative,  dealing 
with  immortality.  The  get-up  of  the 
book  is  artistic,  if  not  sumptuous,  and 
contains  four  plates  by  Frank  Brangwyn, 
A. R.A. — a  riot  of  color  depicting  the  two 
characters  that  provide  the  title  of  the 
book,  amid  surroundings  representing 
the  four  seasons. 

Contemporary    Russian   Composers.      M. 

Montagu.  Nathan  portraits.  Cecil 
Palmer  and  Hayward.  7s.  6d.  net. 
This  is  a  timely  volume,  dealing,  as  the 
title  shows,  with  modern  Russian  com- 
posers, written  by  an  authority  thorough- 
ly acquainted  with  his  subject.  In  the 
future  times  of  peace  we  shall  be  drawn 
closer  in  ties  of  amity  with  our  Allies 
of  Eastern  Europe — a  race  little  known 
by  the  average  Briton,  as  Mr.  Stephen 
Graham  has  observed.  Books  such  as 
this,  by  their  illuminating  values,  will 
greatly  tend  towards  this  end — with  the 
general  public  and  with  the  musical  en- 
thusiast. 

In  the  Wilderness.     By  Robert  Hitchens. 
Published      in      Canada      by      William 
Briggs,  Toronto.    583  pp.    Price  $1.35. 
Dion  Leith,  age  twenty-six,  strong  and 
healthy,    clean    in    life,     an     Englishman 
with  his  countryman's  inbred  love  of  tra- 
vel, familiar  with  Italy  and  Greece — in- 
deed, with  an  ardent  love  for  these  Me- 
diterranean    lands — married     Rosamond 
Everard,  and  their  honeymoon  was  spent 
in  "the  land  of  the  early  morning."     It 
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was  an  idyllic  honeymoon,  joyous  and 
revealing.  In  time  a  son  was  born — a 
new  bond  of  love  and  affection.  Then 
Dion  enlisted  for  the  South  African  war 
without  first  consulting-  his  wife.  She 
was  offended,  and  a  rift  occurred  in  her 
love.  Leith  won  distinction  in  the  war, 
and  returned  to  his  wife,  and  happiness 
seemed  complete  once  more.  One  day, 
while  shooting,  Leith  shot  and  killed  by 
accident  his  well-beloved  son — a  little 
chap.  His  wife  turned  from  him,  and 
the  husband  and  father,  bereft  of  all 
that  life  held  dear,  once  more  became  a 
wanderer,  a  self-exile,  in  an  endeavor  to 
stifle  grief  and  love  for  his  wife.  Far 
and  long  from  home  he  met  an  English 
woman  of  many  charms,  whom  he  had 
known  well  in  England.  Deliberately  she 
corrupted  him,  robbing  him  of  self-res- 
pect and  cleanness  of  life — in  the  end  to 
send  him  from  her.  It  was  at  this  point 
that  his  wife,  repentant  and  chastened, 
and  with  full  knowledge  of  her  husband's 
fall,  sought  him  out  and  won  him  back 
to  her  and  to  his  better  self. 

This  is  a  typical  Hichens  story — cle- 
ver, drenched  with  the  atmosphere  and 
feeling-  of  the  semi-East,  and  intimately 
concerned  with  the  moral — and  immoral 
— lives  of  interesting  men  and  women. 

LYDIA  OF  THE  PINES 

A  story  of  young  womanhood  in  the 
Hiawatha  Country,  is  Honore  Willises' 
new  book,  "Lydia  of  the  Pines,"  author 
of  "Still  Jim."  and  "In  the  Heart  of  the 
Desert."  Lake  City,  on  the  Upper  Mis- 
sissinpi,  the  scene  of  the  story,  is  a  com- 
bination of  Old  England,  New  England, 
and  the  modern  West.  Its  old  settlers 
rubbing  elbows  with  the  reservation  In- 
dians and  mingling  with  the  sturdy 
Scandinavian  immigrants,  are  of  pioneer 
New  England  stock. 

Lydia,  the  heroine,  is  a  wonderful  girl 
character,  the  type  that  real  men  are  al- 
ways keen  about.  Through  a  seemingly 
hopeless  tangle  of  difficult  surroundings 
she  blazes  her  own  trail  to  splendid  wo- 
manhood. This  book  came  from  McClel- 
land, Goodchild  &  Stewart,  in  March. 

IN  DEFENCE  OF  "BEST  SELLER" 

"There  is  much  literature  that  is  good 
reading,  but  honestly  and  truly,  there  is 
much  of  it  that  to  the  average  man  and 
woman  is  mighty  tedious.  You've  only 
to  tackle  a  ten  or  twenty  foot  book  shelf 
to  find  that  out."  These  treasonable 
sentiments  were  expressed  by  Frederick 
Orin  Bartlett,  author  of  "The  Wall 
Street  Girl"  and  "The  Triflers,"  in  an 
article  which  he  wrote  at  Christmas 
time  "On  Being  Honest  at  Christmas." 
Mr.  Bartlett's  excellent  advice  to  book 
buyers  is  applicable  at  any  season,  how- 
ever, as  witness  the  following:  "Go  into 
a  book  store  with  your  head  up  and  buy 
what  you  really  think  your  friend  will 
like,  or  what  you  yourself  really  like.  If 
that  hanpens  to  be  'The  Rise  and  Decline 
of  the  Roman  Empire,'  buy  it.  But  if 
your  taste  happens  to  run  merely  to  one 
of  the  best  sellers,  buy  that.  Buy  it  like 
a  man!  After  all,  there  is  generally 
something  in  a  best  seller  that  makes  ic 
a  best  seller."       This  is  sound  common 


sense,  even  from  a  man  who  happens  to 
be  the  author  of  "best  sellers"  himself. 

A  GOOD  BOOK  FOR  BOYS  AND  GIRLS 

"How  Boys  and  Girls  Can  Earn 
Money"  is  the  suggestive  title  of  a  prac- 
tical volume  just  published  by  Forbes  & 
Co.,  of  Chicago.  It  is  the  work  of  C.  C. 
Bownsfield.  This  book  tells  boys  and  girls 
how  to  do  hundreds  of  useful,  practical 
things  and  earn  money  in  their  spare 
time  after  school  and  during  vacations. 

Every  boy  and  girl  will  enjoy  this  very 
helpful  book  which  encourages  thrift  and 
shows  them  how  to  spend  their  time 
both  happily  and  profitably. 

WOMAN 

In  "Woman,"  by  Vance  Thompson,  the 
author  studies  the  unrest  of  women,  and 
traces  its  causes  with  sUch  insight,  know- 
ledge, and  fearlessness,  that  whether 
you  are  moved  by  his  argument  to  de- 
lighted assent  or  to  angry  disapproval, 
you  must  recognize  his  wide  historical 
knowledge,  his  keen  analysis  of  the  sub- 
ject, his  mentally  stimulating  quality, 
his  sincerity  and  the  fascination  of  his 
style. 

NEW  THOUGHT  HANDBOOK 

Horatio  W.  Dresser  is  the  author  of 
"The  Handbook  of  New  Thought,"  which 
is  said  to  be  the  first  serious  attempt 
anyone  has.  made  to  bring  together  the 
general  teachings  of  the  New  Thought 
movement  and  estimate  them  in  the 
light  of  accepted  standards,  at  the  same 
time  pointing  the  way  beyond  most  of 
them.  It  includes,  besides  estimates 
and  definitions  various  practical  sug- 
gestions for  use  in  daily  life. 

STORY  OF  THE  SCOTTISH  STAGE 

What  is  claimed  to  be  "the  first  at- 
tempt" to  tell  the  history  of  the  Scottish 
stage  is  announced  for  immediate  pub- 
lication, under  the  title  of  "The  Story 
of  the  Scots  Stage,"  in  which  the  author, 
Robb  Lawson,  a  well-known  writer  on 
drama,  outlines  the  struggle  of  the  Scots 
to  establish  the  drama  in  Scotland.  Be- 
ginning with  the  bards  and  minstrels, 
the  author  traces  the  evolution  of  the 
Scots  stage  from  the  days  of  the  miracle 
and  mystery  plays,  which  commenced  in 
Aberdeen  in  1440  A.D.,  presenting  ac- 
counts of  ,the  Robin  Hood  and  May 
Queen  sports  and  the  Abbot  of  Uniuason. 
The  varied  methods  of  censorship  adopt- 
ed by  Parliament  and  Presbytery  to 
quell  the  national  instinct  for  amusement 
are  described,  from  the  days  when  an 
actor  was  liable  to  get  his  ear  burnt,  or 
mayhap  hung  as  a  thief  for  exercising 
his  profession,  until  the  later  days  of  the 
touring  companies.  The  story  of  the 
first  Scottish  appearance  portion  of  the 
volume,  the  records  of  the  Aberdeen, 
Arbroath,  Dundee,  Edinburgh,  Glasgow, 
Perth  and  other  town  theatres  being 
followed  out.  "The  Story  of  the  Scots 
Stage"  will  be  profusely  illustrated  and 
contain  extensive  index. 

BIG  CALL  FOR  GARDENING  BOOKS 

London,  Ont.,  April  9. — There  has  been 
a  huge  demand  for  books  on  gardening 
at  the  main  library  and,  in  addition  to 
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circulating  its  own  books,  the  library  has 
given  away  over  1,000  copies  of  the  On- 
tario Government's  pamphlet  on  back 
yard  gardening.  A  small  printed  list  of 
books  on  horticulture  and  gardening  that 
may  be  had  at  the  library  has  also  been 
issued. 

The  Belgian  Consul-General,  at  Otta- 
wa, has  presented  26  volumes  dealing 
with  Belgium  in  the  war.  These  have 
been  placed  in  circulation  as  an  addition 
to  the  excellent  collection  of  books  on 
the  war  already  available  at  the  library 
and  continuing  as  for  many  months  past 
one  of  the  most  popular  and  appreciated 
sections. 

The  rapid  rise  of  the  potato  (in  price) 
and  its  relation  to  the  H.  C.  of  L.  adds 
special  significance  to  a  new  book  "The 
Potato,"  by  A.  W.  Gilbert,  which  has 
just  been  published. 

.Professor  Gilbert  has  been  assisted  in 
the  writing  of  "The  Potato"  by  Mortier 
F.  Barrus  and  Daniel  Dean.  These  three 
men  are  especially  fitted  to  deal  with  the 
subject  of  potato  growing.  Professor 
Gilbert,  as  Professor  of  Plant  Breeding 
at  Cornell,  has  made  a  study  of  potatoes 
and  their  varieties  for  several  years. 
Formerly  teacher  of  Farm  Crops  and 
Director  of  Agricultural  Extension  Work 
at  the  University  of  Maine,  he  has  be- 
come thoroughly  familiar  with  potato 
growing  in  the  East,  particularly  in  the 
famous  Aroostook  region.  Dr.  Barrus 
is  one  of  the  best  authorities  on  potato 
diseases  in  the  country.  The  chapters 
that  he  has  written  deal  with  disease 
and  its-  control.  Mr.  Dean  wrote  the 
chapters  on  Field  Practice.  He  is  a  suc- 
cessful commercial  grower,  and  has 
given  much  attention  to  the  different 
svstems  of  growing  potatoes  throughout 
the  United  States. 

This  is  one  of  a  series  of  new  garden- 
ing books  in  the  "Rural  Science  Series." 
The  attention  of  booksellers  is  again  di- 
rected to  the  many  books  issued  by  dif- 
ferent publishers  on  gardening  and  asso- 
ciated subjects.  They  should  be  exploit- 
ed thoroughly,  and  the  result  will  more 
than  repay  the  energy  and  time  thus  ex- 
pended. 

A  POCKET  GARDEN  LIBRARY 

Popular  color  guides  to  popular  gar- 
den favorites — perennials,  shrubs,  ever- 
greens, and  some  greenhouse  plants  are 
found  in  the  four  volumes  of  the  Pocket 
Garden  Library  to  be  published  this 
month.  This  diminutive  library  will  con- 
tain more  than  200  color  illustrations, 
made  up  in  the  pocket  size  both  in  flex- 
ible linen  and  flexible  leather.  The  gen- 
eral makeup  is  the  same  as  the  Pocket 
Guides  to  Birds  and  Wild  Flowers,  of 
which  267,282  have  been  sold  during  the 
past  year  alone. 

CONRAD'S  NEW  BOOK 

Joseph  Conrad's  new  novel,  "The  Sha- 
dow Line,"  like  his  biggest  previous  suc- 
cesses, is  a  tale  of  the  sea,  and  like  sev- 
eral of  the  other  favorites,  it  tells  the 
story  of  one  voyage — one  cycle  of  time 
for  that  little  world  which  is  the  ship 
and  it  little  company  of  people. 

And   somewhere  within  that  evele    of 
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time  was  the  "shadow  line"  for  Conrad's 
hero,  the  first  mate  who  suddenly  found 
himself  in  his  first  command.  For  the 
"shadow-line"  in  that  dim  boundary  that 
divides  youth  from  maturity.  With  all 
the  colors  and  moods  of  life  itself  that 
Conrad  gives  to  his  story-people,  he 
builds  this  new  character — a  stalwart 
youth  who  leaves  his  care-free  days  be- 
hind forever  in  that  soul-searing'  voy- 
age of  twenty-one  days  from  Bankok  to 
Singapore. 

This  book  has  just  been  published  by 
Dents. 

NEW   NOVEL   BY   HENDRYX 

"The  Gun  Brand,"  like  the  last  novel 
by  James  B.  Hendryx,  is  a  rugged  story 
of  "north  of  60."  It  abounds  in  exciting 
incidents  of  craft,  of  despair,  of  gener- 
ous courage,  of  lofty  purpose — of  the 
battledore  and  shuttlecock  existence  of 
a  girl  fought  for  on  the  one  side  by  a 
man  whose  pure  love  cries  out  for  h<?r 
companionship,  and  on  the  other  by  an 
equally  determined  person  whose  incen- 
tive is  money-lust  and  who  is  ruthless  in 
the  pursuit  of  his  ends. 

A  BOOK  FOR  MOTHERS 

In  a  new  book  entitled  "1,000  Things 
Which  Mothers  Should  Know,"  published 
by  Putnam's,  the  author,  Mae  Savell 
Crory,  provides  a  fund  of  information 
regarding  tiny  babies  and  growing  child- 
ren: their  clothes,  care,  food,  training, 
and  entertainment.  The  book  embraces 
everything  from  the  pre-natal  precau- 
tions to  the  rearing  of  the  child  to  a 
healthy  adolescence.  Not  only  are  the 
bodily  needs  intelligently  specified,  but 
the  character-building  influences  that 
should  surround  the  child  are  conveyed 
in  the  excellent  suggestions  offered. 
Health  rules,  medical  care,  hygiene  and 
sick-room  suggestions  are  a  valuable 
supplement  to  the  chapters  dealing  with 
the  treatment  of  the  child  when  in 
health. 

JEFFREY  FARNOL 

A  new  book  by  Jeffrey  Farnol,  is  an- 
nounced. It  is  a  romance  of  New  York, 
and  its  title  is  "The  Definite  Object." 
It  will  be  recalled  that  Farnol  was  work- 
ing as  a  scene  painter  in  a  New  York 
theatre  at  the  time  he  was  writing  his 
first  great  novel,  "The  Broad  Highway." 

LESLIE  MOORE'S  NEW  NOVEL 

"Antony  Gray,  Gardener,"  by  Leslie 
Moore,  comes  from  the  Putnam's.  It  is 
a  most  readable  tale  about  Nicholas 
Danver  a  recluse  granted  a  scant  year 
of  life  by  his  physician.  Danver  awakes 
to  a  great  opportunity  for  good  and  for- 
mulates a  scheme  as  wise  as  it  is  eccen- 
tric. The  scenes  of  the  story  are  laid 
in  South  Africa  and  on  an  English 
estate. 

THE  WAY  OF  THE  WIND 

From  Thomas  Allen  has  come  a  copy 
of  Eugenia  Brooks  Fotheringham's  new 
novel,  "The  Way  of  the  Wind,"  in  which 
the  heroine,  in  her  early  thirties,  while 
visiting  a  friend  at  her  country  place  in 
a  New  Hampshire  village,  becomes  deep- 


ly enamored  of  that  friend's  brother,  a 
charming  but  wayward  youth,  several 
years  her  junior.  The  story  of  their 
love,  of  her  attempt  to  curb  his  wild  and 
passionate  nature,  and  of  the  long  strug- 
gle which  calls  out  the  best  in  both  of 
them,   is  brilliantly   and   movingly   told. 

AN  ENCHANTING  CHINESE  TALE 

"The  Wanderer  on  a  Thousand  Hills," 
is  the  picturesque  title  of  an  equally  pic- 
turesque novel  by  Edith  Wherry,  pub- 
lished by  S.  B.  Gundy.  A  young  Chinese 
girl  is  married  to  the  only  son  of  the 
Head  Man  of  the  village.  Her  trials  are 
many,  for  she  is  not  a  welcome  addition 
to  her  husband's  family.  Suddenly,  by  a 
series  of  tragic  happenings,  her  husband, 
her  baby  girl  and  her  father-  and  mother- 
in-law  all  come  by  their  ends.  She  wan- 
ders, distraught,  on  the  mountains  dur- 
ing a  storm  and  finds  the  still  living 
body  of  an  English  child.  She  persuades 
herself  that  she  has  been  divinely  guid- 


LARRY    EVANS, 

Whose  picture  is  reproduced  here  has  written 
a  new  novel  entitled  "His  Own  Home 
Town,"  which  is  announced  for  this 
month.  Of  his  previous  books  the  best 
known  is  "Once  for  Every  Man,"  which 
scored   a   big  success. 


ed  to  its  rescue,  and  brings  it  up  as  her 
own  son.  Not  till  the  boy  has  grown  to 
manhood  is  the  lost  memory  of  his  in- 
fancy, through  a  strange  happening,  re- 
stored. He  discovers  and  makes  himself 
known  to  his  parents,  but  it  is  too  late; 
he  is  unable  to  reaccommodate  himself 
to  European  ideas.  He  becomes  the  vic- 
tim of  a  religious  obsession  and  passes 
up  and  down  the  land,  knows  as  "The 
Wanderer   on   a   Thousand   Hills." 

A  COUNTRY  CHRONICLE 

Grant  Showerman  has  written  a  novel 
entitled  "A  Country  Chronicle,"  publish- 
ed in  Canada  by  S.  B.  Gundy. 

"A  Country  Chronicle"  is  something 
unique  and  fine  in  American  literature. 
Without  any  suggestion  of  adult  sophis- 
tication, and  yet  without  the  dreadful 
conventional  dialect  of  book-children,  the 
author  presents  a  re-lived  boyhood  on 
the  farm.  The  impressions  as  written 
seem  but  transcriptions  miraculously 
caught  as  they  streamed  through  this 
boy's  mind,  and  they  are  expressed  in  a 
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style  as  pungent  and  as  absolutely  fresh 
as  the  boy-language  of  all  the  world. 

THE  GAY  LIFE 

Keble  Howard  is  well  known  as  a  dra- 
matist, theatrical  manager,  critic,  ac- 
tor, producer,  and  the  editor  of  "The 
Sketch,"  a  semi-theatrical  publication, 
therefore,  he  may  claim  to  know  some- 
thing of  the  stage,  and  the  subject  of 
this,  his  first  theatrical  novel,  "The  Gay 
Life,"  published  in  Canada  by  Gundy, 
has  been  studied  at  first  hand,  and  not, 
as  the  average  theatrical  novel,  based 
on  hearsay.  He  shows  up  particularly 
the  good,  honest,  fighting,  struggling, 
despairing,  philosophical  rough-and-tum- 
ble of  the  provinces,  where  many  a  fine 
actor  and  actress  lives  and  works,  utter- 
ly unknown  to  the  London  public.  But 
they  do  live!  And  they  do  love!  And 
they  do  laugh!  And  leader  of  them  all 
in  this  story  of  living,  loving  and  laugh- 
ing is  Jilly  Nipchin,  who  made  her  stage 
debut  by  turning  cartwheels  and  reach- 
ed the  climax  of  her  career  as  a  "great 
English  comedienne"  on  an  American 
stage. 

A  LIVELY  COMEDY 

Belle  K.  Maniate's  new  novel,  "Our 
Next  Door  Neighbors,"  published  by 
McClelland,  Goodchild  &  Stewart,  tells 
the  story  of  five  robust,  active  young- 
sters, whose  parents  were  too  busily  en- 
gaged in  research  and  study  to  pay  any 
attention  to  them.  Their  names  would 
serve  to  indicate  the  abnormality  of  their 
parents.  There  was  Ptolemy,  the  eldest; 
then  came  Pythagoras  Emerald,  and 
Demetrius,  aged  respectively  nine,  eight, 
and  seven;  and  Diogenes,  who  was  only 
two.  When  the  Polydore  family  moved 
in  next  door,  Lucien  Wade  and  his  wife, 
who  were  childless  found  that  they  were 
to  be  continually  burdened  with  the  pres- 
ence of  five  energetic  youngsters  who 
were  always  hungry  and  full  of  mis- 
chief; and  complaints  helped  not  the 
least.  Worse  than  that,  later  on  Mr. 
and  Mrs.  Polydore  went  away  suddenly, 
leaving  their  children  perforce  in  the  care 
of  their  neighbors  and  for  their  support 
a  check,  blank  except  for  the  signa- 
ture. The  events  that  followed,  and  the 
manner  of  their  telling,  bring  to  mind 
'Rudder  Grange,"  and  the  master  pen  of 
Frank  Stockton. 

A  FINE  NEW  COOK  BOOK 

A  fine  new  cook  book,  described  as  "a 
guide  to  selecting  cooking  and  serving 
for  the  home  table,  is  "Mrs.  Norton's 
Cook  Book,"  just  published  by  the  Put- 
nam's. It  comprises  hundreds  of  or- 
iginal recipes,  many  of  them  prize-win- 
ners, some  of  which  have  been  repro- 
duced from  the  press,  that  stands  as  the 
result  of  twenty  years  of  cooking  experi- 
ence and  fifteen  years  of  writing  on 
household  topics.  In  the  book  are  such 
features  as  the  making  of  canapes  and 
relishes,  garnishes,  and  many  sorts  of 
new  things.  The  recipes  are  exact,  the 
quantities  are  all  given — the  time  of 
cooking  and  the  seasonableness  and  ap- 
propriateness of  the  dishes.  The  book 
will  lie  open  without  a  weight. 
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FISH  AND  FISHING 

"Lake' and  Stream  Game  Fishing"  is  a 
new  book,  by  Dixie  Carroll,  who  is  the 
editor  of  "The  National  Sportsman 
Magazine,"  fishing  editor  of  "Th«  Chi- 
cago Herald,"  and  has  been  at  the  game 
since  his  knee-pants  stage.  He  knows 
fishing  from  the  weed  beds  up  and,  it  is 
claimed  by  the  publishers,  that  he  gives 
more  real  fishing  -"dope"  in  this  volume 
than  any  book  on  the  subject  ever  writ- 
ten. His  articles  are  in  the  pal  to  pal 
spirit,  along  the  line  of  facts  that  will 
make  fishing  trips  more  enjoyable  and 
successful  for  those  who  read  them. 

A  MOTOR  CAR  "HOW"  BOOK 

"How  to  Run  an  Automobile,"  by  Vic- 
tor W.  Page,  M.E.,  published  by  the 
Norman  W.  Henley  Publishing  Company, 
New  York,  gives  in  a  very  concise  form 
the  operating  principles  of  modern  gaso- 
line automobiles.  It  is  a  non-technical 
compilation  of  the  operating  instructions 
of  leading  automobile  manufacturers, 
with  which  the  car-owner  should  be  fam- 
iliar, and  deals  with  automobile  parts 
and  their  functions,  general  starting  and 
driving  instructions,  typical  1917  control 
systems,  care  of  automobiles,  motor 
troubles,  etc.  This  is  a  notable  addition 
to  a  series  of  meritorious  books  about 
motor-cars  which  the  same  author  has 
produced. 

MOTOR  BOAT  HANDLING 

"Practical  Motor  Boat  Handling,  Sea- 
manship and  Piloting,"  is  a  new  book  by 
C.  F.  Chapman.  This  book  takes  up  all 
of  the  perplexing  problems  encountered 
by  the  man  on  the  water,  and  answers 
them  in  a  non-technical  manner,  under- 
standable to  even  the  veriest  amateur. 
It  constitutes  a  complete  and  compre- 
hensive guide  upon  which  one  may  rely 
from  the  time  of  leaving  the  anchorage 
until  the  return,  regardless  of  any  emer- 
gencies that  may  arise. 

LISTS  RECEIVED 

A  particularly  fine  catalogue,  issued 
by  the  Whitman  Publishing  Co.,  comes 
from  their  Canadian  representatives, 
McClelland,  Goodchild  &  Stewart.  It 
comprises  32  pages,  and  is  freely  illus- 
trated, setting  forth  this  company's  ex- 
tensive list  of  books  for  juveniles.  A 
colored  supplement  describes  a  series  of 
attractive  picture  books  for  little  tots. 

The  New  York  World  is  buying  up  old 
papers  at  six  copies  for  a  cent  and  em- 
ploying a  10  per  cent,  mixture  of  this 
old  paper  in  the  manufacture  of  its  news 
print.  The  new  90  per  cent,  pure  paper 
is  said  to  have  a  better  color  than  the 
all-new-stock  paper  formerly  used  and 
effects  a  saving  in  both  wood  pulp  and 
sulphite. — Publishers'  Weekly. 

"Eclipse  or  Empire?"  by  H.  B.  Gray 
and  Samuel  Turner,  comes  from  Wil- 
liam Briggs.  One  of  the  authors  of  thu 
book  is  an  expert  educationlist,  the 
other  a  successful  business  man.  Both 
have  traveled  widely.  They  have  here 
embodied  the  results  of  an  investigation 
extending  over  many  years,  and  pursued 
with  unique  opportunities.  A  special  fea- 
ture of  the  book  is  the  Glossary,  con- 
taining   a    series    of   contributions    from 


leading    minds    in    almost   every    depart- 
ment of  commerce. 

BOOK  TRADE  NEWS 

"Mr.  Britling  Sees  it  Through,"  has 
passed  its  60th  thousand  in  the  English 
6s.  edition. 

William  de  Morgan's  novels  will  he 
brought  out  in  a  uniform  edition,  selling 
at  4s.  6d.  net  in  England. 

Mrs.  Henry  Dudeney  author  of  "The 
Secret  Son,"  in  her  new  novel,  "The  Way 
Out,"  forsakes  Sussex  for  Cornwall  and 
London.  The  story  is  of  heredity;  more 
than  heredity,  repetition  of  character. 
In  the  Cornish  prologue  we  see  an 
egoism  pandered  to,  a  crime  committed, 
and  a  passionate  woman.  In  the  story 
set  in  London,  we  see  the  grandson  of 
the  original  criminal  indulging  similar 
idiosyncrasies  and  beloved  by  a  similar 
woman. 

"This  Woman  to  This  Man,"  by  C.  N. 
and  A.  M.  Williamson,  is  an  ever-chang- 
ing and  exciting  romance  of  modern  life, 
which,  starting  in  the  restaurant  of  a 
great  London  hotel,  takes  the  reader 
about  the  world.  As  a  serial  in  a  London 
evening  paper,  this  story  created  quite  a 
sensation. 

"The  Cowboy  Countess,"  by  C.  N.  & 
A.  M.  Williamson,  presents  a  series  of 
vivacious  letters,  narrating  adventures 
of  the  fascinating  Peggy,  Lady  Del- 
marre,  who,  after  being  brought  up  on 
a  Texas  ranch,  became  a  maid  of  honor 
of  the  English  Court. 

"On  the  Jury  and  Other  Stories,"  by 
Richard  Marsh,  is  a  volume  of  exciting 
stories  in  Mr.  Marsh's  most  entertaining 
vein.  It  contains  acute  studies  of  life 
with  a  detective  flavor. 

The  Putnam's  have  just  put  out  a 
novel  entitled  "The  Rubbish  Heap,"  by 
Rita,  being  a  $1.40  edition,  with  colored 
wrapper. 

"The  Book  of  Beggars,"  by  W. 
Dancres  Adams,  is  a  large  paged  volume 
with  a  series  of  clever  drawings  in  color, 
giving  conceptions  of  various  types  of 
beggars,  running  the  whole  gamut  from 
the  street  corner  mendicant  to  the  bishop 
in  his  immaculate  robes  pleading  on  the 
financial  side  of  his  righteous  cause. 

A  notable  arrival  this  season  is  a  re- 
print edition, of  Palmer's  "My  First  Year 
of  the  Great  War,"  being  a  55c  edition. 

"The  Merchant  Service  Review,"  de- 
voted to  the  interests  of  professional  sea- 
farers and  all  connected  with  shipping', 
has  just  issued  its  first  number  from  5 
Richmond  Street.  Liverpool.  It  has  been 
.  produced  by  Captain  D.  H.  Bernard,  who 
is  both  proprietor  and  editor. 

Best  sellers,  as  reported  by  the  Copp, 
Clark  Company,  among  their  publica- 
tions for  May,  in  the  order  named,  were: 
"The  Adventures  of  Jimmy  Dale,"  "The 
Stingy  Receiver,"  and  "The  Son  of  His 
Father." 

"Birds    Worth    Knowing,"     bv     Neltje 

Blanchan;  "Butterflies  Worth  Knowing," 

by   Clarence   M.   Weed;      "Trees    Worth 

Knowing,"  by  Julia  Ellen  Rogers;  "Flow- 
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ers  Worth  Knowing,"  adapted  from  Nelt- 
je Blanchan's  works  by  Asa  Don  Dickin- 
son. These  are  titles  in  a  series  of 
Pocket  Guides,  issued  by  a  New  York 
publishing  house  last  month,  being 
named  the  "Worth  Knowing  Series." 


QUESTION    OF   BOOK    DISCOUNTS 

THE  following  letter  from  D.  C.  Mc- 
Rae,  of  McRae  Bros.,  booksellers 
and  stationers,  of  Prince  Rupert, 
B.C.  deals  with  the  question  that  will 
not  down — trade  organizations  of  the 
booksellers  and  stationers  of  Canada: — 

Prince  Rupert  B.C., 

April  19,  1917. 
Bookseller    and    Stationer, 
Toronto,  Ont. 

Gentlemen, — We  are  just  in  receipt  of 
some  books  from  a  Toronto  publishing 
house.  The  list  price  is  $1.50  each,  less 
^ith,  or  25  per  cent.  Now,  whether  East 
or  West,  the  cost  of  doing  business  in 
books  is  never  less  than  25  per  cent.  So 
the  cost  of  doing  business  absorbs  all  of 
the  discount.  In  addition,  there  is  post- 
age of  9^c  on  each  of  these  books.  The 
dealer,  therefore,  losses  on  each  of  these 
books  this  9%c,  and  takes  chances  on 
further  loss  in  having  some  of  same  left 
on  his  hands — without  any  possible  hope 
of  any  profit. 

Publishers  that  require  such  a  price 
for  "popular  sellers"  should  increase 
their  retail  price  and  increase  the  dis- 
count to  the  trade. 

The  writer  would  like  to  see  a  Can- 
adian Booksellers'  and  Stationers'  Asso- 
ciation to  reason  with  such  publishers 
and  to  protect  the  interests  of  the  deal- 
er in  such  and  a  thousand  other  par- 
ticulars. 

Yours  truly, 

D.  C.  McRAE. 


AGAINST  DIRECT  SELLING 

At  the  regular  meeting  of  the  station- 
ers' committee  of  the  Boston  Stationers' 
Association,  it  was  decided  to  request 
pencil  manufacturers  not  to  quote 
wholesale  prices  to  consumers,  however 
large  they  may  be,  but  to  refer  them  to 
the  local  dealers  or  quote  retail  consu- 
mers' prices. 

President  Ralph  S.  Bauer  stated  that 
many  of  the  manufacturers  now  quote 
wholesale  prices  to  cities  and  large  pri- 
vate corporations  and  deal  with  them 
direct,  thus  depriving  the  local  dealers, 
who  have  their  money  invested  in  the 
stationery  business  so  that  everyone 
may  have  a  place  to  purchase  pencils, 
from  getting  much  of  the  big  business. 
He  pointed  out  that  the  dealers,  as  the 
natural  outlets  for  the  products  of  th^ 
pencil  manufacturers,  are  at  a  big  ex- 
pense for  rentals,  advertising,  sales 
forces  and  other  things,  while  the  laree 
consumers,  who  benefit  from  the  whole- 
sale prices,  have  nothing  invested  in  the 
pencil  business. 

Letters  were  sent  out  this  week  to  all 
the  manufacturers,  asking  them  to  adopt 
this   plan. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in   Canada 


McClelland,  goodchild  &  stew- 
art 

Fiction 

Good  Morning,  Rosamond,  Constance 
Skinner,  $1.40;  Starr,  of  the  Desert,  B. 
M.  Bower,  $1.35;  An  Alabaster  Box, 
Mary  Wilkins  Freeman  and  Florence 
Morse  Kingsley,  $1.50. 

Non-Fiction 

His  Lady  of  the  Sonnets,  Robert  Nor- 
wood, $1.25;  Pictures  of  War  Work  in 
England,  Joseph  Pennell,  $2.00;  John 
Webster  and  the  Elizabethan  Drama,  Ru- 
pert Brooke,  $1.50;  Poems,  Rev.  Abram  J. 
Ryan,  $1.50. 

WM.  BRIGGS 
Fiction 

Magpie,  Von  Hutten,  cloth,  $1.25;  In 
the  Wilderness,  Hitchens,  cloth,  $1.35; 
The  Undertow,  Kathleen  Norris,  cloth, 
$1.25;  Eclipse  or  Empire,  Gray  &  Tur- 
ner, cloth,  $1.00;  Joan,  Amelia  E.  Barr, 
cloth,  $1.35;  Shoestrings,  Maximilian 
Foster,  cloth,  $1.35;  In  Canada's  Won- 
derful Northland,  W.  Tees  Curran,  cloth, 
$2.50. 

CASSELL  &  CO. 

Fiction 

Naomi  of  the  Mountains,  Christopher 
Culley,  cloth  gilt,  $1.25;  Separation, 
Alice  Perrin,  cloth  gilt,  $1.25;  Jack 
O'Rippon,  Charles  Swinton,  cloth  gilt, 
$1.25. 

Non-Fiction 

With  Kitchener  in  Cairo,  Sydney  A. 
Moseley,  cloth,  $1.50;  Introduction  to  a 
Biology,  A.  D.  Darbishire,  cloth  gilt,  $2.- 
25;  Nothing  Matters,  Sir  Herbert  B. 
Tree,  cloth  gilt,  $1.25. 

THE  COPP,  CLARK  CO. 
Fiction 

Mistress  Anne,  Temple  Bailey,  cloth, 
$1.35. 

Non-Fiction 

Father  Payne,  A.  C.  Benson,  cloth, 
$1.50. 

J.  M.  DENT  &  SONS 
Non-Fiction 

Canada  in  War  Paint,  Bell,  90c;  The 
Shadow  Line,  Conrad,  $1.50  net;  Out- 
lines of  Criminal  Law,  Kenny,  $3.00  net; 
Fitzwilliam  Museum  (catalogue  of  the 
early  printed  books  bequeathed  to  the 
Museum  by  Frank  McClean),  Sayle,  $4.50 
net;  Cambridge  Handbook  of  Liturgi- 
cal Study,  Legg,  $1.80  net. 

THOMAS  LANGTON 
Fiction 

The  Cinderella  Man,  Edward  Childs  Car- 
penter, cloth,  $1.35  net;  The  Secret  of 
the  Storm  Country,  Grace  Miller  White, 


cloth,  $1.35  net;  Angele,  Edmund  Tarbe, 
cloth,  $1.25  net. 

Non-Fiction 

Friends  in  Feathers,  Gene  Stratton 
Porter,  cloth,  $3.50  net. 

THE  MACMILLAN  CO. 
Fiction 

Regiment  of  Women,  Clemence  Dane, 
cloth,  $1.50;  A  Soldier  of  Life,  Hugh  de 
Selincourt,  cloth,  $1.50;  Benoit  Castain, 
Marcel  Prevost,  cloth,  75c. 

Non-Fiction 

Merlin  (a  poem),  E.  A.  Robinson, 
cloth,  $1.25;  The  Cycle  of  Spring,  Rabin- 
dranath  Tagore,  leather,  $1.75;  At  Van- 
couver's Well  (poems),  J.  L.  Rentoul, 
cloth,  $1.50;  Experiments  in  Educational 
Psychology,  D.  Starch,  cloth,  90c;  Men's 
Creatrix,  W.  Temple,  cloth,  $2.50;  The 
Round  Table  Magazine,  March,  1917, 
paper  (stiff),  65c;  A  League  to  Enforce 
Peace,  R.  Goldsmith,  cloth,  $1.50;  In- 
terior Decoration  for  the  Small  Home, 
A.  L.  Rolf,  cloth,  $1.25;  Manual  of  Fruit 
Diseases,  Hesler  &  Whetzel,  cloth,  $2.00; 
Strawberry  Growing,  S.  W.  Fletcher, 
cloth,  $1.75;  Turf  for  Golf  Courses,  Pi- 
per &  Oakley,  cloth,  $2.50;  English  Lit- 
erature, Rankin  &  Aiken,  cloth,  $1.25; 
Some  Legal  Phases  of  Corporate  Fin- 
ancing, F.  L.  Stetson,  cloth,  $2.75; 
Mount  Ranier:  A  Record  of  Exploration. 
E.  S.  Meany,  cloth,  $2.50;  The  Ideals  of 
Painting,  J.  C.  Carr,  cloth,  $2.00;  A  Sec- 
ond Book  of  Operas,  Krehbiel,  H.  E., 
cloth,  $2.00;  The  New  Poetry,  Monroe  & 
Henderson,  cloth,   $1.75. 

OXFORD  UNIVERSITY   PRESS 
Fiction 

The  Magpie's  Nest,  Isabel  Patterson, 
cloth,  $1.40  net;  Autumn,  Muriel  Kine, 
cloth,  $1.40  net;  The  Wanderer  on  a 
Thousand  Hills,  Edith  Wherry,  cloth, 
$1.40  net;  The  Invisible  Balance  Sheet, 
Katrina  Trask,  cloth,  $1.40  net;  A  Coun- 
try Chronicle,  Frank  Showerman,  cloth, 
$1.50  net. 

Non-Fiction 

Poems  by  Allan  Seeger,  introduction 
by  Wm.  Archer,  $1.25. 

HODDER  &  STOUGHTON 
Fiction 

Much  Ado  About  Peter,  Jean  Webster, 
cloth,  $1.25;  Greenmantle,  5th  edition, 
John  Buchan,  cloth,  $1.25;  Young  Blood, 
Annie  Swan,  cloth,  75c;  It  Is  for  Eng- 
land, Laurence  Cowen,  cloth,  75c;  Frag- 
ments From  His  Life,  Bairnsfather, 
cloth,  $1.25;  Somme  Battle  Stories,  Capt. 
A.  J.  Dawson,  cloth,  75c  (both  illus- 
trated by  Bruce  Bairnsfather);  The 
Smiler  Bunn  Brigade,  Bertram  Atkey, 
31 


cloth,  60c;  Arundel,  E.  F.  Benson,  cloth, 
60c;  Dead  Men's*  Gold,  Roy  Bridges, 
cloth,  60c;  The  Matchmakers,  J.  E. 
Buckrose,  cloth,  60c;  The  Valley  of  Fear, 
Arthur  Conan  Doyle,  cloth,  60c;  With 
the  Immortal  7th  Division,  E.  J.  Ken- 
nedy, cloth,  60c;  The  Bronze  Eagle, 
Baroness  Orczy,  cloth,  60c;  The  Black 
Sheep,  Ruby  M.  Ayres,  cloth,  35c ; 
Richard  Chatterton,  V.C.,  '  Ruby  M. 
Ayres,  cloth,  35c;  The  Uphill  Road, 
Ruby  M.  Ayres,  cloth,  35c;  The  Littl'st 
Lover,  Ruby  M.  Ayres,  cloth,  35c;  Secret 
Service,  Cyrus  Townsend  Brady,  cloth, 
35c;  Doing  Their  Bit,  W.  Boyd  Cable, 
cloth,  35c;  A  Fair  Refugee,  Morice 
Gerard,  cloth,  35c;  The  Outlaw,  David 
Hennessey,  cloth,  35c;  A  Spur  to  Smite, 
G.  B.  Lancaster,  cloth,  35c;  The  Soul  of 
a  Ranker,  E.  G.  Miles,  cloth,  35c;  At 
Bay,  Page  Philips,  cloth,  35c;  Disarm! 
Disarm!  Baroness  Von  Suttner,  cloth, 
35c;  Sea  Patrols,  Patrick  Vaux,  cloth, 
35c. 

Non- Fiction 

The  Lord  Kitchener  Memorial  Book, 
cloth,  $1.50;  The  Stealers  of  Light, 
Queen  of  Roumania,  cloth,  $1.50;  Mr. 
Poilu,  Herbert  Ward,  cloth,  $2.50;  My 
Country,  Queen  of  Roumania,  cloth, 
$1.25;  The  British  Campaign  in  France 
and  Flanders,  1914,  Sir  A.  C.  Doyle, 
cloth,  $1.50;  The  White  Road  to  Verdun, 
Kathleen  Burke,  cloth,  $1.00  and  50c: 
At  the  War,  Lord  Northcliffe,  cloth, 
$1.50;  Hurrah  and  Hallelujah,  Prof.  J. 
P.  Bang,  cloth,  $1.25;  Scraps  of  Paper, 
paper,  35c;  The  Flaming  Sword — In 
Serbia  and  Elsewhere,  Mrs.  St.  Clair 
Stobart,  cloth,  $1.50;  In  the  Northern 
Mists,  Grand  Fleet  Chaplain,  cloth, 
$1.25;  One  Young  Man,  J.  E.  Hodder 
Williams,  cloth,  35c;  Men  of  Letters, 
Dixon  Scott,  cloth,  $1.50;  Mary  Slessor, 
8th  Edition,  W.  P.  Livingstone,  <cloth, 
$1.25;  War  and  the  Fear  of  God,  James 
Denney,  cloth,  75c;  Faithful  Steward- 
ship  and  Other  Sermons;  Father  Stan- 
ton, cloth,  $1;  The  Evangel  of  the  Strait 
Gate,  Rev.  W.  M.  Clow,  cloth,  $1.50; 
Soul  Attitudes,  Late  Rev.  E.  J.  Kennedy, 
cloth,  75c;  Stand  Up,  Ye  Dead!  2nd 
Edition,  Rev.  Norman  Maclean,  cloth,  $1. 


BUSINESS    BRISK    IN    THE    WEST 

George  Stewart  of  McClelland,  Good- 
child  &  Stewart,  has  returned  from  the 
West  with  a  grist  of  orders  like  unto 
the  before  the  war  harvests.  Mr. 
Stewart  found  business  good  through- 
out the  entire  West,  and  this  includes 
Coast  business.  The  whole  West  so  far 
as  retail  business  is  concerned  is  in 
better  shape  than  it  was  even  in  1911 
and  1912  because  now  it  is  on  a  firmer 
basis,  whereas  then  real  estate  wildcat- 
ting  was  at  its  height. 


BOOKSELLER  AND  STATIONER 


No  Increase  in  Ontario  School  Text  Books   j££^  E3ET15!  Sl^S 

these  have  received  Normal  School  train- 
ing, and  more  than  one  thousand  hold 
first-class  certificates.  The  supply  of 
teachers  shows  no  signs  of  falling  be- 
low the  number  required  annually.  There 


Arrangements  Effected  by  Means  of  Which  Publishers  Will 

Maintain  Old  Prices  for  Another 

Year  at  Least. 


IN  connection  with  the  presentation  of 
the  annual  report  of  the  Ontario  Min- 
ister of  Education,  the  Minister  had 
the  following  to  say  about  the  supply  of 
school  text  books  for  the  ensuing  year. 

"Pending  such  action  as  may  be  pos- 
sible by  the  Federal  authorities,  I  am 
conferring  with  the  publishers  of  books, 
the  contracts  for  which  which  expire  in 
the  month  of  June,  1917,  and  which  it 
is  desirable  to  continue  for  at  least  an- 
other year.  I  believe  that  the  publish- 
ers will  face  the  whole  situation  in  a 
spirit  of  fairness  and  with  a  recognition 
of  the  patriotic  needs  of  the  time.  In 
any  event  the  prices  of  former  text- 
books calling  for  renewal  will  not  be  in- 
creased during  the  school  year  1917- 
1918." 

A  few  days  later  it  was  announced 
that  arrangements  had  been  made  for 
the  republication  of  former  text  books 
for  which  contracts  expire  in  June,  1917, 
at  the  old  price  for  a  year  or  for  a  lon- 
ger period.  This  list  of  books  includes — 
Composition,  15c;  Hygiene,  20c;  Arith- 
metic, 10c;  History  of  England,  25c;  His- 
tory of  Canada,  25c.  The  two  latter  are 
in  one  volume  and  sell  for  50c.  Pub- 
lic School  Grammar  will  be  issued  by 
the  King's  Printer  at  10c. 

Three  High  School  text  books,  Geo- 
metry, 40c;  Arithmetic,  40c;  Physical 
Geography,  60c,  are  unchanged.  Three 
new  High  School  books,  to  replace  those 
that  expire  in  June  and  under  prepara- 
tion by  the  department  are:  Chemistry, 
which  will  be  sold  for  40c  instead  of 
50c;  Latin  book,  sold  at  70c,  instead  of 
60c,  and  Ancient  History  at  the  old  price 
of  75c. 

The  close  association  of  the  interests  of 
schools  with  the  business  of  booksellers 
and  stationers  invests  with  importance 
the  following  statistics  culled  from  the 
same  report: — 

Four  hundred  and  four  Ontario  teach- 
ers have  enlisted  for  overseas  service. 
Two  from  the  High  Schools  and  six  from 
the  Public  Schools  have  made  the  su- 
preme sacrifice.  The  other  enlistments 
are:  High  Schools,  62;  Public  Schools, 
286;  Normal  School  students  who  did  not 
complete  their  courses,  27;  special  and 
temporary  teachers,  21. 

In  the  elementary  schools  three  fac- 
tors of  marked  significance  are  pre-emi- 
nent; increased  attendance,  the  larger 
number  of  more  highly-trained  teachers 
employed,  and  the  continued  rise  in  the 
salary  scale.  The  enrolled  attendance 
was  58,580  more  than  in  1905,  and  the 
increase  in  1915  is  true  of  both  rural  and 
urban  schools.  During  the  ten-year  per- 
iod, 1905  to  1915,  the  average  salary,  tak- 
ing rural  and  urban  schools  together, 
has  increased  from  $514  for  male  teach- 
ers and  $348  for  female  teachers,  to  $902 
and  $613  respectively.  The  total  school 
expenditure  during  the  ten  years  period 


has  increased  from  $6,161,236  to  $14,- 
267,476.  The  amount  paid  in  salaries 
has  increased  from  $3,669,230  to  $7,- 
614,110.  The  Legislative  grants  have 
risen  from  $414,004  in  1905  to  $849,872 
in  1915. 

The  employment  of  teachers  with 
higher  certificates  is  another  striking 
proof  of  educational  progress,  says 
the  report.  In  1915  there  were  11,850 
teachers   in  the  elementary  schools,  ex- 


were  under  training  in  January,  1917,  in 
the  seven  Normal  Schools  of  the  pro- 
vince, 1,248  students,  of  whom  1,113  were 
women  and  135  were  men.  The  160  High 
Schools  and  Collegiate  Institutes  had  an 
enrolled  attendance  of  38,426  pupils  in 
1915,  or  1,960  more  than  in  the  preced- 
ing year.  The  expenditure  amounted  to 
$2,470,974.  The  enrolled  attendance  at 
the  Continuation  Schools  increased  from 
6,069  to  6,800.  Nearly  half  the  pupils 
are  sons  and  daughters  of  farmers. 


Plan  Ahead   for  School   Opening    Trade 

Some  Important  Elements  to  be  Considered  —  What   About 

Tendering  for  School  Supply  Contracts? — How  the 

Traveling  Salesman  Can  Help. 
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UYING  for  school  trade  will  loom 
large  on  the  stationers'  horizon  in 
the  next  month  or  two.  The  time 
is  fast  approaching  when  in  many  cities 
and  towns,  School  Boards  will  be  calling 
for  tenders  for  contracts  to  supply 
school  practice  books,  notebooks,  slates, 
and  other  requirements.  In  some  cases 
these  purchases  by  School  Boards  com- 
prise more  varieties  of  school  goods  than 
in  others,  even  to  the  extent  of  supplying 
text  books  free. 

Now,  this  question  of  tendering  on 
these  supplies  is  one  that  should  be  very 
seriously  considered  before  the  stationer 
starts  making  up  his  tender. 

In  the  first  place  does  the  experience 
of  last  year  and  previous  years  indicate 
that  the  net  profit,  after  every  circum- 
stance has  been  duly  considered,  is  go- 
ing to  be  under  ten  per  cent.  ? 

If  so,  is  it  worth  while  to  spend  the 
very  considerable  amount  of  time  that 
will  be  required,  first  to  marshall  all 
the  figures,  entailing  much  correspond- 
ence with  different  manufacturing  sta- 
tioners, and  then  much  figuring  and  com- 
paring, before  the  tender  can  be  made 
out  for  the  School  Board,  on  the  chance, 
quite  remote  in  some  cases,  of  being  suc- 
cessful with  the  tender? 

Then,  even  if  the  contract  is  obtained, 
there  is  still  more  time  to  be  devoted  to 
checking  up  the  shipments  and  seeing 
that  they  are  properly  delivered,  some- 
times to  half  a  dozen  or  more  schools. 
•  These  objections  are  set  forth  not  to 
urge  the  retailer  to  make  a  hard  anil 
fast  rule  against  tendering  for  such  con- 
tracts, because  there  are  cases  where 
conditions  are  such  that  it  is  distinctly 
to  the  advantage  of  the  dealer  to  hi 
awarded  the  contract.  It  is  offered,  ra- 
ther, to  get  them  to  view  the  question 
from  all  angles  and  especially  to  decide 
whether  the  time  spent  in  that  way 
would  not  be  better  devoted  to  aggres- 
sively developing  some  more  profitable 
branch  of  trade. 
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So  much  for  the  subject  of  school  con- 
tracts. Now  what  about  preparations  for 
September  school  opening  trade  in  your 
store  ? 

You  will  be  doing  a  lot  of  buying  in 
June  for  this  important  trade.  Why  not 
carefully  analyze  the  whole  question  be- 
fore the  time  for  placing  these  orders  ? 
Review  what  happened  last  year.  There 
is  no  doubt  but  that  you  will  recall  mis- 
takes that  were  made  and  many  sales 
that  were  missed.  Did  your  competitor 
score  heavily  by  having  better  window 
displays  of  school  goods,  or  by  having 
scribblers  and  exercise  books  with  more 
attractive  covers?  Was  he  able  to  give 
better  value  in  certain  items  ?  Did  you 
hear  the  children  tell  of  advantages 
they  found  in  your  competitor's  store  ? 
School  children  are  very  frequently  quite 
frank  in  expressing  opinions,  not  wor- 
rying much  about  the  storekeeper's  sen- 
sitiveness on  points  of  this  kind,  and  that 
very  circumstance  can  often  be  turned 
to  advantage  by  the  stationer  and  his 
assistants.  They  should,  therefore,  keep 
their  ears  open  for  such  remarks  and 
tactful  questions  should  be  asked. 

On  the  other  hand,  perhaps  you  recall 
more  favorable  than  unfavorable  experi- 
ences in  last  year's  school  trade,  with 
your  competitors  outpointed  in  the  fight 
for  trade.  If  so,  do  not  bank  too  much 
on  a  repetition  of  such  success.  The 
other  fellow  will  be  out  to  outwit  you 
this  year,  and  it  is  right  that  there 
should  be  such  healthy  rivalry.  Observe 
that  word  "healthy,"  and  determine  nev- 
er to  make  the  rivalry  unhealthy  by  re- 
sorting to  price-cutting  and  other  tac- 
tics that  do  not  hold  water  in  success- 
ful merchandizing. 

When  the  traveling  salesmen  com?, 
ply  them  with  questions.  They  get 
around  among  the  retailers  of  a  wide 
territory.  They  know  of  things  especi- 
ally well  done  by  certain  merchants.  This 
puts  them  in  a  position  to  give  the  aver- 
age merchant  valuable  suggestions  and 
they  will  be  found  willing  to  do  so. 
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Further  Discussion  on  Question  of  Rising  Costs 

Interesting  Letter  From  A.  T.  Chapman,  of  Montreal,  and  Something  About  the  Way 

This  Question  is  Being  Taken  up  in  England. 


CONSIDERABLE  favorable  com- 
ment has  been  made  by  represen- 
tatives of  the  trade  in  connection 
with  the  re-publication  in  the  last  issue 
of  BOOKSELLER  AND  STATIONER 
of  the  article  by  John  McCullough,  on 
"How  to  Meet  Rising  Costs."  Taking  up 
the  discussion,  A.  T.  Chapman,  of  Chap- 
man's Bookstore,  Montreal,  writes  us 
the  following   letter: — 

"In  reprinting  in  your  April  issue  the 
article  by  John  McCullough,  "How  to 
Meet  Rising  Costs,"  from  "System,"  you 
have  rendered  a  valuable  service  to  the 
booksellers  of  Canada. 

"It  is  just  such  careful,  scientific  dis- 
cussion of  our  trade  problems  that  we 
need,  for,  whilst  the  business  demands 
labor,  attention,  and  infinite  detail,  scho- 
larship and  intelligence,  it  gives  in  re- 
turn but  a  meagre  living,  due  no  doubt 
in  part  to  the  booksellers'  lack  of  busi- 
ness application,  but  also  very  largely  to 
the  fact  that  the  publishers  do  not  rea- 
lize that  a  good  margin  of  profit  is  ne- 
cessary. 

"Discounts  of  20,  25,  and  30  per  cent. 
are  only  too  common,  and  do  not  give 
the  bookseller  a  chance  to  make  a  profit; 
and  when  an  Educational  Department 
sets  20  per  cent,  as  a  standard  discount 
on  school  books,  it  shows  that  it  has  not 
made  a  careful  study  of  the  requirements 
of  the  trade.  I  would  like  to  see  Mr. 
McCullough's  conclusion  as  to  the  possi- 
bility of  reducing  the  cost  of  conducting 
a  book  business  to  23  per  cent.,  and  pos- 
sibly 20  per  cent.,  discussed  by  the  trade. 
Personally,  I  do  not  think  it  feasible  ex- 
cept with  a  very  large  volume  of  busi- 
ness, and  certainly  not  at  all  in  any  Can- 
adian city  at  the  present  time.  Of 
course,  it  depends  upon  how  one  arrives 
at  the  cost  of  doing  business.  Only  too 
often  interest  on  capital,  denreciation  of 
stock  and  fixtures,  and  a  living  wage  for 
the  bookseller  are  omitted. 

"In  connection  with  this  discussion  it 
is  interesting  to  note  that  the  booksellers 
in  England  are  awakening  to  the  fact 
that  they,  too,  have  been  trying  to  make 
a  living  out  of  books  sold  them  at  too 
low  discount;  and  a  movement  is  being 
initiated  to  refuse  to  stock  publications 
on  which  they  do  not  receive  33  1/3  dis- 
count." 

In  connection  with  the  discussion  of 
the  situation  in  England,  J.  W.  Stobbs, 
director  and  secretary  of  Mawson.  Swan 
&  Morgan,  Limited,  of  Newcastle,  has 
prepared  a  personal  statement  to  the 
book  trade  in  connection  with  the  subject 
of  Cost  Keeping,  inspired  by  informa- 
tion reaching  him  to  the  effect  that  the 
working  expenses  and  sellinsr  costs  of 
retail  booksellers  were  between  15  per 
cent,  and  20  per  cent,  of  sales  and  that 
the  booksellers  were  approaching  the 
publishers  to  endeavor  to  get  a  mini- 
mum discount  of  25  per  cent.    Mr.  Stobbs 


knew,  from  several  years  of  experience, 
that  these  expenses  worked  out  some- 
where about  28  per  cent,  of  "sales  and 
that  something  should  be  done  to  awa- 
ken retail  booksellers  to  the  necessity 
of  finding  out  their  costs  of  selling  each 
$500  worth  of  goods. 

Knowing  that  costing  movements 
were  making  great  strides  in  America, 
Mr.  Stobbs  wrote  to  the  Publishers'  and 
Booksellers'  Association,  New  York,  ask- 
ing for  details  of  the  movement.  In  the 
meantime  he  sent  out  letters  to  the  pub- 
lishers and  booksellers  of  the  British 
Isles,  calling  attention  to  the  state  of 
affairs,  and  stating  that  in  his  opinion 
the  working  expenses,  etc.,  worked  out 
nearer  30  per  cent,  than  20  per  cent. — 
28  per  cent,  being  specifically  mention- 
ed. He  suggested  that  a  costing  move- 
ment should  be  started  and  that  pending 
the  result  of  such  a  movement,  publish- 
ers should  allow  a  minimum  discount  of 
33  1/3  per  cent,  off  net  selling  prices  of 
books;  also  that  booksellers  should  re- 
fuse to  stock  books  with  a  less  discount 
than  this  33  1  3  per  cent,  and  urging 
the  publishers  to  arrange  for  a  discount 
as  much  above  that  figure  as  possible. 

He  next  received  a  copy  of  the  "Pub- 
lishers' Weekly,"  New  York,  containing 
the  "System"  Book  Stores  Cost  Report, 
showing  that  percentages  of  expenses  to 
sales  of  43  stores  were  28.14  per  cent., 
but  "interest  on  capital  sunk"  did  not 
appear  as  an  expense  in  the  report.  In 
the  same  publication  appeared  an  arti- 
cle stating  that  the  booksellers  of  Amer- 
ica had  argued  that,  in  view  of  constant- 
ly rising  cost  everywhere,  it  was  wast- 
ing time  to  even  consider  discounts 
which  did  not  at  least  leave  an  adequate 
margin  above  the  cost  of  doing  business 
of  28  per  cent.,  established  by  a  com- 
mittee of  the  American  Booksellers'  As- 
sociation ten  years  ago. 

The  writer  of  the  article  pointed  out 
that  no  two  of  the  43  book  stores  in- 
cluded in  the  "System"  average  have 
identical  cost  systems,  and  he  suggests, 
as  a  first  step,  that  there  should  be  a 
detailed  standard  set  of  rules  for  figur- 
ine costs  and  profits  in  retail  book  stores. 

Following  up  the  above  suggestion. 
Mr.  Stobbs  has  prepared  a  method  of 
Trading  and  Profit  and  Loss  account 
for  retailers,  aiming  at  enabling  the  re- 
tailer to  find  easily — 

1.  The  exact  cost  of  the  goods  he  sells. 

2.  His  total  working  and  selling  ex- 
penses. 

3.  His  profit  and  loss.  So  indicating 
clearly  the  margins  he  ought  to  have 
from  his  suppliers  to  help  him  to  pro- 
duce profits  which  are  profits  indeed,  not 
merely  interest  on  the  capital  he  has 
sunk  in  his  business. 

"The  retailer  who  desires  to  possess  a 
good  sound  continuing  business  must  be 
fearless  and  conscientious  in  valuing  his 
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assets  at  the  end,  of  each  trading  period. 
The  period  ought  to  stand  its  own  ex- 
penses and  losses  (and  any  other  which 
crept  in  undetected  at  the  beginning) 
in  the  way  of  full  allowances  for  depre- 
ciation of  stocks — soiled  and  slow  mov- 
ing; unsaleable  stock  ought  to  be  at  once 
wiped  out,  not  just  a  little  off  each  year. 
Let  each  year  bear  its  own  burden. 

"Actual  bad  debts  should  be  written 
off.  Known  doubtful  debts  provided  for, 
and  a  safe  percentage  provision  made 
for  outstanding  debts  that  may  go  bad. 

"A  depreciation  of  say  10  per  cent, 
should  be  written  off  the  diminishing 
value  of  fixtures  and  fittings. 

"There  ought  to  be  shown  as  an  ex- 
pense, interest  on  the  entire  capital  sunk 
in  the  department  at  the  rate  of  say  5 
per  cent,  or  6  per  cent. 

"To  find  the  capital  sunk: — 

"Take  the  assets  (including 
goodwill)  of  the  previous  year's 
balance  sheet   

"Deduct  any  interest-bearing 
investments   or  loans    

"From  the  result  deduct  non- 
interest  bearing  trade  creditors 
only 

"Thus  leaving  the  amount  on 
which     to    calculate    the    5    per 

cent,  or  6  per  cent,  interest 

"The  suggested  standard  trading  ac- 
count and  profit  and  loss  account  is  in 
two  parts:  the  first  part  contains  the 
amounts  that  will  be  found  in  the  books 
of  the  business  in  their  respective  ac- 
counts. The  accounts  of  the  second  part 
— interest  on  capital,  depreciation  of 
fixtures  and  fittings,  bad  and  doubtful 
debts,  probably  will  show  less  amounts 
than  it  will  be  necessary  to  insert  in  the 
standard  form  to  cover  entire  working 
and  selling  expenses  of  the  period. 

"These  latter  items,  however,  must  be 
conscientiously  calculated  and  filled  in 
before  a  single  figure  is  put  down  for 
profit. 

"It  is  just  here  that  many  retailers 
have  deceived  themselves.  They  have  ig- 
nored the  facts  of  depreciations  of  stocks 
and  fixtures,  bad  and  doubtful  debts,  in- 
terest on  capital,  etc.,  and  thus  have 
found  a  small  balance  which  they  have 
termed  "profit,"  whereas  straightfor- 
wardness would  have  shown  a  loss.  (It 
has  been  known  for  traders  who  possess 
their  own  premises  not  to  charge  rent 
against  the  business  for  these  premises.) 

Regarding  Sales 

"Don't  include  any  fictitious  sales  in 
the  100  per  cent,  sales,  such  as,  for  in- 
stance, transfers  of  stock  at  cost  to  other 
departments,  i.e.,  the  circulating  library, 
expenses  incurred  for  customers  and 
charged  up  at  cost  in  the  sales,  etc.,  etc. 

"Abstract  such  items  from  gross  sales, 
placing  them  lower  down  in  the  trading 
account     against    the    contra    purchases 
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and  expenses  items,  as  indicated  in  the 
form. 

"Be  sure  your  percentages  are  calcu- 
lated on  bona  fide  sales,  though  possibly 
in  some  unfortunate  instances,  at  cut 
prices.  Retailer,  beware  of  giving  your 
goods  away!  Cut  prices  don't  help  pro- 
fits, though  sometimes  they  are  helpful 
in  cutting  losses. 

"The  summary  shows  the  three  ele- 
ments which  every  transaction  ought  to 
contain: — 

1.  The  percentage  paid  to  the  supplier 
of  stocks,  together  with  loss  by  depreci- 
ation, theft,  etc. 

2.  Its  proportion  of  all  working  and 
selling  expenses. 

"3.  Its  proportion  of  profit." 
Mr.  Stobbs  asserts  that  the  three  ele- 
ments are  seldom,  if  ever,  found  in  the 
shop  selling  new  books  only.  He  thinks 
it  probable  that  the  present  day  percen- 
tages are  as  follows: — 

Per  Cent. 
Purchase  cost  of  goods  sold  .  . .  76.00 

Working  and  selling  expenses    .  .     28  00 

104.00 
Profit    Nil 

104.00 
Deduct  sales    100.00 

Balance  short  of  even  covering 

expenses    4.00 

(Profit  out  of  question.) 

It  is  hoped  that  the  movement  will 
result  in  such  an  increase  of  efficiency 
in  buying  and  selling  methods  that  some 
such  percentages  will  ensue  as  the  fol- 
lowing:— 
Purchase  cost  of  goods  sold   ....     68.00 

Selling    expenses    22.00 

Profit 10.00 


100.00 
"It  is  surely  possible  for  booksellers 
to  get  closer  into  touch,"  says  Mr. 
Stobbs,  "adopting  some  such  standard 
form  as  here  suereested  —  loyally  and 
conscientiously  filling  in  the  entire  fig- 
ures, promptly  sending  in  their  copies 
under  number  or  sis'n  to  the  head  office 
of  the  Booksellers'  Association,  signify- 
ing the  district  from  which  they  come, 
there  to  be  incornorated  with  similar  re- 
turns of  hundreds  of  other  retail  book- 
sellers in  a  composite  trading  and  pro- 
fit and  loss  account  for  the  whole  book 
selling  trade  in  each  countrv.  This  would 
be  a  great  step  in  the  direction  of  arriv- 
in<?  at  fixed  selling:  prices  for  books, 
which  would  properlv  remunerate  author, 
publisher  and  retailer,  and  incidentally 
take  a  load  off  the  conscience  of  the  book 
buyin?  public.  Mr.  Stobbs  strongly 
ur^es  booksellers  for  the  sake  of  them- 
selves, their  families,  employees,  credi- 
tors, town  and  country,  to  eently  but 
firmlv  refuse  to  discuss  with  publishers' 
representatives  productions  which  bear  a 
less  discount  th^n  33  1/3  per  cent. — a 
discount  that  will  enable  the  bookseller 
to  live,  at  all  events." 

"While  this  procedure  mav  cut  the 
booksellers'  sales,  it  will  be  a  direct  bene- 
fit to  him,  as  many  of  these  sales  are 
'sure   losers.'      The   time   gained  will  be 


more  profitably  used  in  developing  the 
sales  that  pay  their  way  and  produce  a 
fair  profit,  which  should  be  a  real  cash 
profit  and  not  merely  represented  on  the 
shelves  by  an  increase  of  stock  beyond 
the  point  the  bookseller  has  determined 
is  a  safe  and  proper  amount  for  him  to 
carry.  Negative  purchases  and  sales 
should  be  cut,  and  positives  developed. 
Mr.  Stobbs  urges  the  realization  of  one 
of  the  great  objects  for  which  the  book- 
seller is  in  business,  viz.,  to  make  money 
fairly  and  honorably." 

When  these  extensive  urgings  resulted 
in  some  movement  on  the  part  of  the 
booksellers  along  the  lines  suggested, 
Mr.  Stobbs  addressed  a  subsequent  per- 
sonal letter  to  the  trade  as  follows: — 

"We  believe  that  sellers  of  new  books 
throughout  the  country  are  moving  (not 
before  time)  to  get  margins  on  the  sale 
of  books  which  will  adequately  cover 
selling  expenses  and  provide  a  fair  pro- 
fit. 

"There  is  no  doubt  that  many  books 
have  been  issued  on  terms  which  do  not 
even  go  near  covering  the  booksellers' 
costs,  although  it  is  hoped  for  the  sake 
of  trade  in  general  that  the  publishers 
in  fixing  the  prices  took  care  to  cover 
their  own  costs  and  profit  —  this  they 
should  have  done,  but  not  left  the  poor 
retailer  'undone.' 

"We  are  taking  the  trouble,  as,  to  our 
amazement,  we  have  seen  it  stated  that 
retail  booksellers'  working  expenses  are 
between  15  per  cent,  and  20  per  cent,  of 
their  sales.  We  do  not  know  how  these 
percentages  have  been  arrived  at,  but  we 
are  pretty  certain  there  is  no  new  book 
selling  shop  in  the  Kingdom  whose  en- 
tire working  and  selling  expenses  are  not 
nearer  30  per  cent,  than  20  per  cent.  In 
these  expenses  we  include  depreciation 
of  stocks  and  fixtures,  bad  debts,  inter- 
est on  capital  sunk,  and  all  other  ex- 
penses. 

"We  think  it  will  be  found  that  book- 
sellers run  other  goods  in  connection 
with  their  business,  such  as  stationery, 
fancy  goods,  second  hand  books,  etc.,  to 
make  a  profit  to  subsidize  the  new  book 
section.  It  is  deplorable  that  literature, 
of  all  thino;s.  does  not  in  many  cases 
even  pav  out  of  pocket  expenses,  let 
alone  a  fair  and  equitable  profit. 


"For  several  years  we  have  got  out 
trading  and  profit  and  loss  accounts  of 
our  various  departments,  and  we  find 
that  the  working  and  selling  expenses 
of  our  book  department  come  out  at 
nearly  28  per  cent,  of  the  sales,  which 
include  a  good  profitable  second  hand 
book  section,  nothing  included  in  this  28 
per  cent,  for  profit.  So,  the  reader  who 
knows  the  terms  of  publishers,  will  see 
that  we  have  been  paying  for  the  privi- 
lege of  stocking  many  of  the  publica- 
tions. 

"It  will  be  a  good  thing  if  every  book- 
seller sets  to  work  and  gives  close  at- 
tention to  this  serious  matter  of  com- 
prehensive "selling"  costs;  giving  care- 
ful thought  to  the  proper  depreciation 
and  cutting  out  of  slow  moving  and  un- 
saleable stock." 

In  order  to  put  the  matter  on  a  move 
scientific   basis,   Mr.    Stobbs   suggests: — 

1.  That  Publishers'  and  Booksellers' 
Associations  combine  to  engage  the  ser- 
vices of  good  up-to-date  retail  cost  ac- 
countants, and  have  them  go  into  the 
matter  of  retailers'  full  selling  expenses, 
both  of  the  small  and  the  large  dealer. 
The  result  of  this  ought  to  enable  the 
publisher  and  retailer  to  agree  to  a  fair 
discount  for  selling  expenses,  which  will 
have  to  be  increased  by  the  fair  profit 
percentage,  thus  arriving  at  a  fair  mini- 
mum discount  off  the  selling  price  of  a 
book,  to  safely  protect  the  straightfor- 
ward booksellers'  expenses  and  profit. 

2.  That  pending  the  results  of  the  in- 
vestigation the  minimum  discount  allow- 
ed by  publisher  to  retailer  be  33  1  3  per 
cent,  off  net  selling  prices. 

3.  That"  booksellers  should  steadfastly 
refuse  to  stock  books  which  are  publish- 
ed at  a  less  discount  to  the  retailer  than 
33  1/3  per  cent. 

4.  That  publishers'  invoices  to  retail- 
ers shall  show  net  selling  prices  with 
sellers'  discounts  deducted,  and  any  set- 
tlement  discount   indicated. 

5.  That  purchases  between  journeys  be 
the  same  as  journey  terms,  as  a  great 
leakage  in  booksellers'  profits  has  oc- 
curred here. 

6.  That  an  association  of  publishers 
and  retailers  be  formed  to  promote  the 
utmost  efficiency  of  the  book  trade  from 
author  throueh  publisher  and  retailer  to 
the  potential  book  buying  public. 


Business  Can  Be  Done  With  Vacationists 


VACATION  time  may  seem  to  be 
quite  far  away,  but  within  a  month 
summer  homes  will  begin  to  be 
occupied  and  within  two  months  the 
season  of  "ten  days"  or  "two  weeks"  va- 
cations will  have  begun  in  earnest. 

Now  what  are  you  going  to  do  to  a:et 
your  share  of  the  business  that  is  goin;;- 
to  be  done  in  supplying:  the  wants  of  the 
hundreds  or  perhaps  thousands  of  vaca- 
tionists going  from  or  coming  to  your 
town  or  city? 

This   question   of  vacation   trade   is   a 
mighty    big    one    and    stationers    should 
realize  the  big  things  that  they  can  ac- 
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complish  by  developing  this  business  in 
a  systematic  manner. 

The  hobbies  of  vacationists  are  varied. 
Many  are  "resorters,"  goine;  to  some 
lake  or  Muskoka  resort.  Others  are 
"trippers,"  goine;  down  the  St.  Law- 
rence, up  the  lakes,  or  some  other  attrac- 
tive holiday  route. 

Another  big  proportion  of  them  are 
"campers,"  who  want  to  get  all  the  ad- 
vantages and  enjoyments  of  life  out-of- 
doors. 

Manv  other  hobbies  misrht  be  cited,  but 
the  chief  of  them  should  have  the  most 
attention  by  the  retailer.  Those  that 
nave  been  named  each  bring  added  sales 
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prospects    for    the    bookseller     and     sta- 
tioner. 

The  windows  can  be  made  to  do  yeo- 
man service  in  attracting  attention  to 
these  goods  and  will  have  the  effect  of 
getting  people  to  anticipate  their  re- 
quirements and  make  their  purchases  be- 
fore they  go  away  instead  of  neglecting 
this  and  finding  it  necessary  to  purchase 
these  goods  after  they  get  to  their  des- 


tination. The  window  displays  should 
include  a  big  variety  of  articles,  among 
which  there  will  be  some  that  will  ap- 
peal to  all  classes  of  vacationists  as  well 
as  families  moving  to  summer  cottages. 
Little  liners  mij>'ht  be  run  in  the  news- 
papers repeatedly  calling  people's  atten- 
tion to  these  goods.  This  will  help  greai- 
ly  in  preventing  them  from  overlooking 
these  purchases  before  they  go  away. 


Speeding  Up  Sporting  Goods  Sales 


SPORTING  goods  in  some  stationery 
stores,  especially  in  the  spring,  con- 
stitute a  distinct  department  that 
seems  to  be  the  life  of  the  business — - 
sort  of  a  case  of  "the  tail  wagging  the 
dog,"  while  in  other  stores  with  equally 
good  opportunities  to  accomplish  things 
just  as  big  in  selling  these  goods,  the 
sporting  goods  "department"  comprises 
a  wire  waste  paper  basketful  of  rubber 
balls,  a  few  cheap  baseballs  and  bats, 
and  an  odd  tennis  racquet  or  two. 

Why  is  it  that  there  is  such  a  differ- 
ence in  the  view  taken  of  this  branch  of 


trade  by  different  retailers  in  the  same 
trade  ? 

In  the  case  of  some  of  those  who  now 
neglect  sporting  goods,  perhaps  they 
have  a  bogey  in  the  shape  of  a  recollec- 
tion of  some  long  past  experience  when 
they  were  loaded  up  with  too  many  ex- 
pensive items  which  they  eventually  had 
to  unload  at  sacrifice  prices.  But  is  it 
benefiting  by  such  experience  when  a 
merchant  thereafter  entirely  ignores  that 
class  of  merchandise? 

Almost  all  towns  afford  examples  of 
successful     merchandising     of     sporting 


goods  lines.  In  some  cases  a  retailer  is 
particularly  successful  with  baseball 
goods,  while  in  the  same  town  another 
merchant  builds  up  a  reputation  as  the 
place  to  buy  tennis  goods,  golf  supplies, 
fishing  tackle,  or  other  specialties. 

It  is  impossible  for  any  one  merchant 
to  corral  all  the  business  that  is  going, 
but  there  is  plenty  of  scope  for  all  and 
it  is  good  business  to  specialize  with 
certain  lines,  while  endeavoring  to  have 
an  adequate  stockq  of  all  classes  of 
sporting  goods  that  are  in  general  de- 
mand. 

A  good  scheme  that  is  followed  out 
each  year  by  some  dealers  is  to  keep  in 
close  touch  with  various  clubs.  Informa- 
tion as  to  reorganization  dates  may  be 
obtained  without  much  trouble,  and  it 
will  be  found  that  the  members  of  the 
different  clubs  will  appreciate  the  in- 
terest thus  shown  by  merchants.  This, 
naturally,  will  make  it  much  easier  to 
interest  the  members  of  such  organiza- 
tions and  get  their  business.  Besides 
independent  clubs,  there  are  many  school 
church,  and  factory  clubs,  baseball,  foot- 
ball, tennis,  etc.  All  these  should  be 
closely  followed  up. 


NEWS  OF  THE  TRADE 


Canadian-made  lead  pencils  are  now 
being  sold  in  New  Zealand. 

*  *     * 

Fire  caused  loss  to  the  extent  of  $1,- 
000  in  the  store  room  of  Keating's  Book- 
store,  St.  Catharines,  Ont.,  on  April  6. 

J.  H.  Burrows,  stationer,  Daysland, 
Alberta,  has  started  a  circulating  lib- 
rary in  his  store  and  charges  a  member- 
ship fee  of  one  dollar. 

*  *     * 

Harry  Riemer  has  severed  his  connec- 
tion as  editor  of  the  American  Stationer 
to  become  associated  with  the  editorial 
staff  of  the  Fairchild  Publishing  Co.,  of 
New  York.  Mr.  Riemer  was  formerly 
associate  editor  of  the  Paper  Trade 
Journal. 

*  *     * 

W.  W.  Grant,  a  director  of  Oliphants, 
Ltd.,  who  for  the  past  ten  years  has  been 
London  manager  of  this  firm,  and  the 
Fleming  H.  Revell  Company,  has  recent- 
ly been  appointed  manager  of  the  head 
offices,  at  100  Princes  street,  Edinburgh, 
which  are  also  the  Scottish  headquarters 
of  the  Cambridge  University  Press. 


M.  G.  HAY  LEAVES  TORONTO 

M.  G.  Hay,  one  of  the  best  known  of 
Canadian   stationers,   who   was    in   busi- 


ness for  many  years  in  St.  Thomas,  and 
who  for  the  past  four  years  has  ably 
filled  the  post  of  sales  manager  for  the 
Copp,  Clark  Co.,  has  resigned  that  posi- 
tion, leaving  Toronto  for  London,  On- 
tario, where  he  is  now  associated  with 
his  son,  J.  Bevan  Hay,  largely  in  an  ad- 
visory capacity,  in  connection  with  the 
successful  business  established  in  thar 
city  two  years  ago  and  known  as  Hay's 
Stationery,  which  has  been  developed 
into  one  of  the  largest  retail  stationery 
businesses  in  the  country. 

His  late  employers  and  all  his  associ- 
ates at  the  Copp,  Clark  Co.,  as  well  as 
the  local  members  of  the  trade  who  were 
continually  in  touch  with  Mr.  Hay,  were 
sorry  to  lose  Mr.  Hay  and  the  wish  is 
general  that  he  may  meet  with  con- 
tinued success,  health  and  happiness  in 
his  new  field. 

BUYS  WHITBY  BOOKSTORE 

The  long  established  business  con- 
ducted until  this  month  by  W.  J.  Allin, 
at  Whitby,  has  been  purchased  by  Ed- 
win Copp,  son  of  William  Copp,  vice-pre- 
sident of  the  Copp,  Clark  Co.,  of  Toron- 
to. Mr.  Copp  took  possession  May  1. 
BOOKSELLER  AND  STATIONER  ex- 
tends best  wishes  to  Mr.  Copp  for  suc- 
cess in  the  retail  book  and  stationerv 
field. 
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RUMSEY  STAFF  HOLDS  DANCE 

A  very  enjoyable  progressive  euchre 
party  and  dance  was  held  on  the  even- 
ing of  April  26,  by  the  employees  of 
Rumsey  &  Co.,  of  Toronto,  at  the  Davis 
Academy,  on  Davenport  Road.  The 
evening  was  a  most  enjoyable  one,  with 
about  sixty  young  people  in  attendance. 

Hugh  S.  Eayrs,  just  back  from  his 
initial  trip  through  the  Canadian  West 
for  Macmillan's,  is  a  living  illustration 
of  the  prosperity  that  has  come  again  to 
bless  the  West.  His  is  now  a  rotund 
form,  having  added  eleven  pounds  avoir- 
dupois while  away. 

M.  G.  McLean,  who  sells  "The  Allen 
Line,"  is  just  back  from  the  Great  West. 
He  is  somewhat  discomfited  by  the  pres- 
ence of  a  corn  on  the  second  finger  of 
his  right  hand,  said  callous  growth  be- 
ing caused  by  writing  out  orders. 

J.  Bowman,  Lancer,  Sask.,  is  starting 
a  stationery  and  book  store  in  this  new 
western  town. 


The  manufacturing:  plant  and  equip- 
ment of  Ralph  L.  Winans,  of  Berrien 
Springs,  Michigan,  has  been  transferred 
to  the  Buxton  &  Skinner  Printing  and 
Stationery  Co.,  of  St.  Louis,  Mo.,  and 
will  be  greatly  enlarged  and  made .  a 
part  of  the  big  St.  Louis  factory. 
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SPRING   AND  SUMMER  TRADE 

In  the  toy  and  novelty  department 
many  lines  of  goods  not  now  stocked 
by  the  average  book  and  stationery 
retailer  could  be  introduced  soon  prov- 
ing to  be  ready-sellers.  For  instance 
in  the  spring,  good  selling  lines  are 
kites,  skipping'  ropes,  toy  tennis  racquets, 
toy  garden  sets,  and  individual  tools  as 
well  as  many  other  articles  of  a  similar 
class.  Then  with  the  coming  of  summer 
and  the  holidays,  there  are  innumerable 
toys  such  as  sand  moulds,  sand  mills, 
sand  cranes,  pile  drivers,  sand  sieves, 
pails,  shovels,  sand  spades,  toy  sail- 
boats, including  sloops,  schooners,  rac- 
ing yachts  as  well  as  canoes,  life  boats 
and  other  craft. 

From  summer  toys  for  children  a 
natural  step  is  to  articles  that  make 
for  the  greater  comfort  and  enjoyment 
of  the  holiday  season  for  both  children 
and  adults.  Such  useful  articles  as  fly- 
swatters,  therefore  readily  suggest 
themselves  as  do  such  household  re- 
quisites as  shelf  papers,  and  various 
other  household  specialties  particularly 
suitable  for  summer  homes. 

Then  think  too  of  picnic  goods  and 
camping  requirements.  In  the  field  of 
paper  specialties  alone  there  is  a  wealth 
of  extra  business  to  be  done  by  means 
of  introducing  many  meritorious  items 
of  merchandise  which  would  find  a 
ready  sale  in  all  book  and  stationery 
stores. 

Of  course  when  it  comes  to  sporting 
goods  very  few  retail  stationers  have 
been  guilty  of  utterly  neglecting  this 
big  and  profitable  line.  Nevertheless 
very  few  of  them  have  begun  to  fully 
appreciate  the  enormous  extent  to 
which  this  branch  of  the  business  can 
be  developed  if  properly  exploited. 

Then  consider  also  the  possibilities  in 
the  selling  of  low-priced  phonographs 
for  summer  resort  and  camp  use. 
These  machines  will  call  forth  a  demand 
for  almost  as  many  records  as  do  the 
expensive   talking  machines. 

It  is  not  necessary  to  proceed  any 
further  in  reviewing  the  many  other 
items  which  can  be  successfullv  merch- 
andised in  the  summer  months,  thus 
spiking  the  guns  of  the  summer  slump 
bugaboo.  In  fact  there  are  so  many 
that  it  would  be  foolish  to  attempt  to 
do, justice  to  all  of  them.  The  thing  to 
do   is    to    "pick    the   winners" — the   par- 


ticular variety  of  goods  best  adopted  to 
the  locality  and  the  trade  conditions 
existing  in  the  town  in  which  a  store  is 
situated. 

Then  make  the  most  of  these.  Attract 
the  utmost  attention  to  them.  Adver- 
tise them  and  put  in  good  striking  win- 
dow displays.  Do  all  these  things  in  an 
unusual  way  so  as  to  get  people  talking 
about  them.  This  publicity  will  oil  the 
wheels  of  business  to  the  very  real  fin- 
ancial benefit  of  the  bookseller  and  sta- 
tioner who  has  in  the  past  all  too  often 
been  guilty  of  "quitting"  in  the  summer 
months  instead  of  redoubling  his  efforts 
so  as  to  keep  the  ratio  of  returns  up  to 
the  months  when  staple  business  is  in  a 
more    flourishing  state. 

DOG   AND   CAT  NOVELTY 

Another  new  toy  of  the  dog  in  kennel 
variety  has  appeared,  called  "The  Intell- 
actual  Pup."  The  pup  is  in  his  house, 
fastened  by  a  chain,  with  an  annoying 
cat  on  the  roof — you  shoot  the  cat,  and 
the  pup  jumps  out  of  the  kennel,  throw- 
ing open  the  gate,  and  barking  at  the 
same  time.  He  is  fierce  in  action,  but 
not  dangerous.  A  gun  is  furnished  with 
this   game. 

Hobbyhorse  checkers  is  a  new  game  of 
toy  men  and  hobbyhorse,  based  on  the 
universal  game  of  checkers.  It  is  easily 
played  and  is  a  most  engrossing  game. 


and  much  better  business  men. — The  Ar- 
gonaut. 


THE   DIGNITY   OF   THE   BOOKSELL- 
ER'S CALLING 

You  may  have  overlooked  the  dignity 
of  the  bookseller's  calling. 

The  bookseller  is  the  indispensable 
link  between  the  productive  brain  and 
the  eager  mind. 

Encourage  him.  Haunt  his  store.  Ask 
him  questions.    Buy  his  books. 

If  a  book  is  advertised  or  reviewed  in 
these  pages,  he  has  it. 

Sometimes  it  may  happen  that  he  will 
have  to  send  for  it,  but  he  will  do  it 
gladly  and  probably  can  procure  it  more 
promptlv  than  if  vou  sent  to  distant  cen- 
tres or  direct  to  the  publisher  with  whom 
you  have  no  account. 

Helo  to  make  the  book  store  the  in- 
tellectual centre  of  your  town,  an  auxi- 
liary to  your  schools  and  colleges,  a  sup- 
plement to  your  lecture  courses. 

We  speak  reverently  of  the  old-time 
bookseller,  but  the  best  present-day 
booksellers  are  just  as  good  bookmen 
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TOY   BUYER'S   THRILLING   EXPERI- 
ENCE 

(Continued    from    page    37). 
blinds  the  factories  can  keep  running  day 
and  night  if  they  can  get  the  help. 
Why  French  Output  Is  Low 

"As  regards  France  there  is  a  striking 
difference  from  the  state  of  affairs  in 
the  English  toy  industry.  In  France  the 
toy  industry  was  always  lai-gely  a  mascu- 
line industry,  and  it  has  been  found  im- 
possible to  get  the  French  women  to  as- 
sume the  work  while  the  men  are  at  war. 
They  will  make  soldiers'  garments,  and 
anything  for  the  soldiers,  but  not  toys. 
They  say  they  will  work  to  their  last 
ounce  of  energy  for  the  winning  of  the 
war,  and  will  attend  to  matters  of  com- 
merce afterwards.  So  the  French  toy 
industry  is  practically  at  a  standstill.  I 
ascertained  that  from  the  French  Consul 
who  told  me  that  it  was  no  use  to  visit 
France  in  search  of  toys  now,  even  if  I 
had  been  able  to  secure  a  passage  across 
the  Channel  while  I  was  in  England." 

In  spite  of  his  strenuous  experiences 
afloat,  and  plunged  into  deep  water  out 
of  sight  of  land  in  a  dark  February 
evening  with  an  enemy  submarine  lurk- 
ing beside  him,  Mr.  Holden  is  cheerfully 
looking  forward  to  his  next  visit  to  Eng- 
land, and  figures  that  the  war  can  hardly 
be  over  for  a  couple  of  years  yet,  so  that 
he  is  ready  to  take  the  sea  risk  again 
with  a  smile. 


CONVENTION  CANCELLED 

The  executive  of  the  American  Book- 
sellers' Association  has  cancelled  the 
1917  convention  which  was  to  have  been 
held  in  Boston  this  month.  This  action 
was  taken  because  of  the  United  States 
now  being  involved  in  the  war.  At  the 
same  time,  arrangements  were  made  to 
hold  the  next  regular  convention  of  the 
Association   in   Boston. 


The  Western  News  Co.,  succeeds  E.  L. 
Christie,   Regina,   Sask. 

R.  M.  Mobi.us,  Winnipeg,  has  moved 
from  Notre  Dame  Street  to  a  fine  new 
store    on   Portage   Avenue. 

The  proprietor  of  the  Globe  News  Co., 
572  Main  Street,  Vancouver  has  taken 
over  the  stand  of  the  Western  News  Co., 
and  has  named  it  the  National  News  Co. 


Toy  Buyer's  Thrilling  Experience  With  "Sub" 

Mr.    Fred.   Holden   Thrown  Into   Sea    With     Dislocated    Arm    When    Laconia    Was 
Torpedoed— Many  Companions  Drown --Elated  Over  British  Dolls  and 
Stuffed  Animals — French  Women  Kefuse  to  Make  Toys. 


FRED  G.  HOLDEN,  buyer  of  motor 
boats,  sporting-  goods,  toys,  etc.,  for 
Henry  Morgan  &  Co.,  Limited,  Mon- 
treal, is  professionally  a  judge  of  the 
seaworthy  as  well  as  the  selling  points 
of  a  boat,  but  since  his  return  from  his 
latest  visit  to  the  Toy  Markets  across  the 
Atlantic  he  is  more  than  ever  experi- 
enced as  to  boats,  for  he  passed  a  peril- 
ous night  at  sea'  in  one  of  the  boats  of 
the  torpedoed  S.S.  Laconia,  suffering 
from  a  dislocated  shoulder,  and  drenched 
through,  having  spent  about  twenty  min- 
utes in  the  wintry  waters  of  the  Atlantic 
swimming,  one-armed,  for  dear  life. 

The  first  boat  he  was  assigned  to  when 
the  liner  was  submarined  broke  a  fall 
rope  when  being  launched,  and  tipped 
her  complement  into  the  ocean  in  the 
darkness.  Twelve  were  drowned.  Mr. 
Holden  was  rescued  by  another  boat,  but 
his  disabled  shoulder  all  but  cost  him  his 
life  even  at  the  moment  of  rescue,  when 
endeavoring  to  clamber  into  the  rescu- 
ing craft. 

All  this  goes  to  show  that  to  be  a 
buyer  of  British  toys  in  the  days  of  the 
Great  War,  is  hardly  a  matter  of  mere 
child's  play.  But  Mr.  Holden  is  looking 
forward  to  making  another  trip  next 
year,  and  this  with  a  firm  conviction  that 
the  war  will  not  be  over  by  then  either. 
The  matter  of  Mr.  Holden's  little  adven- 
ture comes  first  in  this  account  of  his 
trip,  but  he  himself  puts  it  very  much  in 
the  background  when  talking  of  the  Brit- 
ish and  French  toy  business  as  at  pres- 
ent being  carried  on  or  affected  by  the 
conditions  of  war. 

Big  Labor  Shortage 

First  and  foremost  in  his  impression 
of  the  conditions  in  Britain,  comes  the 
idea  of  the  tremendous  labor  shortage 
which  affects  every  industry,  and  toy- 
making  with  the  rest.  Under  the  Na- 
tional Service  scheme  not  a  man  is  free 
to  secure  employment  in  any  line  whatso- 
ever until  he  has  satisfied  the  National 
Service  Board  that  he  is  absolutely  no 
possible  good  in  any  military  or  pro- 
ductive field  of  nationally  important 
work. 

"They  have  left  only  the  old  men  and 
the  young  boys,"  said  Mr.  Holden  to 
Bookseller  and  Stationer,  "and  what 
struck  me  very  sharply  indeed  was  that 
in  spite  of  the  efforts  of  the  toy  makers 
of  Britain  to  develop  the  industry  to  the 
exclusion  of  German  competition  after 
the  war,  there  are  still  long,  long  rows 
of  empty  work  benches  in  the  great  toy 
factories  of  England.  The  men  cannot 
be  obtained. 
Veteran   of   80   Years   Training   Younger 

"Valuable  work  is  being  done  by  the 
veterans  of  the  toy  making  trade,  old 
men,  from  eighty  years  of  age  and  up- 
wards who  used  to  be  skilled  in  the  old 
arts  of  toy-making  with  the  wood-block 
and    the    knife,    are    now    back    at    the 


benches,  and  going  round  amongst  the 
youngsters  teaching  them  invaluable 
methods  of  the  trade  which  were  known 
sixty  years  ago  and  more.  These  men 
had  retired  from  business,  and  were 
quietly  spending,  their  declining  years, 
but  the  call  of  Patriotism  stirred  them 
forth  to  the  old  tasks  yet  once  again. 
Patriotism  is  the  note  that  rings  through 
every  fibre  of  the  British  life  at  present. 

"Female  labor  is  being  used  at  every 
possible  turn,  and  all  kinds  and  classes 
of  women  work  side  by  side,  aristocrat 
beside  commoner,  all  united  for  patriotic 
effort.  It  is  a  most  remarkable  sight. 
All  England  seems  peopled  with  men  and 
women  who  have  their  hands  on  a  great 
rope  all  pulling  together,  and  if  they 
have  a  free  hand  anywhere  it  holds  an 
axe  for  the  man  who  dares  suggest  that 
they  should  be  doing  anything  different. 
They  are  out  to  win  the  war.  No  matter 
what  question  you  may  ask  in  Britain 
your  answer  will  in  some  way  contain  a 
reference  to  the  war.  There  is  no  other 
thought  over  there.  The  shortage  of  food 
was  evident  to  some  extent,  especially 
amongst  the  poorer  classes,  but  I  saw 
no  one  with  a  grouch. 

Tanks   and   Trenches 

"Naturally  the  toy  making  industry  is 
affected  by  the  war  spirit,  and  enormous 
quantities  of  the  toys  manufactured  are 
of  military  type.  Clever  models  of 
'Tanks,'  soldiers  in  all  Allied  uniforms, 
flags  and  guns,  guns,  guns,  in  all  possible 
varieties  were  predominant  in  the  toy  ex- 
hibitions. Model  trenches,  too,  were 
shown  in  all  sizes,  and  constructed  with 
marvellous  fidelity  to  detail. 

Wonderful  Aberdeen  Terrier 

"But  in  the  British  stuffed  animals  I 
saw  something  which  is  simply  unsur- 
passed in  the  toy  industry  of  our  time. 
For  the  first  time  in  all  my  toy  buying 
experience  I  saw  in  Britain  toys  which 
would  make  even  Steiff  green  with  envy. 
Here  is  one  of  them." 

Mr.  Holden  took  out  of  a  show  case  a 
wonderful  Aberdeen  Terrier  made  in  nat- 
ural colors  of  woozy  material. 

"Look  here,"  he  said,  "The  creature  is 
just  alive  with  springs.    See!" 

He  patted  the  doggie  on  the  head.  In- 
stantly the  tail  wagged  furiously,  and 
the  toy  began  to  try  and  put  its  paws  up 
on  his  arm.  He  clapped  the  dog's  back 
more  heavily,  and  the  animal  leaped  and 
danced  forward  a  veritable  Aberdeen 
Terrier  in  action. 

Snapped  These  Toys  Up 

"These  toys  are  made  by  girls,"  said 
Mr.  Holden.  "There  are  all  kinds  of 
them,  every  conceivable  animal,  donkeys, 
elephants,  dogs,  horses,  cats,  bears, 
everything  furry  that  the  kiddies  rejoice 
in.  And  all  are  as  perfect  as  this  one. 
Yet  the  whole  year's  output  of  that  fac- 
tory, and  it  is  some  factory — was  sold 
in  less  than  a  couple  of  months.  The 
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maker  got  guarantee  of  delivery  of  his 
materials  one  day  in  January,  and  by 
next  morning  had  his  prices  out.  Samples 
had  already  been  sent.  Thousands  of 
gross  of  these  goods  were  absolutely 
snapped  up  at  the  British  Toy  Fair.  The 
salesman  in  charge  had  no  time  for 
even  a  bite  of  lunch.  He  had  a  sandwich 
in  his  pocket,  and  did  his  best  to  control 
a  clamoring  crowd  of  buyers  between 
bites.  There  is  nothing  as  good  as  these 
animals  available  for  the  money  on  this 
side  of  the  water  and  the  best  that  Ger- 
many ever  could  make  is  distanced  by 
miles.  That  is  the  British  way  when  they 
do  things.  These  stuffed  animals  retail 
at  from  $1.75  up  to  $50.00.  They  are 
really  beautiful  toys. 

Lord  Roberts  Workshops 

"Another  toy  industry  worth  special 
attention  is  the  Lord  Roberts  Memorial 
Workshops  which  employ  only  disabled 
soldiers  or  the  women  and  children  who 
have  been  dependents  of  soldiers  killed  or 
disabled.  The  work  turned  out  by  this 
factory  is  wonderful.  The  employees  all 
get  good  living  wages,  and  are  most  com- 
fortably provided  for,  and  the  goods  find 
a  ready  market  everywhere. 

No  More  Ugly  Dolls 

"Then  there  are  the  new  British  dells. 
These  are  really  pretty  dolls.  There  are 
no  more  of  the  ugly,  glaring-eyed  cari- 
catures of  dolls  we  have  sometimes  had 
out  here  from  other  sources.  In  mate- 
rials, in  workmanship,  in  appearance, 
and  in  price,  dollar  for  dollar,  the  British 
dolls  can  now  compete  with,  and  surpass 
the  dolls  made  in  any  other  country  in 
the  world,  France  NOT  excepted.  They 
are  strong  dolls,  too,  not  'unbreakable' 
though.  As  a  matter  of  fact  I  have  still 
to  be  shown  the  really  unbreakable  doll. 
I  don't  think  it  exists. 

Many  Novelty   Lines 

"Besides  the  dolls  there  are  made  in 
Britain  the  most  attractive  lines  of  novel- 
ties for  dolls.  These  include  chairs  and 
tables,  and  little  sets  of  dressing  things, 
and  tiny  outfits  of  porcelain  goods,  and 
in  fact  all  the  pretty  little  things  chil- 
dren delight  in  for  their  dolls  and  dolls 
houses.  To  see  the  displays  made  in 
Britain  you  would  believe  you  were  right 
over  in  Leipzig  in  the  days  before  the 
war.  Germany  is  fairly  out  of  it  now  as 
to  dolls,  believe  me. 

"But  the  shortage  of  labor  is  a  tre- 
mendous factor  in  retarding  these  great 
developing  industries  in  competition  with 
the  former  German  menace  in  the  toy 
lines.  That  labor  shortage  is  hitting  the 
manufacturers  below  the  belt  every  time, 
and  until  the  end  of  the  war  it  will,  of 
course,  be  present.  There  is  the  dark- 
ness of  the  English  cities  now  at  night 
too  to  handicap  things  in  the  commercial 
world,  though  of  course  behind  drawn 
(Continued  on  page  36). 


Ontario  Library  Association's  Convention 


THE  17th  annual  meeting  of  the 
Ontario  Library  Association  which 
was  held  recently  at  the  Public 
Library.  College  St.,  Toronto,  was  mark- 
ed by  the  election  of  Miss  Mary  Black, 
Chief  Librarian  cf  the  Fort  William 
Public  Library,  as  President.  It  is  the 
first  time  this  honor  has  been  conferred 
on  a  woman  and,  judging  by  the  success 
she  has  made  of  the  Fort  William  Public 
Library,  which  is  one  of  the  most  effi- 
cient in  the  Assocfation,  the  Librarians  of 
Ontario  are  to  be  congratulated  on  their 
happy  choice. 

Other  officers  elected  are: — Vice-Pres- 
ident, F.  P.  Gavin,  B.A.,  Windsor;  D.  M. 
Grant,  B.A.,  Sarnia;  Secretary-Treasur- 
er, E.  A.  Hardy,  B.A.,  D.  Paed,  Toronto; 
Council,  W.  J.  Sykes,  B.A.,  Ottawa;  W. 
H.  Murch,  St.  Thomas;  Miss  B  Mabel 
Dunham.  B.A.,  Kitchener;  R.  H.  Bel- 
lamy, Mt.  Brydges;  J.  T.  Lillie,  B.A., 
Orillia;  Geo.  H.  Locke,  M.A.,  Toronto. 

Among  the  delegates  received  were 
Miss  Mary  Lake  of  Westmount,  Que., 
and  Miss  Ahern  of  Chicago,  each  of 
whom  delivered  a  short  address.  Miss 
Lake  urged  the  need  for  a  completely 
trained  staff  of  Librarians,  while  Miss 
Ahern  regarded  the  librarian  system  as 
an  integral  part  of  public  education  and 
said  that  the  aim  of  a  librarian  must  be 
to  find  the  matter  that  will  interest 
those  who  have  not  developed  the  library 
habit  and  suggested  that  the  Artisan 
class  ought  to  be  attacted  by  showing 
them  that  the  books  placed  at  their  dis- 
posal by  the  libraries  mi^ht  be  of  valu- 
able assistance  to  them  in  their  trades. 

Dr.  Locke  of  the  Toronto  Public 
Library  was  of  the  opinion  that  to-day 
the  libraries  should  pay  some  attention 
to  the  practical  side  of  life — Toronto,  he 
said,  is  assisting  in  the  production  cam- 
paign by  a  collection  of  books  on  gard- 
ening and  vegetable  growing,  and  other 
libraries  could  also  develop  this  side 
with  advantage.  He  complained  that 
niggardly  expenditures  upon  library  ac- 
commodation had  always  been  the  rule 
in  many  municipalities  and  urged  that 
every  librarv  is  worthy  of  the  most  lav- 
ish expenditure  the  municipality  can  af- 
ford. 

Dr.  E.  A.  Hardy,  in  his  annual  report 
seconded  this,  saying  that  in  his  opinion 
the  library  needs  of  the  Province  were 
not  being  adeauately  met  and  urged  that 
a  representative  Commission  be  appoint- 
ed by  the  Government  to  undertake  a 
study  of  the  question  of  library  exten- 
sion. 

A  resolution  was  adopted  urging  the 
organization  of  historical  museums  in 
connection  with  public  libraries.  This 
would  be  done  as  a  memorial  of  the 
semi-centennial    of   Conferedation. 

It  was  decided  to  ask  the  Government 
for  powers  of  selecting  and  purchasing 
sites  and  erecting  librarv  buildings,  to 
be  paid  out  of  the  general  taxes. 

An  amendment  to  the  Act  was  urged 
to  provide  for  an  obligatory  rate  for 
library   purposes   of  half  a   mill    on   the 


dollar  of  assessment  in  all  cities  ex- 
ceeding 100,000  population. 

A  further  resolution  was  endorsed 
setting  forth  that  accumulation  of  colos- 
sal wealth  in  times  of  war  should  not 
be  tolerated,  and  asking  the  Dominion 
Government  to  arrange  that  a  big  share 
of  the  burden  of  the  cost  of  war  be 
placed  on  those  to  whom  the  war  has 
brought  increasing  wealth — a  memorial 
will  also  be  forwarded  urging  that  uni- 
versal service  be  enacted,  as  the  accom- 
paniment of  universal  suffrage,  declar- 
ing that  when  the  need  arises  no  citizen 
should  be  allowed  to  decide  whether  his 
services  should  be  given  to  the  State. 

Speaking  on  the  ,  question  of  training 
library  assistants  Mr.  Hardy  advocated 
an  extension  of  the  school,  the  introduc- 
tion of  reading  courses  to  be  recognized 
by  the  Department  of  Education  and  the 
extension    of   the    institutes. 

Librarv  training  as  a  phase  of  library 
work.  Dr.  Hardy  said,  had  developed  in 
Ontario  more  thoroughly  than  in  al- 
most any  state  of  the  American  Union. 
In  conclusion,  he  pointed  out  that  in 
these  war  times  the  librarian  must  rank 
alongside  the  preacher,  the  teacher  and 
the  journalist,  as  a  necessary  vital  force 
to  nerve  the  nation  to  its  highest 
achievements  for  King  and  Country. 


THE    READING    PUBLIC    AND    THE 
CINEMA 

Albert  Cevalier,  writing  in  the  Eng- 
lish monthly,  "Books  of  the  Month,"  on 
"The  Reading  Public  and  the  Cinema." 
ends  his  article  with  this  paragraph, 
which  is  put  first  here  because  of  its 
sienificance: 

"Thoughtful  readers.  remembering 
that  the  eye  is  quicker  than  the  ear.  are 
not  likely  to  overlook  the  educational 
value  of  the  cinema,  though  zealots 
should  be  warned  to  keep  school  films  in 
the  school.  We  shall,  I  hope,  awake  in 
a  new  England,  whe^e  every  school  will 
have  its  cinema.  They  will  make  much 
of  the  drudgery  of  teaching  and  learning 
a  memory  of  the  bad  old  times  that  we 
are    leaving   behind." 

The  same  writer  had  the  following 
to  say  about  other  tendencies  of  moving 
pictures: 

"Of  the  many  inventions  which  are 
disturbing  our  rapidly  changing  civiliza- 
tion, the  cinema  comes  nearest  in  point 
of  interest  to  the  reading  public.  I  be- 
lieve an  appreciable  number  of  cinema- 
goers  have  joined  the  reading  public 
converted  by  what  they  have  seen  at  the 
cinema  theatre  since  film-producers  have 
found  congenial  subjects  among  stand- 
ard works  of  fiction. 

"Up  to  the  present,  the  attitude  of 
the  reading  public  towards  the  cinema 
has  been  for  the  most  part  mildly  toler- 
ant, but  I  am  sanguine  that  the  awaken- 
ing interest  of  a  more  critical  audience 
will  encourage  the  producer  of  films  to 
the  more  dignified  and  permanent  form 
of  his   art. 

When  the  cinema  was  in  its  infancy, 
these  producers  were  first  and  last  phot- 
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ographers;  they  thought  in  pictures, 
of  dramatic  values,  and  the  story  suffer- 
ed accordingly.  But  nowadays  recogniz- 
ed dramatists  are  called  in  to  supply 
scenarios.  The  old-time  producer  is  be- 
ginning to  realize  that  beautiful  pic- 
tures, alone,  will  never  make  a  play. 
Actors  experienced  in  the  arts  of  the 
theatre  are  now  engaged  in  place  of  raw 
amateurs,  so  that  no  dramatist  need  fear 
a  less  respectful  interpretation  of  his 
work  than  it  would  receive  under  the 
best  legitimate   management. 

"Historical  accuracy  in  a  film  may  be 
a  minor  quality  to  the  owner  of  a  small . 
cinema  theatre,  but  at  those  houses 
where  discriminating  and  cultivated 
tastes  predominate,  knowledge  and  good 
taste  is  expected  and  must  be  maintain- 
ed if  such  support  is  to  be  counted  on. 

"One  result  of  the  influence  of  the 
more  cultivated  public  has  been  in  the 
matter  of  the  rather  inartistic  "sub- 
title," though  there  is  still  room  for 
very  great  improvement  yet.  The  sub- 
title which  is  equivalent  to  the  synopsis 
of,  say  L'Enfant  Prodigue,  under  the 
influence  of  appreciative  readers  may 
easily  become  both  witty  and  wise;  the 
field  of  literature  lies  open  for  appro- 
priate quotations  to  say  nothing  of  the 
maintenance  of  a  consistent  grammati- 
cal standard  and  freedom  from  cliches." 


MOVIE-IZED  BOOKS 

In  connection  with  the  subject  of  co- 
operation between  motion  picture 
theatres  and  booksellers  BOOKSELL- 
ERS AND  STATIONER  learned  from 
the  Kleine  Film  Exchange  of  Toronto 
that  the  following  were  among  the 
"movie-ized"  books  at  present  being 
shown  in  moving  picture  theatres  in  dif- 
ferent parts   of  Canada: 

Quo  Vadis,  Vendetta,  Vanity  Fair, 
The  Rosary,  The  Circular  Staircase,  The 
House  of  a  Thousand  Candles,  The  Ne'er 
Do  Wells,  Graustark,  The  Prince  of 
Graustark,  The  Little  Shepherd  of  Bar- 
gain Row,  Skinner's  Dress  Suit,  The 
White  Sister,  Julius  Caesar  and  Elbert 
Hubbard's  Message  to  Garcia.  Another 
big  story  about  to  be  shown  on  the 
screen  is  "The  Trufflers."  This  partial 
list  is  sufficient  to  serve  as  an  illustra- 
tion as  to  the  diversified  variety  of 
books  that  have  been  adapted  for  the 
"movies."  The  established  interest  by 
reason  of  the  wide  popularity  of  the 
books  themselves  benefits  the  moving 
picture  theatres  but  many  people  who 
have  not  read  the  books  will  see  the 
shows.  The  opportunities  for  co-oper- 
ation between  the  moving  picture  pro- 
ducers and  the  booksellers  are  obvious. 
The  bookseller  who  does  not  take  the 
initiative  in  encouraging  such  co-opera- 
tion and  realizing  the  extra  business 
which  it  will  bring,  is  standing  in  his 
own  light. 

In  subsequent  issues  of  BOOK- 
SELLER AND  STATIONER  methods 
that  have  been  worked  out  advantag- 
eously will  be  set  forth. 


MERCHANDISING  METHODS 
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DO    PEOPLE    LOOK    IN    YOUR    WIN- 
DOW? 

There  is  some  good  horse  sense  about 
window  trimming  in  the  last  issue  of 
Dennison's  Bulletin.  The  whole  issue 
deals  with  window  backgrounds,  and  a 
series  of  suggestions  is  illustrated, 
showing  how  decorated  and  colored 
crepe  paper,  streamers,  cut-outs,  fes- 
toons, incandescent  lamps,  floral  decora- 
tions, hank  rope,  vines,  etc.,  may  be  uti- 
lized with  surprisingly  good  effect.  On 
this  subject  the  Bulletin  says: — 

The  longer  we  are  in  business  the 
more  we  are  coming  to  believe  'that  the 
store  window  properly  dressed  is  the 
best  advertising  medium  the  dealer  has. 

Just  stop  and  think  for  a  moment  what 
the  rent  of  all  the  show  windows  in  the 
country  would  amount  to!  We  also  claim 
that  the  window  is  the  most  general 
form  of  advertising,  the  most  direct 
form  of  advertising,  and  the  most  pro- 
fitable form  of  advertising.  We  want  to 
urge  upon  all  you  good  dealers  the  ne- 
cessity of  making  your  window  a  proper 
introductory  unit  to  your  store.  Don't 
fill  it  full.  Change  it  just  as  often  as  you 
can. 

We  do  not  expect  and  do  not  want  you 
to  use  Dennison  paper  all  the  time  for 
your  backgrounds  and  trims.  We  do 
want  you,  though,  to  realize  what  can  be 
done  with  it.  and  we  believe  that,  if  you 
will  show  this  Bulletin  to  the  hardware 
man,  the  grocer,  and  your  other  retail 
friends  on  your  street,  many  of  them  will 
also  be  interested  and  will  buy  then- 
window  trimming  material  from  you. 

BLOTTER     SUGGESTS     NEW     BUSI- 
NESS 

An  advertising  blotter  from  the  Stan- 
dard Paper  Manufacturing  Company,  of 
Richmond,  Va.,  tells  the  story  of  what 
has  happened  to  blotting  paper  since  the 
prices  of  other  papers  have  been  doing 
aviation  activities.  While  some  papers 
have  advanced  as  high  as  two  hundred 
per  cent.,  plain  blotting  Daper,  says  the 
Standard  Paper  Manufacturing  Com- 
pany, has  advanced  only  seventy  per 
cent.,  and  enameled  blotting,  but  fifty- 
five  per  cent.  After  this  information 
there  then  is  given  a  selling  talk  on  the 
advantage  of  using  blotters  as  direct- 
advertising  mediums.  This  same  idea 
could  advantageously  be  adopted  by  re- 
tailers in  advocating  the  use  of  blotting 
papers  for  use  as  stock  for  printed  mat- 
ter and  thus  blotting  paper  sales  may 
be  increased.  This  is  a  tip  not  only  for 
stationers  who  have  a  printing  plant  in 
connection  with  their  business,  but  for 
those    stationers    who    take    orders     for 


printing.  Most  stationers  already  have 
some  arrangement  whereby  they  get 
special,  quotations  from  printers  for  the 
execution  of  orders  in  the  way  of  visit- 
ing cards,  business  cards,  wedding  invi- 
tations, etc.  Why  should  not  this  be 
extended  to  other  classes  of  printing, 
both  society  and'  commercial,  as  well  as 
the  taking  of  orders  for  engraving,  em- 
bossing, lithographed  labels,  half-tones, 
and  other  commercial  work  of  a  special 
nature? 

A  NOVEL  IDEA 

A  novel  form  of  publicity  as  an  en- 
couragement to  booksellers  to  put  in 
window  displays  of  a  book,  is  the  offer  of 
the  publishers  of  Albert  Terhune's  new 
novel,  "Dollars  and  Cents,"  to  send  any 
bookseller  making  such  a  display,  a 
framed  reproduction  of  the  jacket  with 
a  real  dollar  bill  and  a  shiny  penny  un- 
der the  glass. 

WORK  PLUS  SERVICE 

There  is  no  middle  ground  in  business. 

A  house  must  either  go  forward  or 
backward. 

Recently  a  man  was  looking  for  a  nice 
business  that  he  could  easily  manage, 
with  an  office  where  he  could  entertain 
his  friends.  That  man  had  better  join 
a  club  and  have  his  friends  call  there. 

His  attitude  toward  his  business  would 
soon  be  like  that  of  the  old  country 
storekeeper  who  was  playing  checkers 
in  the  rear  of  his  store  when  a  customer 
entered.  The  farmer,  with  whom  he  was 
playing,  noticed  that  he  paid  no  attention 
to  the  customer,  remarked,  "Josh, 
there's  a  customer  in  the  store,"  where- 
upon the  storekeeper  reolied,  "Ss-h, 
don't  make  a  noise,  maybe  he  will  go 
out  again." 

You  have  noticed  this  same  lack  of 
attention  in  some  stores  that  you  have 
entered. 

A    LESSON    IN    BOOKSELLING 

A  prominent  Canadian,  the  general 
manager  of  one  of  the  great  banks  with 
its  head  office  in  Toronto,  who  was  in 
New  York  recently,  had  occasion  to  visit 
one  of  the  prominent  bookshops,  and  his 
experience  as  he  recounted  it  to  a  prom- 
inent publisher,  affords  a  good  lesson 
in  salesmanship  to  Canadian  booksellers 
and  their  assistants. 

Stopping  at  one  of  the  tables  with  a 
display  of  war  books,  a  salesman  ap- 
proached him  asking  whether  he  could 
serve  him.  The  visitor  replied  that  he 
was  simply  looking  about,  and  he  con- 
tinued perusing  the  volume  he  had  in  his 
hand,  but  out  of  the  corner  of  his  eye 
he  observed  that  the  salesman  had  not 
forgotten  him,  soon  coming  back,  re- 
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marking  that  this  particular  book  was 
one  of  the  very  best  that  had  been  writ- 
ten about  the  war,  following  this  up 
with  interesting  specific  information 
about  the  volume.  The  result  was  that 
the  bank  manager  left  the  store  with 
not  only  that  book,  but  half  a  dozen 
other  volumes  dealing  with  the  war. 


PRIZES  FOR  BEST  STORE  PLANS 

Readers  of  BOOKSELLER  AND 
STATIONER  will  recall  the  repro- 
duction in  a  recent  issue  of  the 
prize-winning  store  plans  in  the  contest 
held  at  the  1916  convention  of  the  Na- 
tion Association  of  Stationers  of  the 
United  States,  and  will  be  interested  to 
learn  that  another  contest  is  to  be  held 
at  this  year's  convention,  this  time  for 
plans  for  smaller  stores.  The  following 
prizes  are  being  offered: — 

$50.00  for  the  best  plan  and  suggestion 
for  the  display,  classification  and  loca- 
tion of  merchandise  for  a  store  approxi- 
mately 22  x  10  feet,  inside  measurement. 

$50.00  for  the  best  plan  and  sugges- 
tion for  the  display,  classification  and  lo- 
cation of  merchandise  for  a  store  ap- 
proximately 47  x  100  feet,  inside  mea- 
surement. 

$25.00  for  the  best  plan  and  sugges- 
tion for  a  display  case  for  showing  any 
kind  of  merchandise  sold  in  stationery 
stores. 

Requirements  of  the  Contest 

Plans  must  be  made  on  tracing  cloth 
and  drawn  to  a  scale  of  one-fourth  inch 
to  the  foot  and  for  a  14-foot  ceiling. 

Contestants  must  file  plans  with  Chas. 
N.  Bellman,  321  Superior  street,  Toledo, 
Ohio,  by  October  1,  1917.  The  plans  are 
to  be  the  property  of  the  National  As- 
sociation of  Stationers  and  Manufactur- 
ers and  will  be  on  display  at  the  next  an- 
nual convention  to  be  held  in  Chicago, 
October  15,  16,  17,  18,  19,  1917. 

A  committee  will  then  be  appointed 
and  prizes  awarded,  after  which  the 
plans  will  be  placed  in  the  hands  of  the 
Information  Bureau  of  the  Association, 
from  which  office  blue  prints  will  be  fur- 
nished members  at  a  nominal  cost. 

It  is  believed  that  this  contest  will 
bring  out  many  helpful  ideas  for  the 
trade. 

In  "Local  Color,"  by  Irvin  Cobb,  this 
popular  writer  interprets  varying  phases 
of  American  life,  bringing  to  his  work 
his  rare  qualities  of  perception  and  re- 
portorial  genius,  imagination,  and 
humor  which  have  given  him  his  peculiar 
and  enviable  position  in  the  world  of 
letters. 


Canadian  Buyers  Impression  of  Japan 

Making  Rapid  Advances  in  Silks.  Underwear,  Hosiery,  Toys,  Cutlery  and  Other  Lines 

Keen  Competition  For  Rest  of  World — Very  ('lever  Imitators — 
Curious  Business  Customs. 


BACK  from  Japan  after  a  buy- 
in-  trip,  that  has  occupied  sev- 
eral months  and  ready  to  re- 
turn, shortly  to  make  arrangements 
for  an  even  more  extensive  buying 
programme  for  next  season,  I  very 
gladly  accede  to  the  request  of  BOOK- 
SKI  ,LER  AND  STATIONER  for  an 
account  of  some  of  my  impressions  as 
in  the  conditions  of  manufacture  there 
and  the  influence  they  will  have  on  the 
export  ol  goods  to  Canada  and  other 
countries,  and  also  the  extent  to  which 
they  will  compete  with  the  manufac- 
turers of  this  country  and  the  rest  of 
the  western  world. 

One  is  struck  with  the  absence  of 
large  industrial  concerns  there.  The 
ordinary  factory  is  a  small  affair, 
and  very  often  goods  are  made  up  in 
the  homes  of  the  people.  One  doesn't 
rind  very  many  large  establishments 
with  thousands  employed,  such  as 
you  do  in  Europe,  and  to  some  extent 
in    Canada.      There    are,    of    course, 

very  large  munitions  works,  and  these  are  likely  to  be 
used  for  manufacturing  ordinary  lines  for  export  after 
the  war  is  over. 

Nor  is  there  much  organization  yet  among  the  manu- 
facturers. I  expected  to  find  Chambers  of  Commerce  like 
we  have  here  and  in  Europe  in  the  principal  centres,  but 
the  only  organization  I  could  discover  was  a  hranch  ol 
the  Department  of  Agriculture,  so  that  this  end  of  then- 
industrial  life  is  poorly  developed  so  far.  Another  diffi- 
culty is  that  so  many  of  the  men  who  are  turning  out 
goods  have  very  little  capital  and  have  to  depend  on  the 
banks  for  advances  when  big  orders  come  in  from  Am- 
erica and  Europe,  several  of  them  from  Canada  besides 
myself,  and  a  wonderful  development  will  take  place 
in   the   next   few   years  in   Japanese   manufacture. 

As  to  some  of  the  lines  in  which  Canadian  houses  are 
interested,  I  find  that  my  previous  impressions  as  to  their 
ability  to  turn  out  cheap  toys  was  quite  correct.  Accord- 
ing to  their  present  development  they  will  soon  replace 
the  cheaper  lines  of  German  toys  that  flooded  the  world 
before  the  war.  They  are  extremely  ingenious,  as  we  all 
know,  have  been  imitating  these  toys,  and  are  turning 
them  out  in  huge  numbers  and  at  prices  that  will  more 
than  meet  the  German  prices  before  the  war. 

As  far  as  dolls  are  concerned,  there  has  been  a  criti- 
cism of  their  output  on  the  ground  that  they  sent  us  dolls 
with  Japanese  faces  and  which  were  unfamiliar  to  the 
children.  They  are  working  to  get  rid  of  the  handicap 
and  have  samples  of  dolls  from  every  country  in  the  world 
there  now  and  are  working  on  them  and  are  turning  out- 
lines that  will  satisfy  the  people  in  the  different  coun- 
tries because  they  represent  the  type  of  face  and  dress 
to  which  they  are  accustomed. 

In  regard  to  hosiery,  they  are  turning  out  all  kinds, 
men's,  ladies',  and  children's.  They  are  also  turning  out 
ladies'  waists  and  other  lines  for  export.    I  heard  of  one 


Canadian  manufacturer  who  actually 

sent  over  some  stuff  to  be  made  into 
ladies'  waists.  .Many  ties  are  bein^ 
turned  out  and  they  are  going  exten- 
sively into  underwear  and  already 
have  exported  some.  Indeed  I  found 
that  they  would  make  anything  you 
want.  Just  give  them  the  sample  and 
they  will  do  their  best  to  turn  out 
an  equivalent.  They  showed  me  some 
cheap  unbleached  cotton,  which  is  far 
below  the  prices  we  have  ever  been 
accustomed  to. 

In  fancy  goods,  of  course,  they 
have  always  been  strong  and  are  com- 
ing out  increasing  their  lines.  They 
are  going  extensively  now  into  the 
higher  class  of  silks  and  one  sample 
of  taffeta  which  they  made  was  sent 
over  to  Switzerland  and  this  dealer 
said  he  thought  it  was  made  in  Swit- 
zerland, the  quality  was  so  high.  This 
particular  piece  could  not  be  laid  down 
in  Canada  under  $1.85  to  $2  a  yard, 
yet  I  bought  this  in  a  retail  store  in 
Japan  for  $1.  They  are  going  into  the  making  of  crepe 
de  Chine  and  crepe  Georgette,  and  other  lines,  and  will 
soon  be  formidable  competitors  with  European  countries, 
although,  of  course,  there  is  a  difficulty  yet  in  getting 
expert  workmen. 

One  of  the  most  impressive  things,  something  that  is 
suggestive  of  a  menace  to  Canadian  industry,  as  well  as 
that  of  other  countries,  is  the  cheapness  of  the  labor,  ex- 
traordinary cheapness.  I  was  informed  from  what  I  feel 
to  be  good  authority,  that  a  woman  worker  in  a  silk  mill 
receives  only  $3.75  in  our  money  for  one  month's  work. 
Not  only  do  they  work  very  cheaply,  but  they  work  lon- 
ger hours  than  we  are  accustomed  to — 7.00  a.m.  to  8.00 
p.m.  in  many  cases — and  they  have  crowded  together  in 
very  small  space  half  a  dozen  looms  where  we  would  have 
probably  not  more  than  two.  I  wondered  at  how  the 
girls  worked  in  and  out  among  the  machines,  the  pulleys 
and  the  belts,  without  being  caug'ht  in  them.  Nevertheless, 
they  have  a  Workmen's  Compensation  system.  Adding 
to  their  cheap  labor  their  national  characteristic  of  being 
persistent,  never  knowing  failure,  keeping  on,  working 
out  towards  perfection  on  the  samples  that  they  receive 
from  other  countries,  and  we  have  an  element  that  will 
become  a  very  important  one,  and  more  so  every  year,  in 
connection  with  manufacture. 

The  Japs  I  found  would  not  only  make  anything  you 
want,  but  a  good  many  of  the  smaller  firms  would  put 
any  stamp  on  it  that  you  wanted  them  to.  even  to  "Made 
in  Canada."  I  could  buy  soap  there,  the  quality  that 
would  burn  your  face  off,  but  still  it  would  be  marked. 
"Pear's  Soap."  There  is  another  point  somewhat  along 
the  same  lines  that  I  found  in  dealing  with  the  smaller 
men,  not  the  larger  ones,  that  is,  that  they  do  not  seem 
to  realize  the  value  or  the  meaning  of  a  contract.  They 
will  sell  you  goods,  or  agree  to  sell  you  goods,  and  it*  a 
buyer  comes  along  and  gives  them  a  higher  price,  many 
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of  them  will  sell  to  him.  Mind  you,  they  will  tell  you 
they  have  done  so.  They  are  quite  honest  about  it,  and 
frank,  and  that  is  more  than  some  other  manufacturers 
will  do.  They  will  sell  and  won't  tell.  The  Jap  of  this 
small  business  type  finds  it  hard  to  understand  how  it  is 
that  we  buyers  will  agree  to  pay  them  a  certain  price  and 
then  keep  to  our  bargain  even  if  the  market  price  g'oes 
down,  as  it  often  does  in  the  case  of  silks. 

From  an  industrial  standpoint,  the  Japs  at  present 
are  disorganized;  but  since  the  outbreak  of  the  war  they 
have  been  trying  hard  to  overcome  this  handicap.  I  fee] 
that  in  a  very  few  years  the  competition  of  Japan  will 
be  more  in  evidence  than  was  Germany  before  the  war. 


Japan  has  an  abundance  of  cheap  labor,     The  people  are 
patient,  persistent  and  industrious. 

One  thing  that  struck  me  as  rather  peculiar  in  the  big 
cities  was  the  system  of  numbering.  They  use  the  block 
system  of  numbering.  For  instance.  Jap  Japolo's  ad- 
dress is  "Jap  Japolo,  274  Yokohama."  This  means  that 
Jap  -Japolo  is  located  in  block  No.  274,  and  there  is  no 
way  of  telling  in  which  part  of  the  block  he  is  Located. 
You  simply  have  to  hunt  up  Block  274  and  travel  around 
the  block  until  you  find  him.  Canadian  firms  buying  from 
Japan  should  have  a  representative  there,  of  necessity 
working  on  commission,  who  will  receive  the  goods  and 
O.K.   them    for  payment. 


Taking  Goods  on  Consignment 

By   WALTER   E.   LEAR. 
Registered    in    accordance  with   the   Copyright   Act   by    W.   E.   Lear. 


"•"""><  OOD  morning,  Mr.  Merchant,  I  am  Mr.  Wind- 
f  t  jainber,  representing  the  Great  Windjambinu 
Manufacturing  Company,  Ltd.  I  have  here  sam- 
ples of  our  latest  product,  the  'Windjammer  double-back 
action  peanut  cracker,'  and  I  would  like  to  load  you  up 
with  a  car  lot  or  two." 

All  our  readers  know  the  rest  of  the  story  off  by 
heart.  They  have  heard  it  over  and  over  again,  and  told 
in  as  many  different  ways  as  different  windjambers  have 
called  upon  them.  Nowadays  a  merchant  seldom  lets  a 
windjamber  load  him  up  with  a  lot  of  any  kind  of' "extra 
specials,''  notwithstanding -the  solemn  warning  that  the 
"moss  of  antiquity''  will  soon  en  vine  his  business,  if  he 
does  not  lay  in  a  full  line  of  Windjamber 's  latest  pro- 
ducts. 

While  the  modern  store  is  no  longer  decorated  with 
the  famous  checker-board,  the  ash  box  and  chair  warm- 
ers, likewise  the  modern  windjamber  has  adopted  new 
methods  of  working  off  his  goods.  When  the  merchant 
refuses  to  buy,-  the  modern  windjamber,  like  the  Good 
Samaritan,  offers  to  help  the  merchant  out  of  the  utter 
ruin  which  awaits  him,  by  leaving  a  quantity  of  his 
"Coney  Island  red-hots"  with  the  merchant,  to  be  sold 
on  commission.     New  bait  often  catches  a  fish. 

Now  the  question  arises,  what  are  the  legal  rights  and 
liabilities  of  the  merchant  if  he'  bites  the  hook?  In  the 
first  place,  the  merchant  does  not  buy  the  goods,  there- 
fore he  does  not  own  them.  He  simply  has  the  right  to 
sell  them  for  the  owner;  he  is,  in  fact,  only  an  agent  of 
the  owner;  therefore,  the  law  applicable  is  that  of  prin- 
cipal and  agent.  Whenever  a  dispute  arises  between  the 
principal  owner  and  agent  merchant,  it  must  be  decided 
according  to  the  terms  of  the  agreement  entered  into 
between  the  parties. 

As  no  two  of  these  consignment  agreements  are  the. 
same,  it  is  impossible  for  me  to  give  you  definite  advice 
regarding  them.  However,  I  hope  to  give  you  some  gen- 
eral advice  which  will  be  useful  to  you  in  such  cases. 
Some  agreements  are  verbal  only.  These  are  always  un- 
satisfactory to  both  parties,  and  in  case  of  dispute,  a 
judge  will  have  to  decide  on  the  oral  evidence  of  the 
parties.  It  is  better  by  far  to  put  your  agreements  in 
writing,  but  here  let  me  warn  the  merchant  that  the 
printed  contracts,  carried  by  the  different  windjambers, 
have  all  been  drafted  by  expert  lawyers,  and  you  may 
rest  assured  that  the  interests  of  the  principal  owner 
have  not  been  overlooked.  They  are  all  made  to  look 
perfectly  fair  and  reasonable,  but  before  you  sign  one  I 
would  advise  you  to  step  around  the  corner  and  consult 
your  solicitor.     Any  lawyer  can  keep  you  out  of  trouble. 


but  it  takes  a  mighty  good  one  to  get  you  out  of  a  bad 
bargain  after  you  have  entered  into  it  in  writing. 

These  printed  contracts  are  often  unreasonable.  While 
in  all  eases  of  taking  goods  for  sale  on  consignment  the 
merchant  should  keep  accurate  account  of  all  goods  re- 
ceived and  sold,  and  should  remit  promptly  in  accord- 
ance with  his  agreement  with  the  principal  owner,  still 
some  of  these  agreements  provide  that  in  case  the  mer- 
chant fails  so  to  do,  then  the  principal  owner  has  the 
right  to  treat  the  consignment  as  an  actual  sale  and  de- 
mand payment  in  full  for  the  entire  consignment.  Then 
the  merchant  rinds  that  he  has  bought  a  lot  of  goods 
which  he  never  intended  to  buy. 

The  question  of  insurance  may  also  become  a  burden 
to  the  merchant.  Many  consignment  agreements  provide 
that  the  merchant  will  insure  the  goods  on  consignment. 
An  ordinary  merchant  will  reason  with  himself  that  he 
carries  sufficient  insurance,  but  most  policies  do  not  cover 
goods  belonging  to  a  person  other  than  the  insured.  In 
case  of  fire  the  merchant  finds  that  the  goods  he  had  on 
consignment  were  not  covered  by  his  insurance,  and,  as 
they  were  destroyed,  he  has  to  pay  for  them  out  of  his 
own  pocket.  A  good  plan  for  the  merchant  to  adopt  would 
be  to  tell  the  principal  owner  to  insnre  the  goods  him- 
self if  he  wants  them  insured. 

Some  consignment  agreements  provide  that  in  case 
the  agent  merchant  becomes  insolvent  or  makes  an  assign- 
ment for  benefit  of  creditors,  then  the  principal  owner 
may  elect  to  treat  the  consignment  as  a  sale  and  rank 
on  the  estate  as  a  creditor.  In  case  the  principal  owner 
were  in  deep  water,  or  if  the  liabilities  of  the  agent  mer- 
chant were  not  great,  and  if  the  goods  were  invoiced  at 
a  high  price,  then  it  might  be  profitable  for  the  principal 
owner  to  elect  to  become  a  creditor.  In  such  case  the 
agent  merchant  may  be  placed  in  a  much  worse  position 
than  he  had  anticipated. 

Notwithstanding  the  care  with  which  many  of  these 
consignment  agreements  have  been  prepared,  there  is  an 
agitation  in  favor  of  seeking  legislation,  providing  for 
the  registration  of  them'  in  the  same  manner  as  chattel 
mortgages  are  recorded.  I  think  that  merchants  will  be 
well  advised  if  they  oppose  any  such  legislation.  Con- 
signment vendors  have  already  more  protection  under  the 
law  than  to  my  mind  seems  fair.  Their  goods  cannot  be 
seized  for  the  debts  of  the  agent  merchant,  and  in  case 
of  an  assignment  for  benefit  of  creditors,  they  can  take 
their  goods  out  of  the  stock.  This  should  not  be  permit- 
ted. They  have  no  more  moral  right  to  take  their  goods 
out  of  a  stock  than  has  any  other  unpaid  vendor  of  goods 
who  can  identifv  the  goods  sold  bv  him. 
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New  Goods  Described  and  Illustrated 


NEW  ROTARY  CARD  HOLDERS 

An  elaborate  catalogue  setting  forth 
in  a  most  attractive  manner  the  different 
features  of  the  Zenith  card  systems, 
comes  from  the  Zenith  Systems  Corpor- 
ation, of  Tonawanda,  N.Y.  It  teJls  the 
story  of  this  firm's  "scientific  card  sys- 


The    Keyboard    Kardex,    one    of    a    series    of    new 

revolving  filing  card  holders  put  out  by  the 

Zenith    Systems   Corporation 

tern,"  and  the  catalogue  is  a  remarkable 
revelation  of  the  possibilities  of  card  re- 
cords in  the  office.  The  system  is  de- 
signed to  be  adapted  to  more  than  four 
hundred  different  lines  of  business.  The 
illustration  which  is  presented  herewith 
through  the  courtesy  of  Mr.  Rand,  of 
Zenith  Systems,  illustrates  one  of  the  ro- 
tary models  of  card  holders. 

The  catalogue  also  presents  illustra- 
tions and  descriptions  of  display  racks 
in  sizes  36  x  18  and  24  x  12  inches,  to- 
gether with  facts  about  these  models 
equipped  with  an  electric  motor  drive 
causing  the  stringing  panels  to  revolve 
as  slowly  as  desired. 

NEW  SHELF  PAPERS 

"Just  Enough"  is  the  significant  name 
of  a  package  of  shelf  paper  introduced 
by  Warwick  Bros.  &  Rutter,  to  retail 
at   five   cents.      A    ten   cent   package    is 


called  "Snowdrift,"  and  is  a  wider  paper. 
They  are  15  feet  long.  In  the  days  be- 
fore the  war  the  shelf  papers  sold  in 
this  country  were  largely  of  German 
manufacture. 

A  NEW  "TICKLER" 

The  Instant  Capacity  File  is  the  name 
given  to  a  new  product  of  the  Byrne 
Publishing  Co.,  of  27  East  Monroe  street, 
Chicago.  It  holds  commercial  sized  pa- 
pers, lies  flat,  opens  at  the  end  and  each 
compartment  division  has  a  margin  suf- 
ficient to  carry  a  label  as  to  its  contents. 

BATTALION    CREST   SHIELDS 

The  accompanying  illustration  is  of  a 
new  crest  shield  just  brought  out  by  the 
Pugh  Specialty  Co.,  of  Toronto.  These 
are  made  up  to  feature  different  batta- 
lions. Thus  the  friends  and  relatives  of 
members  of  a  battalion  of  a  certain  town 
may  buy  these  crest  shields  in  the  stores 
of  that  town,  these  crests  bearing  the 
name  and  number  of  that  battalion  and 
being  available  in  different  colors.  The 
work  is  known  as  "art  process."  These 
crest  shields  have  metal  tops  and  han- 
gers.    They  retail  at  25c  each. 


WHO  MAKES  IT? 

Q. — Who  makes  self-inking  stamp 
pads? 

A.— R.  A.  Stewart  &  Co.,  201  Broad- 
way, New  York;  Wm.  A.  Force  &  Co., 
535    Pearl   street,   New   York;    Cushman 


&  Dennfson  Manufacturing  Company, 
240  West  23rd  street,  New  York;  Traut 
&  Hine  Manufacturing  Company,  1 
Union  Square,  New  York;  the  Seymour 
Conover  Company,  350  Broadway,  New 
York  city. 

Q. — Where  can  I  buy  war  maps? 

A. — The  Scarborough  Co.  of  Canada, 
36  James   Street  North,  Hamilton,  Ont. 

Q. — Can  you  give  us  the  names  of 
manufacturers  of  false  faces? 

A. — Dessart  Bros.  503  Metropolitan 
Ave.,  Brooklyn,  N.Y.;  Arthur  Otto  Com- 
pany, 43  E.  20th  St.,  New  York  City; 
Kuorpp  Candy  Co.,  60  School  St.,  Brook- 
lyn, N.Y. 


BOOK  NEWS 

Herbert  Spencer.  By  Hugh  Elliot,  in 
Makers  of  the  Nineteenth  Century- 
Series,  London,  1917.  Constable  &  Co. 
A  lucid  summary  of  Herbert  Spencer's 
contributions  to  the  thought  of  the  nine- 
teenth century,  is  the  purpose  and  re- 
result  of  Mr.  Elliott's  offer  and  of  his 
intimate  knowledge  of  Spencer's 
life.  There  is  no  doubt  but  that 
Spencer's  system  of  philosophy  in- 
fluenced England  and  America;  even 
Spencer's  opponents  have  to  reckon 
with  it.  In  the  field  of  science,  Spencer 
succeeded  in  popularizing  the  evolution- 
ary ideas  that  sprang  up  in  his  age.  His 
work  in  sociology  and  political  science  in 
which  he  was  wedded  to  individualism 
and  opposed  to  state  interference  of  all 
kinds  was  however  the  most  important 
of  his  contributions.  However,  few  of 
Spencer's  ideas  are  how  acceptable.  Mr. 
Elliot's  treatise  succeeds  in  discussing 
the  whole  range  of  nineteenth  century 
thought  with  Herbert  Spencer  as  the 
point  of  departure.  The  result  is  there- 
fore very  suggestive.  That  Spencer  al- 
ways stood  for  peace,  lends  current  in- 
terest to  the  volume  at  hand. 

Holman  Day  has  done  some  very  fine 
work  in  his  new  book,  "Where  Your 
Treasure  Lay."  It  is  a  sea  tale  and 
abounds  in  humor  of  that  quality  which 
has  been  the  delight  of  the  many  readers 
who   enjoyed   his   previous  books. 


ii 


EQUAL  TO 
BRITLING 


?> 


If  anybody  had  come  along  and  told  you  that  your 
biggest  book  from  last  Fall  till  now  would  have  been 
"Mr.  Britling,"  you  would  have  been  skeptical.  But 
it  was.  Why?  Because  people  were  looking  for  a 
war  story  of  power  and  discernment,  and  "Mr. 
Britling"  filled  the  bill. 


Now  comes  a  novel  which  equals  it.     Our  advance 

sales  have  been  much  heavier  than  we  thought  for. 

The  name  of  the  book  is  "CHANGING  WINDS,"  by 

St.  John  Ervine. 

We  knew  the  drawing  power  of  "Mr.  Britling." 

You  made  amazingly  good  on  it. 

We  tell  you  confidently  you  will  equal  your  sales  of 

"Mr.  Britling"  by  those  of  "CHANGING  WINDS." 

To  those  of  vou  who  haven't  got  it, — one  question: 

HOW  MANY  COPIES? 

The  Macmillans  publish 
(his  too! 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


WELDON  ROBERTS'  CIRCULAR  ERASER,  995     . 

There  is  no  finer  rubber  eraser  made  than  WELDON  ROBERTS'  CIRCULAR  ERASER,  No. 
995  The  typewriter  operator  to  whom  it  is  introduced  uses  it  ever  after.  Its  fine  erasive 
qualities,  convenient  shape  and  thin  edge  have  made  it  the  favorite  of  "those  who  know." 
By  stocking  this  style  you  build  on  a  quality  basis;  you  insure  the  permanent  custom  of  the 
user. 

Packed   one   gross    cartons,   each   containing    12    neat   boxes   of   one   dozen    erasers ;    also    carded   packing    in 

half-gross  boxes  of  6  one-dozen   cards. 


Weldon  Roberts  Rubber  Co.    Newark, New  jersey,  U.S.A. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 


The  Carter's  Ink  Co. 


356   St.   Antoine  Street 


Montreal,   Que. 


gpc 


>°% 


Sells  on  Sight! 

While  the  public  is  roused  to  red  hot 

keenness  of  interest  in  the  colossal  war 
struggle  of  1917,  stir  up  your  map  sales 


with 


Scarborough's 

New  1917 

Frontier  Atlas 

of  the 

European  War 

Many  new  war  map  features.  Popular 
price.  First  issue  now  ready.  Tremendous 
seller.     Order  to-day. 

•     *     * 

We  supply  and  make  all  kinds  of  maps — 
road  maps,  motor  guides,  commercial  maps, 
atlases. 

The  Scarborough  Company 
of  Canada,  Limited 


i  Hamilton  ' 

J       $r>nt  — .—  innr  — .— Tim  —  mn<  —  mm  — .—  xtr*  — .—  lorsfl 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED     BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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A   CANADIAN 

COOK 
BOOK 

"The     Toronto" 

One  that  will  be  appreciated 
by  the  Housewives  of 
Canada. 

Retails  At  One  Dollar 

Liberal  Discounts  to  the 
Trade. 

IMPERIAL  NEWS  COMPANY 

LIMITED 
25  4   LAGAUCHIETERE    STREET  WEST 

MONTREAL 


Cane's  Canadian- 
made  Pencils  will 
take  with  your 
trade 


Because  every  pencil  in  the  series  is 
tip-top,  fully  equal,  if  not  superior  to 
the  imported  lines. 

And  our  attractive  looking  display 
cards  will  draw  your  customers'  atten- 
tion to  the  fact  that  they  can  now  buy 
best  quality  pencils  that  are  strictly 
Canadian-Made. 

Write  now  for  one  of  these  cards.  Hang 
il  in  your  store  and  watch  results. 


The  Wm.  Cane  &  Sons 
Co.,  Limited 


Newmarket 


Canada 


Winnipeg  Cook  Book 


We  have  the  agency  for  Western  Canada  for 
the  Winnipeg  Cook  Book,  by  Mrs.  E.  J. 
1'owell.  It  gives  352  Canadian  recipes,  and 
has  ;i  special  department  devoted  to  Toilet 
Talk  and  Sick  Room.  It  differs  from  British 
and  American  cook  l»ook>  in  that  the  recipes 
are  purely  Canadian.  Your  customers 
demand  a  Canadian  cook  hook,  and  have 
hitherto  been  compelled  to  put  up  with 
imported  ones.  The  Winnipeg  Cook  Book 
caters  to  small  families. 

Price  55c:  comes  in  neat  box  ready  to  mail,  and 
retails  at  $1.00. 

Hodder  &  Stoughton's 

well-known  shilling  novels  at  24c.  This  line  in- 
cludes titles  by  the  best  authors,  some  of  which 
have  not  been  published  in  shilling  form  hereto- 
fore. 

SIXPENNIES 

We  have  in  stock  a  shipment  of  sixpennies  by 
the  best  authors,  at  $11.00  per  hundred. 

IMPERIAL  NEWS  COMPANY 

LIMITED 

WINNIPEG 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window  dressing,  where   to   buy  stock,  etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO., 


118  East  28th  Street 
NEW  YORK 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WELL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 
Special  Service    Department 
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The 

TERRY 


' '  Avecta 


Pen    or    Pencil     Clip 


ill  bring  you  good  returns.      Send 
for  terms  and  sample  NOW 


Pat. 

Kegd 


Herbert  Terry  &  Sons 


The   Sprine    and    Pressvvork   Specialists 
REDDITCH  ::  ENGLAND 


,  Ltd.   /"/ 

I 


Business  that's 
worth  getting 

To  swing  the  trade  of  the  larger  con- 
sumers your  way  you  need  to  connect 
with  a  firm  of  well-established  prestige, 
possessing  the  facilities  necessary  to 
give  your  trade  satisfactory  service 

The  Globe-Wernicke  office  supplies  are 
favorably  known  everywhere  and  deal- 
ers representing  them  -are  in  a  position 
to  cater  to  every  requirement  of  the 
trade  and  to  reap  corresponding  big 
profits. 

We  make  everything  for  the  up-to-date 
business  office.  Our  price  list  will  show 
you  how  you  can  profit  by  Globe- 
Wernicke  popularity.    Send  for  it. 

3hz  Slobe^rDtck*eo.£t6. 

STRATFORD,  ONT. 


».  vvowV^5*V=?2&  ^^ 


Patented  Dec.  7,  1909 
•No.  777  1%   in.   wide,  and  only   1-16  in.   thick,  12  inches  long. 

Very  flexible,  double  brass  edges,   ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a   good   one   if  you   do   not   carrv    our 
School   Flexible. 

WESTCOTT-JEWELL  CO.,  **$%?£££?- 

RULER  MAKERS  EXCLUSIVELY 


In  Great  Demand 
at  Housecleaning  Time 

This  attractive  "Style  L"  mission 
finished  wood  cabinet  contains  150 
—  13c.  packets  and  retails  for 
$18.75. 

Costs  only  $12.50 

This  includes  window  posters  and 
a  popular  assortment  of  the  world 
famous 


Moore  Push -Pins 
Moore    Push-less    Hangers 

Note  the  Superior  Quality  of  their  fine 

Tool-tempered  Steel  Points 

The    Hanger  Send  for  Free  Samples  and  Dealers'   Discounts  Glass   Heads 

with  the  Twist    Moore  Push-Pin  Co.,     1 17  Berkley  St..     Phila..     Pa.         Steel  Points 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 
No.      1— INFANTRY. 

Drill   and  Attack. 
No.     2— INFANTRY. 

Defence   and    Protection. 
No.     3— INFANTRY. 

Night   Operations.      Inter-communication. 

Reconnaissance;    and    Questions    on    Infantry 

Training. 
Xo.      4 — MUSKETRY. 

Parts    of   Rifle  and    Action   of   Mechanism.      Care 

of   Arms    and    Ammunition,    Daily    Cleaning    and 

Examination    of   Arms. 
No.     5— MUSKETRY. 

Aiming   Instruction   and    Trigger   Pressing. 

No.     6 — MUSKETRY. 

tiring  Instruction.  Landscape  Targets  and 
Visual    Training.       Fire    Control    and     Discipline. 

X0.      7— MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and  Discipline  and   Sub-Target   Machine. 

Xo.      8— MUSKET  KV. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     9— MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

Xo.   10 — MUSKETRY. 

Theory    of   Rifle  Fire. 

Xo.   11— HYGIENE    and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

Xo.   12— FIELD    ENGINEERING. 

Explosives.     Arranging    for   Explosives.     Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 
20c  EACH. 

All   Fully   Illustrated. 

Other    numbers    will    include    Discipline    and     Military 
Law,   Procedure  of  Courts   Martial,   etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 
HYTHE,  KENT 

McClelland,  goodchild  &  stewart,  Ltd. 

266  King  Street  West.  TORONTO.  CANADA 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 

"Rob  Roy" 

Pen 

It    is 
made 

of     fine    steel, 
writes     eas 
and   smoothly 
suits     almost 
hand.  "Rob  R 
are    made    in 
best     equippec 
Birmingham, 
the   pen-m:ikin 

ly         ft     ^m 
and       %fc,^ 

any           ce, 
Dy"  Pens 

one    of    the 

factories     in 
3ng. — the   home 
g  industry. 

/•\^^^^         the  popular  and 
Ll£#^^^s.             quick-sell- 
rn*f%|§^^^.            ing   pen 

Manufactured  by 

Hinks,  Wells  &  Co 

the  proprietors  : 

.,  Birmingham,  Eng. 
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The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Eevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also  we  want  you  to   know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


r 
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ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   18  42.    MONTREAL. 


^m 


ANTI-DUST 


_ — 


a->.V/V.-.;-:i:.;.-.-::': 


COMPRESSED  CRAYON 

Your  stock  is  not 
complete  unless 
you  carry — 

GOLD  MEDAL 
CRAYONS 

for  every  use 


Write  us  for  free 
sample  line  and 
illustrated  catalog. 


Binney  & 
Smith  Co. 

81-83  Fulton  Street 
New  York 


f  ^r^  trade  i     \ 

XrayolA, 

^.^^  MARK  /     m./ 


SCHOODsTCRAYONS 

fOR  EDUCATIONAL  C0lO«J?0R* 


HOLD  THE  LINE 


(Registered) 


London  (  Eng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It     writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 


CLASSIFIED  ADVERTISING 


Advertisements  under  this  heading.  2c  per 
word    per   insertion. 

Where  replies  come  to  our  can'  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,  etc. 


"pAYSON'S  INDELIBLE  INK,  TRADE  SUP- 
plied  b.v  all  Leading  Wholesale  Drug 
Houses  in  the  Dominion.  Received  Highest 
Award  Medal  and  Diploma  at  Centennial. 
Philadelphia,  1S76;  World's  Fair,  Chicago, 
1893,  and  Province  of  Quebec  Exposition, 
Montreal,   1807. 


AGENTS    WANTED 

T)EALERS  WANTED  —  BOOKSELLERS 
and  stationers  can  add  a  profitable  new 
line  by  featuring  Japanese  prints.  Get  fur- 
ther particulars  by  communicating  with 
"Jaii-Art"  c/o  Bookseller  and  Stationer,  143 
University   Ave.,   Toronto. 


■ORITISH     FIRM     MAKING     GAMES     AND 
toys  at   popular  prices,  need   agent  to   sell 
wholesale   houses   in    Canada.      Goods   are    up- 
to-date   and    sell    readily.      Write:   Games,   c/o 

Bookseller    and    Stationer,    University    Avenue, 
Toronto. 


gRITISH  EIRM  OF  ART  PRINTERS  AND 
Publishers  with  extensive  and  up-to-date 
line,  need  agent  or  traveler  for  Canada.  Goods 
sell  to  stationers,  art  dealers,  picture  frame 
manufacturers,  etc.  Write:  Pictures.  c  o 
Bookseller  and  Stationer,  University  Avenue. 
Toronto. 


FOR  SALE 

(^TATIONERY.  FANCY  GOODS  AND  TOY 
business  (old  establishment)  for  sale  in  To- 
ronto ;  "rood  location :  reasonable  terms.  Stock 
about  $2.500 :  turnover  about  $7,500.  Owner  de- 
ceased and  prompt  sale  desired.  Apply  A.  G. 
Parker,    81    Spadina    Ave.,    Toronto. 
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SLUCKETT'S      ^^ 
TERLINQ 
LINE WJ» 

ANNOUNCEMENT 

We  move  on  May  1st  to  our  new  quarters, 
539-543  King  Street  West 

18  MONTHS  ago  we  sent  out  our  first  opening  Announce- 
ment. We  asked  for  your  support  and  you  have  given  it. 
We   thank    you. 

Our  business  has  grown  so  that  we  are  increasing  our  floor 
space,  improving  our  equipment  and  will  now  be  in  a 
position  to  give  you  even  better  service.  The  quality  of 
our  goods  will  be  maintained,  and  our  prices  will  be  kept 
as  low  as  possible,  consistent  with  costs  of  production. 
OF  YOU  who  are  giving  us  your  business  we  ask  that  you 
continue  your  support  and  we  promise  the  same  fair  treat- 
ment as  in  the  past. 

OF  YOU  who  are  still  selling  imported  goods  we  ask  your 
consideration  for  YOUR  OWN  benefit  as  well  as  for  ours. 
You  will  find  our  product  right,  our  service  good,  our 
treatment    fair    and    our    prices    favorable. 

PLEASE  REMEMBER  THAT  OUR  GOODS  ARE  MADE 
IN  CANADA  and  made  RIGHT  by  a  strictly  Canadian 
Company. 

OUR   LINES: 

Memo    Books. 
Price    Books. 
Ring   Books. 
Large  Ring   Books. 
Students'   Note    Books. 
Steno.    Note    Books. 
IF   IT'S   LOOSE-LEAF   WE   HAVE  IT  OR   WE'LL   GET   IT. 

Luckett  Loose  Leaf,  Limited 

539-543  KING  STREET  WEST 
DEPT.  8  TORONTO 


Ledgers. 

Sectional    Post    Binders. 
Solid     Post     Binders. 
Loose    Sheet    Holders. 
Perpetual    Diaries. 
Recipe    Books. 


Push 
Standard 
Brand  Blot- 
ting the  best 
for  your 
particular  customer 

Standard  Brand  is  made  from  a 
selected  cotton  stock.  Its  superior 
absorbency  and  durability  win  ap- 
proval everywhere,  bringing  the 
dealer  bigger  trade  and  better  profits. 
Try     it.       We     also     manufacture — 

Imperial,  Sterling,  Curi-Curl,  Pris- 
matic, Royal  Worcester  and  Defender 
(enameled). 

Standard  Paper  Mfg. 
Company 

RICHMOND,  VA.,  U.S.A. 


The  "FULTON"  Non-Blurring 
Wood  Pad 

Three  Sizes — Six  Colors 

The  Best  Pad  on  the  Market — (iivin^ 
the  .  Highest  Percentage  oj  Stamp  Pad 
Satisfaction. 


Felt  Pads  get  soft  and  mushy,  but  just  the  right 
quantity  of  ink  will  flow  through  the  pores  of 
the  chemically  treated  wood,  insuring  a  clear  and 
clean  impression.  Cannot  injure  the  stamp. 
Unaffected  by  atmospheric  conditions  or  wear. 

By   all  means  write   TO-DA  Y 
for  Price  List  No.  38. 

FULTON  SPECIALTY  COMPANY 

Formerly  Fulton  Rubber  Type  Company 

128-142  Fulton  Street,      ELIZABETH,  N.J. 


To  everyone  who  uses  a  Loose 
Leaf   System  you  can  sell  the 

"F-B" 
Loose  Leaf  Holder 


Pat.   May   13,    1913 

Keeps  his  old  records  in  permanent  form  instead  of 
lying  around  in  disorderly  bundles. 

Peimits  quick  and  easy  reference.  Practical  and  low- 
priced.  Adjustable  to  fit  any  size  of  paper,  or  whatever 
the  location  of  punch  holes. 

Send  to-day  for  prices  and  particulars. 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


47 


li  O  0  K  S  L  L  L  E  R     AND     STATIONER 


BUYERS'   GUIDE 


MADE 


CANADA 


More  profit  for  the  dealer. 
■Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO..  Limited 

nufacturers         79  Sp.adina   Ave..    Toron 


SOLIDHED 
THUMB  TACKS 

Made   in   America 
Solidhed   Tack  Co. 

Makers 
38  Murrays,  N:Y. 


Wycil  &  Company 

85  Fulton   Street,   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


HAVE  A  BETTER  BOOK  STORE 

We  make  show  eases,  counters, 
wall  cases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail  trade. 

Send    us    plans    and    spe- 
cifications    for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART    SUPPLIES. 

Artists'   Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BLOTTING    PAPERS. 
The    Albemarle  Paper  Co.,   Richmond,  Va. 
Beveridge  Paper  Co.,   Ltd.,   Montreal,  Que. 
Euton-Dikernan    Co.,    Lee,   Mass. 
Standard    Paper   Mfg.   Co.,    Richmond,    Va. 

BLANK     BOOKS. 
Boorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown    Bros.,    Ltd.,   Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,  Mais. 
The  Copp,   Clark   Co.,  Toronto. 
Warwick  Bros.  &  Butter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn   Bros.,   266  King  St.   W.,  Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
J.  H.   Jost,   Halifax,   N.S. 
Menzies  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE  BOOKS. 
The   American    Code   Co.,   83    Nassau    St.,    New 
York. 

CRAYONS. 
Rinney  &   Smith.   New   York. 
A.    R.    MacDougall    &    Co.,    2CG    King    St.    W., 
Toronto. 

EYELETTING    MACHINES 
Elbe   Pile   and   Binder   Co.  New    York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   552    Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Beveridge  Paper  Co.,   Ltd..   Montreal,  Que. 
Brown   Bros.,   Limited,  Toronto. 
Buntin,   Gillies   &  Co.,    Hamilton. 
Copp,   Clark  Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &   Co.,   Limited,   Toronto. 
Warwick  Bros.  &  Butter,  Toronto. 

ERASERS. 
St.   Mungo  Mfg.   Co.,  Glasgow,   Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 

FANCY    PAPERS,   TISSUES  AND  BOXES. 
Beveridge  Paper  Co.,  Montreal,  Que. 
Uennison    Mfg.    Co.,    Boston. 
Menzies   &   Co.,   Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

FOREIGN  TEXT  BOOKS. 
Wycil  &  Co.,  S3  Pulton  St.,  New  York. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,  Ltd.,   New   York. 
Sanford    &    Bennett    Co.,    51-53    Maiden     Lane, 

New    York. 
A.     R.    McDougall    &    Co.,     266    King    St.    W., 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian    Agents. 

INKS,  MUCILAGE  AND  GUMS. 
Chas.  M.   Hlggins  &  Co.,   Brooklyn,  N.>. 
The  Carter's  Ink  Co.,  Montreal. 
W.,    V.    Dawson,    Limited,    Mcntreal,    Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,   Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King 

St.    W..    Toronto. 
"Gluelne,"    Menzies   &   Co.,    Limited,    439    King 
St.  W.,  Torontp. 

INDELIBLE     INK. 
Carter's    Ink   Co.,    Montreal. 
Payson's   Indelible   Ink. 
S.    S.   Stafford   Co.,   Toronto. 

INKSTANDS. 
The   Scngbusch  Co.,  Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co.,   83    Fulton    Street,    New    York. 

LEAD   AND    COPYING    PENCILS. 
American   Pencil  Co.,   New   York. 
Win.  Cane  &  Sons,  Newmarket,  Ont. 
A.     R.    McDougall    &    Co.,     266    King    St.     W., 
Toronto. 

LOOSE     LEAF     BOOKS,     BINDERS     AND 
HOLDERS. 
The  Brown   Bros.,   Ltd.,  Toronto. 
Boorum   &    Pease   Co.,    Brooklyn. 
Buntin,   Gillies  &  Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose     Leaf,    (Limited,     215     Victoria 

St.,  Toronto. 
National   Blank   Book   Co..   Holyoke,   Mass. 
Rookhlll  &  Victor,  22  Cliff  St.,  New  York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper  Co. 

LIMITED 
17  St.  Therese  St.     -     Montreal 


Everything  in  Paper 
Specialty : 

FIBRE   BASKETS 
and  RECEPTACLES 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


BEE" 


BRAND 


MARK 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns   your  waste   into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 


B  ( )  0  K  S  E  J.LER     AND     STATIONER 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write   for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


plCTUEES  —  FRAMES  —  CRAYON  AND 
-*•  Water  Color  Portrait  Enlargements — 
Statuary.  Everything  in  picture  framing 
outfits.  "  $150.00  will  start  you  in  a  profit- 
able line. 

Send  your  pictures  to  me.  I  will  frame 
them  at  low  prices  if  you  can't  do  so  your- 
self. 

Little   Wonder  6-itich  Phonograph 
Records,  $20.00  gross. 

G.  L.  IRISH 

499  Queen  Street   West,   Toronto 


For  $25.00  a  Year 

Your 

Advertisement 

Inserted 

in    One    of  These 

Spaces    Will    Reach 

Practically   All 

The  Really 

Worth-while 

Booksel  lers, 

Stationers  and  Fancy 

Goods  Dealers 

of  Canada 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago;  129  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

ltrown    Bros..    Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Rand,    McNally    &   Co.,    Chicago. 
The  Copp,   Clark  Co.,  Toronto. 
The  Scarborough  Co.,  of  Canada,  Hamilton,  Out. 

METAL.    PARTS    FOR    LOOSE    LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,   Montreal,  Que. 
Pugh  Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York  City. 
O.K.   Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES   AND    WRITING    PAPERS. 
Beveridge  Paper  Co.,  Montreal,  Que. 
\V.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The   Brown   Bros..   Ltd..   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PERIODICALS 
Life    Publishing    Co.,    17    West    31    Street,    New- 
York   City. 

PLAYING     CARDS. 

Goodall's   English   Playing  Cards,   A.  O.  Hurst. 

32  Front  St.  W.,  Toronto. 
Menzies  &   Co.,   Limited.   Toronto. 
(J.  S.  Playing  Card  Co..  Toronto,  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell      Road, 

London,   E.C. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W..  Toronto. 
Philip  G.   Hunt  &  Co.,  332  Balham   High   Rd., 

London    Eng. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd..   William. 
Valentine  &   Sons   Publishing   Co..   Montreal 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.  Co.,   Silver  Springs,   N.Y. 
The  TJp-to-Date  Co.,  Canister.  N.Y. 
Weseott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MUSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria  St.,   Toronto. 

Cliappell  Co..  348  Yonge  St.,  Toronto. 

Hawkes  &  Harris  Co.,  Toronto 

McKlnley  Music  Co.,  1501-15  East  Fiftv-Flftl. 
St.,   Chicago. 

STANDARD   COMMERCIAL   PUBLICATIONS 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS*   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers. 

Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
The     Copp,     Clark    Co.,     Wnolesale     Stationers 

Toronto, 
dark  Bros.  &  Co..   Ltd.,  Winnipeg.  Man. 
W.    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

lohn     Heath,    8    St.    Bride    St.,    E.C,     London. 

Minks.   Wells  &   Co.,   Birmingham,   Eng. 

Rsterhrook  Pen  Co..  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian    Representatives. 

A.  R.  MacDongall  &  Co..  266  King  St.  W. 
Toronto. 

Snencerian   Pen   Co  .  New  York.   N.Y. 
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The  Binder  of  Today 

Made  tn  U.S.A. 


SPRING  BINDER 

Elbe  File  &  Binder  Co. 
97  Reade  St.,      New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET  and  CONDUC- 
TOR PUNCHES 

I  hr  best  made 

The  Fred  J.  Meyers  Mtg.  Co. 

HAMILTON.  OHIO.  U.S.I. 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by   lh  in. 

for 

$25  a  year. 

Kindly  Mention 

this  Paper 

when    Writing 

Advertisers 


MOO  KS  K  L  LER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


Friend  of  the  Allien  from  the  Start 
New  York  Weekly 


LIFE 


The   leading    artistic    and    humorous    periodical 

of    the    United   States. 

On    every    news-stand    Tuesday,    10    cents    per 

copy. 

Trade    supplied    by    American    News    Company 

and    Canadian    branches.     Write   to   them    or   to 

us    for   particulars. 

A    distribution    of    copies    of    Miniature    Life 

No.    4    will    increase    your    sales    of    Life.     We 

will   furnish   these  Eratis      How   many  can   you 

use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  -         -  New   York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will   be   sure   sellers. 
Send  for  Titles,  etc.,..r 

2  Amen  Corner        -  -  London,  E.C. 


TALLY    CARDS.    DANCE    PROGRAMMES, 

Verdler,  Ltd.,  18  Christophei   St..  London,  E.C. 

TYPEWRITER     RIBBONS     AND     CARBONS. 

Mlttag  &  Volger,   l'ark   Uidge,   N.J. 

WASTE    PAPER    BASKETS 

Beveridge  Paper  Co.,  Mohtreal,  Quo. 


An  Advertisement 

in  the 

Buyers'  Guide 

Department 

will 

give    you    highly   effective 

publicity  at  minimum 

cost. 


NAVIGATION  IS 
OPEN 

Order   Your 
Supplies  Now 

for  the 

Summer 

Morton,  Phillips  &  Co. 

PUBLISHERS 
115  Notre  Dame  St.  West,   MONTREAL 


WE  OFFER  CANADIAN  STATIONERS  THE  MOST  "  DRESSY  "  AND  THE  MOST 
ORIGINAL  PAPETERIE  LINEN  ON  THE  MARKET 

For  the  box  coverings  and  envelope  linings  papers  of  unusual  character  are  used.  Even  the  silk  and  cotton  markets  have  been 
entered   in   order   to   produce  things   exquisite  and   unusual. 

The  new  line  is  much  larger  and  is  marked  by  extreme  good  taste,  embracing  many  new  and  attractive  features.  Correspond- 
ence card  cabinets  are  prominently  shown  in  varied  and  attractive  sizes.  Three  leaders  are  "Paisley,"  "Fleur  de  Soie,"  and 
"Fantasie." 

GET    THESE    READY    SELLERS    INTO    YOUR    STOCK. 

f'  C  f\      X31T\f\\  IT"    Sir    C  Cm        Canadian  Representatives  for  Whiting  &  Cook.   Inc.,  Holyoke 
V_»LV-».    1S.IUKJKJ  I     Ot.V,V-/.,  77  YORK  STREET.  TORONTO,  CANADA 


THE  WASHBURNE  "O.K." 

PAPER  FASTENERS 


N°2B 

The  Washburne  "O.K."  Paper  Fasteners  are 
easily  put  on  or  taken  off  with  the  thumb  and 
finger;  can  be  used  repeatedly  and  "they  always 
work-  "  Brassin  brass  boxes  of  100  fasteners  each. 
Hold*  with  a  Sleeve  Protected  Point  that  Pierces 
Attractive,  Compact,  Strong,  no  slipping — never  1 1 
On  in  a  flash  —  "Bull  Dog"  grip 


THE  RIES  "O.K."  LETTER  OPENER 

75%  Time  Saved — Handy  —  Easy  to  Operate 

No  Adjustments  —  Always  in  Order 

Guaranteed  Two  Years 

Hand  and  Electric  Driven  Power  Machines 


THE  SANITARY  "O.K."  ERASERS 

The  Most  Practical  Erasers  for  Everybody 


Model  B 


The  Ries  '  '0.  K.  "  Letter  Opener  has  the  advan- 
tage of  few  parts.  It  removes  only  ten  one  thou- 
sandths of  an  inch  from  the  envelope,  therefore, 
the  liability  of  cutting  enclosures  is  virtually  impos- 
sible. Made  in  3  sizes,  each  size  adapted  to  easy 
handling  for  desk  use,  average  weight  6  lbs. 


The  Sanitary  "O.K."  Eraser  includes  an  Adjust- 
able Metal  Holder  which  keeps  Rubber  Clean,  Firm 
and  Keen-edged;  works  better  and  lasts  longer. 
Two  Rubbers  are  made.one  for  Typewriter  and  Ink, 
one  for  Pencil.  By  slight  pressureclean  Rubber  is 
fed  down  until  used;  its  narrow  edge  allows  a  letter 
or  a  line  to  be  erased  without  injuring  another. 


GOLD  MEDAL  AWARDS!      PANAMA-PACIFIC    INTERNATIONAL    EXPOSITION 

These  products  wherever  shown,  receive  the  highest  endorsement  whether  at  expositions  or  in  the  offices  of  business  men. 
"O.K."  Products  are  high  grade  and  universal  sellers— We  control  all  patent  rights.    ^"oJKT 

Full  particulars,  illustrative  and  descriptive  literature  on  request.     Liberal  Discounts  \^]U\ 

THE  O.  K.  MFG.  CO.,  SYRACUSE,  N.Y.,  U.S.A.    sole  makers 
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BOOKSELLER  AND  STATIONER 


World    Blotting 

At  the  top 

That  is  why  you'll  invariably  find  dealers  "who 
know"  constantly  featuring  this  high-grade 
line.  They  know  that  its  unequalled  absorb- 
ency   will   please   the   most  particular   people. 

ONLY  SELECTED  COTTON  STOCK  IS 
USED  IN  THE  MAKING  OF  WORLD 
BLOTTING. 

Send  for  sample  supply  of  this  and  our 
cheaper  grades.  Every  one  is  a  line  you 
can  honestly  recommend. 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A.  * 


The  Book 
With    Hoosler 
Levers 

A  B.&  P.  Standard  Memo.  Book 

Every   Stationer   should  stock   this  popular  line.      This   Memo 

Book     is    made     in    thirteen     different    sizes,    each    bound     in 

Genuine    Black    Morocco,     with    or    without    pockets    in    back 

covers. 

Every    person    coming    into    your    store    is    a    good    prospect 

where  Standard  Memo.  Books  are  concerned. 

Fillers    for   all   sizes    in    five   styles   of    Rulings.      Indexes    for 

all  sizes  in  these  styles. 

Write    for  samples   and   prices. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of    '    Standard"   Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


^^^^^^^^ 


INDEX      TO     ADVERTISERS 


A 
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Allen,    Thos 8 
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B 
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British    Novelty    Works     7 
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II 
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Hinks,   Wells   &    Co 45 

I 

Imperial    News    Co 44 

Irish,   G.   L 49 

Irving-Pitt    Mfg.    Co 3 

L 

Life   Publishing   Co 50 

Luckett-Loose    Leaf    Co 47 

M 

MacLean's    Magazine    52 

McClelland,  Goodchild  &  Stew- 
art,  Limited    12-13-14 

McCready    Publishing    Co 44 

MacDougall     &     Co.,     Limited, 

A.  R 10,  11,  15,  17 

McFarlane     Son     &     Hodgson, 

Limited     49 

McKinley    Music    Co 46 

Menzies   &    Co 5 

Mittag  &   Volger,   Inc 

Inside    Back    Cover 

Meyers,   Fred    J.    Mfg.    Co 49 

Monarch    Papet    Co.,    Limited.  48 

Moore    Push    Pin    Co 45 

Modellit   Mfg.   Co 9 

Morton.    Phillips    Co 50 

Musson   Book  Co.,  Limited.  ...  20 

N 

National   Blank   Book   Co 

Inside    back    cover 


National    Cash    Register    Co..  .  6 

O 

O.K.    Mfg.    Co 50 

P 

Paine    &    Co.,    W.   S 45 

Pugh    Specialty    Co 15 

R 

Ramsay    &    Son    Co.,  A 46 
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Oil  in  the  Arctic 

CANADA  possesses  enough  petroleum  to  last  the  world  for  a  thousand  years.  This 
oil  is  found  on  the  Mackenzie  River  —  in  the  Arctic  region.  The  discovery  was 
made  two  years  ago  by  Dr.  T.  0.  Bosworth,  who  re ported  the  story  of  his  "find"  to  the  Dominion  Govern- 
ment, but  it  is  only  now  that  the  people  of  Canada  have  given  them  the  story  of  a  national  asset  of  mo- 
mentous importance.  The  tar  .sands  north  of  Athabasca  and  Great  Slave  hake  become  oil  fields  of  incal- 
culable value  near  the  mouth  of  the  Mackenzie.  Read  this  story,  told  by  Dr.  Bosworth  himself,  of  Canada's 
and  the  Empire's  exhaust-less  oil  fields  in 

Macleans 

MAGAZINE  for  June 

THEN  have  regard  for  the  following  highly  interesting  special  articles  and  features  of  the 
June  MacLean's.  always  keeping  in  mind  that  they  are  by  Canadians  for  Canadians — 
and  so  belong  by  right  to  MacLean's  Magazine,  whose  elect  purpose  is  to  advance  the 
development  of  Canadian  writers  and  Canadian  literature,  and  to  make  the  Canadian  people 
— the  best  of  them — better  informed  concerning  their  own  land  and  their  distinguished  sons 
and  daughters. 


Balfour  at  Washington 

and  the  war  preparations  of  the  United 
States,  by  Agnes  C.  l.aut.  An  interpre- 
tation of  Balfour's  mission  to  America  as 
it  relates  to  the  Allies'  cause  and  to  the 
unifying  of  the  great  Anglo-Saxon  peoples 
into  an  organized  power  for  the  conser- 
vation and  development  of  human  liberty 
and  the   rights   of  the   common    people. 

William  T.  Dewart 

A   Character  Sketch 

The  romantic  and  inspiring  story  of  a 
Canadian — a  member  of  a  well-known  On- 
tario family — who  is  now  general  man- 
ager of  the  Munsey  publications  in  New 
York.  The  story  is  exceedingly  well  told 
by  a  remarkable  man — Erman  J.  Ridge- 
way,  himself  a  publisher  of  brilliant  record. 

Putting  Pep  into  Parliament 

The  idea  is  that  the  work  and  proceed- 
ings of  Parliament  should  be  simplified 
and  speeded  up.  Parliament  is  becoming 
more  and  more  of  a  business  institution 
and  less  and  less  a  place  for  oratory.  The 
work  of  Canada  is  too  important  and  too 
vast  to  permit  of  elocution  and  casuistry 
and  wire-pulling.  H.  F.  Gadsby,  a  writer 
with  any  amount  of  "pep"  himself,  is  the 
man  who  pleads  that  Pep  should  be  put 
into    Parliament. 


Sunshine  in  Mariposa 

By  Stephen  Leacock 

The  second  instalment  of  his  play  whose 
setting  and  incidents  are  found  in  Ontario, 
Leacock 's  birthplace.  Rich  humor,  and  re- 
vealing Canada's  premier  humorous  writer 
in  a  new  phase  of  his  astounding  ver- 
satility. 

James  B.  Hendryx 

continues  "The  Gun  Brand."  This  is  a 
romance  of  the  Canadian  Northland.  An 
adventurous  and  ambitious  girl  teaches 
school  in  Athabasca,  and  in  her  journey- 
ings  thither  and  in  her  life  and  work  later 
on,  there  are  incidents  and  experiences  and 
developments  laden  with  thrills.  A  fine 
story  which  can  be  satisfactorily  begun 
in   the  June   MACLEAN'S. 

Sir    Gilbert  Parker 

contributes  "At  Lake  O'Calling." 
This  is  a  Canadian  story — about  the  build- 
ing of  a  railroad  for  Empire  business.  A 
romantic  tangle  gives  the  story  zest  and 
shows  Sir  Gilbert's  art  finely.  Probably 
his  best  story  ever  appearing  in  MAC- 
LEAN'S   MAGAZINE 

A.   C.  Allenson 

contributes   "June  Comes   Back." 

A    very    beautiful    June    bride    story — about 

June   Summers,    a   charming   young   woman. 


Arthur  Beverly  Baxter 

contributes  "The  Man  Who  Scoffed."  A 
war  story — and  good  war  stories  at  this 
tirne  have  great  appeal.  We  all  want  to 
know  more  about  the  life  our  glorious 
Canadian  boys  are  living  in  these  epochal 
days.  Romance  mingles  itself  with  death 
and   tragedy. 

Hopkins  Moorhouse 

contributes  "The  Herald  Angel." 
One  of  his  fine  Andy  Doolin  stories — a 
story  of  the  days  of  the  forty-niners  with 
their  lawlessness  and  enriching  labors.  A 
story  of  valor  and  primitive  passions  in 
freeset   exercise. 

Records  of  Success 

This  is  a  feature  department  of  MAC- 
LEAN'S given  over  to  sketches  of  in- 
teresting Canadian  men  and  women  who 
have  accomplished   things. 

Review  of  Reviews 

A  department  tremendously  well  liked  by 
every  MACLEAN'S  MAGAZINE  reader, 
for  here  are  found  condensations  of  many 
articles  of  surpassing  interest  appearing 
in  other  magazines.  So  do  readers  keqp 
themselves  informed  concerning  what  is 
best  and  most  vital  in  current  thought 
;ind    life. 


Q 

i  ^j  ( )    you    have    evidence    oi    just     how    much    worth-while    MACLEANS 

MAGAZINE  is — how  admirably  it  is  doing  its  chosen  work  and  realizing 

its  own   purposes;  which  are  to  give  the  Canadian  people  a  magazine  domi- 

nantly  and  usefully  Canadian,  and  which  will  satisfy  from  beginning  to  end. 

Booksellers  of  Canada: 

You  can  see  from  the  above  what  we  are  asking  you  to  sell — to  bring  to 
the  attention  of  every  customer  entering  your  store,  and  to  display  as 
prominently  as  you  do  magazines  produced  in  the  United  States.  Help 
on  as  you  may  be  able  every  worthy  Canadian  thing  and  effort. 
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ARE  YOU  SATISFIED? 


TO-DAY  the  most  important  documents 
are  written  with  a  typewriter  machine 
equipped  with  an  inked  ribbon,  and 
copies  are  made  (if  them  by  means  of  carbon 
paper.  You  will  want  to  refer  to  some  of 
these  copies  years  from  now.  Are  you  quite 
sure  the  carbon  paper  or  the  typewriter  rib- 
bon you  are  using  is  really  reliable? 

Under  the  magic  -pell  of  modern  method-  of 
manufacture,  combined  with  the  scientific 
use  of  the  best   ingredients,  the  M  &  V  pro- 


duct.- arc  made  in  a  manner  \l>  produce 
reliable"  results,  insuring  permanency  and 
economy. 

Looking  beneath  the  surface,  let  not  the  sev- 
eral qualities  of  a  thing,  nor  its  worth,  escape 
you.  The  purchaser  of  typewriter  supplies 
must  look  beyond  the  price, — the  quality  of 
the  «joods  being  * > f  such  paramount  import- 
ance. Further,  they  mean  commercial 
economy  independent  of  the  price. 


MITTAG  &  VOLGER,  Inc. 

Principal  Office  and  Factory  :  PARK  RIDGE,  N.  J.,  U.S.A. 

BRANCHES 
NEW  YORK.  N.Y..  261  Broadway  CHICAGO.  ILL.,  205  West  Monroe  St.  CLEVELAND,  OHIO.  21 19  E.   9th  St. 

LONDON.  7  &  8  Dyers  Bldg..  Holbom.  E.C.  SAN  FRANCISCO,  35  Montgomery  St.  ST.  LOUIS,  MO.,  Laclede  Bldg. 

AGENCIES  ALL  OVER   THE  WORLD 


- 


NATIONAL 


Riverside  Ledger 

THE  splendid  mechanism  that 
made  the  Holyoke  Ledger  famous 
is  found  in  the  Riverside.  Double 
thread  blue  -late  Canvas  with  red  Cow- 
hide corners  and  metal  hinges  furnish 
an  attractive  and  very  practical  cover. 
New  and  convenient  sizes  and  low  prices 
are  additional  points  in  favor  of  this 
already  popular  line.  Two  capacities, 
Pi"  and  2". 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


MOO  K S E  L  M  E R    A  N  D    S T  A  T I 0  N  E  R 


6 anting  Oillies  &  Gc^ 


HAMILTON 


LIMITED 


CANADA 


Examination  Supplies 

A  large  quantity  will  be  required  for 
the  coming  examinations.  In  submitting 
samples  of  Foolscap,  Examination  Books, 
Graphical  Solution  Papers,  etc.,  to  your 
School  Board,  see  that  they  comprise 
the  following  standard  qualities: 

ST.  LAWRENCE 
IVORY 
SEVERN 
NIAGARA 

Samples  and  prices  mailed  on   request. 


Are  you  ready  for  the  June 
Weddings? 

You  should  carry  a  full  line  of 
Wedding  Cake  Boxes 
Wedding  Cake  Box  Wrappers 
Confetti  Tubes 


It    is    not    too    early  to    look    after 
Picnic    Goods 

We  keep  Paprus  Plates,  Lily  Paper  Cups,  Crepe  Napkins, 

Crepe  Table  Cloths,  Lace  Paper  Doilies  and 

Waxed  Paper  in  Packages. 


HAMILTON 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,    Southam    Bldp.,    128    Bleury    St.  TORONTO,  143-153  University  Ave.  WINNIPEG,  22  Royal  Bank  Bldg.  LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     JUNE,      1917 


No.  6 


Attract 
New  Faces 


to  your  counters  by  selling  the  right  kind 
of  fountain  pens.     The  best  paying  cus- 
tomers— business  men  and  women,  lawyers, 
doctors,  teachers  and  students — are  quick  to 
find  the  stoic  that  displays 


SANFORD&  BENNETT 

FOUNTAIN  PENS 


The  fastest  selling,  the  most  popular  models, 
the  best  paying  pens  you  can  handle.    Made 
to  meet  the  practical,  everyday  demand.  Posi- 
tively   non-leakable.     Perfect    in    materials, 
mechanism  and  making.  Guaranteed  to  please 
in  the  writing  and  to  satisfy  by  their  service. 

Write  today  for  Prices  and  Discounts 

Sanford  &  Bennett  Co. 

51-53  Maiden  Lane,  New  York 
W.  E.  COUTTS 

Canadian  Sales  Agent 

266  King  Street  West 
Toronto,  Ont. 

S.  &  B.  GRAVITY-STYLO 


BOOKSELLER  AND  STATIONER 


Stationery  Worth  While 
LOTUS-Flower  of  the  Nile 


>•*•• 


A  more  satisfactory  line  of  stationery  h>s   never   been   placed  on  the  market 

dear    wh  te  stock,  linen   finish,  and  with   a  writing  surface  that  makes  it  the 

standard   wth    all    users.     Made    in    all    the    popular    sizes  of     Note     Paper, 

Envelopes.-  Papeter.es,  Tablets,   Correspondence  Cards  and  Initial  Papeter.es. 

Not  too  cheap  to  I"'  good.    But-cheap  because  it  is  gaqji. 

WARWICK  BROS.  &  RUTTER,  LIMITED 

Manufacturers 

TORONTO 


BOOKSE L  L E R     AND     S T  A  T I 0 NER 


TRAVELLERS     TRIPLICATE     ORDER     tOORS 


liL*^ 


Good9  strong,  attractive  and  nicely  labelled  pack- 
ages. Capable  of  withstanding  any  amount  of 
store  .handling.     A   Western   Canada   production. 


Clark  Bros.  &  Co.,  Limited 

WINNIPEG 


BOO  K  SELL  ]•:  R    A  X  D    S  T  A  T  IOHE  K 


OFFICE  SPECIALTIES 


Boston 
Pencil  Pointer 

Cannot  break  or  waste  lead. 

Automatically  stops. 
Simple,  Durable,  Economical. 


THE   NATIONAL  RULE  CO*" 


ONAL  RULECO 

ROCHESTER.  n.Y. 

PAT  A  Pip.  FOR 


The  National  Ruler 

Made  from  thin,  flexible  steel  and 
rubber  united.  Combination  Rule 
and  Paper  Cutter. 

Plain-edge,  12,  15  and  18  inch. 

Graduated  Rule,  12,  15,  18,  21  and  24 
inch. 


Weldon  Roberts  Rubber  Erasers 


Red  and  Green.  Double  Edge. 
The  most  popular  Eraser  for 
General  and  Draughtsmen's 
use. 


|yufbfr  Marsh  Finger  Pads 

Grips  Paper  one  sheet  at  a  time.     No  more  mussy 

sponge  cups. 


Brown  Bros.,  Limited 

Simcoe  and  Pearl  Streets 
TORONTO 
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For  your  use 


and  for  Sale 


The  ^m  I-Peud  All  Purpose  Punch 

was  designed  to  meet  the  need  of  stationers,  printers,  bookbinders  and  large 
users  of  loose  leaf  for  a  thoroughly  adaptable  punch. 

It  has  met  that  need  in  a  most  satisfactory  way.  Minor  improvements 
have  been  made  from  time  to  time,  but  the  Punch  is  substantially  the  same 
as  when  it  was  first  put  on  the  market. 

It  is  adjustable  as  to  spacing,  size  of  holes,  distance  from  edge  of  sheet 
and  it  will  punch  either  round  or  slit  holes. 

It  is  made  by  skilled  workmen  of  the  best  material,  and  is  so  strong  and 
durable  that  it  will  last  an  average  lifetime. 

It  is  as  near  fool  proof  as  anything  can  be.  It  is  mounted  so  that  it  makes 
no  litter  and  will  not  scratch  the  finest  desk. 

If  you  believe  in  the  service  idea,  this  punch  will  enable  you  to  help  out 
your  customers  without  going  to  the  expense  of  setting  your  power  punch. 
It  will  take  care  of  innumerable  small  jobs  that  come  to  the  shop. 

Put  one  in  your  store  where  customers  can  see  it  and  your  people  can 
use  it.  One  of  our  dealers  has  done  this,  and  the  punch  has  more  than  paid 
for  itself  every  month  in  sales. 

Irving-Pitt  Manufacturing  Company 

Kansas  City  Missouri 

Canadian  Agents :     BROWN   BROS.,    LIMITED,  |TORONTO 
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H.SIMONIS 

WHAT'S  THE  NEWS  TO-DAY  ? 

The  men  who  provide  you  with  your 
news,  and  the  wonderful  organisations 
which  they  control,  are  unknown  to  the 
public.  This  book,  written  by  one  of 
them,  takes  you  into  the  great  news- 
paper offices,  and  introduces  you  person- 
ally to  proprietors,  editors,  and  experts 
of  all  kinds  who  supply  you  with  news 
from  every  corner  of  the  world.  It  is 
the  most  fascinating  and  intimate  book 
of  its  kind  ever  written,  and  every 
newspaper  buyer  should  read  it. 

It  has  been  said  that  what  appears  in 
newspapers  is  not  half  so  interesting  as 
what  does  not  appear. 

The  general  reader  will  certainly  find 
the  contents  of  this  book  a  revelation 
of  surpassing  interest. 

It  is  written  by  a  director  of  one  of 
the  greatest  newspaper  organisations  in 
the  world,  and  besides  revealing  many 
facts  which  have  hitherto  been  "secret 
history,"  is  enlivened  with  a  multitude 
of  good  stories  and  reminiscences  about 
the  great  newspaper  proprietors  and 
journalists,  and  about,  the  romances  of 
news  gathering. 

With  80  Portraits 
in  Photogravure 

#2.25  net 
LORD'  N0RTHCL1FFE 

( The   Times)  writes : 
"  I  believe  that  it  will  prove  of  great 
assistance   to  future  historians  of   the 
Press." 

LORD   BURNHAM 

.{The  Daily  Telegraph)  writes  ; 

"  Your  book  will,  I  think,  be  important 
and  useful  to  those  who  wish  to  read 
aright  the  meaning  of  this  tremendous 
epoch."  

"  Mr.  Simonis  makes  a  very  serious  and 
laudable  attempt  to  fill  the  gap,  and  his 
work  will  certainly  be  a  classic  among 
the  literature  of  journalism  for  many 
years  to  come."—  The  Financial  News. 


"The  'Street  of  Ink,'  perhaps  the 
most  intimate  history  of  journalism  that 
has  ever  been  written.  .  .  .  We  shall 
all  buy  that  book.  We're  all  in  it."— 
"  Dagonet"  in  the  Referee. 


NEW  FICTION 

NOW  READY 

Separation        By  Al.ce  Perrin 

An  intensely  interesting'  story  dealing  with  life  in  England 
and  India.  There  is  not  an  uninteresting  paragraph  in 
this  splendid  narrative. 

Day  and  Night  Stories 

By  Algernon  Blackwood 

In  this  splendidly  written  book  we  encounter  elusive 
psychical  connections  and  sense  situations  at  once 
ephemeral  and  inexplicable.     A  book  everybody  will  like. 

House  Mates    By  j.  d.  Bedford 

The  student  of  contemporary  local  history  will  find  in 
"House  Mates"  a  story  of  gripping  human  interest.  Stock 
this  one  for  the  customer  who  wants  "Something  different." 

Frailty       By  Olive  Wadsley 

Here's  a  very  finely  written  story  of  a  man  who  has  to 
battle  against  the  conflicting  elements  of  his  nature — a 
gipsy  masculinity  derived  from  his  father  and  a  self- 
indulgent  spirit  due  to  his  mother's  Italian  .blood. 

The     GateS     Of     Kut       By  Lindsay  Russell 

Out  of  the  common  ruck  of  mediocre  war  novels  has  come 
"The  Gates  of  Kut,"  by  Miss  Lindsay  Russell,  a  writer  of 
splendid  ability.    This  is  going  to  be  a  big  favorite. 

Before    Midnight       By  Elinor  Mordaunt 

There's  a  force  and  brilliance  to  this  writer's  characters 
that  appeal  to  a  vast  number  of  readers.  "Before  Mid- 
night" is  one  of  this  author's  very  best. 

A  Maid  of  Dorset    By  m.  e.  Francis 

An  unusually  interesting  story  of  simple  country  folk; 
diffuses  the  genuine  atmosphere  of  country  life;  never 
loses  its  interest  from  start  to  finish. 

All  the  above  in  12mo  cloth  gilt  at  $1.25. 
Place  your  order  with  us  and  you'll 
always  get  the  very  best. 


The  House  of  Cassell 

55  Bay  Street,  Toronto 
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The  First  Line  of  Defence 

against  unsatisfactory  volume  of  sales  is  the  line  that  increased  business 
and  profits  last  year  for  thousands  of  merchants  throughout  Canada — 

GILBERT 


"  The  Toy  Like  Structural  Steel " 

Once  again  Erector  advertising  will  dominate  the  toy  field  directing  buy- 
ers to  the  stores  of  Erector  dealers  everywhere. 

Smashing  big  advertisements  again  will  appear 
in  the  Saturday  Evening  Post,  Collier's  Weekly, 
American  Boy,  Youth's  Companion,  etc. — in  a  big  list 
of  magazines  having  the  largesl  Canadian  circulation. 

And  Erector  co-operation  Will  lie  broader  and  more 
helpful  than  ever  before — a  well  planned  service  that 
actually  makes  sales. 

Are  you  familiar  with  Gilbert  Service  for  Dealers?    If  not 
write  us  for  details  to-day! 

DISTRIBUTORS: 


MENZIES  &  CO.,  Limited 


439  King  Street  W. 


Toronto,  Ont. 


FOR 


THE  A.  C.  GILBERT  CO.,  New  Haven,  Conn,  U.S.A. 


BOOKSELLER  AND  STATIONER 


Information 

and 

Protection 


T^HE  N.C.R.  DETAIL  STRIP  gives  you  as  a 
-*•  merchant  a  definite  control  of  your  business. 

It  gives  you  information  you  can  get  in  no  other 
way.   It  gives  it  easily,  quickly,  unerringly. 

Every  transaction  which  takes  place  in  your 
store  is  recorded  on  the  detail  strip.  This  record 
is  complete  covering  every  detail  of  every  trans- 
action. It  is  as  safe  as  though  locked  up  in  your 
safe. 

It  records  the  amount,  date  and  consecutive  number  of 
each  transaction. 

It  tells  you  which  clerk  makes  each  sale  and  which  clerk 
makes  most  -ale*. 

It  gives  you  a  mechanically  perfect  record  of  all  these 
details. 

At  the  same  time  it  protects  your  clerks  against  temptation. 

It  stops  mistakes.  It  saves  loss  of  money  you  could  not 
otherwise  save. 

The  result  is  a  complete  mechanical  record,  available  at  any 
hour  of  the  day,  of  every  detail  of  the  day's  business.  The  store  is 
protected,  so  are  the  clerks,  so  are  the  customers.  The  information 
obtained  gives  absolute  protection  to  all. 

It  gives  you  time  to  attend  to  duties  more  profitable  than  book- 
keeping— inside  the  register  you  will  have  all  the  totals  faultlessly 
added. 

It  is  of  the  greatest  importance  that  you  investigate  our  system. 
National  Cash  Registers  will  save  time,  money,  and  build  your 
business. 


Write  your  nearest  N.C.R.  agent  to-day.  Offices 
at  Halifax,  St.  John,  Quebec,  Montreal,  Ottawa, 
Hamilton,  London,  Toronto,  Winnipeg,  Regina, 
Saskatoon,  Calgary,  Edmonton,  Vancouver. 


A  •-5.55 
BRc-9.00 
D*-6.68 
EPd-2.00 
ACh-8.65 
BRc-4.50 
APd-0.50 
E*-2.43 
BCh-3.50 
D*-5.48 
APd-1.00 
B*-0.43 
ECh10.50 


-0125 
-0126 
-0127 
-0128 
-0129 
-0130 
-0131 
-0132 
-0133 
-0134 
-0135 
-0136 
-0137 


Section  of  Detail  Slip 

Line  1  indicates  that  clerk  A,  sold 
goods  for  cash  to  the  amount  of 
$5.55  transaction  No.  125. 

Line  2  shows  that  clerk  B.  re- 
ceived $9.00  on  account — transac- 
tion No.  126. 

Line  3  tells  you  that  clerk  D. 
made  a  cash  sale  amounting  to 
$6 .  68— transaction  No.  127. 

Line  4  indicates  that  clerk  E. 
paid  out  $2.00 — transaction  No. 
128. 


The  National  Cash  Register  Company 

of  Canada,  Limited 

Christie  Street  -  -  -  Toronto,  Ontario 
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THE  TIME 

HAS  COME 

to  actively  develop 
sales  of 


PICNIC  GOODS 


If  your  stock  of  the  following  is  no 
and  make  an  aggressive  bid  for  this 

TISSUE  PAPER  NAPKINS— large  variety  of 
patterns  in  different  grades. 

DAISY  PICNIC  SETS— including  one  tablecloth, 
twelve  napkins  and  twelve  plates,  packed  in 
sanitary  wrapper.  Price  to  trade  $1.75  per 
dozen  packages. 

PAPRUS  PIE  PLATES— 8  inch,  $4.00  per  thous- 
and; 9  inch,  $5.00  per  thousand. 

PAPER  DRINKING  CUPS— "The  Lily,"  absolute- 
ly the  best  on  the  market.  Per  hundred,  75c; 
per  thousand,  $6.00. 


t  adequate,  order  them  without  delay 
business. 

PAPER  DOILIES— Size  5  inch,  75c  per  dozen 
packages;  Size  6  inch,  80c  per  dozen  pack- 
ages; Size  7  inch,  $1.00  per  dozen  packages. 

SHELF  PAPERS— Red,  yellow,  pink,  green,  blue 
and  white,  $1.00  a  box  of  2  doz.  5-yard 
lengths.  Also  a  line  at  65c  a  box  of  1  doz.  10- 
yard  lengths. 

FLORAL  SHELF  PAPER— $3.60  per  gross  folds. 

PICNIC  ROLLS— Wax  paper,  $3.00  per  100. 


PUT  IN  A  GOOD  WINDOW  OF  THESE  PICNIC  GOODS. 


FOR 

WEDDINGS 


WEDDING  CAKE  BOXES  in  a  variety 
of  sizes  to  retail  at  5c  and  10c  each. 

CONFETTI — The   most    popular  style 
of  packages,  40c  a  dozen. 


THE  COPP,  CLARK  CO.,  LIMITED 

517  WELLINGTON   STREET  WEST,  TORONTO,  CANADA 


Hook's  E  L  L  E  R    A  N  I)    STATIONER 


lAROT^VAC 


SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES' 


AROvHAC 


R.MacDougall  6  Co. 


SUNDRIES 


TORONTO 
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SELL 

STANDARD 

CHALKS  AND 

CRAYONS 


Do  not  delay  placing  your  order  for 
adequate  supplies  Tor  September  School 
Opening  Trade. 


I 


W!fVERS 


s   SO"- 


School  Chalk 

|     White  and  Yellow  Enamelled. 

Omega  Dustless 

|  The  Acme  of  Perfection.    Erases  easily. 

1  Free  from  grit,  will  not  scratch  board. 

1  It  will  pay  you  to  double  or  treble  your 

I  regular  orders. 


These  chalks  are  made  of  Nova  Scotia 
Plaster,  the  highest  grade  known  for 
the  purpose. 


DIXON'S 
ELDORADO 

The    Master    Drawing 
Pencil 

The  concensus  of  opinion  is  that  this 
pencil  is  a  better  one  than  the 
Koh-i-noor,  which  was  the  premier 
pencil  before  the  war. 

Dixon's  Eldorado  represents  the  most 
scientific  achievement  in  pencil  mak- 
ing. The  leads  have  a  perfect  balance 
of  smoothness,  strength  and  wearing 
quality  in  relation  to  each  degree  of 
hardness  or  softness. 

The  wood  is  the  softest,  straightest- 
grained  and  most  easily  cut  cedar 
obtainable  anywhere. 

17  DEGREES:  6B,  5B,  4B,  3B, 
B,  HB,  F,  H,  2H,  3H,  4H,  5H, 
6H,  7H,  8H,  9H. 

RETAIL  10c  EACH 

DIXON'S 
SOVEREIGN 

The  Five  Cent  Pencil  For 
Canadian  Dealers  to  Push 

Made  expressly  for  the  Canadian 
Trade — yellow  finish,  smooth  edge, 
made  in  5  grades  tipped  and  6  grades 
untipped. 

Compare  the  high  finish  of  this  with 
any  other  5c  pencil  made  and  we  chal- 
lenge comparison  with  any  other  5c 
pencils  in  regard  to  the  writing 
quality,  strength  of  the  leads  and  the 
quality  of  wood. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  Toronto,  Ont. 
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BOOKSELLER  AND  STATIONER 

The  "Quadro"  Frame 


(patented  in  all  countries) 


SECTION 

S?/z  original  and  inexpensive  jrame  for 

^holographs   &    Pictures. 

permanent  jTrtistic 

By  means  cf  this  invention  which  consists  of 
a  simple  metal  edging  it  is  possible  to  irame 
any  picture,  prtnt  or  photograph  in  a  permanent 
and  artistic  manner  in  a  minute. 
The  edging  is  made  in  leng  hs  of  2|",  5",  5£", 
3>i"  3  upwards  by  4  inches  to  15J"  inches  and 
any  sixe  within  these  limits  can  be  supplied 
with  Glass,  Strut  and  Suspender  rings  suable 
for  upright  or  oblong  positions 

'No  tools,  glue  cr  acc~<  sories  necessary. 

Dull   art   enamel   finish  -Brown,    ©rev,   Black 

and  Green. 

(Samples  &    particulars  from 

BARTONS',   Cosway  Works, 

F.nch  Road,  BIRMINGHAM,    England. 


The  Easy  Way  to  Run 
a  News  Stand 

You  are,  of  course,  anxious  to  be  free  from 
worry  and  trouble  in  running  a  News  Stand.  You 
want  to  STOP  the  leaks,  cut  down  the  work, 
MAKE  MORE  MONEY,  and  know  the  amount 
of  your  sales  and  profits. 

You  want  to  keep  a  check  on  all  magazines  and 
newspapers  received,  sold,  returned  and  non- 
returnable.  You  want  to  know  just  when  to  cut 
down  or  increase  standing  orders,  and  to  be  sure 
of  receiving  the  full  number  ordered  and  full 
credit  for  the  returns.  You  want  to  know  when 
each  magazine  is  due,  and  the  time  limit  for 
returns. 


IT  CAN  BE  DONE  by  using  "Blake's  Handy 
News  Stand  Record."  It  only  costs  $4.50  Com- 
plete. Write  for  full  particulars  and  FREE 
sample  sheets  showing  the  easy  wav  to  run  a 
News  Stand.     DO  IT  NOW. 


Arthur  J.  Blake 

MARSHALL,  TEXAS 


The  sale  of  an  Ester  brook  Pen  often  paves 

the  way  for  the  sale  of  pencils,  ink,  paper 

and  other  stationery  needs. 


And  the  convenient  Esterbrook 
Counter  Display  Case  makes  a 
quick  transaction,  makes  selling 
easier,  saves  counter  space,  and 
provides  a  complete  assortment. 
There's  an  Esterbrook  Pen  for 
every  use;  for  every  hand. 

Write  for  particulars  and  prices. 

ESTERBROOK   PEN  MFG.  COMPANY 

18-70  Cooper  Street,   Camden,   New  Jersey 

Canadian  Agents: 

The  Brown  Bros.,  Ltd..  Toronto,  Canada 


The    Ideal     Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.    blocks    and    a 

range    of    attractive 

boxes  with   Tools. 

Odourless  and 
Antiseptic 
The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted   and 
Appreciated    by 
Educational 
Authorities,    with    a 
wealth   of  testi- 
monials. 


MARK 


MODELLIT    MANUFACTURING     COMPANY 

19,  Brunswick  Street,  Bristol.  England 
Agents:  Menzies  &  Co.,  Ltd.,  439  King  Street  West,  Toronto 


T,  f)  OKSELLER    AND    ST  A  TION  E  R 


An  editorial  in  the  April  issue  of  the  Bookseller 

,111(1  Stationer  eave  expiession  to  the  fact  that  booksellers 
could  profit  lawely  by  featuring  gardening  and  outdoor  books 
stronglv.  alleging  there  was  no  limit  to  the  possibilities  of  this 
branch' of  bookselling.  With  these  conclusions  we  fully  agree, 
arid  firm  in  that  faith,  we  offer  herewith  one  particular  book 
which  covers  most  fully  every  essential  connected  with  gardening 
and  home  ground  requirements.  Our  first  edition  of  6,000  copies 
sold  out   in  one  month.     The  book  we  refer  to  is  the 

Garden  Guide  : 

The  Amateur  Gardener's  Handbook 

Why  pay  exorbitant  figures  for  a  head  of  Cabbage, 
your  Lettuce,  Green  Peas,  Beans,  Tomatoes  and 
other  tasty  vegetables,  when  you  can  have  thasc 
crisp  and  fresh  from  your  own  garden  at  an 
expenditure  of  a  little  effort  and  a  few  cents  for 
This  Book  Tells  the  How,  the  When,  and 
Where  of  all  gardening  and  home  ground  opera- 
tions. It's  really  an  entire  year's  high-class  gar- 
den  magazine  all  under  one  cover.  166  teaching 
illustrations.  256  pages.  Paper  96c;  cloth  75c. 
Prospectus  Free. 
TWO  OTHER  GOOD  BOOKS: 

Milady's  House  Plants 

w'  "'",;  every  woman  who  loves  plants  to  send 
to  us  for  our  prospectus  of  this,  the  most  com- 
plete and  beautifully  illustrated  book  ever  pub- 
lished on  the  Care  of  Plants  in  the  House,  If 
you  follow  the  directions  of  the  practical  man 
who  wrote  this  book  you'll  be  the  envy  of  your 
neighbors.  It  is  a  wonderful  book  at  a  popular 
price.      Prospectus    Free.      180   pages,    100    illustra- 


GARDEN  CUIDE 

|j^§|i 

W^JBl 
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Paper  60c,  Cloth  $1.00. 


Cridland's 
Landscape  Gardening 

Practical  to    the    Core 

i tains    187    Planting    Plans    and    Teaching    Illus- 

tions.      Written    for    the    man    and    woman    of 

delate   means   who   want    to   exercise    their   right 

lay    out    their    own    home    ground    surroundings. 

Through    it    you    can    have    an    elegant   place    at    a 

niuimum   cost.     It  .saves  from  blunders  ami   costly 

experience.     Cloth  $1.65.     276  pp.     Prospectus  Free. 

A.  T.  DeLaMare  Co.  Inc.   Dept.  H.  448  W.  37th  St.  N.Y. 


A  Little  Bit  of 
Heaven 

Every  retailer  is  in- 
terested in  pictures 
that  move,  and  the 
quicker  they  move 
the  better  he  likes 
it.  Well — here  is  a 
picture  that  moves 
so  fast  that  many 
retailers  find  it  nec- 
essary to  reorder  by 
telegraph. 

Art  and  stationery- 
stores,  after  small 
initial  orders,  re- 
order in  one  and  two 
dozen  lots  at  short 
intervals,  and  one 
New  York  store  sold 
over  300  copies 
within    10    days    on 

Hand     colored    photogravure  displaying       Only       6 

size    14   x    21".    List   Price   $1.50.     Copies  111  the  Window. 

Order  and  display  this  picture  at  once!  The  re- 
orders will  take  care  of  themselves.  Dealers  dis- 
count: 40'/r  off  the  quoted  list  price.  F.O.B.  New 
York. 

GUTMANN  &  GUTMANN 

116  West  32nd  Street,  New  York  City,  N.Y. 


News  Agents 

in  Quebec  Province  will  he  interested  to  know 
that  we  are  handling  the  following  American 
Magazines: 

McCALL'S 

PICTORIAL  REVIEW 
LADIES'  HOME  JOURNAL 
SATURDAY  EVENING  POST 
COUNTRY  GENTLEMAN 
LITERARY  DIGEST 
EVERYDAY  ENGINEERING 
JUNIOR  MAGAZINE 
MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 

Terms  and  conditions  equal  and  better  than 
other  wholesalers. 

IMPERIAL  NEWS  COMPANY 

LIMITED 
MONTREAL 


Special  Magazine 
Prices 


We  are  able  to  supply  the  trade  of  Western 
Canada  with  the  following  magazines  in  any 
quantity,  at  the'following  rates: — 

Cosmopolitan  Magazine  .  .  .  15c 

Hearst's  Magazine loc 

Good  Housekeeping He- 
Motor  Boat He 

Harper's  Bazaar 19c 

Motor 19c 

Literary  Digest  (weekly)   ..  8c 

Everyday  Engineer 7c 

Jack  Canuck 3c 

These  prices  are  lower  by  a  cent  and  in  some 
cases  two  cents,  than  other  wholesaler.-. 

IMPERIAL  NEWS  COMPANY 

LIMITED 

WINNIPEG 
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A  GREAT  BOOK  FOR  THE  MAN  WITH  HIS  FIRST  CAR 

HOW  TO  RUN  AN  AUTOMOBILE 

By  Victor  W.  Page,  M.S.A.E.    178  Pages,  72  Specially  Made  Engravings,  Price  #1.00 

This  treatise  gives  concise  instructions  for  starting  and  running  all  makes  of  gasoline  automobiles,  how  to 
care  for  them,  and  gives  distinctive  features  of  control.  Shows  the  control  groups  of  all  popular  makes  of 
automobiles  and  describes  every  step  for  shifting  gears,  controlling  engine,  etc. 

It  is  impossible  to  get  the  greatest  efficiency  out  of  a  car  until  you  know  every  point  in  running,  caring  for 
and  adjusting  the  machine.    In  this  new  book  just  the  problems  you  are  up  against  are  solved  in  a  way  that 
you  can  easily  understand,  and  so  that  you  can  immediately  turn  to  your  car  and  apply  the  knowledge. 
A  book  every  one  has  been  looking  for.     Fills  a  real  need   among   motorists,   dealers,   chauffeurs,   repairmen 

and  all  w'ho  must  handle  different  makes  of  cars. 

STORAGE  BATTERIES  SIMPLIFIED 

By  Victor  Page,  M.S.A.E.     1917  Edition,  Just  Issued,  320  Pages,  Fully  Illustrated,  Price  $1.50 

This  is  a  complete  treatise  on  storage  battery  operating  principles,  repairs  and  applications.  Action — Main- 
tenance— Repair — Use.  This  book  is  written  in  plain,  understandable,  non-technical  language.  Every 
automobile  repairman,  dealer  or  salesman  is  a  good  p  rospect  for  a  sale  of  this  volume. 


Automobile  Repairing  Made  Easy 

By  Victor  W.  Page,  M.E. 

A  thoroughly  practical  book  containing 
complete  directions  tor  making  repairs  to 
■ill  parts  of  the  motor  car  mechanism. 
Written  in  a  thorongh  but  non-technical 
manner.  Will  he  found  of  special  value  t" 
garage-men,  chauffeurs  anfl  automobile  me- 
chanics; it  also  contains  a  mass  of  general 
information  that  will  be  of  equal  value  to 
the  motorist  who  takes  care  of  his  own   car. 

This  book  contains  special  instructions  on 
electric  starting,  lighting  and  ignition  sys- 
tems. Tire  repairing  and  rebuilding.  Auto- 
genous welding.  Brazing  anil  soldering.  Heat 
treatment  of  steel.  Latest  timing  practice. 
Eight  and  twelve-cylinder  motors,  etc.,  etc. 
A  guide  to  greater  mechanical  efficiency  for 
all  repairmen.  You  will  never  "get  stuck' 
on  a  job  if  yon  own  this  book. 

1.000  Specially   Made  Engravings  on  500  Plates.     1,056  Pages 
(5M;   x   8).    11   Folding   Plates.      1(»1<    Edition. 

Price  $3.00 
The  Modern  Gasoline  Automobile 

By  Victor  W.  Page. 
$50    Pages.      600   Illustrations.      12   Folding    Plates.      1917    Edition. 

Price  $2.50 
Automobile    Questions    and    Answers 


650    Pages. 


By  Victor  W.  Page. 
350    Illustrations   and    Plates. 


1917   Edition. 


Price  $1.50 

The  Automobilist's  Pocket  Campanion 
and  Expense  Record 

Not  a  technical   book   in   any  sense  of  the  word,   but  a  collection 

of  practical   facts   in   simple   language   for  the  everyday   motorist. 

Convenient    pocket    size,    handsomely    bound    in    limp 

leatherette   cover. 

Price  $1.00  Price  $1.50 

AUTOMOBILE  CHARTS— Price  25  cents  each 

Location  of  Curburetion  Troubles  Made  Easy.  Location  of  Ford  Engine  Troubles  Made  Easy. 


The  Model  T  Ford  Car 

By  Victor  W.   Page. 

This  is  one  of  the  mast  complete  instruction  books  ever  published. 
All  parts  of  the  Ford  Model  T  Car  are  described  ami  illustrated. 
complete  instructions  for  DRIVING  and  REPAIRING  are  given.  Every 
detail    is   treated    in   a   non-technical   yet  thorough   manner. 

This  book  i-s  written  specially  for  Ford  drivers  and  owners,  by  a 
recognized  automobile  engineering  authority  and  an  exi>ert  on  the 
Fold,  who  has  driven  and  repaired  Ford  cars  for  a  number  of  years. 
He  writes  for  the  average  man  in  a  practical  way  from  actual  knowledge. 
All  parts  of  the  Ford  Model  T  Car  are  described.  All  repair  processes 
illustrated   and    fully   explained.     1917   edition. 

2    Large    Folding    Plates.      100    Illustrations.      300    Pages. 

Price  $1.00 

Motorcycles,   Side   Cars 
and  Cycle  Cars 

Their     Construction,-     Management     and 
Repair. 

550    Pages.      Handsome    Cloth    Binding. 

5     Folding     Plates.       350     Specially 

Made    Illustrations. 

Price  $1.50 

The  Modern  Gas  Tractor 

By  Victor  W.  Page. 

New    Revised    Edition.      480    Pages.      204    Illustrations. 

Folding  Plates. 

Price  $2.00 
Starting,  Lighting  and  Ignition  Systems 

By  Victor  W.  Page. 
Nearly  500  Pages.    297  Specially  Made  Engravings.     1917   Edition. 


Motorcycles 
Sidecars 

Cyclecars 


Location  of  Ignition  System  Troubles  Made  Easy. 
Location  of  Cooling  and  Lubrication  System  faults 


Location  of  Gasoline  Engine  Troubles  Made  Easy. 
Lubrication  of  the  Motor  Car  Chassis. 


Write  for  Circular  for  full  description  of  above  books  and  charts. 

FREE — Our    new    Catalog   of    Practical    Books    sent    free   on   request. 

THE  NORMAN  W.  HENLEY  PUBLISHING  CO.,  132  Nassau  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stewart,  Limited 

266-268  King  Street  West  V  TORONTO 


PUBLISHERS 
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FOUR    BIG    MACMILLAN    BOOKS 


/'Changing  Winds"  is 
a  novel  of  England 
and  Ireland  in  peace 
and  war,  only  equal- 
led by  "Mr.  Britling." 


"A  Diversity  of  Crea- 
tures" is  the  first 
Kipling  fiction  and 
poetry  in  seven  years. 
A  new  Kipling  at 
Kipling's    best. 


1.  CHANGING  WINDS. 

By  St.  John  G.  Ervine 

2.  A  DIVERSITY  OF  CREATURES. 

By  Rudyard  Kipling 

3.  GOD  THE  INVISIBLE  KING. 

By  H.  G.  Wells 

4.  ITALY,  FRANCE   and   BRITAIN   at   WAR. 

By  H.  G.  Wells 


3. 
In  "God  the  Invisible 
King"  we  hear  again 
the  voice  of  "Mr. 
Britling."  This  is  a 
book  for  which  the 
whole  country  has 
waited. 

4. 
"Italy,  France  and 
Britain  at  War"  gives 
the  national  mood  of 
the  allies  as  only  the 
man  who  wrote  "Mr. 
Britling"  could  write 
it. 


EACH  AS  POTENTIAL  A  SELLER  AS  "MR.  BRITLING" 


NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already  placed 
by    largest  houses    in    United   States    and   Canada. 

We  also  specialize  in  LOCAL  VIEWS  of  One   Thousand  per 
subject  and  up.  Correspondence  solicited. 

GILBERT  POST  CARD  COMPANY 


309  RIVER  STREET 


CHICAGO.  ILL. 


Crest 
Shields 

These  we  supply 
in  one  dozen  lots 
of  any  Battalion 
Crest. 

A  H and- o m  e 
Souvenir     of    the 

Battalion  for  the 
Friends  and  Rela- 
tives of  the  Mem- 
bers. 

Work   is   in   Rich    Colors   in   Art   Process    Work. 

Have  made  a  big  hit. 

Show  Card  sent  with  every  order. 

Make    a    window    display    of    them    and    get   the 

business. 

Price  $2.00  per  dozen. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  St.,  Toronto,  Canada 

P.S. — Travellers  are  covering   Canada.     See  our 
line  when  you  are  called  on. 


Size  11  x  14  inches.  Assorted 
Colors  Felt.  Have  Metal  Top 
and  Hanger. 


GOLD  MEDAL  AWARDS!  PANAMA-PACIFIC  EXPOSITION 

Each  of  the  three  lines — the  Washburne  "O.K."  Paper  Fastener,  the  Sanitary  "O.K."  Eraser  and  the  Ries  "O.K." 
Letter  Opener  has  received  Medal  of  Highest  Award  at  the  Panama-Pacific  International  Exposition.  This  is  a  strong 
indorsement,  another  feather  in  the  cap  of  these  well-known  products.  Wherever  shown,  they  receive  the  highest  indorse- 
ment whether  at  expositions  or  in  the  offices  of  business  men. 

Mr.  Dealer:     These  lines  are  well-known  office  necessities  not  only  here  but  in  all  foreign  countries.     We  create  the  de- 
mand throug'i  persistent  advertising  and  we  ask  your  co-operation  in  their  distribution.     The  demand  will  be  continuous 


and  your  profit  liberal  and  constant. 

Keep  well  stocked  with  the  famous 
Washbume  "O.K.''  Paper  Fasteners  in 
all  three  sizes,  which  are  in  greater  de- 
mand now  than  ever  before. 

Attractive  "O.K."  display  signs,  illus- 
trated and  descriptive  literature  for  the 
asking. 


^ Rl ES XtKr^BSaaS.  Whetheritisthe  WaMurnc'-OX.," 

^SQSJSS     $e    Sanitary   "O.K."   or     the    Ries 

"O.K." each  sells  on  its  merits.     Every 
sale  means  a  satisfied  customer. 

Orders  received  through  your  jobber  or 
direct.  Price  Books  and  electroplates 
sent  on  request. 


THEO.  K.  MANUFACTURING  CO.,  SOLE  MAKERS,  SYRACUSE,  N.  Y.,  U.S.A. 
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VOL.  XXXIII-  No.  6 


The  Coming  of  Conscription 


WITH  the  prospect  of  the  coming  of 
Conscription  merchants  will  do 
well  to  see  that  junior  members  of  the 
staffs  are  encouraged  to  thoroughly  post 
themselves  so  that  they  may  efficiently 
fill  the  places  of  the  young  men  now  en- 
gaged in  book  and  stationery  stores  who 
will  be  among  those  called  to  the  colors. 

One  especially  good  way  to  accom- 
plish this  purpose  is  to  encourage 
juniors  to  read  and  thoroughly  digest  the 
contents  of  each  successive  issue  of 
BOOKSELLERANDSTATIONER. 

It  will  prove  beneficial  to  every  book 
and  stationery  store  to  have  every  mem- 
ber of  the  staff  as  well  as  the  proprietor 
himself,  follow  the  trade  paper  month 
by  month  most  throughly,  giving  equal- 
ly close  attention  to  the  editorial  and  the 
advertising  pages. 


Every  page  in  the  paper  every  month 
presents  contents  that  is  of  vital  interest 
to  everybody  identified  with  the  trade, 
wholesale  or  retail,  employer  or  em- 
ployee. Too  much  stress  cannot  be  laid 
on  the  importance  of  this  identity  of  in- 
terest, having  all  branches  of  the  trade,  | 
and  each  individual  identified  with  those         | 

branches,  in  mind.     This  suggests  the         i 

is 


somewhat  trite  but  nevertheless  potent 
truth:  "In  union  is  strength." 


The  present  situation  in  our  country 
calls  for  the  utmost  co-ordination  in  all 
branches  of  business  activity,  and  it  is  a 
time  to  encourage  those  employees  who 
will  be  the  merchants  of  to-morrow  to 
make  the  most  of  themselves. 


Merchants  will  find  that  they  can  for- 
ward this  desirable  result  and  at  the  same 
time  bring  immediate  benefit  to  their 
own  businesses  by  subscribing  for 
copies  of  BOOKSELLER  AND 
STATIONER  to  be  sent  regularly,  per- 
sonally addressed  to  employees. 


Fill  out  this  order  form  and  mail  it  to- 
day while  this  subject  is  in  your  mind :    - 


Send 

BOOKSELLER     AX  I)    STATIONER 

for  one  year  to 

Name 

Address 

for  $1  enclosed. 

Name  of  Merchant 

Address 

N.B. — It  preferred  amount  may  be 
charged  to  merchant's  account. 


BOOKS  E  L  L  E  R     A  N  D     S  T  A  T  J  0  N  E  K 


Venus 

lO*  PENCIL 

recognized  as  the 
highest  quality 


N 


Is  of 

superfine 

quality 

Rubs  out 

Cleanly 

and  Easily 


Soft,  fine  textured,  durable  and  lasting.  Gray  in 
color,  and  will  not  soil  or  streak.  Use  it  for  all  kinds 
of  pencil  erasing.  Made  in  12  sizes.  Smallest  packed 
100  to  box:  largest  4  to  a  box.  For  a  splendid  eraser 
be  sure  to  get  VENUS. 


EVER  are  any  but 
the  finest  materials 
permitted    to    go 
into  this  famous 
pencil;  never  are 
arrj   but  the  most 
skilled    workmen 
p  e  r  m  i  1 1  e  d  to 
make  this  pencil; 
never    are     a  n  y 
shipments    made 
without  the  most 
careful       inspec- 
tion .  and    check- 
ing.   Your  customers  look  for 
the      distinctive      watermark 
finish. 


T7ENUS  pencils  are  perfect. 
»  From  the  softest,  heaviest, 
blackest  6B  to  the  hardest  9H, 
with  its  thin,  clear  line,  the  17 
degrees  and  hard  and  medium 
copying  are  absolutely  stand- 
ard, uniform  and  reliable. 
VENUS  pencils  are  the  choice 
( >f  architects,  artists  a  n  d 
draughtsmen,  and  discerning 
users  everywhere. 


Are  your  stocks  complete  ? 


Write  for  cata»og  and  prices. 


AMERICAN    LEAD    PENCIL    CO. 

220  Fifth  Ave.,  New  YorV  iiH  Clapton,  London,  Ehg. 


Hercules  Price  Books 

are  aptly  named 

Get  a  sample  "Hercules"  and  compare  it  with 
other  loose  leaf  Price  books  at  the  same  price. 
Note  the  Flexible  Levanitall  Binding  which  ex- 
perts have  judged  to  be  the  real  cowhide  at  sight. 

A  line  to  push.  Made  in  V2"  and  1"  capacity  in  all 
popular  sizes. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard"   Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


QUICK  Way  to 

Mount 

PHOTO 
PRINTS 


Treasured  camera  pic- 
tures or  post  cards  are 
easily  lost  unless 
mounted  in  a  book, 
where  they  can  always 
be  turned  to  at  a  min- 
ute's  notice. 


J<Q  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
to  mount  photos  and  post  cards — are 
always  secure,  neat  and  artistic.     Slip 
on   each   corner   of  the   picture — wet   'em 
and  stick  'em,  that's  all.    They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.     Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND   DEALERS 

This  is   a  big   selling,   easily  handled   line. 
Millions   sold   in   all   parts   of  the   world. 
Stationery,    photo    supply    departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post     card     collectors. 
Write   us   to-day  for   samples 
and  quantity  prices. 


CJK*^- 


^£i 


ENGEL    MANUFACTURING   COMPANY 


1456  LELAND  AVENUE.  CHICAGO.  U.S.A. 
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I  IN  THIS  ISSUE 


Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 

Vol.  XXXIII.  JUNE,  1917  No.  6 


Making  Customers  as  Well  as  Sales 

Selling  Automobile  Books 

Be  the  Livest  Newsdealer  in  Your  Town 

System  Required  in  News  Trade 

Stationers  and  the  Loose-Leaf  Trade 

Keeping  a  Scrap  Book  for  Customers 

Wall  Paper  for  the  New  Season 

Sheet  Music  Possibilities 

Best  Selling  Books  of  the  Month 

Chronicle  of  New  Books 

New  Goods  Described  and  Illustrated 
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GREAT    BRITAIN— LONDON.    The   MacLean    Company   of   Great  Britain,   Limited,  88  Fleet  Street,   E.C.,   E.  J.   Dodd. 
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BOOKS  E  L  L  E  Ii  AND  S  T  A  T  I  0  N  E  Ft 


A  NEW  NOVEL  BY  THE  AUTHOR  OF 

"THE  BROAD  HIGHWAY" 

Ready  Shortly 

The  Definite  Object 

By  Jeffery  Farnol 

A  Romance  of  New   York 

Jeffery  Farnol  wrote  "The  Broad  Highway"  in  a 
studio  on  the  West  Side  of  New  York.  Here,  in 
this  new  novel,  is  a  compelling  story — the  result 
of  his  lean  years  in  America.  The  rollicking 
humor,  the  quaint  philosophy  and  the  delightful 
characterization  are  truly  Farnol.  Adventure  and 
Romance  walk  hand  in  hand  with  Ravenslee  on 
his  Quixotic  quest  through  Hell's  Kitchen — and 
Hermione  is  as  charming  a  heroine  as  Mr.  Farnol 
has  ever  pictured.  The  reader  will  follow  with 
zest  the  career  of  the  young  millionaire  who  seeks 
a  purpose  in  life  and  finds  the  definite  object. 

THE  DEFINITE  OBJECT 

By  Jeffery  Farnol 

This  Story  has  not  appeared  serially  in  any  American  Magazine 


$1.40  net 


THE  MUSSON  BOOK  CO.,  LIMITED,  Publishers,  TORONTO 


Editorial   Chronicle  and  Comment 


AUTOMOBILE  BOOKS 

WHEN  you  think  of  the  many  thousands  of 
automobiles  throughout  Canada — each  city, 
town  and  village  having  its  representative  quota,  with 
fanners  too  falling  in  line  more  and  more  by  join- 
ing the  ranks  of  motorists,  this  being  further  suple- 
mented  by  the  growing  importance  of  tractors,  does 
it  not  strike  you  forcibly,  you  retail  booksellers,  thai 
here  is  a  Held  that  is  mighty  well  worth  the  most 
aggressive  sort  of  development? 

There  is  not  a  "flivver"  owner,  not  a  motor  cycle 
enthusiast,  not  a  "joy  rider,"  not  a  •"racer,"  not  a 
chauffer,  not  a  garage  owner  not  a  man  or  woman 
directly  connected  with  the  automobile  industry, 
either  commercially  or  as  car  owner,  who  is  not  an 
immediate  prospect  for  one  or  more  among  the  differ- 
ent well-known  automobile  hooks  now  being  freely 
sold. 

There  are  books  telling  how  to  repair  them,  auto- 
mobile questions  and  answers,  motor  cycles,  side  ears 
and  cycle  cars,  the  Ford  car.  automobile  starting, 
lighting  and  ignition  system. — storage  batteries,  gas 
tractors,  and  there  are  automobile  blue  books  dealing 
with  different  sections  of  the  United  States  and  Can- 
ada, giving  information  of  a  most  valuable  nature 
about  roads,  points  of  interest, -hotels,  garages,  boats 
and  ferries,  motor  laws,  including  valuable  maps  and 
mileages  between  main  points. 

Another  set  of  publications  are  automobile  charts 
which  clearly  show  all  parts  so  as  to  make  easy  the 
location  df  engine  troubles,  or  troubles  relating  to 
carburetion,  ignition  and  other  difficulties  to  which 
automobiles  are  prone. 

Not  only  are  present  owners  likely  to  want  one 
or  more  of  these  books  if  they  are  properly  introduced 
to  them  by  booksellers,  but  the  prospective  motorist, 
for  instance,  the  man  who  is  saving  up  his  pennies  to 
buy  a  Ford,  or  the  man  who  has  the  desire  but  not 
the  price,  but  who  may  strike  it  rich  commercially 
or  be  remembered  in  his  uncle's  will  to  the  extent  of 
the  purchase  price  of  a  car.  is  a  mighty  good  pros- 
pect in  considering  the  possibilities  for  selling  books 
of  this  class. 

The  bookseller  may  by  observing  such  opportun- 
ities as  these  put  his  book  business  back  on  a  foot- 
ing that  will  eclipse  the  good  old  days  before  incon- 
siderate provincial  governments  took  almost  the  last 
cent  of  profit  out  of  school  book-. 
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In  future  issues  some  further  suggestions  will  be 
.-et  forth  editorially  dealing  with  other  seasonable  and 
special  classes  of  book-  that  may  be  sold  readily  by 
Canadian  booksellers. 


MAKING  CUSTOMERS  AS  WELL  AS  SALES 

OF  recent  date  several  instances  have  been 
brought  to  our  attention,  where  a  merchant  by 
a  careless  service,  in  refusing  to  go  out  of  his  way 
to  meet  a  customer's  requirement-  has  not  only 
lost  the  sale,  but  lost  the  customer  as  well.  It  is 
probable  that  every  merchant  has  at  times  people 
come  to  him  enquiring  for  goods  that  he  does  not 
have  or  which  are  out  of  stock.  In  the  cases  we 
refer  to,  the  goods  were  goods  that  the  merchant 
usually  carried,  and  in  each  case  the  customer  was 
inclined  to  wait  for  the  goods  to  be  provided  by 
that  store  rather  than  to  go  elsewhere,  but  in  each 
case  the  merchant  looked  upon  the  transaction  as 
merely  an  individual  sale,  and  one  that  would  bring 
him  in  only  a  negligible  amount  of  profit,  and  con- 
sequently displayed  no  inclination  to  meet  the  cus- 
tomer's wishes.  Therefore  in  each  case  the  custo- 
mer went  elsewhere  to  find  more  willing  service, 
and  having  found  it,  not  unnaturally  decided  to 
patronize  the  store  that  had  given  him  this  willing 
service. 

These  are  not  isolated  instances.  They  are  hap- 
pening every  day,  and  they  are  the  great  reason 
for  lost  customers.  The  remedy  is,  of  course,  that 
the  merchant  should  cease  thinking  of  these  trans- 
actions as  sales,  and  look  at  each  purchaser  as  a 
potential  customer,  whose  trade  it  is  desirable  to 
secure.  A  sale  in  itself  may  mean  only  a  few  cents 
of  profit,  and  if  the  merchant  is  temporarily  out  of 
the  goods  called  for,  it  may  entail  an  expenditure 
far  in  excess  of  any  possible  profit.  That,  of  course. 
is  looking  at  it  only  from  the  profit  end.  On  the 
other  hand,  a  willing,  courteous  service  in  this  one 
little  item  may  serve  to  rivet  the  customer  to  the 
store,  and  make  a  customer  who  will  bring  in  real 
profit  to  the  merchant.  An  eagerness  to  serve,  irre- 
spective of  the  profit,  of  the  individual  transaction. 
may  we  say,  results  in  a  strong  friendship  for  the 
store.  A  service  refused,  or  ungraciously  conceded 
will  more  surely  still  contribute  to  a  lost  customer. 
And  customers  like  most  other  things,  are  more  easily 
lost  than  found. 


NEW  FIRM   IN  LONDON 

Readers  of  BOOKSELLER  AND 
STATIONER  will  observe  some  inter- 
esting pictures  of  men  of  the  trade  here- 
with. One  of  them  shows  a  live  London 
retailer,  Wendell  Holmes,  accompanied 
by  "Billy"  Brady  one  of  the  most  popu- 
lar of  book  travelers. 

Another  picture  shows  H.  G.  Popham 
who  has  just  gone  into  patnership  with 
Mr.   Holmes. 

Wendell   Holmes  has  conducted  a  sue- 


On  the  left  \V.  Brady  of  the  travelling 
staff  of  William  Briggs;  on  the  right, 
Wendell  Holmes,  of  the  new  firm  of  Holmes 
&    Popham,  London,  Ont. 

cessful  retail  business  at  150  Dundas 
Street,  London,  having  branched  out  in 
business  for  himself  last  November. 

He  has  been  in  London  nine  years  hav- 
ing had  valuable  previous  experience  in 
the  house  of  William  Briggs  and  in  the 
stationery  department  of  Ryri.e  Bros., 
Toronto. 

He  was  for  several  years  manager 
of  the  well-known  Mallogh  Bookshop  in 
London. 

Last  month  the  partnership  with  Mr. 
Popham  was  effected.  Holmes  &  Pop- 
h  m  will  occupy  a  particularly  fine  new 
s^Dce  at  190  Dundas   Street. 


Mr.  Popham  has  for  seven  years  been 
traveling  Canada  in  the  wholesale 
stationery  business.  He  was  with  A.  R. 
MacDougall  &  Co.,  until  two  years  ago 
and  since  that  time  has  been  with  W. 
E.  Coutts,  manufacturers'  agent,  Tor- 
onto. 

Mr-  Popham  will  continue  with  Mr. 
Coutts   until    the   midsummer. 

BOOKSELLER  AND  STATIONER 
extends  best  wishes  for  success  to 
Holmes  &  Popham. 


TRADE  CHANGE  AT  KITCHENER 

The  book  and  stationery  business 
which  has  for  the  past  five  years  been 
conducted  by  C.  E.  Swaisland,  in  Kitch- 
ener, Ont.,  has  been  purchased  by  J.  P. 
Bender  and  merged  with  the  latter's 
business.  Incidentally,  there  has  been  an 
exchange  of  stores,  Mr'.  Swaisland  mov- 
ing his  drug  store  into  the  premises  for- 
merly occupied  by  Bender's  Bookstore, 
while  the  Bender  business,  extended  by 
the  varied  stock  purchased  from  Mr. 
Swaisland,  is  now  housed  in  the  capaci- 
ous store  which  formerly  accommodat- 
ed the  combined  Swaisland  stock  of 
books  and  stationery,  drugs,  etc. 

Mr.  Bender  now  occupies  quarters  in 
keeping  with  his  extensive  trade.  The 
business  was  altogether  too  cramped  in 
the  old  store.  Besides  books  and  sta- 
tionery, the  stock  includes  the  usual  lines 
which  in  this  country  have  come  to  be  as- 
sociated as  natural  attributes  of  a  book- 
store. Fancy  goods  are  very  much  in 
evidence  and  so  is  wall  paper. 

When  it  is  considered  that  the  store 
is  110  feet  deep,  with  about  20  feet  fron- 
tage, besides  which  there  are  two  rooms 
on  the  second  floor  giving  about  1,500 
square  feet  of  additional  space,  it  will  be 
appreciated  that  the  Bender  business  is 
now  most  favorably  situated  for  keeping 
up  with  the  opportunities  afforded  by  the 
business  of  dealing  in  books,  stationery, 
toys  and  fancy  goods,  sporting  goods, 
wall  paper,  office  equipment,  besides  the 
other  minor  lines  which  almost  invari- 
ably go  with  these  lines  of  merchandise. 

Owing  to  the  capable  manner  in  which 
Mr.  Bender  has  developed  an  extensive 
wall  paper  trade  the  new  move  will  be 
particularly  beneficial  to  that  department 
of  his  business.  This  is  a  branch  of  the 
business  which  is  badly  handicapped  in 
many  stores  because  of  lack  of  room, 
poor  light,  and  in  the  other  case  where 
these  essentials  are  not  lacking,  the  wail 
paper  department  is  too  often  on  the 
second  floor.  Mr.  Bender  is  not  so  han- 
dicapped. The  wall  paper  stock  and 
show  room  occupy  ample  space  on  the 
18 


H.  G.  POPHAM 

After  long  experience  on  the  road,  Mr.  Pop- 
ham has  entered  the  retail  field  in  Lon- 
don, Ont.,  as  a  member  of  the  firm  of 
Holmes  &  Popham. 

ground  floor  at  the  rear  where  there  is 
particularly  good  light,  and  with  the  ad- 
vantage thus  afforded,  it  is  reasonable 
to  expect  that  there  will  be  a  still  fur- 
ther growth  in  the  extent  of  business 
done  in  this  department.  In  fact,  this 
applies  to  the  whole  business. 

It  is  interesting  to  observe  that  be- 
sides the  store,  Mr.  Bender  has  a  well- 
equipped  print  shop  in  Kitchener,  occu- 
pying the  ground  floor  of  a  building  on 
Queen  street.  While  thus  separated  from 
the  store  there  is  of  course  a  very  close 
association  of  this  printing  plant  with 
his  stationery  business  because  of  the 
kindred  nature  of  these  trades,  and  Mr. 
Bender  is  now  considering  the  advisabil- 
ity of  getting  additional  space  adjacent 
to  the  upstairs  rooms  at  his  store  in 
which  to  instal  this  printing  plant. 


DEATH  OF  S.  A.  ALLEN 

The  sad  intelligence  of  the  death  of 
S.  A.  Allen,  manager  of  the  English 
Bible  Publishing  House  of  Eyre  and  Spot- 
tiswood,  came  last  month.  The  late  Mr. 
Allen  was  well  known  in  Canada,  having 
made  regular  journeys  through  the  Do- 
minion for  many  years. 


BOOKSELLER     AND     STATIONER 


THE  SMALL  STORE'S  BIG  CHANCE 

SIZE  is  not  everything  in  business.  1 1  is  not  true  tT\at  little  business  and  .small  capital  have  no 
chance.  As  a  matter  of  fact  !h<  typical  small  store  and  so-called  little  business  are  marc  conspicu- 
ous to-day  than  ever  before,  in  spite  of  the  price-cutting  methods  and  monopoly  of  territories 
ascribed  to  the  trusts.  Opportunities  hare  been  provided  so  rapidly  lhat  so-called  big  business  ha* 
been  unable  to  prevent  little  business  (ram  holding  its  own.  In  some  respects  big  business  to-day  is 
af  a  very  serious  disadvantage  compared  »'/'///  little  business — Salesmanship. 


NEW  IDEA  FOR  ADVANCE  CARDS 

Howard  Magee,  whose  territory  in- 
cludes Eastern  Canada,  in  his  work  of 
selling  Moore's  Push  Pins  to  the  trade, 
has  again  proved  himself  to  be  a  man 
of  ideas.  The  particular  idea  will  prob- 
ably be  seized  by  other  concerns  in  bet- 
tering their  travelers'  advance  cards. 
The  new  form  which  Mr.  Magee  submit- 
ted to  his  employers: 

This  advance  notice  reminds  the  dealer 
that  a  traveling  man  will  call  on  a  cer- 
tain date,  but  the  card  has  attached  to 
it  another  section  with  the  numbers  of 
the  principal  items  of  the  line,  and  the 
card  suggests  that  this  be  torn  off  and 
handed  to  the  stock  clerk  for  a  record  of 
the  items  mentioned  thereon. 

The  trouble  with  the  majority  of  ad- 
vance cards  is  that  while  the  dealer  or 
jobber  appreciates  receiving  them,  they 
have  not  much  time  to  go  over  the  stock. 
Consequently  an  extra  amount  of  time 
is  required  of  the  traveling  man  to  lay 
over  and  call  the  next  day  to  get  his  or- 
der, whereas  if  the  dealer  or  jobber  had 
promptly  handed  the  memorandum  to 
the  stock  clerk  the  report  would  be  at 
hand  and  the  order  could  be  made  up 
on  the  salesman's  first  call,  thus  making- 
it  easy  for  him  to  obtain  his  stock  report 
from  the  stock  clerk. 

The  above  idea  put  into  effect  will  re- 
present a  substantial  saving  to  the  deal- 
er or  jobber  and  will,  no  doubt,  be  highly 
recommended  by  a  great  many  buyers. 


SHORTAGE  OF   INDIA   PAPER 

One  of  the  by-products  of  the  war  is 
the  stoppage  of  the  famous  India  paper 
issue  of  the  Encyclopedia  Britannica.  No 
further  orders  for  it  will  be  taken  in 
Canada,  and  it  has  been  already  with- 
drawn in  the  United  States.  Ninety- 
seven  per  cent,  of  the  subscribers  have 
purchased  the  India  paper  edition,  which 
was  a  notable  experiment  in  the  publish- 
ing- world.  The  shortage  of  the  varieties 
of  flax  and  hemp  used  in  making  India 
paper  is  directly  due  to  the  war. 


TRADE    NEWS 

The  Hood  Stationery  Company  has  se- 
cured the  contract  for  supplying  the 
Vernon,  B.C.,  schools  with  stationery, 
etc.,  for  the  year  1917-1918. 

The  Willson  Stationery  Co.,  222  Mc- 
Dermott,  Ave.,  Winnipeg,  have  awarded 
the  contract  for  a  two-storey  addition  to 
their  building  on  Centre  St.,  to  cost  $18,- 
000. 

The  firm  name  of  Young  &  Kennedy 
Co.,  as  it  now  is  at  10080  Jasper  avenue, 


.  Edmonton,  Alta.,  will  be  changed  to  E. 
N.  Kennedy,  successor  to  Young  &  Ken- 
nedy Co.  Mr.  Young  has  not  been  con- 
nected with  the  firm  for  about  two  years 
and  last  September  he  took  over  the  Cal- 
gary branch  of  the  business. 

The  plant  where  Day's  White  Paste 
was  manufactured  at  Albany,  NY.,  was 
destroyed  by  fire  recently.  The  good- 
will, formula,  and  processes  have  since 
been  sold  to  the  Carter's  Ink  Co.,  of 
Boston  and  Montreal.  Carter's  will  con- 
tinue to  market  this  paste  under  the 
old  name,  as  it  has  long  been  looked 
upon  with  special  favor  in  many  locali- 
ties. 

Alexander  Charles  MacLean,  former- 
ly of  Perth,  and  Carleton  Place,  Ont., 
from  where  he  went  to  Brooklyn,  N.Y., 
died  in  that  city  on  April  29.  When  a 
young  man  he  was  employed  for  a  num- 
ber of  years  in  Hart's  Bookstore,  Perth, 
later  conducting  his  own  book  and  sta- 
tionery business  in  Sarleton  Place.  He 
was  in  his  68th  year.  John  MacLean, 
postmaster,  of  Perth,  is  a  brother. 

-  St.  Thomas,  Ont.,  May  5.— The  St. 
Thomas  Board  of  Education  is  consider- 
ing the  advisability  of  using  the  old- 
fashioned  slates  in  the  public  and  high 
schools  instead  of  the  scribbling  books 
now  in  use.  The  pupils  have  all  been 
instructed  to  be  sparing  with  the  paper, 
and  in  all  likelihood  those  in  the  gram- 
mar classes  will  not  be  allowed  to  use 
paper  from  now  on.  The  last  supply  of 
paper  cost  the  Board  just  twice  the 
amount  expended  for  the  article  in  pre- 
vious terms. 

E.  Whaley,  head  of  the  firm  of  Wha- 
ley,  Royce  &  Co.,  is  back  in  Toronto, 
after  a  five  weeks'  vacation  in  Florida. 
Mr.  Whaley  is  more  than  ever  convinced 
that  the  winter  is  the  ideal  vacation 
time,  rather  than  the  summer. 

He  found  conditions  in  his  business 
very  satisfactory  upon  his  return.  Con- 
ditions arising  out  of  the  war  have  made 
it  necessary  to  manufacture  lines  for- 
merly imported,  and  this  his  firm  are 
doing  with  considerable  success.  Inci- 
dentally, Mr.  Whaley  is  an  ardent  ex- 
ponent of  increased  food  production,  in 
which   everyone   should   co-operate. 

Carl  G.  Percy,  formerly  advertising 
manager  for  the  Eaton,  Crane  &  Pike  Co., 
is  now  vice-president  of  the  Displays 
Company,  of  New  York. 

Hereafter  the  department  formerly 
supervised  by  Mr.  Percy  will  be  divided 
into  two  sections,  the  Sales  Promotion 
Department,  with  R.  B.  G.  Gardiner,  for- 
merly with  the  Creative  Advertising  and 
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Sales  Service  Co.,  in  charge,  and  the 
Dealers'  Service  Department,  under  the 
direction  of  E.  P.  Kohl,  formerly  adver- 
tising manager  for  a  large  Central  New 
York   manufacturer. 

The  dealers'  service  department  will 
have  charge  of  the  trade  paper  adver- 
tising, besides  conducting  "Pull-Togeth- 
er," the  firm's  house  organ.  This  de- 
partment will  also  supervise  window  and 
interior  display  suggestions  for  dealers, 
dealer  advertisements,  sample  books,  mo- 
tion picture  slides,  and  such  special  work 
as  necessity  demands. 


DEATH  OF  O.  S.  HICKS 

Orrin  Stanley  Hicks,  bookseller  and 
stationer  at  Markham,  Ont.,  died  in  that 
town  on  May  6,  in  his  63rd  year.  De- 
ceased formerly  published  the  Markham 
Sun  before  its  amalgamation  with  the 
Economist.  He  is  survived  by  Mrs.  Hicks, 
one  son,  Lieut.  Ralph  S.  Hicks,  of  the 
8th  Canadian  Gan  Corps,  at  the  front, 
and  one  daughter,  Miss  Ethel  Hicks, 
teacher,  in  Toronto. 


BY  THEIR  WINDOWS  YE  SHALL 
KNOW  THEM 

If  the  average  retail  stationer  realized 
to  what  extent  his  store  is  judged  by  his 
show  windows,  he  would  pay  greater  at- 
tention to  the  important  question  of  win- 
dow trimming. 

The  window  has  often  been  referred  to 
as  the  eye  of  the  store.  The  writer,  how- 
ever, prefers  to  call  it  the  "index"  to 
the  store.  You  will  find,  in  alnrost,  if  not 
every  case,  that  a  disorderly  and  un- 
kempt appearing  window  is  a  sure  indi- 
cation of  similar  conditions  inside  the 
store.  Even  in  that  case  the  window 
proves  its  efficacy  as  an  advertising  me- 
dium. It  observes  the  principle  of 
TRUTH  in  advertising,  too,  but  unfor- 
tunately it  is  a  negative  form  of  adver- 
tising for  that  store. 

Your  windows  can  be  made  to  be  the 
most  effective  means  of  getting  people  to 
look  your  way  and  give  you  their  trade 
The  less  attractive  they  are  the  less  like- 
ly will  it  be  that  people  will  look  your 
way.  If  the  windows  are  unattractive  the 
same  will  be  true  of  your  store.  So  at- 
tract people  into  your  store  by  means  of 
inviting  displays  of  your  goods  in  the 
store  windows. 


Thomas  Stobback  has  removed  from 
Campbellford  to  Stirling,  Ontario,  where 
he  has  purchased  Sutcliffe's  book  and 
stationery   store. 


BOOK  S  K  I.  I,  K  K    A  X  I)    S  T  A  T  I  O  N  K  It 


A     MODEL    THAT    BROUGHT    US    A 
VICTORY" 

The  taking  of  Vimy  Ridge,  one  of  the 
most  decisive  of  recent  victories.,  has 
now  become  a  matter  of  history  and  the 
splendid  part  played  by  our  brave  boys 
on  this  memorable  occasion  makes  the 
event  doubly  interesting  to  Canadians. 
The  story  of  the  bombardment  and  sub- 
sequent attack  are  now  common  know- 
ledge. What  is  less  generally  known  is 
the  part  played  by  a  comparative  trifle 
in  bringing  the  crowning  victory  within 
our  reach.  I  refer  to  the  plasticine  mo- 
del used  in  planning  the  attack.  It  is  the 
work  of  a  consummate  artist  who,  in 
fashioning  a  scale  reproduction  of  the 
landscape  of  which  Vimy  Ridge  is  the 
central  feature  left  no  detail  unattended 
to.  It  took  months  to  complete  and  dur- 
ing this  time  maps  and  aerial  photo- 
graphs were  procured  and  assistance  ob- 
tained from  the  Mayor  of  Vimy,  who  pos- 
sessed an  intimate  knowledge  of  the 
country.  Over  this  battlefield  in  minia- 
ture staff  officers  pored  and  coached  offi- 
cers and  non-coms  from  the  units  de- 
tailed for  the  assault  for  their  part  in 
the  attack.  On  this  novel  map  were 
traced  the  network  of  roads,  trenches, 
railways,  and  streams;  the  ridges  and 
gullies  were  faithfully  reproduced  and 
everv  detail  noted.  Glancing  at  this  mo- 
del it  became  clear  that  the  key  to  the 
position  was  hill  145.  Having  become 
familiar  with  the  ground  at  all  points, 
the  final  plans  were  laid  and  this  im- 
perishable victory  won  at  a  cost  far 
slighter  than  would  have  been  the  case 
had  our  attack  been,  as  it  were,  a  leap 
in  the  dark. 


NATIONAL  BLANK  BOOK  CO.  COMES 
TO  CANADA 

Holyoke    People    Purchase    Plant    of    the 

Papaterie  de  Berthierville 

in  Quebec 

THE  Canadian  business  of  the  Na- 
tional Blank  Book  Company  has 
grown  to  such  proportions  that  a 
factory  located  in  Berthierville.  P.Q.,  has 
been  purchased  in  order  to  relieve  the 
pressure  at  the  local  plants.  This  new 
branch  is  the  property  of  the  Papaterie 
de  Berthier.  manufacturers  of  papeteries. 
blank  books,  school  supplies,  etc.  Ber- 
thierville is  in  the  Sherbrooke  district, 
about  sixty  miles  east  of  Montreal. 

The  Dominion  Blank  Book  Company, 
Ltd.,  as  the  new  concern  will  be  called. 
is  owned  bv  the  officials  of  the  National 
Blank  Book  Company.  It  has  been  or- 
ganized with  Frank  B.  Towne  as  presi- 
dent: Edward  S.  Towne,  secref^ry;  and 
George  A.  Savoy,  treasurer.  The  resi- 
dent manager  is  J.  A.  Daviault.  the  for- 
mer manager  of  the  plant.  This  branch 
will  be  under  the  immediate  direction  of 
Mr.   Savov. 

Plans  are  now  in  the  making  for  ex- 
tensions and  alterations  to  be  in  opera- 
tion as  soon  as  possible.  According  to 
E.  S.  Towne.  nothing  definite  has  »s  yet 
been  decided  upon.  The  nresent  line  of 
school  blanks  and  composition  books  will 
be  continued,  with  certain  additions. 
Eventually  blank   books,   loose   leaf   and 


transfer  papers  will  be  added.  Mr.  Towne 
says  that  a  good  sized  increase  in  space 
will  be  made,  and  the  factory  remodelled 
and  brought  thoroughly  up  to  date.  The 
present  number  of  employees  is  about 
sixty-five. 

The  purchase  of  a  mill  in  this  locality 
has  been  under  consideration  for  some 
time. 


PATRIOTISM    AND    PRODUCTION 

There  was  a  flag-raising  at  the  Moore 
Push-Pin  Co.'s  factory  at  Wayne  Junc- 
tion, Philadelphia  on  May  19,  a  30  foot 
flag  being  raised  by  Master  Mills  Moore, 
the  seven-year-old  son  of  the  late  Edwin 
Moore.  The  presentation  was  made  by 
W.  Percy  Mills,  president  of  the  com- 
pany and  founder  of  the  Poor  Richard 
Club,  of  Philadelphia.  He  made  a  pat- 
riotic address,  urging  the  employees  to 
be  patriotic  both  to  the  country  and  the 
business.  He  spoke  of  cementing  busi- 
ness to  the  colors,  as  the  only  way  of 
waging    a    successful    war. 

A  good  mussic  programme  was  given, 
P.  G.  Underwood,  the  company's  sales 
manager  proving  to  be  a  good  director. 
After  the  exercises  the  employees  com- 
enced  the  cultivation  of  a  large  lot  own- 
ed by  the  company. 


DAILY  ADVERTISING  STUNTS 

A  Western  stationer  last  week  placard- 
ed in  his  window  the  hour,  minute  and 
second  of  the  daily  rising  of  the  sun, 
which  he  prepared  from  an  almanac,  and 
it  was  astonishing  how  many  people, 
who  had  never  thought  about  the  mat- 
ter, began  to  look  regularly  each  day  to 
find  out  the  change  in  the  length  of  the 
days.  Another  idea  used  by  this  mer- 
chant in  his  local  advertising,  which 
perhaps  is  a  little  better  because  not 
quite  so  commonplace,  is  each  day  or 
week  to  publish  somewhere  in  the  ad- 
vertisement an  announcement  of  some 
remarkable  historical  event  which  occur- 
red exactly  one  hundred  years  previous- 

ly. 


YOUR  BEST  SALESMAN 

While  in  a  grocery  store  the  other 
morning  leaving  an  order  for  the  better 
half's  requirements  for  the  day,  I  ob- 
served the  proprietor  of  the  store  at  the 
telephone  and  heard  him  call  up  differen1 
people  in  succession  calling  their  atten- 
tion to  what  he  described  as  a  particular- 
ly fine  shipment  of  strawberries.  "The 
flavor  is  just  like  our  own  Canadian  ber- 
ries." he  said.  I  pricked  mv  ears  at  that, 
but  hardly  believed,  him.  However,  I  in- 
vestigated, and  bv  George,  they  were 
good,  so   I  ordered  some  myself. 

The  grocer  keDt  on  telephoning  to  dif- 
ferent people.  No  doubt  he  had  been  at 
it  long  before  I  entered  the  store,  and 
presumably  he  kept  on  long  after  I  left. 
While  he  was  at  it  he  didn't  rest  satisfied 
with  simply  talking  about  the  strawber- 
ries. In  fact,  the  selling  of  the  straw- 
berries was  not  the  chief  object  in  view. 
That  was  simply  his  method  of  opening 
a  selling  talk  and  from  most  of  those 
people  he  got  orders  for  other  items. 
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Think  of  the  time  saved.  Naturally  the 
sales  were  made  far  more  quickly  than 
if  the  customers  had  been  themselves  in 
the  store  making  the  purchases  and  had 
the  merchant  waited  for  the  customers  to 
come  to  the  store  or  go  to  the  telephone 
themselves  to  order  goods,  he  would  cer- 
tainly have  missed  a  big  percentage  of 
that  business  and  would  have  missed  the 
fine  opportunity  which  was  afforded  him 
by  reason  of  the  exceptionally  fine  straw- 
berries he  had  received  that  morning. 

"What  has  all  this  got  to  do  with  the 
book  and  stationery  business?"  I  hear 
you  ask. 

Well,  it  is  presented  simply  as  an  il- 
lustration. Why  should  not  you  adopt  a 
similar  method  of  selling  when  you  get 
a  shipment  of  particularly  attractive 
goods  as  you  frequently  do — perchance  a 
new  finish  in  writing  paper  or  an  espe- 
cially fine  new  novel.  Go  to  the  telephone 
book  and  begin  at  the  A's.  Call  up  Mrs. 
A.  A.  Adams  and  tactifully  inform  her 
about  the  new  paper  or  the  new  book, 
and  ask  her  if  you  may  not  send  her  a 
box  of  the  paper  or  the  book,  or  both, 
and  you  might  even  add  that  if  she  did 
not  find  the  paper  up  to  your  descrip- 
tion, she  might  return  it  by  your  mes- 
senger. 

So  through  the  A's,  the  B's,  and 
through  the  telephone  book,  ring  up  the 
most  likely  prospective  buyers,  and  a 
good  grist  of  business  will  be  the  re- 
ward. It  need  not  necessarily  all  be 
done  in  one  day,  but  make  it  a  practice 
to  do  this  sort  of  thing  regularly.  Talk 
about  the  efficacy  of  the  "silent  sales- 
man" to  whom  you  do  not  have  to  pay 
a  salary!  He  is  not  in  the  same  class 
with  this  very  talkative  salesman,  the 
telephone,  and  you  don't  pay  the  tele- 
phone much  of  a  salary  either.  Neither 
does  the  telephone  go  out  for  meals  or 
take  holidays.  In  fact,  you  can  make  the 
telephone  you  very  best  salesman.  Why 
not  do  it? 


NEW   BOOKS  OF  PLAYS 

Two  new  books  of  plays  came  from 
Stewart  &  Kidd  Co.,  of  Cincinnati. 
Stuart  Walker's  "Portmanteau  Plays" 
contains  four  one-act  plays  by  the  in- 
ventor, and  director  of  the  Portmanteau 
Theatre.  They  are  all  included  in  the 
regular  repertory  of  the  theatre  and 
the  four  contained  in  this  volume  com- 
prise in  themselves  an  evening's  bill. 
There  is  an  interesting  introduction  by 
Edward  Hale  Bierstadt  on  the  Portman- 
teau Theatre  in  theory  and  practice.  The 
plays  in  the  volume  are:  "Trimplet." 
"The  Six  Who  Pass  While  the  Lentils 
Boil,"  "Nevertheless,"  "Medicine-Show." 

The  other  volume  contains  "Comedies 
of  Words,"  and  other  plays  by  Arthur 
Schnitzler.  In  "Comedy  of  Words,"  he 
has  attempted  in  an  artistic  way  to  get 
beneath  what  Freud  calls  the  "Phychic 
Censor,"  which  edits  all  our  suppressed 
desires.  The  contents  of  the  volume  are: 
"The  Hour  of  Recognition."  "Breac 
Scenes,"  "The  Festival  of  Bacchus,"  "His 
Helpmate,"  and  "Literature" — this  latter 
widely  known  on  account  of  its  produc- 
tion by  the  Washington  Square  players. 


BOOKSELLER  AND  STATIONER 


Be  the  Livest  Newsdealer  in  Your  Town 

Some  Practical  Pointers  Are  Set  Forth  Here  to  Guide  Those 

Who  Are  Out  to  Make  More  Money  in  Selling 

Periodicals 


EVERY  bookstore  should  be  doing  a 
big  business  with  periodicals  not 
only  because  of  the  goodly  profit  to 
be  made  in  the  news  trade  itself  but  on 
account  of  the  increased  LIFE  that  the 
newspapers  and  magazines  add  to  any 
store  where  they  are  sold. 

For  that  reason  the  dealer  should  en- 
deavor to  earn  the  reputation  of  being 
the  livest  newsdealer  in  his  community. 
The  reward  will  be  not  only  vastly  in- 
creased sales  of  periodicals  but  also 
added  sales  of  books,  stationery  and  the 
other  goods  sold  in  his  store. 

The  several  great  magazines  for  wo- 
men and  the  most  important  fashion 
magazines  should  each  be  prominently 
displayed  either  at  the  store  front  or  in 
the  window,  the  day  they  appear,  with  a 
card  attracting  attention  to  the  issue. 
So  with  MacLean's  Magazine.  It  invari- 
ably has  articles  of  special  Canadian  in- 
terest and  importance  and  timely  refer- 
ence to  them  in  the  manner  suggested 
will  promote  many  additional  sales. 

One  simple  little  idea  is  recalled  by  the 
writer.  It  is  so  simple  that  it  certainly 
required  no  brain  effort  to  think  it  out 
but  was  rather  an  action  taken  on  the 
spur  of  the  moment.  In  the  store  in 
question  the  standing  order  for  one  of  the 
leading  women's  magazines  was  150 
copies  a  month  at  that  time.  This  was 
considered  a  very  large  order  and  it  was 
a  source  of  considerable  pride  on  the  part 
of  the  bookseller  and  his  staff.  The  ship- 
ment arrived  one  day  shortly  before 
noon  and  the  "brilliant  idea"  was  to  pile 
the  whole  lot  on  a  stout  box  in  front  of 
the  store  with  a  good  prominently  word- 
ed display  card  bearing  the  name  of  the 
magazine  and  the  slogan  "JUST  AR- 
RIVED." The  sales  during  noon  and  the 
afternoon  reduced  that  pile  to  less  than 
one-half  its  original  size  and  needless  to 
say,  that  become  a  regular  monthly 
"stunt."  Twenty-five  extra  copies  of  that 
month's  issue  had  to  be  brought  on  and 
within  three  months  the  regular  standing 
order  had  been  increased  to  two  hun- 
dred copies. 

As  to  Display 
What  is  the  best  method  of  displaying 
magazines  inside  the  store?  That  is  a 
pretty  big  order!  Perhaps  there  are  sev- 
eral methods  equally  meritorious.  It  is 
the  writer's  opinion  that  it  is  not  so  im- 
portant that  the  very  best  known  method 
of  display  should  be  used  as  that  there 
should  be  an  undoubtedly  good,  rather 
than  a  poor  display  or  one  of  question- 
able merit.  Yes,  that  is  the  big  point 
and  any  dealer  can  himself  devise  good 
schemes  for  advantageously  showing  his 
wares  if  he  will  only  devote  a  little  time 
to  thinking  them  out. 

It  is  a  good  idea  to  show  periodicals  of 
a  similar  class  grouped  together.     There 


might,  for  instance,  be  a  row  of  business 
papers  beside  each  other  and  Canadian 
magazines  could  well  be  grouped  together 
also  fashion  publications  and  women's 
magazines  and  so  through  the  whole  list 
of  periodicals  handled. 

For  an  example  as  to  how  this  method 
is  likely  to  work  out  beneficially  let  us 
consider  papers  devoted  to  the  interests 
of  amateur  photographers.  There  are  a 
number  of  these,  both  weeklies  and 
monthlies,  and  most  of  them  are  very 
creditable  publications.  When  you  stop 
to  think  of  the  veritable  army  of  camera 
enthusiasts  in  every  community  it  is 
only  natural  to  believe  that  a  goodly  pro- 
portion of  them  will  be  particularly  in- 
terested in  reading  magazines  devoted  to 
this  hobby  and  while  most  of  them  will 
perhaps  curb  their  desire  and  be  satis- 
fied with  one  camera  magazine,  many 
others  will  buy  several,  if  the  suggestion 
is  properly  put  before  them.  There  are 
of  course  different  ways  of  accomplish- 
ing this  and  none  better  than  personal 
introduction  on  the  strength  of  articles  of 
particular  interest  or  merit  in  the  differ- 
ent magazines,  but  good  display  of  the 
periodicals  in  such  a  manner  as  to  be 
sure  to  catch  the  eyes  of  the  customers 
of  the  camera  department  will  be  found 
almost  equally  effective  in  creating  sales. 
It  will  be  observed  that  the  writer  takes 
it  for  granted  that  the  bookseller  and 
stationer  reading  this  article  has  a 
camera  department  in  his  store.  If  he 
hasn't  he  ought  to  have  because  in  many 
stores  it  is  one  of  the  most  profitable 
departments  of  the  business. 

The  first  extra  sale  of  the  camera 
magazine  will  most  likely  create  a  desire 
for  more,  thus  building  up  the  dealer's 
news  business,  but  it  will  do  more  than 
that.  It  will  still  further  strengthen 
that  customer's  interest  in  photography 
and  that  will  make  him  a  better  custo- 
mer for  photographic  supplies,  thus 
building  up  the  trade  in  this  department. 

There  are  other  cases  where  special 
class  magazines  can  be  made  to  work 
hand  in  hand  with  certain  branches  of  the 
business  and  this  is  an  element  of  maga- 
zine selling  that  should  be  industriously 
developed  by  every  dealer.  Before  leav- 
ing the  subject  the  writer  would  again 
emphasize  the  advantage  of  group  dis- 
plays of  magazines. 

Scenting  Prospects 

When  a  customer  comes  in  and  asks  for 
a  copy  of  the  International  Studio,  the 
intelligent  dealer  at  once  surmises  that 
the  artistic  side  of  that  customer's  na- 
ture has  been  developed  to  some  extent 
at  least.  The  exercise  of  tactful  sugges- 
tion with  such  a  customer  will  frequent- 
ly lead  to  the  sale  of  not  only  other  pub- 
lications, including  books  having  a  bear- 
ing on  painting,  but  will  enable  the  mer- 
chant to  glean  valuable  facts,  about  the 
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customer  such  as  his  vocation  and  par- 
ticular subjects  in  which  he  is  interested, 
especially  his  hobbies.  Such  facts  should 
be  noted  on  a  card  and  there  should  be 
similar  cards  for  hundreds  of  other  peo- 
ple. Properly  built  up  and  then  consis- 
tently followed  up,  such  a  card  index  of 
prospective  buyers  covering  the  various 
classes  of  goods  sold  in  a  store  will 
prove  a  veritable  gold  mine  for  the  mer- 
chant. 

You  Have  the  Time. 

Do  not  permit  yourself  to  make  the 
lazy  man's  excuse,  "I  haven't  the  time." 
or  the  equally  unfounded  one  "I'm  too 
busy!"  You  have  the  time.  You're  not 
too  busy.  How  about  those  rainy  days 
when  customers  are  scarce.  "Oh,  then," 
perhaps  you  may  say,  "I  get  a  chance  to 
catch  up  with  my  bookkeeping."  Well 
why  are  you  behind  in  that  work  ?  What 
you  want  to  do  is  to  catch  up  at  once 
and  get  out  those  bills!  Do  not  let 
book  debts  accumlate.  If  you  do  they 
may  swamp  you  some  day  as  they  have 
many  another  retailer.  So  catch  up  with 
your  office  work  with  the  least  possible 
delay  and  get  everything  about  your 
store  in  such  chape  that  you  may  direct 
your  business  properly  instead  of  having 
your  business  drive  you.  When  that 
time  comes  you  will  be  ready  to  start 
on  a  business  building  programme  such 
as  the  card  index  idea  suggested  in  the 
foregoing. 

About  Back  Numbers 

In  the  case  of  good  live,  saleable  maga- 
zines it  has  been  found  profitable  by 
some  dealers  to  make  it  a  practice  to 
keep  on  hand  a  few  copies  of  previous 
issues  for  several  months  back.  It  is 
quite  frequently  the  case  that  a  pur- 
chaser of  the  current  issue  of  a  maga- 
zine has  occasion,  by  reason  of  what  he 
finds  in  it,  to  wish  to  have  the  previous 
number  and  perhaps  other  recent  issues. 
It  may  of  course  be  argued  that  back 
numbers,  can  be  ordered  from  the  news 
company,  but  there  again  there  are  con- 
siderations that  deserve  careful  atten- 
tion. 

Very  often  it  is  found  that  such  back 
numbers  cannot  be  supplied  promptly  and 
that  of  course  precludes  the  element  of 
prompt  service  to  the  retailer's  custo- 
mer. 

If  a  dealer  does  keep  back  numbers  on 
hand  he  naturally  increases  the  reputa- 
tion of  keeping  a  complete  news  store. 
The  benefit  that  will  accrue  by  reason  of 
enhanced  prestige  alone,  will  repay  the 
losses  that  will  be  suffered  in  the  cases 
where  these  back  numbers  are  not  sold, 
and  that  loss  can  be  materially  lessened 
by  occasionally  having  a  bargain  sale  of 
old  magazines  at  five  cents  a  copy.  As 
they  v/ill  be  in  good  condition,  not  dog- 
eared and  with  torn  covers,  it  will  be 
found  that  they  will  sell  readily  at  this 
price. 


J'as.  Murrie  has  returned  from  his  trip 
through  to  the  coast  for  Geo.  J.  McLeod, 
Ltd.  Mr.  Murrie  who  had  been  rather 
seriously  ill  before  leaving  was  greatly 
benefitted  by  this  western  trip  and  came 
back  looking  his  usual  robust   self. 


BOOKS E L L E R    AND    S  T  A  TIONER 


System  Required  in  the  News  Trade 


Too  Many  Arc  Working,  in  th 

Leaks  and  Losses  Are-  -Ma] 

Because  They  Apply  Syst 

A  GREAT  many  news  dealers  and 
nearly  all  booksellers  are  newsdeal- 
ers as  well,  are  either  bankrupt  or 
they  are  not  making  any  money.  They 
are  working  in  the  dark,  and  guessing  on 
the  magazine  game.  They  wonder  where 
the  leaks  and  losses  are,  and  cannot  under- 
stand the  reason  for  not  succeeding. 

They  try  by  hard  work  to  build  up  a 
News  Stand  Business — but  somehow  they 
are  unable  to  make  good.  At  the  end  of 
the  month  they  can  not  meet  their  bills — 
they  become  dissatisfied,  worried,  and  dis- 
couraged. Most  of  them  are  doing  a  good 
business,  and  have  splendid  locations;  but 
instead  of  going  ahead  and  making 
money,  they  are  going  behind.  It  is  only 
a  matter  of  time  before  they  will  face 
financial  disaster.  The  sole  reason  for 
this  condition  is  their  failure  to  place  the 
News  Stand  on  a  systematic  business 
basis. 

On  the  other  hand,  there  are  a  great 
many  dealers  who  are  MAKING  GOOD 
MONEY.  They  know  there  is  money  in 
the  business,  and  realize  the  vital  import- 
ance of  running  a  News  Stand  with  a 
simplified  method.  They  succeed  in  mak- 
ing it  a  PAYING  business;  they  do  not 
look  on  it  as  a  side  line,  but  make  it  a 
MONEY-MAKING  ASSET.  They  do 
not  allow  this  business  to  run  itself,  but 
give  it  the  proper  attention,  and  show  just 
as  much  interest  in  selling  a  15c  maga- 
zine as  they  would  show  in  making  a  $100 
sale. 

They  use  a  simplified  method,  and  are 
at  all  times  thoroughly  posted  in  all  the 
details.  They  know  the  exact  time  each 
magazine  and  newspaper  is  due — the 
number  received,  sold  and  left  over — the 
number  returned,  and  the  non-return- 
ables.  They  know  how  to  regulate  the 
standing  orders  and  re-orders.  They  see 
that  the- number  ordered  are  received — 
and  that  credit  is  received  for  all  maga- 
zines and  newspapers  returned. 

They  keep  right  up  with  all  subscrip- 
tions, and  know  the  exact  time  when  each 
one  expires.  They  keep  their  customers 
posted  as  to  when  their  subscriptions 
will  expire,  and  nine  times  out  of  ten 
they  clinch  all  renewals. 

At  the  end  of  the  year  they  know  the 
amount  of  sales,  the  amount  paid  out, 
over-head  expenses,  and  the  amount  of 
profit  made  on  all  magazines,  newspapers, 
and  subscriptions. 

They  understand  how  to  guard  against 
leaks  and  losses.  In  these  days  every 
large  and  small  newsdealer  must  have  a 
good  business  method,  and  must  make 
his  business  progressive  and  enterprising, 
or  it  will  spell  FAILURE. 

The  newsdealer  who  carries  a  good  as- 
sortment of  magazines  and  newspapers, 
keeps  up  his  stock,  makes  attractive  dis- 
plays, keeps  the  stock  tidy  and  clean, 
does  some  advertising,  and  besides  sell- 
ing magazines,  sells  COURTESY,  SER- 


c  Dark  Wondering  Where  the 
iy  Others  Make  Good  Money 
ematic  Business  Methods 


VICE  and  SATISFACTION,  and  runs 
his  business  with  a  simplified  business 
method,  is  the  dealer  who  is  MAKING 
MONEY.  He  knows  it  is  sure  to  be  a 
success. 


MAGAZINE  TRADE  IN  ENGLAND 

Eve"n  in  England  and  in  France  the 
magazine  business  is  by  no  means  in  a 
bad   way. 

A  prominent  New  York  magazine  man, 
upon  his  return  after  a  two  months'  busi- 
ness tour  in  England  and  France,  gave 
out  an  interesting  interview,  which  was 
published  in  a  New  York  paper.  What 
he  said  is  of  special  interest  to  magazine 
dealers: — 

"The  general  periodical  situation  is 
better  than  would  be  expected.  Curiously 
enough,  in  England,  I  found  that  the 
high^class  magazine  like  Harper's,  Black- 
woods',  and  the    Cornhill,  had  been  doing 


well  during  the  war.  Some  of  the  popular 
priced  magazines  have  had  a  hard  time. 
One  class  has  been  particularly  success- 
ful, that  which  devotes  itself  entirely  to 
the  war,  either  seriously  or  in  the  way  of 
picture  and  caricature  more  after  the 
fashion  of  the  French  publications. 

"The  standard  weeklies  like  the  Graphic 
and  The  Illustrated  London  News  are 
doing  well  because  of  their  war  pictures. 
Other  publications  less  known  in  this 
country  have  made  a  new  place  for  them- 
selves because  of  their  humorous  cartoons 
of  the  war.  Bairnsfather's  amusing  pic- 
tures and  those  of  W.  Heath  Robinson 
have  become  quite  as  well  known  in 
England  as  those  of  Steinleau,  Poulbot 
and  Abel  Faivre  in  France. 

"Of  course  the  publishers  of  all  peri- 
odicals are  suffering  as  American  publish- 
ers are  from  the  tremendous  increase  in 
the  cost  of  paper  and  a  few  publications 
have  been  discontinued,  but  they  are  not 
important. 

"Incidentally,  a  system  has  been  ar- 
ranged so  that  most  of  the  magazines  pur- 
chased, sooner  or  later  reach  the  men  at 
the  front  or  in  the  hospitals.  They  can 
be  handed  in  at  any  post  office,  where 
they  are  collected  and  forwarded  free  of 
charge." 


What's  New  in  New  York 

A  Correspondent  Outlines  the  New  Things  in  Ladies'  Handbags 

— Women  Spending  Afore  Money,  Buying  Afore  Bags — 

Fancy  Beaded  Fabric  Bags  Are  Popular 


NEW  YORK,  May  28.— Drawstring 
beaded  fabric  bags  are  at  pres- 
ent in  high  favor  and  a  satis- 
factory circumstance  is  that  the  demand 
runs  to  those  most  elaborately  trimmed 
with  beads.  The  very  simple  fabric 
bags  with  just  a  few  beads  are  not 
much  in  evidence  except  in  the  cheaper 
shops  that  are  scarcely  worth  consider- 
ing. The  wholesalers'  show-rooms  dis- 
play these  richly  beaded  fabric  bags, 
very   extensively. 

The  bags  that  are  intricate  in  their 
tirimming,  showing  extraordinary  skill 
in  the  beading,  are  the  ones  that  create 
desire  for  possession  in  the  hearts  of 
normal  women  and  consequently  consti- 
tute a  line  of  merchandise  of  the  very 
best  kind  for  retailers  to  take  up  most 
aggressively. 

These  fancy  fabric  handbags  are 
continuing  to  gain  in  popularity  and 
are  encroaching  very  noticeably  upon 
the  reserves  of  the  leather  handbag 
trade. 

While  this  bid  for  trade,  against  the 
hold  of  leather  handbags  on  the  buyers' 
preference  is  quite  in  evidence,  it  must 
not  be  thought  that  leather  handbags 
will  not  continue  to  be  good  stock.  On 
the  contrary  the  makers  of  the  leather 
bags  are  producing  novelties  that  will 
doubtless  have  the  effect  of  increasing 
rather  than  decreasing  the  total  sales 
of  leather  handbags  this  year. 

Does  this  sound  unreasonable  in  the 
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face  of  the  preceding  remarks  about 
beaded  bags  ?  Well  it  isn't  and  this  is 
why: 

Women    Spending    More 

The  day  is  past  when  the  average 
woman  is  satisfied  with  one  good  sub- 
stantial reasonably  "wear-proof"  hand- 
bag that  will  do  her  yeoman  service  in 
and  out  of  season,  throughout  a  whole 
year  or  more.  There  is  no  gainsaying 
that,  in  spite  of  the  war,  the  women  of 
to-day  are  more  extravagant  than  they 
used  to  be.  The  natural  result  is  that 
they  spend  more  money  for  such  articles 
as  handbags.  They  not  only  buy  more 
expensive  bags  but  they  buy  more  of 
them.  Thus  it  will  be  found  not  an 
uncommon  thing  for  the  same  customer 
to  buy  at  the  same  time  both  a  fabric 
bag  and  one  of  the  novelties  produced 
by  the  makers  of  leather  handbags.  This 
is  indicative  of  the  increased  buying  of 
the  different  popular  types  of  handbags 
that  is  now  being  evidenced  in  the 
trade.  • 

Canadian  retailers  will  do  well  to  give 
heed  to  these  trade  indications  here  in 
New  York  because  it  is  almost  invari- 
ably the  case  that  what  is  envolved  here 
in  the  American  Metropolis  in  all  trades 
involving  prevalent  fashions  in  any- 
thing having  to  do  with  women's  wear, 
forecasts  what  will  be  subsequently 
evidenced  in  the  trade  throughout  the 
different  states  and  Canada  as  well. 


BOOKSELLER  AND  STATIONER 


Stationers  and  the  Loose  Leaf  Trade 

The  Day  is  Past  When  the  Retailer  is  at  a  Disadvantage  in 

Selling  These  Goods— It  is  up  to  Every  Stationer 

to  Get  Out  After  This  Trade 


ALTHOUGH  loose  leaf  goods  have 
been  on  the  market  for  years  and 
have  been  rapidly  gaining  ground 
for  a  decade  or  more,  it  may  safely  be 
said  that  not  half  the  stationers  of  Can- 
ada have  begun  to  realize  what  big  busi- 
ness there  is  for  them  if  they  will  only 
foster  this  branch  of  the  trade  as  thev 
should.  There  is  no  business  too  small 
and  none  too  large  to  use  the  loose  leaf 
system  advantageously.  Some  stationers 
have  sat  idly  by  and  witnessed  the 
dwindling  of  their  blank  book  trade  as 
one  after  another  of  their  regular  cus- 
tomers superseded  their  bound  blank 
books  by  putting  in  the  loose  leaf  sys- 
tem, purchasing  the  latter  from  some 
firm  sending  out  salesmen  from  some  lar- 
ger centre.  Why  let  these  outsiders 
come  in  and  carry  off  your  trade  ?  You 
can  get  it  if  you  will  only  go  after  it  in 
the  right  manner.  Start  in  right  away 
and  post  yourself  about  loose  leaf  in  all 
its  branches.  It  is  part  of  your  business 
— the  stationery  trade — and  you  are  not 
an  able  stationer  unless  you  are  reason- 
ably well  posted  on  this  subject. 

One  of  the  difficulties  that  for  a  time 
stood  in  the  way  of  retailers  getting  what 
was  coming  to  them  in  this  loose  leaf 
trade  was  the  policy  of  certain  manu- 
facturers in  refusing  to  do  business  with 
the  retailers.    That  worked  out  very  well 


for  them  for  a  time  and  the  idea  was  so 
good  that  consumers  paid  exorbitantly 
high  prices  for  the  systems,  but  in  due 
time  things  began  to  right  themselves 
and  other  makers  entered  the  field,  manu- 
facturers who  by  long  experience  knew 
the  value  of  doing  business  through  the 
retail  stores,  until  to-day  the  high  sell- 
ing costs  put  at  a  decided  disadvantage 
those  firms  that  persist  in  ignoring  the 
retailer. 

It  is  up  to  every  retailer  who  has  not 
as  yet  got  into  this  business  as  he  should 
to  get  into  touch  with  manufacturers  who 
will  treat  them  right.  They  are  not  hard 
to  find.  Their  advertisements  are  ap- 
pearing regularly  in  BOOKSELLER 
AND  STATIONER. 

There  are  wide  possibilities  in  the  de- 
velopment of  the  loose  leaf  trade.  Each 
sale  made  paves  the  way  for  another. 
A  binder  will  require  sheets  and  more 
sheets.  The  more  systems  you  sell  the 
greater  the  volume  of  business  you  will 
do  year  in  and  year  out  in  selling  sup- 
plies. 

You  will  find  that  you  will  be  able  to 
quote  prices  that  will  enable  you  to  out- 
bid those  firms  that  used  to  keep  this 
trade  away  from  you.  Do  not  procras- 
tinate. The  business  is  yours  when  you 
go  after  it. 


Improving  Office  Equipment  Sales 

Importance  of  Intimate  Study  of  Requirements  of  Business 
Men  in  the  Matter  of  Files,  etc. — Why  Some  Good  Filing- 
Devices  Fall  Down— Keeping  in  Touch  With 
the  Customers  After  Sales. 


'4 4 SUCCESSFUL  salesmanship  does 
^^  not  simply  mean  goods  sold — it 
*>--'  means  "customers  satisfied."  This 
is  one  of  the  dominating  ideas  which  find 
expression  in  the  business  methods  of  P. 
N.  Jacobson,  sales  manager,  Office  Equip- 
ment Co.,  Montreal,  Quebec. 

In  order  to  ensure  the  satisfaction  of 
customers  old  and  new,  Mr.  Jacobson 
makes  it  something  of  a  hobby  of  his  to 
study  the  particular  requirements  of 
each  case  and  look  for  the  little  differ- 
ences in  character  of  business  men  by 
which  he  gets  a  guide  to  their  ideas  on 
filing,  for  instance,  and  can  adapt  a  fil- 
ing equipment  most  accurately  to  any 
particular  need,  or  convince  a  customer 
of  the  superiority  of  a  better  methed. 

Study  of  the  latest  methods  of  filing 
is  Mr.  Jacobson's  "long  suit,"  and  with 
a  thorough  knowledge  of  the  features  of 
all  the  various  systems  and  methods  pe- 
culiar to  the  whole  science  of  filing,  he 
is  often  able  to  develop  business  by  help- 


ful interest  taken  in  an  intending  custo- 
mer's  problems. 

Following  filing  systems  through 
their  history  from  the  old-fashioned 
cumbersome,  costly,  time-wasting  and 
space  consuming  flat  filina;  methods  to 
the  latest  in  vertical  filing  systems,  Mr. 
Jacobson  has  brought  his  personal  know- 
ledge of  the  whole  business  to  bear  on 
many  a  problem,  and  compresses  some 
leading  ideas  on  filing  which  are  useful 
in  making  sales  in  this  line,  into  his  con- 
ception of  an  ideal  filing  system. 

"The  progressive  busines  man,"  he 
says,  "wants  all  his  correspondence, 
price-lists,  orders,  etc..  where  he  can  get 
them  at  once."  For  this  he  depends  on 
his  files  and  his  filing  clerks.  He  de- 
mands that  each  shall  be  the  best  that 
he  can  get.  The  filing  clerk  is  a  very 
important  factor  in  the  securing  of  sat- 
isfied customers  for  office  systems  of 
modern  files.  The  great  reason  why 
many  systems  fail  to  give  the  satisfac- 
tion expected  and  which  leads  to  more 
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business,  is  that  too  many  people  have 
access  to  the  files.  When  the  filing  clone 
is  of  an  extensive  nature  there  should  be 
only  one  clerk  in  charge,  and  he  or  she 
should  be  held  responsible  for  every  pa- 
per in  the  file.  By  making  this  a  rigid 
rule  it  will  be  found  that  an  efficient 
clerk  in  charge  will  take  every  precau- 
tion to  see  that  the  file  is  kept  in  per- 
fect condition,  and  no  paper  taken  out 
without  a  proper  record  being  kept  of  it. 

"To  be  able  to  explain  various  filing 
systems  quickly  and  convincingly  to 
prospective  customers  is  an  advantage  in 
selling  such  office  equipment.  There  are, 
for  instance,  the  "subject  method,"  suit- 
able for  architects,  engineers,  editors,  or 
purchasing  agents,  the  numerican  me- 
thod, suited  to  the  needs  of  concerns  hav- 
ing many  letters  from  many  regular 
correspondents,  the  geographical  plan  in 
which  correspondence  is  segregated  ac- 
cording to  districts  and  cities  of  origin 
with  guides  showing  population  figures 
of  importance,  etc.,  and  the  chronologi- 
cal method  based  on  dates  and  very  good 
as  a  follow  up  or  daily  reminder  system 
with  letters  filed  in  place  according  to 
dates  on  which  their  matter  requires 
special  attention. 

"It  is  always  advisable  for  the  sales- 
man of  office  equipment  to  have  details 
of  such  systems  at  his  fingers'  ends,  and 
good  alternative  ideas  ready  to  lay  be- 
fore intending  customers.  Illustrations 
and  advertising  matter  bv  the  makers  of 
the  various  well  known  filine;  equipments 
can  be  advantageously  used.  We  have 
also  found  it  of  advantage  to  use  a  fol- 
low-up card  which  we  send  out  to  custo- 
mers who  have  purchased  office  equip- 
ment of  any  kind  from  us.  The  card 
reads: — 

"As  every  article  bearing  our  name  is 
guaranteed,  we  would  thank  vou  to  ad 
vise  us  by  return  mail  if  the  filina:  cabi- 
net  (or  other   equipment)    recently  sold 
you   is   giving   satisfaction. 
"Yours  truly, 

"The  Office  Equipment  Co. 
"of  Canada." 

"In  dealing  with  growing  firms  it  is 
important  thus  to  keep  in  touch  with 
them  as  their  needs  may  at  any  time  be 
on  the  rapid  increase,  when  suggestions 
as  to  further  equipment  are  welcomed, 
and  bring  business.  Besides  the  feeling 
that  we  are  taking  an  interest  in  our 
customers  and  the  efficiency  of  our  sup- 
plied equipment  makes  for  good  feeling 
and  good  business  when  need  for  more 
equipment  arises." 


The  second  volume  of  Sir  Arthur  Co- 
nan  Doyle's  "History  of  the  Great  War,1' 
is  announced  for  June  publication. 


Trade  Papers  are 
Pioneers  of  Busi- 
ness Expansion 
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U.S.  AND  WAR  TOYS 

Some    Ingenious    Appeals    to    New    War 
Spirit — Uncle   Sam   a    Big    Fac- 
tor— Peaceful  Novelties 
As  Well 

FEARING  FOR  the  toy  business  as  a 
result  of  the  entrance  into  the  war  a 
number  of  the  toy  men  in  the  United 
States  are  pressing  home  the  idea  of 
not  cutting  out  the  buying  of  toys  for 
the  children,  much  as  was  done  in  Can- 
ada in  the  earlier  phases  of  the  war, 
and  with  a  large  measure  of  success. 
One  firm  in  an  advertisement  says: 
"Steady  Now!  Steady.  Don't  get  War 
Scared.  We  need  prosperity  in  war 
time  even  more  than  when  we  are  at 
peace.  It  behooves  us  to  keep  business 
going  so  as  not  to  clog  the  wheels  of 
progress.  Buy  American  Toys  for  Am- 
erican  Boys   and  American   Girls." 

As  might  be  expected  there  have  been 
a  host  of  war  toys  placed  on  the  mar- 
ket, or  "rushed"  might  be  the  better 
word.  Some  of  these  are  the  "Long- 
Tom    Disappearing     Gun,"     finished     in 


black  and  battleship  grey,  19  inches 
long;  "The  Boy  Ranger" — formerly  the 
"Boy  Scout,"  the  change  of  name  carry- 
ing the  greater  appeal  at  the  present; 
"Doll  Patriots,"  or  "The  Youngest 
Children  of  Uncle  Sam,"  —  Miss  Sam, 
Master  Sam,  Army  Nurse,  Middie  and 
Rookie. 

"Give  the  boys  a  chance  to  show  their 
patriotism,"  urges  one  firm.  "Let  them 
see  how  high  they  can  raise  the  Stars 
and    Stripes    in    the    sky    by    means    of 

Kites,"   only  they   do  not,   as 

we  have  done,  omit  the  name  of  the 
maker  of  these  kites. 

Then  there  are  "Gem"  dolls  in  pat- 
riotic colors,  cute  boy  and  girl  charac- 
ters dressed  in  red,  white  and  blue,  that 
are  said  to  be  "selling  like  wildfire." 

A  rather  clever  adaptation  of  the  war 
feeling  is  made  by  the  maker  of  the 
American  Flyer,  who  represents  his  toy 
in  red  and  blue  colors  as  "Uncle  Sam  on 
his  way  to  Europe."  They  are  literally 
right  in  saying  that  this  toy  is  "right 
up  to  the  minute." 

The  "Yankee  Doodle  Kids"  were  said 


to  have  been  "born  three  weeks  ago," 
We  learn  further  that  these  new  Mad- 
ame Hendren  dolls,  named  "Miss  U.S.A." 
and  "Uncle  Sam,  Jr.,"  are  smartly 
dressed  in  the  national  colors,  and  are 
fully  equipped,  the  Miss  as  well  as  the 
Jr.,  with  holster,  pistol  and  military 
hat,   ready   for   action. 

Then  there  are  drill  guns,  pistols,  and 
the  regular  round  of  military  toys.  A 
"Preparedness  Doll  Co."  has  been  organ- 
ized in  the  United  States  to  feature 
"patriotic"  dolls,  dressed  as  sailors, 
soldiers,  Red  Cross  nurses,  the  "Ameri- 
can Girl,"  etc.  A  rather  clever  stunt 
was  pulled  off  by  a  U.S.  toy  firm  which 
reproduced  a  newspaper  heading,  "Ger- 
many will  ask  Indemnity,"  and  in  large 
type  next  the  cut  of  the  complete  head 
it  used  the  words,  "But,  will  Germany 
Win?"  Thi§  was  done  to  feature  a  war 
game,  "Indemnity." 

A  doll  that  was  featured  in  the  ad- 
vertising of  the  pound  cakes  of  Duke 
Bros.,  showing  a  chubby  little  doll 
marching  proudly  along  in  a  bright  yel- 
low dress  spotted  with  "drakes,"  a  bak- 


This   Sporting   Goods   Window    of   a    Dealer    in    Western    Canada    will    be   of  suggestive   value   to   other   Retailers. 
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ing  bonnet  and  pantalettes  ,has  been 
put  on  the  market  as  a  separate  propo- 
sition.    It  is  19  inches  high. 

Un- Warlike  Novelties 

Among  the  later  novelties  that  have 
been  brought  out  across  the  border  are 
"Skookum"  balloons,  with  a  skookum 
face  on  the  balloon,  and  a  feather  stuck 
out  of  the  top.  A  new  line  for  the 
Christmas  trade  is  known  as  "Flip  and 
Flop,  the  Acrobatic  Clowns." 

An  adaptation  of  a  rhyme  of  Steven- 
son's is  served  up  by  manufacturers  of 
beaver  board  toys,  called  "The  Friend- 
ly Cow."  It  is  on  a  narrow  stand  with 
wooden   roller  whels. 

A  "Kiddie  Villa"  is  a  playhouse 
that  can  be  taken  down  easily,  and  is 
screened  in  with  strong  wire  netting.  It 
has  four  wall  sections  and  a  roof  of 
tough  canvas.  The  door, is  wide  enough 
to  admit  a  baby  carriage. 

NEW  DISPLAY  CASE 

An  evidence  of  the  manner  in  which 
manufacturers  are  assisting  dealers  in 
selling  goods  is  shown  by  the  container 
case  which  has  just  been  brought  out  by 
the  American  Lead  Pencil  Company  for 
holdin?  a  complete  assortment  of  Venus 
pencils.  The  new  case  is  an  ornament  to 
the  handsomest  of  stores.  The  upper  lid 
is  of  heavy  glass.  A  double  section  of 
glass  in  the  centre  makes  it  possible  to 
show  the  name  and  the  trade  mark  clear- 
ly and  correctly,  whether  the  cover  is 
open  or  closed.  The  various  black  de- 
grees, seventeen  in  number,  from  6B 
softest  to  9H  hardest,  are  arrayed  in 
compartments,  attractively  designated 
by  small  white  signs.  There  are  one  dozen 
of  each  pencil  degree  from  6B  to  7H,  and 
one-half  dozen  each  of  8H  and  9H,  to- 
gether with  one-half  dozen  HB  Venus 
pocket  pencils  and  protectors,  the  last  be- 
ing particularly  well  liked  by  business 
men.  The  case  contents  are  16 %  dozen 
pencils.  Two  nickeled  catches  hold  down 
the  cover.  The  case  is  twenty-one  by  ten 
inches  in  size. 


Cameras  and  Photo  Supplies 


A  SCRAP  BOOK  FOR  CUSTOMERS 

All  stationers  should  be  selling  cam- 
eras and  photographic  supplies  and  if  the 
dealer  himself  is  not  experienced  in 
photography  he  should  see  to  it  that  some 
member  of  his  staff  attains  a  good  work- 
ing knowledge  of  this  subject  if  he  him- 
self has  not  sufficient  time.  Besides 
what  may  be  called  necessary  knowledge 
there  are  many  other  valuable  things  to 
know  and  it  would  be  a  very  good  plan 
for  each  store  to  have  a  scrap  book  for 
practical  suggestions.  Regular  cutomers 
should  be  invited  to  refer  to  this  scrap 
book  whenever  needing  information  about 
particular  points  about  amateur  photo- 
graphy in  its  different  phases,  which  sug- 
gests that  the  contents  should  be  con- 
veniently indexed.  Suitable  cuttings  for 
such  a  scrap  book  would  be  the  following 
paragraphs  clipped  from  the  Amateur 
Photographer's  Weekly: — 

Squeegeed  Prints  Sticking 

If  a  print  which  has  been  squeegeed 
down  in  order  to  give  it  a  glossy  surface, 
refuses  to  leave  its  support  without  tear- 
ing, it  is  said  that  it  can  be  made  to  do  so 
by  brushing  over  the  back  of  it  with 
formalin,  and  leaving  this  to  soak  in  and 
dry.  When  quite  dry  the  print  should 
come  away  without  any  trouble. 

Copying  Prints 

An  even  illumination  is  very  important 
when  copying  prints  in  the  camera,  as  any 
departure  from  this  will  serve  to  empha- 
size the  grain  of  the  paper,  and  the  copy 
will  look  much  coarser  than  the  original. 
A  good  plan  is  to  arrange  the  camera 
and  the  copy  on  a  long  board,  the  camera 
end  resting  on  the  bottom  of  the  window 
frame  and  the  other  end  on  a  chair  inside 
the  room,  the  board  sloping  upwards  a 
little  from  the  copy  to  the  camera.  Fo- 
cussing is  done  from  outside  the  window. 
In  this  way  there  is  the  very  minimum 
of.  granularity. 


Examining  Negatives 
It  is  difficult  to  tell  the  quality  of  a 
negative  by  holding  it  up  to  a  very  strong 
direct  light,  the  best  criterion  being  an 
examination  made  by  looking  through  it 
at  a  piece  of  white  paper  or  card  placed 
so  as  to  reflect  the  light  of  the  sky  or  of 
a  lamp.  Another  test  is  to  put  the  nega- 
tive, film  side  downwards,  on  a  piece  of 
white  paper  having  some  printed  matter 
on  it,  and  noting  which  tones  allow  the 
type  to  be  read. 

For  Washing  Post  Cards 

Dealers  who  have  a  developing  and 
printing  department  or  who  print  large 
quantities  of  post  cards  for  sale  in  their 
stores  will  find  use  for  a  device  such  as 
the  following  described  by  a  writer  in 
the  same  photographic  journal: 

A  reader  has  constructed  an  arrange- 
ment for  washing  postcards  in  lots  of  a 
hundred  or  two  at  a  time  which  is  quite 
satisfactory.  It  consists  of  a  large  tin- 
lined  case.  The  top  is  open,  and  the  tin 
turned  over  the  edge  and  nailed  down. 
The  box  had  two  coats  of  Brunswick 
black  inside  and  out,  and  the  tin  the  same 
before  putting  together.  Strips  of  wood 
on.  the  bottom  of  the  box  cause  it,  when 
standing  on  a  flat,  level  surface,  to  have 
one  corner  lower  than  the  others,  and  at 
this  corner  a  piece  of  brass  pipe  is  sold- 
ered with  projects  a  couple  of  inches  out- 
side the  box.  A  ledge  all  round  the  inside 
an  inch  from  the  bottom  carries  a  false 
bottom  of  perforated  zinc,  also  well  coat- 
ed with  Brunswick  black.  It  also  is  fixed 
so  that  one  edge  is  lower  than  the  others 
A  second  pipe  is  carried  along  underneath 
and  up  one  side. 

To  use  the  washer,  which  stands  on  one 
corner  of  the  work  bench,  this  second  pipe 
is  connected  to  the  high  pressure  water 
supply  with  a  rubber  tube,  while  the  pipe 
at  the  corner  is  connected  by  another 
length  of  tube  to  a  tap  which  lies  in  the 
sink.  The  box  is  filled  with  water,  and 
the  cards  are  put  into  it  as  they  are  fixed 
When  all  are  in,  the  water  is  run  out  by 
means  of  the  pipe  and  tap  and  left  drain- 
ing for  a  minute  of  two.  Owing  to  the 
false  bottom  and  the  actual  bottom  both 
being  sloped  the  water  drains  away  very 
thoroughly,  and  this  draining  is  the  most 
vital  part  of  the  washing.  When  it  is 
complete  the  tap  is  closed,  the  water  sup- 
ply turned  on,  and  the  box  filled.  The  jet 
of  water  raises  all  the  cards  off  the  false 
bottom  and  sends  them  swirling  through 
the  water,  but  none  of  them  get  scratched 
They  gradually  settle  down  again,  when 
the  water  is  drawn  off  as  before. 

Each  lot  of  cards  is  given  ten  such 
changes,  the  ten  changes  taking  an  hour 
and  a  half  or  so.  A  slate  hanging  on  the 
wall  close  to  the  washer  serves  to  record  . 
the  changes,  so  as  to  make  quite  sure 
that  the  full  number  is  given. 


A   New    Pencil    Display    Case. 
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William  McFee,  author  of  "Casuals  of 
the  Sea,"  is  now  on  a  British  transport 
in  the  Mediterranean,  where  in  his- spare 
time  he  is  working  at  a  new  novel. 
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Wall  Papers  for  New  Season 

Charming  Designs  and  Color-themes  in  Abundant  Array  of  Patterns — Artistic  Crea- 
tions Stimulate  Business — Gilt  Papers  and  Printed  Textomeals  Very  Popular. 


ONE  may  describe  the  color  of  some 
lovely  garden-bloom  as  "blue," 
but  this  does  not  tell  of  the  sun- 
beam lurking  in  the  depth  of  its  carolla, 
of  the  delicate  shading  of  its  folding  pe- 
tals, of  the  lingering  dew-drop  enriching 
its  beauty  with  prismatic  magic.  So  a 
mere  verbal  description  of  the  new  lines 
of  wall  papers  which  are  just  making 
their  first  appearance,  falls  far  short  in 
conveying  an  adequate  conception  of  the 
charm  of  each  new  design,  of  each  stu- 
died color-theme  that  conforms  to  every 
type  of  pattern,  of  the  power  of  the  fin- 
ishing operation  that  supplies  the  final 
touch  that  draws  the  colors  together  and 
blends  them  into  a  harmonious  whole. 

During  troublous  times  like  these,  one 
would  hardly  expect  to  find  a  line  of  wall 
papers  that  presents  such  a  vast  variety 
of  new  ideas  and  novel  treatments.  An 
abundance  of  new  designs  of  the  latest 
conceptions,  colored  in  the  most  modish 
fancies-  and  with  a  vigor  and  freshness 
that  bespeaks  the  spirit  of  the  times.  It 
is  a  line  of  wall  papers  that  goes  far 
beyond  the  mere  supplying  of  a  neces- 
sity with  such  as  could  be  had.  It  creates 
a  demand  for  wall  papers  with  a  full 
complement  of  brilliant,  original  and  ar- 
tistic ideas  that  will  be  the  delight  of 
the  dealer  and  decorator,  and  will  pro- 
voke a  stimulus  toward  more  and  bet- 
ter business. 

Materials  Still  Soar  in  Price 

War  conditions  have  caused  the  price 
of  all  raw  ingredients  that  are  used  in 
wall  paper  manufacture,  to  soar  to  an 
altitude  previously  unknown,  and  in  or- 
der to  counteract  the  higher  prices  that 
of  necessity  are  prevailing,  manufactur- 
ers appear  to  have  increased  the  sale- 
ability  of  their  products  by  putting  a 
higher  standard  of  good  taste  into  their 
designs  and  colorings  and  have  so 
made  u^  in  +>>e  value  of  attractiveness 
and  quick-selling  qualities  the  extra 
cost  that  war  conditions  have  established. 

In  'looking  over  the  new  lines  of  wall 


papers,  an  exceptionally  catchy  range  of 
ungrowned  papers  shows  at  once  that 
even  the  cheapest  goods  have  been  given 
their  quota  of  special  attention.-  Then 
follows  an  array  of  blanks  in  all  the  con- 
ceivable types  of  designs  that  modern 
art  in  home-decoration  calls  for,  and  all 
fresh  and  new.  Dainty  stripes  with  bor- 
ders that  are  a  pleasure  to  behold,  for 
garden,  hillside  and  wildwood,  have  been 
explored  to  produce  each  floral  tribute  to 
the  skill  of  the  manufacturer.  Here  a 
novel  gloria-stripe  with  a  border  of  rib- 
bons and  azalea  blooms,  here  large  gaily- 
colored  'mums  bedeck  a  jaspe  pattern.  In 
a  variety  of  dainty  shades  a  wide  fes- 
toon of  prettily  arranged  poppies  hap- 
pily foretells  a  time  of  plenty  for  Can- 
ada, the  motherland,  and  our  allies,  for 
poppies  were  always  associated  by  the 
ancients  with  Ceres,  the  Goddess  of 
Plenty. 

Floral  and  Chintz  Designs 

Then,  in  marked  contrast  to  the  many 
forms  of  stripes  are  found  a  number  of 
all-over  floral  and  chintz  designs,  which 
are  shown  with  two  band  borders  in  a 
variety  of  effective  ideas.  A  delightful 
glimpse  of  Japanese  mountain  scenery  is 
introduced  into  a  border  that  comes  with 
a  diminutive  wistaria  design,  and 
branches  of  Japanese  cherry-blossoms 
add  a  quaint  touch  to  another  pattern. 
Then  there  are  one  band  floral  borders 
with  new  stripe  effects  for  parlor  and 
bedroom,  richly  colored  hall  and  dining 
room  treatments  in  "modern  art,"  and 
every  type  of  design  in  the  newest  ren- 
dering to  suit  each  individual  taste. 
These  are  all  to  be  found  amongst  the 
new  patterns  technically  known  as 
"blanks,"  a  class  that  includes  only  pa- 
pers of  very  moderate  cost. 

Extensive  Variety  of  Gilt  Papers 

GILT     PAPERS— Plenty   of   them,    in 

distinctive    and    widely    varying    designs 

that  do  not  anpear  in  any  other  grades. 

So  great  is  the  variety  of  patterns  and 
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so  abundant  the  available  resources  that 
there  is  no  necessity  to  repeat  patterns 
through  numerous  grades,  but  each  one 
is  only  treated  in  the  manner  only  for 
which  it  is  best  adapted.  So  here  is 
found  a  unique  gloria  stripe  with  bright 
two  band  border  of  ribbons  and  azaleas, 
a  monotone  design  with  sumptuous  bor- 
der of  rich  peonies,  a  shadow  stripe  with 
large  poppies  and  another  with  foliage 
in  bright  autumnal  tints.  A  useful  fruit 
tapestry  with  two  band  border  will  not 
pass  unnoticed,  and  an  all-over  foliage 
pattern  with  beautiful  scenic  border  of 
river  vistas  and  birch  grown  islets  com- 
mands much  attention. 

Here,  too,  are  printed  Textomeals, 
those  exquisite  effects  that  proved  so 
popular  last  season  and  that  have  all  the 
richness  of  printed  oatmeals.  These  are 
shown  in  a  large  number  of  brand  new 
designs  in  a  variety  of  new  conceptions. 

Embossed  Papers 

Then  comes  the  Embossed  Papers  com- 
mencing with  an  abundance  of  bedroom 
designs  of  high  quality  followed  by  par- 
lor and  drawing-room  patterns,  that  con- 
tribute splendid  results  by  way  of  in- 
creasing the  retailers'  profits.  There 
are  near-plain  papers  in  a  variety  of 
weave  and  stippled  effects  each  with  a 
modern  decoration  that  is  colored  in  a 
masterly  spirit.  Here,  too,  are  found 
the  beautiful  designs  as  illustrated  here- 
with, "The  Marseillaise,"  with  an  ex- 
quisite border  of  French  origin' showing 
quaint  baskets  of  old-world  flowers. 
Other  designs  have  great  classical  beauty 
and  pretentious  floral  borders  in  many 
charming    shades. 

Printed  Textomeals 

Introduced  last  season,  these  printed 
Textomeals  at  once  asserted  their  pro- 
minence, and  so  absolute  did  their  popu- 
larity become  that  there  is  abundant 
warrant  for  the  still  larger  display  of 
new  and  exquisite  designs  in  the  new 
season's  line. 
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In  appearance  they  possess  all  the 
richness  of  duplex  oatmeals,  uniformity 
of  coloring,  and  in  addition,  they  are  less 
costly.  They  are  printed  on  specially 
made  tinted  stock  of  high  grade  that 
goes  far  toward  helping  the  decorator 
complete  a  perfect  job  of  paper  hanging. 
The  numerous  shades  in  which  these 
popular  goods  are  shown  include  light 
grey,  fawn,  tan,  golden  brown,  dark 
brown,  rich  green,  deep  blue  and  terra- 
cotta. There  are  colors  that  are  suit- 
able for  any  room  in  the  home,  and  each 
is  in  just  that  tone  that  merits  popu- 
lar approval. 


printed   a   monotone  design   of  rambling 
foliage. 

The  printed  Textomeals  for  the  com- 
ing season  embrace  a  wide  range  of  new 
designs  and  effects,  and  should  be  wel- 
comed by  the  wall  paper  dealer  as  a 
range  of  goods  that  exactly  fit  in  with 
this    most  desirable  class   of  trade. 


"BOOSTING"  WALL  PAPER  SALES 

Not  enough  is  done  by-  the  average 
merchant  to  suggest  to  the  householder 
what  a  vast  difference  a  new  coating  of 
tasteful  wall  paper  in  each  room  in  the 


two  attractive  offers  could  be  quoted.  A 
personal  interview  with  customers  who 
are  in  the  store  will  demonstrate  to  them 
what  beautiful  results  may  be  attained 
by  the  expenditure  of  only  a  nominal 
sum. 

And  equally  important  for  the  wall 
paper  dealer  who  intends  to  make  busi- 
ness to  come  his  way  is  to  have  a  com- 
plete stock  of  the  newest  and  most  up-to- 
date  designs  of  wall  papers,  the  kind 
that  create  trade  by  inducing  people  to 
re-paper  their  homes.  He  will  then  be 
in  a  position  to  back  up  with  the  right 
kind   of  goods  a   strong  and  convincing 


THE    MARSEILLAISE 

A  striped  burlap  effect  with  ready-cut  border  and   base- 
trimmer   of   quaint   design   and   novel   coloring. 


THE    WILDWOODS 

An    exquisite    independent    tapestry    which    is    shown    in 
numerous   shades    in    the    latest   vogue. 


Among  the  new  designs  are  seen  a 
two-inch  double  stripe  with  gold  tracery 
with  which  is  shown  a  novel  two-band 
border  and  base  trimmer  of  roses  in  ar- 
tistically classic  treatment.  A  narrow 
gloria-stripe  with  gold  beading  has  a 
rich  border  and  strappings  with  conven- 
tional lilly  in  beautiful  hues.  Large  peo- 
nies in  the  gorgeous  colorings  of  nature 
are  matched  with  a  wide  gold-traced 
stripe. 

Then  there  are  exquisite  grass-cloth 
effects  with  a  modish  border  in  what 
might  be  termed  the  Cubist  treatment,  • 
with  the  grotesque  features  of  this  type 
of  ornametation  omitted.  A  stripe  with 
rich  gold  tracery  on  grass-cloth  grounds 
is  presented  with  a  border  of  flower- 
baskets  in  a  most  delightfully  artistic 
vein,  and  this  same  border  is  shown  in 
similar    fabric-grounds     over    which     is 


home  will  make  on  the  health,  cheerful- 
ness and  happiness  of  the  inmates  of  the 
house  for  a  sum  of  money  which  would 
only  give  one  or  two  members  of  the 
family  an  outing  for  a  few  weeks.  The 
progressive  wall  paper  dealer  should  in- 
duce his  fellow  townsfolk  to  get  the  ha- 
bit of  constantly  remodeling  and  alter- 
ing their  homes.  Some  large  city  stores 
use  whole  pages  of  the  daily  newspapers 
for  this  identical  purpose,  so  in  order 
that  business  may  remain  in  the  small 
towns  a  campaign  on  similar  lines  must 
be  started.  Perhaps  it  might  pay  the 
wall  paper  dealer  to  join  hands  with  the 
dealers  in  other  trades  in  the  town,  and 
so  divide  the  cost  of  a  big  campaign  that 
will  result  in  much  profitable  business. 
The  mails,  too,  could  carry  a  message 
to  each  prospective  customer  several 
times  during  the  year,  with  which  one  or 
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argument    why     people    should   repaper 
their  homes. 

What  is  it  that  delights  and  cheers 
the  soul  in  taking  a  trip  now  and  again 
to  some  distant  spot?  The  same  sun 
rises  in  the  morning  and  sets  at  night, 
the  same  moon  swings  high  in  the  clear 
sky,  and  the  same  stars  blink  merrily  in 
the  firmament  of  heaven.  There  is  the 
same  earth  under  foot,  and  one  sails  on 
rivers  and  lakes  of  exactly  the  same 
water.  It  is  the  change  of  environment 
that  puts  new  life  into  us  and  sends  joy 
into  our  hearts,  and  it  is  the  change  from 
the  accustomed  outlook  that  proves  rest- 
ful to  the  eye  and  instills  in  us  fresh 
spirit  and  banishes  the  cobwebs  from  our 
troubled  brains. 

Editor's  Note : — The  illustrations  appearing  on 
this  page  are  presented  through  the  courtesy  of 
Staunton's.    Limited. 
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SHEET  MUSIC   POSSIBILITIES 

What  does  this  statement  mean  to  you, 
Mr.  Stationer?  The  F.  W.  Woolworth 
stores,  according  to  a  writer  in  Leslie's 
Weekly,  sold  over  twenty  million  copies 
of  sheet  music  during  1916.  If  these 
stores  can  sell  sheet  music  so  success- 
fully, why  should  not  this  be  a  fast  sell- 
ing line  with  all  booksellers  and  station- 
ers ?  Some  of  them  do  sell  sheet  music 
quite  extensively,  and  it  is  a  significant 
fact  that  the  last  year  or  two  has  seen  an 
advance  in  this  particular  in  Canada. 
With  the  advent  of  the  low-priced  talk- 
ing machines  and  records  retailing  as 
low  as  15  cents  each,  the  dealer  not  hav- 
ing a  piano  in  the  store  is  not  in  as  great 
a  position  of  disadvantage  as  formerly, 
and  not  only  do  these  talking  machines 
help  to  sell  sheet  music,  but  their  very 
use  in  this  manner  often  leads  to  a  talk- 
ing machine  sale.  Of  course,  the  very 
latest  hits  in  sheet  music  are  not  obtain- 
able on  phonograph  records  for  some 
months  after  their  first  appearance,  but 
it  is  nevertheless  true  that  many  songs 
are  still  quite  popular  after  they  come 
out  in  record  form,  and  that  very  fact  is 
no  doubt  a  big  factor  in  prolonging  their 
popularity. 

The  sale  of  sheet  music  goes  hand-in  - 
hand  with  that  of  records,  and  as  re- 
spects the  advisability  of  selling  the 
former',  the  dealer  will  find  there  will  be 
a  handsome  harvest  of  profit  from  that 
source  alone,  added  to  which  there  is  the 
great  help  which  the  handling  of  this 
line  will  be  in  developing  sales  of  talking 
machines. 

Most  of  these  issues  of  sheet  music  can 
be  sold  at  a  very  good  margin  of  profit. 
Booksellers  and  Stationers  who  are  not 
now  handling  this  line  should  lose  no 
time  in  investigating  its  possibilities.  If 
there  are  any  particular  points  on  which 
you  would  like  enlightenment  do  not 
hesitate  to  write  to  the  Service  Depart- 
ment of  BOOKSELLER  AND  STA- 
TIONER. 


HARMONICAS  ARE  SCARCE 

The  demand  for  harmonicas  exceeds 
the  supply.  Inquiries  have  been  reach- 
ing BOOKSELLER  AND  STATIONER 
from  different  retailers  expressing  sur- 
prise that  this  line  was  not  advertised  in 
BOOKSELLER  AND  STATIONER.  It 
is   probable   that  this    will   be    true   for 


some  time,  because  the  wholesalers  are 
unable  to  get  supplies. 


MUSIC  DEALERS'  CONVENTION 

Sheet  music  dealers  will  hold  a  con- 
vention at  the  Hotel  McAlpine,  in  New 
York,  on  June  11  to  14.  The  directors  of 
the  association  have  announced  that 
among  the  questions  to  be  discussed  will 
be  that  of  upholding  a  uniform  retail 
discount  of  33  1/3  per  cent,  in  copyright 
sheet  music,  together  with  the  estab- 
lishing of  wholesale  discounts  of  50  per 
cent,  and  25  per  cent,  on  regular  orders 
for  same. 

The  vexed  question  of  what  action 
should  be  taken  regarding  a  certain  pub- 
lisher who  has  openly  sold  sheet  music 
to  the  ten  cent  store  syndicate  well  know- 
ing that  they  would  be  sold  at  less  than 
this  publisher  was  charging  even  his 
largest  wholesale  customers,  will  also  be 
dealt  with. 

In  connection  with  the  general  con- 
duct of  the  business,  some  of  the  topics 
for  discussion  will  be: — 

(a)  Cost  of  conducting  a  retail  sheet- 
music  business. 

(b)  As  to  average  gross  profits  and 
the  necessitv  that  these  should  average 
approximately  100  per  cent,  if  the  busi- 
ness is  to  be  a  dignified  and  permanent 
calling. 

(c)  Stock  Records — Wrappering  and 
best  methods  of  classifying"  a  music 
stock,  also  the  advantage  of  extensive 
card-index  system  as  aids  in  finding 
titles. 

(d)  Report  of  the  year's  work  toward 
the  formation  of 'a  National  Co-operative 
Credit  Bureau  (a  plan  has  been  worked 
out  and  approval  or  modification  is  de- 
sired). 

(e)  Consideration  of  the  "out-of-print" 
question,  with  such  recommendations  to 
the  publishers  as  may  help  to  avoid  the 
increase  of  this  evil. 


TALKING  MACHINE  TRADE  NOTES 

The  Symphonola  is  a  new  talking  ma- 
chine now  being  made  in  Toronto. 


A  new  Toronto  company  is  the  Play- 
ola  Phonograph  Co.,  Limited,  capitaliz- 
ed at  $40,000. 


The    Nordheimers   have  been   appoint- 
ed Canadian  selling  agents  for  the  new 
talking   michine  called   the   Musola. 
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The  Brantford  Piano  Case  Co.  have 
put  a  seventy-foot  addition  to  their  fac- 
tory, where  the  Brant-ola  phonographs 
are   made. 


The  Rossignol  Talking  Machine  Co., 
51  St.  Paul  St.  West,  Montreal,  have  de- 
cided to  handle  phonograph  parts  and 
accessories,  and  will  specialize  in  Swiss 
motors. 


The  Canadian  Phonograph  Supply  Co., 
London,  Ont.,  have  been  appointed  Can- 
adian selling  agents  for  the  Starr  phono- 
graphs and  records,  made  in  Richmond, 
Indiana. 


The  Par-o-ket  Record  Manufacturing 
Co.,  of  New  York,  have  begun  to  active- 
ly go  after  Canadian  trade.  Mr.  O'Brien, 
president  of  the  company,  recently  visit- 
ed Canada.  'He  had  been  dubious  as  to 
prospects  owing  to  war  conditions,  but 
was  surprised  at  the  trade  buoyancy 
which  he  found  in  Canada. 


BOOK   ON   STORAGE   BATTERIES 

"Storage  Batteries  Simplified,"  is  an- 
other new  book  by  Victor  W.  Page,  who 
has  written  a  number  of  authoritative 
books,  most  of  them  dealing  with  auto- 
mobiles. This  book,  published  bv  the 
Norman  W.  Henley  Co.,  of  New  York, 
describes  or>erating  principles,  the  care 
and  industrial  application  of  storage  bat- 
teries. It  also  tells  about  methods  of 
construction,  charging,  maintenance,  and 
repair.  It  is  an  exhaustive  treatise  dis- 
cussing the  development  of  the  modern 
storage  batterv.  outlining  the  basic  oper- 
ation of  the  leading  types. 

The  book  includes  special  instruction? 
for  the  care  and  repair  of  automobile 
batteries.  There  is  also  a  elossarv  of 
terms,  a  large  number  of  illustrations, 
comprising  special  charts,  diagrams,  and 
photographs. 

In  view  of  the  increasing  field  of  use- 
fulness for  the  storage  batteries  and  the 
improvements  that  have  been  made  in 
its  construction  beyond  the  present  ap- 
preciation of  the  average  electrician  and 
mechanician,  this  book  will  be  a  valu- 
able manual. 


"We  Are  the  Boys  of  Canada,"  is  a 
new  patriotic  song,  words  and  music  be- 
ing by  Peegie  Stewart.  It  is  published 
bv  the  Hawkes  &  Harris  Co.,  of  Toronto. 


appreciate  Canadian  effort.  The  author's 
profits  are  to  be  contributed  by  him 
to  the  great  War  Veterans'  Association. 

HAMLET,    AN    IDEAL    PRINCE 

Dr.  Alexander  W.  Crawford,  who  has 
received  degrees  from  both  Toronto  and 
Cornell  Universities  and,  who  is  now 
Profesor  of  English  at  the  University 
of  Manitoba,  has  written  a  series  of 
essays  on  Hamlet,  Merchant  of  Venice, 
Othello  and  King  Lear,  which  have  just 
been  published  in  book  form  by  Richard 
G.  Badger,  of  Boston,  under  the  title  of 
"Hamlet,   an    Ideal   Prince." 

The  author's  interpretations  are  start- 
lingly  original  and  decidedly  interesting. 
Professor  Crawford  very  well  maintains 
that  everything  the  dramatist  wrote 
has  its  significance,  from  the  titles  to 
the   conclusions   of  the   plays. 


ERNEST   THOMPSON   SETON 

Canadian  author  of  numerous  animal  stories 
who  has  this  season  given  us  a  fine 
novel,  "The  Preacher  of  Cedar  Moun- 
tain." 

R.    J.   C.    STEAD'S    POEMS 

A  new  Canadian  book  to  come  soon 
is  a  volume  of  poems  by  R.  J.  C.  Stead, 
author  of  "The  Homesteaders."  It  will 
be  a  collection  of  poems  dealing  with 
Western  Canada  and  will  have  an  in- 
troduction by  Dr.  W.  T.  Allison,  the 
literary  editor  of  The  Winnipeg  Tele- 
gram. 

Madge  Macbeth  has  written  a  news- 
paper story  of  the  Klondike,  the  title  of 
which  will  be  "Kleath."  It  will  appear 
shortly.  The  author  is  an  Ottawa 
journalist. 

WAR  HISTORY— CANADA'S  PART 

Prof.  G.  M.  Wrong  is  writing  a  history 
of  the  part  played  by  Canada's  troops 
in  the  great  war.  There  will  be  three 
similar  volumes  dealing  with  the  accom- 
plishments of  the  soldiers  of  the  other 
British  Dominions.  These  four  volumes 
will  be  part  of  six  dealing  with  Imperial 
co-operation  in  the  Empire  effort.  The 
first  volume,  by  Sir  Charles  Lucas,  will 
tell  of  the  assistance  given  by  the  over- 
seas Dominions  in  earlier  wars,  while 
the  second  volume  will  present  a  gen- 
eral account  of  the  war,  with  special  re- 
ference to  the  Dominions  and  India. 

THE  BELGIAN  MOTHER 

"The  Belgian  Mother  and  Ballads  of 
Battle  Time,"  by  T.  E.  Browne,  has  just 
been  published  in  a  $1.00  edition  by  the 
Macmillans.  The  author  is  already 
widely  known  among  Canadian  readers 
and  consequently  it  is  to  expected  that 
these  fine  war  poems,  the  outpouring 
of  a  fervent,  patriotic,  poetical  soul, 
will  be  warmly  welcomed  by  those  who 


Two  important  books  to  come  out 
shortly,  marking  the  fiftieth  anni- 
versary of  Canadian  confederation  are 
"The  Constitution  of  Canada"  by  Chief 
Justice  Riddell,  and  "The  Confederation 
of  Canada"  by  Professor  G.  M.  Wrong, 
Z.  A.  Lash,  Sir  John  Willison  and 
President    Falconer. 

The  latter  volume  is  being  issued  un- 
der the  auspices  of  Toronto  University. 
It  traces  the  history  of  the  movement 
for  federation,  describes  the  more  im- 
portant of  the  men  who  accomplished 
it,  and  shows  the  working  of  the  con- 
stitution which  we  then  acquired.  A 
fourth  chapter  tells  of  the  development 
and   growth   of  the   people   socially. 


"Aesthetic  Criticism  in  Canada:  Its 
Aims,  Methods  and  Status,"  by  J.  D. 
Logan,  M.A.,  Ph.D.,  has  just  been  pub- 
lished by  McClelland,  Goodchild  &  Stew- 
art. It  is  described  as  "a  short  pro- 
paedentic  to  the  appreciation  of  the  Fine 
Arts  and  the  writing  of  criticism,  on 
Literature,  Painting  and  Dramatic  and 
Musical  Performances."  Dr.  Logan  was 
formerly  musical  and  dramatic  editor  of 
the  Toronto  Daily  News. 


"The  Light  of  Provence,"  a  dramastic 
poem,  published  in  a  volume  of  115 
pages  comes  from  the  Putnam's.  It  is 
the  work  of  "J.  S.  St.  Dale,"  and  deals 
with  the  romantic  days  of  Old  Provence, 
the  days  of  knight  and  trouvere,  of 
courts  of  love  and  rivalry,  of  poets,  and 
of  the  dark  days  of  the  crusade  against 
the  Albigenses  and  the  dramatic  siege 
of  Toulouse. 


John  Murray  the  London  publisher  has 
taken  over  the  publishing  business  of 
Smith,  Elder  &  Co.,  including  "the 
Combie's  Magazine. 
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BEST  SELLING  BOOKS 

IN    CANADA 

Fiction. 

1. 

70 

2. 

Up  the  Hill   and  Over.    Mackay... 

55 

3. 

52 

4. 

Jimmie  Dale.     Packard   

46 

5. 

The   Shadow    Line.      Conrad    

40 

6. 

The   Wilderness.     Hickens    

Non-Fiction. 

82 

A 

50 

SELMA  LAGERLOF 

Honored  in  her  own  day  and  genera- 
tion and  in  her  own  country  no  less  than 
throughout  the  whole  civilized  world, 
Selma  Lagerlof  has  fulfilled  the  happy 
portrait  of  her  name.  The  only  woman 
to  be  awarded  the  Nobel  Prize  for  litera- 
ture possesses  in  the  name  of  Lagerlof  a 
cognomen  which  literally  translated 
means  "laurel  leaf."     The  life   story  of 


SELIMA   LAGERLOF 
The   noted   Swedish   author,  a  Nobel   Prize   winner. 

this  quiet  calm-eyed  little  lady  runs  from 
one  crowning  with  laurel  to  the  next,  for 
shortly  after  the  honors  of  the  Nobel 
Prize  were  conferred  upon  her,  she 
was  made  a  member  of  the  exclusive 
Swedish  Academy,  and  thereupon  became 
the  only  woman  ever  to  sit  as  one  of 
those  eighteen  immortals. 


"BOOKSELLER   AND    STATIONER" 

is  enabled  through  the  courtesy  of 
Doubleday  Page  &  Co.,  of  Garden  City, 
N.Y.,  to  present  the  half-tones  of  Ernest 
Thompson  Seton,  Gene  Stratton  Porter, 
Marjory  Benton  Cooke  and  Grace  S. 
Richmond,  appearing  in  this  issue. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


THOMAS  ALLEN 
Fiction 

The  Yukon  Trail,  Wm.  MacLeod  Raine, 
cloth,  $1.35;  The  Ford,  Mary  Austin, 
cloth,  $1.50;  The  Triflers,  Frederick  Orin 
Bartlett,  cloth,  $1.40;  The  Phoenix,  Con- 
stance M.  Warren,  cloth,  $1.40;  I,  Mai-y 
MacLane,  Mary  MacLane,  cloth,  $1.40; 
Edith  Bonham,  Mary  Hallock  Foote, 
cloth,  $1.50. 

Non-Fiction 

The  Life  and  Letters  of  Christopher 
Pearse  Cranch,  Leonora  Cranch  Scott, 
cloth,  $3.50;  Out  Where  the  West  Be- 
gins, Arthur  Chapman,  cloth,  $1.25;  Cy- 
cles of  Personal  Belief,  Waldo  E.  Forbes, 
cloth,  $1.25;  A  Lonely  Flute,  Odell  She- 
pard,  cloth,  $1.25;  The  Cause,  Laurence 
Binyan,  cloth,  $1;  Some  Imagist  Poets, 
1917,  An  Annual  Anthology,  cloth,  75c; 
Sinbad,  Percy  Mackaye,  cloth,  $1.25; 
The  Campaign  Dairy  of  a  French  Offi- 
cer, Sous  Lieutenant,  R.N.,  cloth,  $1.25; 
The  Altar  of  Freedom,  Mary  Roberts 
Rinehart,  cloth,  50e;  A  Garden  Rosary, 
Agnes  Edwards,  cloth,  $1.25;  A  Child's 
Religion,  Mary  Aronetta  Wilbur,  cloth, 
$1;  A  Soldier  Doctor  of  Our  Army,  Jas. 
P.  Kimball,  Maria  B.  Kimball,  cloth, 
$1.50;  Music  and  Life,  Thomas  Whitney 
Surette,  cloth,  $1.25;  Galusha  A.  Grow, 
James  T.  Dubois,  cloth,  $1.75;  Railroad 
Valuation,  Homer  Bews  Vanderblue, 
cloth,  $1.50;  A  Confusion  of  Tongues, 
Paul  Revere  Frothingham,  cloth,  $1.25; 
Recollections  of  a  Rebel  Reefer,  James 
Morris  Morgan,  cloth,  $3. 
Juvenile 

The  Red  Indian  Fairy  Book,  Frances 
Jenkins  Olcott,  cloth,  $1.50. 

CASSELL  &  CO.,  LTD. 
Non-Fiction 

My  Reminiscences,  Rt.  Hon.  Sir  Geo. 
Reid,  M.P.,  cloth,  $4  net;  Winnowed  Me- 
znories,  Field  Marshal  Sir  Evelyn  Wood, 
cloth,  $4  net;  The  Tragedy  of  a  Throne, 
Hildegarde  Ebenthal,  cloth,  $3  net;  Rus- 
sia in  1916,  Stephen  Graham,  cloth,  $1.25 
net;  Psychical  Investigations,  J.  Arthur 
Hill,  cloth,  $150  net;  The  Outlook  of  Re- 
ligion, W.  E.  Orchard,  D.D.,  cloth,  $150 
net;  The  Borderlands  of  Science,  A.  T. 
Schofield,  M.D.,  cloth,  $150  net;  The 
Street  of  Ink,  H.  Simonis,  cloth,  $2.25 
net;  The  Beginner's  Garden  Book,  edited 
by  H.  H.  Thomas,  paper,  25c  net;  Pota- 
toes and  Root  Crops,  edited  by  H.  H. 
Thomas,  paper.  25c  net;  Tomatoes  and 
Salads,  edited  by  H.  H.  Thomas,  paper, 
25c  net;  Profitable  Small  Fruits,  edited 
by  H.  H.  Thomas,  paper,  25c  net;  The 
Nation's  Health,  Sir  Malcolm  Morris, 
cloth,  $1.25  net. 

THE   COPP,   CLARK   CO. 
Fiction 

"Bab— A  Sub  Deb,"  Mary  Roberts 
Rinehart,  cloth,  $1.40. 


THE  MACMILLAN   CO.  OF  CANADA, 

LIMITED 

Fiction 

Changing  Winds,  St.  John  G.  Ervine, 
cloth,  $1.50;  A  Diversity  of  Creatures, 
Rudyard  Kipling,  Un.  Ed.,  cloth,  $1.50; 
pocket  ed.,  cloth,  $1.35;  pocket,  leather, 
$1.60;  Louisburg  Square,  Robert  Cutler, 
cloth,  $1.50;  Jerry  of  the  Islands,  Jack 
London,  cloth,  $1.50;  Gold  Must  be  Tried 
by  Fire,  R.  A.  Maher,  cloth,  $1.50;  His 
Family,  Ernest  Poole,  cloth,  $1.50;  The 
Eternal  Husband,  F.  Dostoevsky,  cloth, 
$1.50. 

Non-Fiction 

The  Belgian  Mother,  and  Ballads  of 
Battle  Time,  T.  A.  Browne,  cloth,  $1; 
Lollingdon  Downs  and  Other  Poems,  J. 
Masefield,  cloth,  $1.25;  War  Flame? 
(poems),  J.  C.  Underwood,  cloth  $1.35; 
God,  The  Invisible  King,  H.  G.  Wells, 
cloth,  $1.25;  My  Reminiscences,  R.  Ta- 
gore,  cloth,  $1.50;  The  Dawn  of  a  New 
Patriotism,  J.  D.  Hunt,  cloth,  $1;  Office 
Practice,  Cahill  &  Ruggeri,  cloth,  90c; 
Organic  to  Human,  H.  Maudsley,  cloth, 
$3.50;  The  World  as  Imagination,  E.  D. 
Fawcett,  cloth,  $4.50;  The  Minimum  Cost 
of  Living,  W.  S.  Gibbs,  cloth,  $1;  St. 
Paul  the  Hero,  R.  M.  Jones,  cloth,  $1; 
The  Potato,  A.  W.  Cilbert,  cloth,  $1.50; 
Brazil,  To-day  and  To-morrow,  L.  E. 
Elliott,  cloth,  $2.25;  The  Pot  of  Broth, 
W.  B.  Yeats,  paper,  20c;  The  Green  Hel- 
met, W.  B.  Yeats,  paper,  20c;  On  Baile's 
Strand,  W.  B.  Yeats,  paper,  20c;  Deirdre, 
W.  B.  Yeats,  paper,  20c;  The  King's 
Threshold,  W.  B.  Yeats,  paper,  20c;  The 
Tables  of  the  Law  and  the  Adoration  of 
the  Magi,  W.  B.  Yeats,  stiff  paper,  $1 ; 
Domestic  Architecture,  L.  E.  Robinson, 
cloth,  $1.50;  Ecclesiastes,  M.  Devine, 
cloth,  $1.50;  Religion  and  Philisophy,  R. 
G.  Collingwood,  cloth,  $1.75;  Church  Di- 
visions and  Christianity,  W.  L.  Grane, 
cloth,  $1.75;  The  Standard  Cvclopedia, 
of  Horticulture,  Vol.  VI.,  L.  H.  Bailey, 
cloth,  $6;  A  Schoolmaster  of  the  Great 
City,  A.  Patri,  cloth,  $1.25;  The  World 
at  War,  George  Brandes,  cloth,  $1.50;  An 
Introduction  of  'the  Old  Testament, 
Creelman  &  Sanders,  cloth.  $2.75;  Eco- 
nomic Development  of  Modern  Europe, 
F.  A.  Ogg,  cloth,  $2.50;  Alaska,  the 
Great  Country,  E.  Higginson,  cloth,  $2.- 
50;  The  Hour  Glass,  W.  B.  Yeats,  paper, 
20c. 

Juvenile 

The  Way  of  the  Gate,  Sneath,  Hodges 
&  Tweedy  (King's  Highwav  Series), 
cloth,  65c;  The  Way  of  the  Green  Pas- 
tures (King's  Highway  Series),  cloth, 
65c;  Swiss  Stories  and  Legends  (Every- 
child's  Series),  F.  M.  Frollicher,  cloth, 
40c;  Nature  and  Adventure  for  Boys  and 
Girls,  J.  A.  Fletcher,  cloth,  45c. 

GEO.    J.    McLEOD,    LTD. 
Fiction 

The   Middle  Pasture.   Mathilde   Bilbro, 
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cloth,  $1.25;  The  Road  of  Ambition, 
Elaine  Sterne,  cloth,  $1.35;  The  Tiger's 
Coat,  Elizabeth  Dejeans,  cloth,  $1.50; 
Pippin,  Laura  E.  Richards,  cloth,  $1.35; 
The  Man  Next  Door,  Emerson  Hough, 
cloth,  $1.35;  The  Dark  Star,  Robert  W. 
Chambers,  cloth,  $1.50;  Someone  and 
Somebody,  Porter  Emerson  Browne, 
cloth,  $1.35;  The  Postmaster's  Daugh- 
ter, Louis  Tracy,  cloth,  $1.35;  Mountain 
Madness,  Anna  Alice  Chapin,  cloth, 
$1.35;  Too  Much  Efficiency,  E.  J.  Rath, 
cloth,  $1.35;  The  Light  in  the  Clearing, 
Irving  Bacheller,  cloth,  $1.50;  The  Thor- 
oughbred, Henry  Kitchell  Webster,  cloth, 
$1.35;  Wilt  Thou,  Torchy?,  Sewell  Ford, 
cloth,  $1.35;  Brandon  of  the  Engineers, 
Harold  Bindloss,  cloth,  $1.35;  Plunder, 
Arthur  S.  Roche,  cloth,  $1.35;  What  He 
Least  Expected,  Holworthy  Hall,  cloth, 
$1.50;  Gullible's  Travels,  etc.,  Ring  W. 
Lardner,  cloth,  $1.25. 

Non-Fiction 

Laugh  and  Live,  Douglas  Fairbanks, 
cloth,  $1;  Henry  Ford's  Own  Story,  Rose 
Wilder  Lane,  cloth,  $1. 

THOMAS  NELSON  &  SONS,  LTD. 

Fiction 

All  on  the  Irish  Shore,  E.  E.  Somer- 
ville  and  Martin  Ross,  cloth,  25c;  The 
Red  Sultan,  J.  Maclaren  Cobban,  cloth, 
25c;  Young  April,  A.  &  E.  Castle,  cloth, 
25c;  The  Image  in  the  Sand,  E.  F.  Ben- 
son, 25c. 

Non-Fiction 

History  of  the  War,  Vol.  16,  John  Bu- 
chan,  cloth,  45c. 


LOUISBURG  SQUARE 

Robert  Cutler,  in  his  new  novel,  "Louis- 
burg Square,"  published  by  Macmillan's, 
gives  a  shrewd  and  kindly  picture  of  con- 
temporary Boston,  a  really  intimate  re- 
cord of  the  society  in  which  he  has 
always  lived  and  which  he  thoroughly 
knows.  Though  Mr.  Cutler  is  still  a 
young  man,  there  is  in  the  freshness  of  his 
touch  something  which  assures  interest 
in  the  refined  Bostonians  of  whom  he 
writes.  Much  of  the  action  takes  place 
in  lovely  Louisburg  Square,  which,  tucked 
away  on  the  slope  of  Beacon  Hill,  remains 
to-day  the  quaintest  relic  of  older  Boston. 
Throughout  the  book  dominates  the  love 
story  of  Rosalind  Copley.  An  aristocrat 
in  every  fibre,  finely  human,  eager  for 
life  and  an  almost  idyllic  love,  not  at  all 
the  "new  woman,"  yet  none  the  less  mis- 
tress of  her  times,  she  is  a  true,  gentle, 
and  fascinating  heroine. 

MAHER'S  NEW  NOVEL 

A  remarkable  fine  character  is  Daidie 
Grattan  in  Richard  Aumerle  Maher's  new 
novel,  "Gold  Must  be  Tried  by  Fire,"  pub- 
lished by  Macmillan's.  The  story  follows 
the  career  of  this  heroine  from  the  day 


BOOKSELLER    AND    STA.TIONK  R 


when  she  revolts  at  the  monotony  and 
drudgery  of  her  existence  as  a  mill  hand, 
through  that  period  when  something 
closely  akin  to  tradegy  touches  her,  to 
that  happier  time  which  sees  the  fulfill- 
ment of  her  dreams.  The  novel  is  one  of 
action  and  vivid  coloring  into  which  a 
love  theme  of  most  engaging  proportions 
is  woven,  the  solution  of  the  problem 
which  has  kept  the  loves  apart  bringing 
the  volume  to  a  pleasing  close.  Readers 
will  recall  the  same  author's  fine  story, 
"The  Shepherd  of  the  North." 

CONDITIONS  OF  AMERICAN  LABOR 

An  exhaustive  treatise  is  a  new  book  by 
W.  Jett  Louck  and  Edgar  Sydenstricker, 
entitled  "  Conditions  of  Labor  in  Ameri- 
can Industries,"  just  published  by  Funk 
&  Wagnalls. 

This  is  not  a  book  of  generalities,  but 
one  of  sound  economic' value  in  that  it 
is  a  deep  and  intensive  study  of  the  im- 
portant subject  described  in  its  title.  It 
is  replete  with  valuable  discussions  and 
statistical  tables  and  information  drawn 
from  the  most  authoritative  sources  ob- 
tainable. It  is  a  profound  and  complete 
treatise  on  labor  in  its  various  ramifica- 
tions; wages  and  earnings;  loss  in  work- 
ing time;  conditions  causing  irregular  em- 
ployment; working  conditions;  the  wage- 
earner's  family;  living  conditions;  the 
wage-earner's  health;  the  adequacy  of 
wages  and  earnings. 

THE  BEDBUG 

Not  to  be  outdone  by  the  great  French 
naturalist,  Dr.  Fabre,  an  English  writer, 
A.  E.  Shipley,  Sc.S.,  F.R.S.,  has  written 
exhaustively  of  The  "Bedbug:  Its  History 
and  Habits,"  an  essay  in  his  book, 
"Studies  of  Insect  Life  and  Other  Es- 
says." The  arrival  of  the  bedbug  in 
England  is  stated  to  have  been  concur- 
rent with  coming  of  the  cockroach  in 
the  reign  of  King  Henry  VIII. 

"Its  body  is  extraordinarily  flattened, 
so  that  it  can  readily  pass  into  chinks  or 
between  splits  in  furniture  and  boarding, 
and  this  it  does  whenever  daylight  ap- 
pears for  the  bug  loves  darkness  rather 
than  light  because  its  deeds  are  evil.  The 
head  is  large,  and  ends  in  a  long,  pierc- 
ing, four-jointed  proboscis,  which  forms 
a  tube  with  four  piercing  stylets  in  it.  As 
a  rule,  the  probosis  is  folded  back  into  a 
groove,  which  reaches  to  the  first  pair  of 
legs  on  the  under  surface  of  the  throax. 
This  folding  back  of  the  proboscis  gives 
the  insect  a  demure  and  even  a  devout 
expression;  it  appears  to  be  engaged  in 
prayer,  but  a  bug  never  prays. 

"Like  the  cockroach,  the  bed-bug  is  a 
frequenter  of  human  habitations,  but  only 
of  such  as  have  reached  a  certain  stage  of 
comfort.  It  is  said  to  be  comparatively 
rare  in  the  homes  of  savages;  but  it  is 
only  too  common  in  the  poorer  quarters  of 
our  great  cities.  The  iron  bedstead,  which 
has  so  rapidly  replaced  the  wooden  bed- 
stead, was  at  one  time  thought  to  render 
the  bug's  position  untenable — a  belief 
much  cherished  by  the  manufacturers  of 
metal  bedsteads.  This  is  not  so.  Bugs 
will  shelter  in  its  metallic  crevices  almost 
as  comfortably  as  in  the  wooden  chinks  of 
its  predecessor," 


"HOW  TO  ADVERTISE" 

George  French,  editor  of  The  Adver- 
tising News,  has  written  a  clever  book 
entitled,  "How  to  Advertise,"  published  by 
the  Musson  Book  Co.  It  is  a  practical 
manual  and  guide. 

Mr.  French  probes  the  case  of  the 
amazing  waste  in  advertising  and  shows 
how  to  build  advertisements  that  "get 
results." 

He  avoids  the  pit-falls  of  generalities, 
and  drives  home  his  points  with  concrete 


GRACE  S.  RICHMOND 

Author   of  "The   Brown    Study,"   one   of   the 
season's  successful  novels. 


examples    of    advertisements    that    have 
made     or  missed  their  mark. 

The  thorough  treatment  of  every  aspect 
of  the  subject  recommends  this  book  as 
a  work  of  reference  and  of  fresh  ideas 
for  everyone  whose  business  bears  in  any 
way  upon  advertising. 

1000     HINTS     ON      FLOWERS     AND 
BIRDS 

"1000  Hints  on  Flowers  and  Birds,"  by 
Mae  Savell  Croy,  author  of  "1000  Shorter 
Ways  around  the  House,"  published  late 
in  May,  is  addressed  to  those  interested 
in  flower  culture  and  in  the  establishment 
of  wild  life  about  the  home,  and  supplies 
intelligent  guidance  in  achieving  these 
ends.  It  is  intended,  however,  not  only 
for  those  dwelling  in  the  country,  with 
grounds  large  or  small  requiring  plant- 
ing or  maintenance,  but  equally  for  the 
city  dweller  who  desires  a  touch  of  nature 
in  his  patch  of  back  yard,  or  for  the  apart- 
ment-house denizen  who  maintains  a  re- 
minder of  the  country  in  the  potted 
growths  that  he  is  rearing  under  difficult 
conditions.  For  all  these  individuals  Mrs. 
Croy's  book  with  its  well-arranged  infor- 
mation, classified  under  appropriate  head- 
ings and  exhaustively  indexed,  will  prove 
invaluable. 
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MAKING  THE  GARDEN  PAY 

"How  to  Make  the  Garden  Pay,"  a 
Manual  for  the  Intensive  Cultivation  of 
Home  Vegetable  Gardens,  is  a  timely 
book,  announced  for  publication  shortly. 
The  authors  are  Edward  Moonson  and 
Charles  Thomas  Brues,  Assistant  Profes- 
sor of  Economic  Entomology  at  Harvard. 
The  book  gives  a  list  of  the  common  gar- 
den vegetables  arranged  alphabetically, 
with  instructions  for  the  extermination  of 
insects,  and  a  chapter  on  the  relative 
food  values  of  different  vegetables. 

FOR  AMATEUR  GARDENERS 

"Garden  Guide:  Amateur  Gardeners' 
Handbook,"  comes  from  the  publishers,  A. 
T.  De  La  Mare  Co.,  448  West  37th  St., 
New  York. 

The  Canadian  'Patriotism  and  Produc- 
tion" campaign  lends  extra  importance  to 
this  new  book.  In  the  present  stress  of 
high  cost  of  living,  far  more  attention 
than  ever  before  is  being  paid  to  the 
garden — in  fact,  1917,  it  is  claimed,  is 
going  to  be  Garden  Year  beyond  compare; 
at  no  previous  time  has  the  importance 
of  the  home  vegetable  garden  been  forced 
upon  the  attention  of  the  people  as  is 
being  done  now. 

In  this  book  expert  gardeners  tell  the 
amateur  in  remarkably  simple,  easily  un- 
derstood language  how  to  plan,  plant  and 
maintain  the  home  grounds,  suburban 
garden,  or  city  lot;  how  to  grow  good 
vegetables  and  fruit;  how  to  raise  beau- 
tiful flowers;  how  to  take  care  of  lawns, 
porch  plants,  window  boxes,  etc.  The 
book  gives  the  How,  the  When,  and  the 
Where — from  the  purchase  of  the  proper 
tools  to  reaping  the  harvest,  and  1001 
other  points.  It  is  of  interest  to  every 
man  or  woman  interested  in  gardening, 
regardless  of  the  amount  of  land  at  their 
disposal.  The  book  has  256  pages,  and 
numerous  illustrations,  these  selected  not 
for  picturesqueness,  but  as  teaching  ex- 
amples, there  being  a  reason  for  each  and 
every  picture  presented.  A  charming 
cover  in  four  colors  depicts  a  flower  gar- 
den and  lawn  view  any  garden  lover 
would  be  proud  of. 

MILADY'S   HOUSE   PLANTS 

Frederick  E.  Palmer,  of  Brookline, 
Mass.,  an  authority  on  house  plants,  has 
written  a  book  entitled,  "My  Lady's  House 
Plants,"  published  by  A.  T.  De  La  Mare 
Co.,  438  West  37th  Street,  New  York. 
The  author  is  an  expert  florist  with  years 
of  experience  in  this  particular  line. 

In  his  book  the  care  of  plants  in  the 
house  is  shown  to  be  simple,  assuring 
success  to  all  who  follow  up  practical 
directions  given.  It  embodies  the  re- 
sults of  Mr.  Palmer's  life-long  observa- 
tion  and   experience. 

There  is  a  special  chapter  on  Sun  Par- 
lors or  Conservatories,  the  reading  of 
which  will  be  enjoyed  even  by  those 
women  who  cannot  as  yet  afford  to  have 
one — but  have  expectations.  In  this  chap- 
ter Mr.  Palmer  strikes  an  absolutely  new 
note,  taking  issue  with  the  architects  and 
all  the  precedents  followed  by  them  up  to 
this  day,  particularly  as  to  the  interior 
planning  of  such  structures. 

The  text  is  not  at  all  confined  to  the 
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care  of  plants  in  the  house,  but  carries 
the  work  forward  throughout  the  entire 
year — giving  in  detail  the  method  of  re- 
newing the  life  of  the  plants  by  taking 
them  into  the  open  in  the  spring,  caring 
for  them  through  the  summer,  and  bring- 
ing them  back  into  the  house  in  the  fall 
in  full  health  and  vigor,  and  ready  to 
grace  the  house  all  though  the  dreary 
winter. 

The  book  contains  about  100  instructive 
pictures,  the  majority  taken  exclusively 
for  it.  The  cross  index  is  exhaustive, 
affording  a  ready  reference  to  every  sub- 
ject mentioned. 

A    COROLLARY    TO    "BRITLING" 

It  is  not  often  that  a  novel  of  the  very 
first  rank  appears  and  is  followed  next 
season  by  one  which,  written  by  another 
hand,  is  yet  a  corollary.  While  Mr. 
Wells  was  writing  his  view  (and  Mr. 
Britling  his)  of  the  war,  St.  John  G.  Er- 
vine  was  writing  "Changing  Winds." 
Wells  showed  the  tragedy  of  war  as  it 
falls  upon  the  man  of  mature  age.  Er- 
vine,  in  "Changing  Winds,"  shows  the 
same  tragic  force  falling  upon  four 
young  men,  looking  directly  and  intently 
at  life,  which  stretches  out  before  them 
as  a  road  to  be  walked,  a  field  to  be  con- 
quered, a  task  to  be  attacked,  and  yet 
accepting  war,  untroubled  and  almost 
blithely,  when   it  comes. 

Mr.  Ervine's  earlier  work  demonstrat- 
ed the  ability  simply  and  forcibly  to  tell 
a  story  of  typical  and  ordinary  people,  in 
typical  and  ordinary  circumstances.  He 
brings  this  gift  to  "Changing  Winds," 
and  as  a  clever  workman's  capacity  rises 
to  the  magnitude  of  his  labor,  so  Mr. 
Ervine's  pre-eminent  forte,  finding  in 
the  triune  theme  of  Ireland  and  Eng- 
land and  war,  a  subject  big  enough  for 
his  best,  puts  his  best  into  his  work. 

This  novel  describes  the  erowth  and 
development  of  three  Englishmen  and 
one  Irishman  from  boyhood  to  young 
manhood,  at  which  they  all  arrive  in  the 
important    years    just    before    the    war. 


GENE   STRATTON  PORTER 

This  ever  popular  author  has  a  new  book 
out  this  Spring  entitled  "Friends  in 
Feather." 


Their  four  viewpoints  on  war,  as  it  is 
going  to  affect  their  careers  are  explain- 
ed and  dissected  in  a  masterly  manner. 
Vastly  different  as  they  all  are  in  tem- 
perament, and  separated  necessarily  by 
nationality  and  early  training,  they  see 
things  through  their  own  glasses. 

The  mental  workings  of  Henry  Quinn, 
the  Irishman,  whose  father  was  of  the 
Irish,  Irish,  are  particularly  well  des- 
cribed, and  in  view  of  the  present  and 
past  Irish  situation,  such  part  of 
"Changing  Winds"  as  deals  with  Ireland, 
is  topically  interesting. 

MR.  TEDDY 

E.  F.  Benson  has  written  another  fine 
story  with  clever  characterization  in 
"Teddy,"  which  might  well  carry  the 
sub-title,  "The  Tragedy  of  Being  Forty." 
The  hero  is  a  wealthy  artist  who  lives 
with  his  entirely  selfish  mother,  who 
poses  as  an  invalid.  He  devoted  a  large 
part  of  his  time  to  her  and  to  amuse- 
ments in  the  little  provincial  town  in 
which  he  lives,  and  thus  has  not  pro- 
duced the  masterpieces  which  he  has  al- 
ways intended  to  paint.  Ten  years  be- 
fore he  had  thought  of  marrying,  but  his 
mother  had  nipped  that  plan  in  the  bud. 
and  he  continued  his  aimless  bachelor 
existence.  The  tragedy  of  the  tale  comes 
in  when,  at  forty,  Mr.  Teddy  falls  in  love 
with  Rosemary,  a  beautiful  young 
woman,  who  moves  next  door  with  her 
widowed  mother.  But  with  the  advent  of 
boisterous  and  handsome  young  Robin, 
Mr.  Teddy  realizes  how  utterly  he  is  out 
of  the  whole  thing  in  relation  to  these 
charmine:  young  people.  It  is  a  beauti- 
fully written  story. 

JACK  LONDON 

"Jerry  of  the  Islands,"  the  new  Jack 
London  book,  just  published  by  Macmil- 
lan's,  is  a  dog  story,  as  was  his  first 
sreat  success,  "The  Call  of  the  Wild." 
The  theme  of  the  new  book  in  no  way  re- 
sembles .  the  earlier  master-piece,  and 
yet  it  brings  out,  as  did  that  volume,  all 
Mr.  London's  love  of  animals  and  his  un- 
derstanding: of  them.  Never  was  a  dog 
more  lovable,  more  courageous  and  re- 
sourceful than  the  Irish  terrier  Jerry — 
never  has  a  dog  had  a  more  adventurous, 
colorful  life. 

THE  END  OF  THE  FLIGHT 

Burton  Kline  has.written  another  read- 
able piece  of  fiction  entitled  "The  End  of 
the  Flight,"  a  full  length  novel  just  pub- 
lished by  S.  B.  Gundy.  The  hero  of  the 
tale,  just  graduated  from  Harvard  Law 
School,  sees  a  quicker  success  in  an  inland 
town  than  in  a  great  city.  The  success 
comes  to  him,  but  not  without  a  struggle. 
Made  judge  and  about  to  marry,  his 
ambition  suddenly  come  into  violent  colli- 
sion with  the  aims  of  a  masterful  woman. 
The  combat  of  these  two  determined  char- 
acters runs  through  a  string  of  dramatic 
episodes  to  the  final  triumph  of  the  man. 
Playing  round  this  battle  are  the  fortunes 
of  a  much  merrier  love  affair,  and  the 
many  humors  of  a  typical  miniature  me- 
tropolis— its  magnificent  airs,  its  busi- 
ness squables,  its  social  jealousies,  its  tea- 
table  gossip  and  its  generally  wholesome 
and  contented  American  life. 
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A  FRANCO-AMERICAN   ROMANCE 

"Mr.  Cushing  and  Mile.  Du  Chastel"  is 
the  title  of  a  remarkable  new  novel  by 
Frances  Rumsey.  With  an  unusual 
faculty  of  analysis  and  a  fine  delineation 
of  racial  and  individual  characteristics, 
the  author  has  produced  a  story  that 
should  make  it  a  decidedly  outstanding 
book. 

Mr.  Cushing  is  an  American,  with  gene- 
rations of  wealth  and  culture  behind  him. 
Mile,  du  Chastel  is  French,  with  all  the 
traditions  of  the  "great"  though  small 
world  of  France  as  her  heritage.  The 
conflict  of  egoisms  between  these  two  peo- 
ple and  the  bearing  of  the  other  charac- 
ters on  their  lives  make  a  fascinating  tale. 
The  whole  point  of  this  story  is  its  com- 
plete difference  from  the  usual  novel. 

THE   ALABASTER   BOX 

Mary  Wilkins  Freeman  and  Florence 
Morse  Kingsley  are  the  joint  authors  of 
a  fine  new  novel  published  by  McClelland, 
Goodchild  &  Stewart. 


MARJORIE   BENTON   COOKE 

Whose    book,    "Cinderella    Jane,"    was    pub- 
lished recently. 

The  inhabitants  of  Brookfield  had  little 
more  interesting  to  do  than  to  nurse  their 
grievances  against  Andrew  Bolton,  a 
former  citizen  whose  peculations  had 
ruined  the  village.  The  arrival  of  Lydia 
Orr,  a  wealthy  young  woman,  therefore 
created  a  great  stir.  She  poured  out  her 
money  freely  for  church  and  public  bene- 
factions, yet  in  spite  of  her  generosity 
and  charm,  the  townspeople  distrusted 
Lydia.  When  some  of  the  gossips  dis- 
covered just  what  her  connection  with 
Andrew  Bilton  was,  they  were  openly  hos- 
tile. Yet  Lydia's  determination  to  utilize 
her  "alabaster  box"  did  bring  its  reward. 

ALL-OF-A-SUDDEN    CARMEN 

Gustave  Kobbe,  who  wrote  "Lives  of 
Great  Musicians"  has  written  a  new  novel, 
just  published  by  Putnam's,  its  unique 
title  being  "All-of-a-Sudden-Carmen." 
It  is  a  most  readable  story  of  the  stage. 

A  little  waif,  left  at  the  opera  house 
door,  is  tenderly  mothered  by  members 
of  the  company  and  becomes  a  real  stage- 
child,  living  in  the  atmosphere  of  music — 
learning  the  songs  as  another  child  might 
learn  to  talk.  It  is  the  story  of  her  baby- 
hood, childhood,  and  maidenhood — to  the 
moment  she  rose  to  the  great  emergency 
and  was  awarded  the  coveted  laurel 
wreath. 


BOOKSELLER  AND  STATIONER 


MARY  MACLANE  AGAIN 

"I,  Mary  MacLane:  A  Diary  of  Human 
Days,"  by  the  author  of  "The  Story  of 
Mary  MacLane,"  which  created  such  a 
sensation  a  few  years  ago,  may  be  de- 
scribed as  a  curtain  drawn  aside — dis- 
closing- a  soul  essentially  rare  and  un- 
usual, dwelling  apart.  Its  attributes  are 
lyric  beauty;  chaotic  disregard  of  the 
conventionalities;  passionate  humanness; 
and  a  sense  of  humor  which  is  elusive, 
creative,  delicate. 

In  the  modern  world  Mary  MacLane 
scarcely  "belongs."  Yet  in  this  fiery 
merciless  baring  of  self  the  reader  will 
discover  odd  compelling  similarities  to 
his  own  strengths  and  weaknesses. 

HIS    FAMILY 

A  new  novel  bv  Ernest  Poole  has  just 
appeared  (Macmillan's).  The  title  is  "His 
Family,"  in  which  Mr.  Poole'  has  drawn 
a  picture  of  the  old  order  of  things  strug- 
gling along  in  search  of  adjustment  to 
the  change  which  always  seems  just  out 
of  reach.  Roger  Gale's  old  house  down- 
town is  a  little  fragment  of  a  past  genera- 
tion existing  somehow  beneath  the  tower- 
ing apartments  and  office  buildings  of  the 
altered  city.  Roger,  himself,  is  crowded 
by  the  vast  demands  new  life  is  ever 
making  upon  him.  His  character  is  one 
that  the  reader  will  long  remember,  while 
his  daughters — Edith,  wrapped  up  in  her 
little  household,  Deborah,  living  in  her 
larger  family,  and  Laura  with  her  beauty 
and  her  quest  for  happiness — are  no  less 
distinct  literary  achievements. 

BOOKS  AND  WRITERS 

For  the  autumn  a  new  Rex  Beach  novel 
is  announced. 

Another  new  book  is  to  come  this  year 
from  Stewart  Edward  White. 

"Si  Briggs  Talks"  by  Madeline  Yale 
Wynne  came  out  in  book  form  in  May. 

Jeffrey  Farnol's  new  novel,  "A  Definite 
Object,"  will  appear  in  July. 

Edward  Clodd's  "Memories"  in  $3 
edition  will  be  ready  soon. 

The  Collected  Poems  of  James  Elroy 
will  be  published  shortly  in  $2.00  volume. 

"The  Treasure  Train"  by  Arthur  B. 
Reeves  is  announced  for  early  publica- 
tion. 

The  Boy's  Book  of  Canoeing  and  Sail- 
ing" is  a  new  book  by  Warren  H.  Miller 
of  "Field  and  Stream." 

"The  Ford  Motor  Car  and  Ford  Trac- 
tor" in  cloth  at  a  dollar  and  leather  at 
$1.50  are  new  issues. 

Abbie  Phillips  Walker  has  written  two 
new  "Sandman"  books  called  "The  Sand- 
mans  Houri"  and  "  Sandman's  Tales." 

A  new  edition  of  the  poems  of  Edgar 
Alles  Poe  was  a  May  publication  and  it 
is  interesting  to  observe  that  the  collec- 
tion has  four  previously  unpublished 
poems  by  Poe. 

Olive  Hyde  Foster  is  the  author  of 
a  series  of  creditable  books  for  girls 
comprising  these  titles:  "Sewing  for 
Little  Girls,"  "Housekeeping  for  Little 
Girls,"  "Cookery  for  Little  Girls"  and 
"Gardening  for  Little  Girls." 


Muriel  Hine,  author  of  "The  "Individu- 
al," has  written  another  fine  novel  entitled 
"Autumn"  published  by  Gundy.  This  is 
an  appealing  and  sympathetic  tale  of  a 
woman  who,  passing  through  some 
turbulent  years  of  married  life,  finds 
love's  fulfillment  in  the  Autumn  of  her 
days. 

From  the  Universal  Press,  New  York, 
comes  ""Revelations  of  a  Wife"  by 
Adele  Garrison,  being  a  love  story  of 
contrasting  temperaments.  Dicky,  the 
husband,  is  an  artist  with  all  the  lov- 
able failings  of  his  kind,  while  Madge, 
the  wife,  a  school  teacher  before  her 
marriage,  is  beautiful,  sensitive  and 
more  conventionally  severe  in  her  codes. 
Striving  to  be  fair  in  her  judgments, 
Madge  faces  the  fact  that  marriage  has 
not  killed  her  husband's  admiration  for 
other  women,  nor  softened  the  spirited 
temper  that  is  his.  "Quick  to  anger, 
but  a  royal  repenter,"  Dicky  is  madly  in 
love  with  his  wife,  and  finds  jeolousy  his 
besetting  sin. 

NEW  BOOK  BY  WELLS 

"God,  the  Invisible  King"  in  a  new 
book  by  H.  G.  Wells. 

Something  of  the  volume's  spirit  may 
be  seen  from  the  following  extracts  from 
the  preface: 

"This  book  sets  out  as  forcibly  and 
exactly  as  possible  the  religious  belief 
of  the  writer.  That  belief  is  not  orthodox 
Christianity;  it  is  not,  indeed,  Christi- 
anity at  all ;  its  core,  nevertheless,  is  a 
profound  belief  in  a  personal  and  intimate 
God.  There  is  nothing  in  its  statements 
that  need  shock  or  offend  anyone  who  is 
prepared  for  the  expression  of  faith  dif- 
ferent from,  and  perhaps  in  several  par- 
ticulars opposed  to,  his  own.  The  writer 
will  be  found  to  be  sympathetic  with  all 
sincere  religious  feeling.  Nevertheless  it 
is  well  to  prepare  the  prospective  reader 


MARY  ROBERTS  RINEHART 

"Bab — a  Sub-Deb"  is  the  name  of  Mrs. 
Rinehart's  latest  book  which  is  described 
as  "a  classic  of  the  American  girl  of  to- 
day." This  book  is  being  referred  to  as 
doing  for  American  girls  what  "Penrod" 
did  for  American  boys.  The  accompanying 
half-tone  is  reproduced  through  the  cour- 
tesy of  the  Copp-Clark  Co. 
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for  statements  that  may  jar  harshly 
against  deeply  rooted  mental  habits.  It  is 
well  to  warn  him  at  the  outset  that  the 
departure  from  accepted  beliefs  is  here  no 
vague  skepticism  but  a  quite  sharply 
defined  objection  to  domas  very  widely 
reversed. 

LLOYD  GEORGE:  THE  MAN  AND 
HIS  STORY. 

The  one  figure  that  stands  out  to-day 
against  the  background  of  the  world 
conflict  is  Lloyd  George.  In  him  is  per- 
sonified the  hope  of  an  Empire — per- 
haps of  all  democracy.  No  Canadian 
can  fail  to  be  thrilled  by  this  dramatic 
life  story  of  the  man  who  has  risen  from 
a  poor  village  boy  to  be  the  Prime 
Minister  of  Great  Britain  told  here  by 
one  who  has  known  him  personally  and 
at  close  quarters  for  years.  The  author 
reveals  the  qualities  which  have  made 
Lloyd  George  a  dynamic  force  in  every 
sphere  of  his  activity.  It  is  a  personal 
study  with  human  interest  throughout, 
and  abounds  in  anecdotes.  The  narra- 
tive of  his  astonishing  life  will  in  time 
come  to  be  a  British  epic,  says  the 
ivriter. 

The  story  begins  with  the  boyhood  in 
Wales,  the  far-seeing,  self-sacrificing 
cobbler  uncle  who  prepared  the  little 
David  for  his  future  fight  against  the 
Philistines.  At  twenty-seven  he  was  a 
Member  of  Parliament,  and  his  flaming 
parliamentary  career  is  folowed  up  to 
1906.  Then  comes  his  entry  into  the 
Cabinet,  soon  folowed  by  his  becoming 
Chancellor  of  the  Exchequer.  The 
epoch-making  Budget  aroused  a  storm 
of  hate  throughout  the  country;  but  in- 
stead of  being  crushed  by  the  Lords  he 
broke  into  their  House.  Now  he  is  pic- 
tured as  the  most  prominent  figure  in 
the  Empire,  and  there  is  a  sharp,  in- 
teresting contrast  between  his  public 
life  in  Whitehall  and  his  home  life 
among  his  old  Welsh  friends.  The  War 
begins  and  Lloyd  George  performs  his 
colossal  work  as  Finance  Minister.  Min- 
ister of  Munitions,  and  Minister  of  War. 
Then  the  King1  sends  for  him  and  he 
steps  into  the  highest  place  in  the  land. 
Subsequent  chapters  tell  of  his  "asso- 
ciates, his  methods,  and  forecast  hi.s 
future. 

KITCHENER  IN  HIS  OWN  WORDS 

T.  Fisher  Unwin's  "Mainly  About 
Books,"  after  dealing1  with  the  vexatious 
Questions  about  Kitchener  raised  by  the 
Dardenelles'  report,  says:  "Kitchener  in 
His  Own  Words,"  by  J.  B.  Rye  and 
Horace  G.  Groser,  supplies  answers  to 
these  questions.  The  book  is  in  the 
form  of  a  diary,  and  enables  the  reader 
easily  to  estimate  Lord  Kitchener's  ser- 
vices to  the  British  Empire  to  ascertain 
from  his  dicta  and  scripts  the  views 
held  by  him  at  various  stages  of  his 
career  on   military  and  civil   policy. 


In  a  pamphlet  entitled  "England  and 
Her  Critics,"  Dr.  Mario  Borsa,  a  well- 
known  Italian  publicist,  who  has  spent 
many  years  in  this  country,  replies  to 
various  criticisms  brought  against  Eng- 
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land.  As  against  pro-Germans  Signor 
Borsa  contends  that  British  policy  is  in 
no  way  responsible  for  the  outbreak  of 
war,  but  that  it  has  for  the  last  ten 
years  consistently  aimed  at  the  preser- 
vation of  peace,  while  as  against  cer- 
tain critics  in  the  Allied  countries  who 
hold  that  England  has  not  done  her  fair 
share  in  the  war,  he  points  out  the  mag- 
nitude and  significance  of  the  British 
effort. 

Harry  Lauder  has  put  the  best  of 
himself  into  a  new  book  which  will 
shortly  be  published  at  a  popular  price, 
one  shilling  net,  under  the  title  of 
"Harry  Lauder's  Logic." 

"A  Sough  o'  War"  is  a  small  volume 
of  poems  by  Charles  Murray.  It  is 
dedicated  "To  a  Young  Sapper  Some- 
where in  France  and  to  all  in  whatever 
airt  upholding  the  fair  name  and  honour 
of   Scotland." 

"The  World  at  War"  is  the  title  of 
a  significant  book  by  George  Brandes 
which  has  just  been  published  in  a  trans- 
lation by  Catherine  D.  Groth.  Dr. 
Brandes  is  perhaps  the  only  great  neu- 
tral writer  of  the  present  hour  and  what 
he  has  to  say,  therefore,  about  the  war 
comes  with  a  very  special  importance. 

An  English  publishing  house  is  bring- 
ing a  book  entitled  "A  Bulwark  Against 
Germany"  by  Dr.  Bogomil  Vosnjak 
late  lecturer  at  the  University  of 
Croatia.  The  book  assumes  that  the 
Empire  of  the  Hapsburgs  will  be  dis- 
membered and  that  a  union  of  the  Jugo- 
slav nations  will  ensue — Serbs,  Croats 
and  Slovenes.  The  author  explains  the 
historical,  political,  social  and  economi- 
cal evolution  of  the  Slovenes  who  will  be 
a  strong  factor  in  building  up  the  great 
Serbia  or  Jugoslavia  of  tomorrow. 

From  Watts  &  Co.,  London,  comes 
three  new  books,  "The  Bankruptcy  of 
Religion,"  by  Joseph  McCabe,  a  cloth- 
bound  volume,  in  which  the  author  ar- 
gues that  the  war  has  been  the  last  blow 
that  has  finally  shattered  the  moral  pres- 
tige of  the  churches.  His  book  is  a 
statement  of  what  he  represents  as  the 
impotence  of  religion  during  the  great 
world  crisis.  "The  Origin  of  the  World," 
a  shilling  book  which,  the  preface  states, 
was  originally  written  by  an  old  man 
for  a  young  Australian  girl  who  had 
become  curious  about  the  "how"  and  the 
"why"  of  the  world.  The  third  volume 
is  a  little  book  presenting  Israel  Zang- 
will's  Conway  Memorial  Lecture,  "The 
Principles   of  Nationality." 

A  novel  jacket  for  a  book  is  that 
which  contains  the  volume  "The  Street 
of  Ink"  just  issued.  The  jacket  is 
printed  after  the  manner  of  a  news- 
paper and  there  is  an  illustration  of 
Fleet  Street  and  prominence  is  given  to 
this  paragraph:  The  Voice  of  the  People. 
— The  great  engine  of  the  liberty  of  the 
people  is  its  Press.  Fleet  Street — "The 
Street  of  Ink" — is  its  nerve-centre.  We 
know  the  tremendous  service  rendered 
by  it  to  the  cause  of  the  people.  Gov- 
ernments have  been  made,  reputations 
lost  and  won,  great  enterprises  further- 
ed. 


Montreal's  Fine  New  Public  Library 

Recently  Completed  at  a  Cost  of  Half  a  Million  Dollars — A 

Magnificent  Structure 


MONTREAL'S  magnificent  new 
Public  Library,  under  construc- 
tion for  the  past  two  years,  and 
the  move  from  the  old  building  was 
made  in  May. 

The  new  building  with  its  imposing  fa- 
cade facing  Lafontaine  street  on  Sher- 
brooke  street,  is  a  magnificent  structure, 
its  perfect  lines  and  well  balanced  plans 
giving  it  a  striking  effect.  The  interior 
decorations  are  indeed  artistic,  and  the 
furnishings  are  in  perfect  keeping  with 
the  whole  scheme.  It  has  been  com- 
pleted at  a  cost  of  over  half  a  million 
dollars,  and  Montreal  can  now  boast  one 
of  the  finest  library  buildings  in  the  Do- 
minion. 

Hector  Garneau,  Chief  City  Librarian, 
expects  to  have  everything  in  shape  for 
lending  books  early  in  June.  A  new  sys- 
tem of  catalogues  and  indexing  is  being 
introduced,  but  as  it  will  be  some  little 
time  before  everything  is  brought  down 
to  the  new  order,  borrowers  will  be  al- 
lowed to  obtain  books  on  their  old  cards, 
until  the  new  cards  are  issued  to  them. 

Mr.  Garneau  plans  on  having  the  finest 
collection  of  periodicals  obtainable  in  the 
country  in  the  reading  rooms,  and  Mon- 
trealers  will  be  able  to  read  every  class 
of  periodical  under  ideal  reading  condi- 
tions. 

The  Gagnon  collection  of  books,  which 
the  city  purchased  six  years  ago  for  the 
sum  of  $24,000,  have  been  reposing  in 
the  vaults  of  the  Royal  Trust  Company, 
but  this  valuable  collection,  comprising 
8,000  volumes,  will  find  a  safe  home  in 
the  new  library. 

The  institution  will  be  identified  by  the 
name  of  the  Public  Library  of  the  City 
of  Montreal.  It  was  previously  known 
as  the  Civic  Library. 

TAKE  BOOKS  TO  THE  PEOPLE 

Speaking  at  the  Regina  Library 
Board's  regular  meeting,  Librarian  J.  R. 
C.  Honeyman  dealt  with  the  question  of 
establishing  branch  libraries  and  show- 
ed that  the  considerable  increase  in  cir- 
culation over  the  previous  year  was 
shown  chiefly  in  the  two  branch  libra- 
ries. He  considered  that  the  movement 
for  branch  libraries  should  be  encourag- 
ed as  much  as  possible  so  that  eventu- 
ally the  central  library  might  be  used 
entirely  for  reference  purposes.  Instead 
of  the  people  being  brought  to  the  books, 
the  principle  upon  which  the  library 
should  be  conducted  would  be  to  take  the 
books  to  the  people  through  the  medium 
of  the   branch  and   school   libraries. 

In  some  of  the  lirger  American  cities 
small  circulating  libraries  were  estab- 
lished in  the  buildings  of  many  of  the 
leading  industrial   concerns. 

THE  PUBLIC  LIBRARY  CARD  INDEX 

"J.  D.  B.,"  writing  in  the  Stratford 
Beacon,  deals  with  the  interesting  sub- 
ject of  the  card-index  system  in  the  mod- 
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ernly   equipped    Public    Library    of    that 
city: — 

"In  large  centres,  where  people  live 
thick,  and  much  talk  induces  a  larger 
curiosity,  the  newspapers'  letter  column 
usually  shows  a  list  of  questions  that 
suggest  the  thought  that  few  knew  how 
useful  the  card  index  of  even  a  small  lib- 
rary, like  ours,  now  is.  How  full  and 
wide  its  field.  How  easy  to  handle.  How 
cheerfully  the  staff  who  made  it,  will 
bring  you  what  you  want  to  see,  and 
how  exact  and  complete  the  answer  to 
your  inquiry  this  card  and  book  consul- 
tation often  is,  compared  with  the  brief 
replies  of  the  editor  or  his  correspon- 
dents. 

It  is  wise  to  early  get  the  habit  of 
using,  and  feeling  at  home  in  the  use  of 
a  card  index,  for  it  is  a  good  habit  not 
soon  forgotten.  Suggest  and  teach  it  to 
others,  so  that  all  may  feel  as  easy  in  it 
as  you  do  in  the  use  of  the  phone  call 
book. 

Take  the  initiative  yourself  and  get  ac- 
quainted with  your  local  library,  and  its 
reference  helps,  as  the  freedom  of  these 
new  tools  is  better  than  trying  to  crowd 
the  memory  with  an  overload  of  discon- 
nected facts. 

To  most  of  us  the  burden  of  memor- 
izing is  discouraging  (and  is  of  little 
if  any  use  to  judgment),  whereas,  the 
simple  skill  to  get  at  what  you  want, 
just  when  the  want  comes  to  you,  is  sti- 
mulating, and  gives  a  sense  of  unweight- 
ed freedom,  like  the  lifting  of  a  handi- 
cap. 

The  foregoing  was  ready  for  the  prin- 
ter when  a  young  lady  offered  me  the 
May  Ladies'  Home  Journal,  and  the  first 
thing  I  note  in  it  is:  "Why  write  to  this 
magazine  when  often  what  you  want  you 
can  get  in  your  own  public  library,  more 
quickly,  at  less  trouble,  and  probably 
better?  You  will  think  more  of  your 
library  if  you  use  it  often;  and  most  lib- 
raries will  render  better  service  the  move 
thev  are  used.  Try  your  library  once 
and  see." 

FEWER  LIBRARY  INSTITUTES 

The  Librarian  of  the  London,  Ont., 
Public  Library  has  reported  to  the  Lib- 
rary Board  that  there  was  a  likelihood 
that  the  Library  Institute  to  be  held  in 
London  this  fall  will  be  larger  than 
usual  and  comprise  delegates  from  sev- 
eral counties,  instead  of  merely  Middle- 
sex and  Elgin,  as  in  the  past.  It  is  ex- 
pected that  there  will  be  fewer  institute? 
in  the  province  this  year,  but  that  those 
held  will  be  larger  and  will  have  a  more 
valuable  programme. 

LIBRARY  FOR  NAVAL  INSTITUTE 

The  Royal  Naval  Institute  and  Read- 
ing Room  at  129  Bay  Street,  Toronto, 
now  has  a  library  of  over  three  hundred 
books,  installed  largely  through  the  in- 
strumentality of  Fred   W.   Rose,  of  the 
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Hunter,  Rose  Company.  Books  were 
donated  to  this  library  by  practically  all 
the  Toronto  publishing  houses,  as  well  as 
leading  retail  booksellers.  This  institu- 
tion is  connected  with  the  Canadian  Na- 
tional Branch  of  the  British  and  Foreign 
Sailors'  Society.  As  a  mark  of  apprecia- 
tion Dr.  Alfred  Hall,  of  the  Royal  Naval 
Institute,  has  presented  Mr.  Rose  with  a 
Nelson  walking  stick. 

LIBRARIES  IN  ONTARIO 

There  are  now  395  public  libraries  in 
the  province,  199  of  which  have  reading 
rooms  furnished  with  periodicals  and 
newspapers.  The  expenditure  by  public 
libraries  has  increased  350  per  cent,  in 
ten  years,  and  the  number  of  public  lib- 
rary books  read  by  the  people  per  year 
have  increased  three  and  one-half  times 
since  1906;  5,000,000  books  were  borrow- 
ed from  the  public  librari&s  of  Ontario 
last  year. 

Miss  Mary  Saxe,  librarian  of  the  West- 
mount  Library,  has  written  a  one-act 
comedy  entitled  "Rainbow."  This  comedy 
was  produced  by  the  Dickens'  Fellow- 
ship Players  at  the  annual  meeting  of 
the  Montreal  Branch  of  the  Dickens'  Fel- 
lowship. 

TORONTO  PUBLIC  LIBRARY 

During  the  first  four  months  of  the 
year  the  increase  in  circulation  of  books 
in  the  Toronto  Public  Libraries  has  been 
phenomenal.  This  applies  both  to  the 
circulation  of  literature  among  adults,  as 
well  as  among  boys  and  girls.  The  total 
number  of  books  taken  out  of  the  lib- 
rary in  that  time  was  524,221,  an  in- 
crease of  70,000  over  the  same  period  of 
last  year.  The  increase  in  1916  over  1915 
for  the  first  four  months  of  the  year  was 
only  7,000. 

The  Public  Library  Board  at  its  regu- 
larlar  monthly  session  voted  a  grant  of 
$1,000  to  the  Canadian  Red  Cross. 

An  unfortunate  error  occurred  in  the 
report  of  the  annual  meeting  of  the  On- 
tario Library  Association  in  the  May 
issue  of  BOOKSELLER  AND  STA- 
TIONER, the  name  of  one  of  the  speak- 
ers, Miss  Mary  Saxe,  of  Westmount, 
Quebec,  being  printed  "Miss  Mary 
Lake."  The  name  was  written  cor- 
rectly, but  somehow  or  other  the  lino- 
type operator  took  it  to  be  "Lake,"  and 
the  error  was  not  caught  by  the  proof- 
reader. 

GARDENING  BOOKS  IN  DEMAND 

An  indication  of  the  inci'eased  interest 
being  taken  by  the  general  public  in 
books  on  gardening  and  floriculture,  is 
the  experience  of  the  East  Toronto  Pub- 
lic Library,  where,  out  of  a  total  of  forty 
volumes  coming  under  these  headings, 
all  but  three  were  in  circulation  on  May 
26.  This  is  most  unusual,  compared  with 
former  years,  when  there  were  always  a 
big  proportion  of  these  books  on  the  lib- 
rary shelves. 

Mrs.  Redfern,  the  Librarian  of  the 
East  Toronto  Library,  said  many  people 
were  waiting  their  turns  to  get  these 
books  this  season.  Next  in  demand  were 
books    on    mechanical    subjects. 


LISTS  RECEIVED 

From  the  Musson  Book  Co.,  comes  an 
interesting  list  of  the  Standard  Business 
Books  published  by  the  A.  W.  Shaw 
Company,  of  Chicago,  for  which  books 
Musson's  have  been  appointed  Canadian 
selling  agents.  The  list  is  illustrated 
and  describes  various  books  on  buying, 
correspondence,  management,  finance, 
cost  of  production,  industrial  organiza- 
tion, personal  efficiency,  factory  manage- 
ment, retailing,  market  distribution,  ad- 
vertising  and    selling. 

Another  new  list  from  the  same  house 
entitled  "Business  Vision"  describes 
such  books  as  "Successful  Storekeep- 
ing,"  "How  to  Advertise,"  "Advertis- 
ing— Selling  the  Consumer,"  "Advertis- 
ing as  a  Business  Force,"  "Awakening 
of  Business"  "The  New  Business  and 
Paul  Terry  Cherringtin's,"  "The  First 
Advertising  Book,"  these  books  being 
issued  in  co-operation  with  the  Associ- 
ated Advertising  Clubs  of  the  world. 


LETTERS  OF  A   FLYING  PILOT 

The  letters  which  comprise  "War 
Flying,"  just  published,  were  written  by 
a  young  pilot  in  the  Royal  Flying  Corps 
to  his  family.  From  his  first  aeroplane 
flight,  he  describes  every  phase  of  his 
training, — "going  solo,"  taking  his 
"ticket,"  cross  country  flying,  forced 
landings  and  the  inevitable  '"crash," — 
until  he  gets  his  "wings"  and  goes  to 
war.  His  adventures  at  the  front  are 
numerous  and  are  told  with  a  light- 
hearted  vivacity,  quite  free  from  ex- 
aggeration. His  book  will  afford,  those 
young  men  in  our  country,  whose 
thoughts  are  turned  to  the  air  service, 
an  indication  of  what  they  will  have  to 
face,  and  how  it  can  be  faced,  cheer- 
fully and  effectively. 


PAPER  COVERS  FOR  BOOKS 

According  to  the  Publishers'  Circular 
of  England  there  is  a  likelihood  that 
cloth  covers  for  books  will  be  super- 
ceded by  paper  covers.  This  is  fore- 
shadowed by  a  circular  recently  issued 
by  the  Publishers'  Association  of  Eng- 
land. What  calls  for  this  change  are 
the  high  prices  and  shortage  of  print- 
ing paper  and  strew  board  which  is 
used  in  bookbinding. 

Paper  covers  will  certainly  come, 
said  a  representative  of  the  publishing 
house  of  John  Lane  to  a  Daily  Mail 
representative,  although  some  firms 
may  be  better  provided  with  straw  board 
than  others.  It  is  equaly  certain  that 
before  long  books  will  be  printed  on  the 
best  quality  newsprint  instead  of  „  the 
present  rough  book  paper  which  is  now 
practically  unobtainable.  In  any  event 
the  high  price  of  book  paper  will  pro- 
hibit its  use,  as  it  is  hardly  possible 
that  there  can  be  any  increase  to  the 
public  in  the  price  of  books. 


One     Year    of    Pierrot.        Published    by 

Thomas    Allen,    Toronto,    $1.50    net. 

A  book  that  grips  the  heart.  This, — 
a  book  to  make  one  gentle  and  loving; 
a  book  to  rave  over.  Was  there  ever 
its  equal  as  a  picture  of  blissful,  ador- 
ing motherhood? 

Pierrot  is  a  man-child,  the  gift  to  his 
mother  when  death  had  bereft  her  of 
her  husband  and*  after  only  four  months 
of  marriage.  He  fills  her  life,  makes  it 
a  rapturous  thing;  and  he  fills  the  life 
of  many  more.  All  seem  to  worship  the 
child,  and  all  into  whose  life  he  enters 
are  blessed  and  enriched.  The  "Little 
Mother,"  as  she  was  called,  most  of  all. 

The  group  round  the  child  is  a  med- 
ley one.  There  is  Madame  Lacroix,  a 
hard  woman,  whose  life  softens  and  be- 
comes a  glad  thing  because  of  Pierrot 
and  the  Little  Mother.  And  Jean,  her 
husband,  timid  yet  a  gentleman  in  es- 
sence, and  childless  himself.  And 
Lucille,  a  maiden  of  sweet  faith,  and 
afflicted,  but  who  grows  out  of  her  suf- 
fering into  great  happiness.  And  Gas- 
ton the  thief,  who  had  a  good  hearc 
and  abundantly  proves  it  and  the  mother 
that  loves  him  believingly.  And  the 
Countess  whose  own  little  one  died  and 
left  a  yearning  that  Pierrot  satisfied. 
And  Sport,  a  vagabond  dog,  whose  evil 
nature  Pierrot  transformed.  And  AIk 
a  sweet  American  girl  the  barriers  to 
whose  heart  Pierrot  breaks  down.  And 
always  big  Jack  Martin,  American  and 
gateman  whose  life  and  manhood  and 
peace    seem    to   hang    on    Pierrot. 

They  all  live  by  the  sea  in  Southern 
France — where  the  sun  and  air  and  sky 
breathe   out  love. 

Pierrot  fills  vacant  lives  and  hearts. 
Always  he  is  the  adorned  child  of^ure 
love.  And  before  a  year  is  over — just 
a  week  before  a  year — conquering  life 
would  have  been  completed — Pierrot  is 
taken  awav  from  the  living — his  body, 
that  is.  Yet  Pierrot  lives  on  in  the 
life  of  those  who  remain. 

A  Year  of  Pierrot  will  become  a  clas- 
sic. Wherever  Love — pure  love,  and 
child-love — dwells  and  works  its  cleans- 
ing, uplifting  powers,  this  book  will  be 
a   Voice — to   express   Love. 

The  style  of  the  unrevealed  writer 
adds  tremendously  to  the  joy-giving 
character  of  this  chronicle  of  a  mother; 
it  is  French  all  through,  charmingly 
simple  and  sweet.  And  the  illustrations 
— many  of  them — give  an  added  note 
of  charm. 

A  story  attaches  to  this  book.  It  was 
published  in  America  two  years  ago, 
and  failed  to  sell,  for  some  reason  or 
other.  Then  the  Houghton-Mifflin  Com- 
pany took  it  up.  and  have  made  it  a 
preatly  talked  about  book.  Thomas 
Allen,  its  publisher  for  Canada,  has  a 
book  which  ought  to  add  greatly  to  his 
record  for  getting  best  sellers,  and 
books   of  real  distinction. 


The  author  of  "Bambi"  has  written  an- 
other delightful  story  entitled  "Cinder- 
ella Jane,"  which  is  a  sparkling  tale 
with  its  scene  set  among  artist  fold  of 
Washington  Square,  New  York. 
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Hamlin  Garland  continues  to  do  good 
work,  if  anything,  better  than  ever  be- 
fore. A  new  edition  of  "They  of  the 
High  Trails,"  includes  one  of  his  best 
and  most  recent  stories,  "The   Tourist." 


Keeping  Trade  at  Home 

Methods  Adopted  by  Various  Communities  to  Boost  Trade  in  Home  Stores  and  Re- 
strict Buying  Outside — How  Splendid  Results  Have  Been  Obtained  in  Many 

Towns — Boosting  the  Market 


Editor's  Note. — Despite  the  fact  that  the  accompanying  article 
from  System,  the  Magazine  of  Business,  deals  exclusively  with  ex- 
it, ri(  nces  in  American  towns,  it  is  reprinted  because  of  the  big  lesson 
that  it  drives  home.  Merchants-  who  sit  back  and  groan  over  the 
aggressiveness  of  the  mail  order  houses  should  read  this  article  care- 
full y.  It  tells  how  .the  merchants  of  any  community  can  join  in 
combating  the  outside  buying  tendency  by  concerted  action. 


ONE  day  last  fall  a  number  of  mer- 
chants and  business  men  of  Cadil- 
lac, Michigan,  might  have  been 
seen  making  their  way  along  the  country 
roads  to  various  neighboring  farms.  Each 
man  had  a  potato  fork  over  his  shoulder. 
Most  of  the  stores  and  places  of  busi- 
ness in  Cadillac  were  closed  for  the  day. 

The  men  were  not  having  a  holiday, 
however.  They  had  learned  that  the 
farmers  could  not  get  the  necessary  help 
to  dig  their  potato  crops — even  though 
they  offered  four  dollars  a  day — and  the 
potatoes  were  in  danger  of  freezing  in 
the  ground.  The  business  men  of 
Cadillac  had  turned  out  to  do  what  they 
could  for  the  farmers.  They  did  not 
finish  digging  all  the  potatoes,  but  they 
at  least  gave  considerable  help  that 
could  not  have  been  obtained  for  money, 
and  what  was  more,  they  furnished  a 
proof  of  their  willingness  to  co-operate 
with  tlie  farmers  for  the  good  of  the 
community. 

Not  every  community  has  a  potato 
crop  that  is  in  danger  of  freezing  for 
want  of  diggers.  But  business  men  are 
finding  that  there  are  any  number  of 
ways  in  which  they  can  co-operate  with 
the  people  of  their  community  to  the  end 
that  better  feeling  may  prevail  and — the 
real  point  at  issue — the  buyers  will 
place  their  orders  at  home. 

Competition  is  becoming  tremendously 
keen,  and  in  nearly  every  community 
there  are  forces  at  work  trying  to  draw 
orders  away  from  home.  The  neighbor- 
ing larger  town  or  city  often  gets  a  good 
share  of  the  business  that  local  mer- 
chants might  expect  to  secure.  And 
there  almost  always  are  inducements  for 
the  customer  to  sit  down  at  his  leisure, 
finder  through  a  big  catalogue,  and  send 
his  order  away  by  mail. 

Counteracting  Methods 

How  can  merchants  counteract  all 
these  forces  that  tend  to  draw  trade 
away  from  them1? 

In  many  places  merchants  find  that  as 
individuals  they  cannot  compete  effec- 
tivelv  against,  these  forces.  They  are 
realizing  more  and  more  that  it  is  neces- 


sary for  them  to  work  co-operatively, 
even  with  their  local  competitors,  in  or- 
der to  meet  the  attacks  of  their  more- 
to-be-feared  outside  competitors.  Hence 
such  undertakings  as  the  potato-digging 
day  in  Cadillac,  which  was  intended  to 
bring  home  to  the  farmers  the  willing- 
ness of  the  merchants  and  business  men 
to  serve  local  interests  and  the  desire  to 
bring  about  better  feeling. 

Similar  or  different  methods  to  check 
outside  competition  are  being  used  -in 
other  cities.  This  article — which  has  de- 
veloped as  the  result  of  an  investigation 
among  74  towns — describes  some  of  the 
methods  which  are  proving  most  effec- 
tive. 

Elyria,  Ohio,  is  a  good  example  of  a 
city  which  has  faced  outside  competition 
squarely,  and  is  doing  constructive  work 
to  build  up  home  trade.  The  "Buy-at- 
Home"  division  of  the  Elyria  Chamber 
of  Commerce  decided  to  find  out  just 
how  much  trade  was  going  out  of  the 
town,  and  why  the  people  of  Elyria  pre- 
ferred not  to  buy  off  local  merchants. 

A  careful  check  was  made  of  all  goods 
delivered  daily  to  individuals  by  freight, 
express  and  parcel  post  from  out-of- 
town  concerns.  In  addition,  a  question- 
naire was  sent  to  five  hundred  house- 
holders, asking  them  to  tabulate  their 
experiences  regarding  the  service  to  bfl 
had  in  local  stores,  the  completeness  of 
stocks,  fairness  of  prices,  and  the  like. 


A  mass  of  information  was  secured  in 
this  way.  With  this  at  hand  the  com- 
mittee called  a  meeting  of  all  local  mer- 
chants and  laid  the  facts  before  them. 
The  report  submitted  was  a  revelation 
to  practically  all  of  the  merchants.  In 
the  first  place,  they  could  hardly  believe 
that  such  large  quantities  of  goods  were 
actually  being  bought  out  of  town.  In 
the  second  place,  many  of  the  replies  re- 
ceived to  the  questionnaire  created  still 
greater  surprise. 

Signatures  had  not  been  asked  for  on 
the  question  blank,  so  people  felt  free  to 
criticize.  They  exercised  the  privilege 
in  full.  Of  course,  a  certain  proportion 
of  the  complaints  were  unreasonable, 
but  in  many  cases  they  were  backed  up 
by  statements  of  actual  incidents  and 
were  apparently  justified.  A  few  of  the 
criticisms,  taken  from  the  bulletin  laid 
before  each  merchant  at  the  meeting, 
are  given  below.  The  various  complaints 
were  classified  according  to  lines  of  busi- 
ness: 

Dry  Goods- — Not  enough  articles  of 
one  kind — underwear,  coats,  shirts, 
dresses,  and  the  like.  Clerks  talk  about 
customers  to  other  clerks  in  hearing  of 
customers.  Clerks  do  not  know  goods. 
Children's  clothinsr  selection  very  in- 
complete. Waited  one  hour  for  five 
yards  of  towelling. 

Meats — Prices  too  high.  Not  shown 
and  handled  in  sanitary  manner;  left 
exposed;  handled  with  dirty  hands. 

Shoes — Do  not  carry  good  line  of  sizes 
and  widths.  No  assortment  of  overshoes. 
Clerks  visit. 

Clothing — Cater  to  cheaper  trade 
only.  Assortment  lacking  in  boys' 
clothing,    children's    hats    and    bonnets. 


Narae_ 


R.  R.  No._ 


Miles  from  Gallon . 


Competing  Markets.. 


.Miles 


Name  of  Other  Markets. 


Tenant  or  Unit  Owner.       Number  in  Family  . 

Daily  Paper 

Suggestions 


Adults  . 


.  Females  . 


Do  You  Buy  in6alion?_ 


Associations  in  some   towns  have  made  out  surveys  as  above. 
The  "Trade  Survey"  Slip. 
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Stocks    incomplete;    can't     fit     any    but 
standard  sizes. 

Groceries — Goods  not  invitingly  dis- 
played. Prices  too  high.  Inferior  goods 
substituted  for  those  ordered.  Favorit- 
ism shown  in  waiting  on  customers. 
Dogs  allowed  in  stores. 

Hardware — Stocks  too  much  like  those 
of  ordinary  country  stores  —  little 
variety. 

General — Clerks  inattentive  and  ignor- 
ant of  stock.  Children  imposed  upon. 
Merchants  agree  to  order  goods  not  in 
stock,  but  do  not  keep  promises. 

Deliveries — Delivery  service  often  uii- 
reliable;  young  children  employed; 
packages  tossed  about  and  handled  in  in- 
sanitary manner. 

This  report  convinced  the  merchants 
that  it  was  up  to  them  to  do  something. 
They  decided  that  a  "Buy-at-Home" 
campaign  in  Elyria  was  out  of  the  ques- 
tion until  there  had  been  a  general 
house-cleaning  by  the  merchants  them- 
selves. A  fund  was  quickly  raised,  suffi- 
cient to  provide  for  a  series  of  lectures 
upon  salesmanship  and  better  business 
methods  in  general. 

Series  of  Lectures 

The  first  lecture  in  the  series  was 
given  by  an  expert,  following  a  week 's 
personal  study  of  the  situation.  During 
this  time  he  visited  most  of  the  stores 
and  talked  with  many  customers.  A 
second  lecture  was  given  three  weeks 
later  by  another  sales  authority  after  a 
similar  personal  investigation.  Neither 
speaker  took  pains  to  spare  anybody's 
feelings. 

The  second  lecturer  in  particular  was 
able  to  give  names  in  specific  instances 
of  carelessness,  inattention  and  poor 
service,  as  well  as  poorly  selected  stocks, 
faults  of  delivery,  too  liberal  credit,  and 
the  like.  He  did  not  mince  his  words, 
for  he  was  convinced  that  in  order  to  ef- 
fect a  cure  it  might  be  a  good  thing  to 
hurt  the  feelings  of  some.  A  heated  dis- 
cussion followed  his  address.  Several 
of  the  merchants  showed  that  they  had 
been  deeply  cut  by  his  remarks.  There 
could  be  no  doubt  that  every  man  pres- 
ent was  compelled  to  think  about  his 
business  as  perhaps  he  had  never 
thought  about  it  before. 

Profitable  results  from  the  lectures 
were  apparent  almost  at  once.  One  of 
the  department  stores,  for  example,  was 
the  store  against  which  perhaps  the 
greatest  number  of  complaints  had  been 
lodged.  The  trouble  with  this  store  had 
been  a  lack  of  attention  to  customers 
by  salesmen — this  was  due  to  the  ab- 
sence of  proper  supervision.  Tn  the  re- 
plies given  on  the  questionnaires,  cases 
had  been  cited  of  customers  with  whom 
the  salesmen  were  not  acquainted,  who 
had  walked  up  and  down  the  aisles  for 
more  than  an  hour,  and  had  left  the 
store  without  receiving  attention.  Again, 


Roads  like  this  drive  farmers  to     the  rival  town. 


no  effort  had  been  made  to  greet  cus- 
tomers entering  the  store,  to  direct  them 
to  proper  departments,  or  to  make  sure 
on  their  leaving  that  they  were  satisfied. 
As  a  matter  of  fact,  the  heads  of  the 
business  were  entirely  unaware  of  this 
customer's  dissatisfaction.  The  store 
offices  were  located  in  the  rear  of  the 
third  floor,  and  the  management  was 
quite  out  of  touch  with  actual  condi- 
tions. 

As  a  result  of  the  investigation  this 
store  was  completely  reorganized.  The 
management  moved  its  offices  to  the  first 
floor,  near  the  front  entrance.  Here  it 
is  possible  to  keep  constantly  in  touch 
with  customers  and  salesmen.  Every 
customer  entering  the  store  is  now  met 
by  a  member  of  the  firm  and  directed  to 
the  proper  department.  When  he  leaves 
the  store,  a  tactful  effort  is  made  to 
learn  whether  the  service  he  received 
was  entirely  satisfactory — and  if  not, 
adjustment  can  usually  be  made  at  once. 
A  further  result  of  the  series  of  lec- 
tures, for  the  merchants  as  a  whole,  has 
been  the  organization  of  a  class  in  sales- 
manship in  the  local  business  college. 

The  merchants  have  not  only  urged 
their  salespeople  to  take  this  course,  but 
in  a  number  of  instances  have  paid  half 
the  tuition  for  them. 

Get-Acquainted  Trips 
Following  this  thorough  house-clean- 
ing on  the  part  of  the  merchants,  the 
"Buy-at-Home"  committee  made  a 
number  of  "get-acquainted"  trips 
among  farmers  within  a  fifteen-mile 
radius  of  Elyria.  On  these  trips  the 
members  left  attractive  souvenirs  at 
each  home,  together  with  rebate  coupons 
allowing  the  holder  a  discount  of  25c 
upon  purchases  of  goods  amounting  to 
$1  or  more  from  any  of  the  Elyria  stores 
whose  names  appeared  on  the  back  of 
the  coupon. 

Over  six  thousand  of  these  rebate  cou- 
pons were  issued.  Each  user  was  re- 
quired  to  fill  in   his  name  and   address 
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when  he  turned  in  his  coupon.  In  this 
way  an  excellent  mailing  list  was  com- 
piled. 

As  a  further  step  towards  meeting 
mail  order  competition  the  following 
pledge  has  been  signed  by  practically 
every  Elyria  merchant : 

We,  the  undersigned  merchants  of 
Elyria,  agree  to  meet  the  prices  for  the 
same  goods,  of  the  same  style  and  qual- 
ity, offered  under  the  same  conditions 
by  any  mail  order  house  or  outside  re- 
tail dealer. 

Results  Are  Shown 

The  Elyria  "Buy-at-Home"  campaign 
has  been  in  operation  considerably  less 
than  a  year — many  of  its  details  are  not 
even  yet  worked  out.  However,  tangible 
results  are  already  apparent.  People  of 
means  who  had  been  accustomed  to  go- 
ing to  Cleveland  for  their  purchases  are 
now  entering  local  stores  for  almost  the 
first  time  in  many  years.  The  re- 
organization of  the  various  stores  has 
secured  deserved  recognition,  not  only 
among  local  people,  but  among  country 
buyers  as  well. 

The  success  of  the  methods  worked 
out  in  Elyria  has  been  so  marked  in 
helping  to  keep  trade  at  home  that  some 
thirty  other  cities  scattered  over  the 
Middle  West  are  already  putting  in  op- 
eration similar  campaigns,  modified,  of 
course,  to  meet  local  conditions. 

The  Commercial  Club  of  Wabash,  In- 
diana, for  example,  has  carried  out  a 
"Buy-at-Home"  campaign  along  lines 
similar  to  those  used  in  Elyria.  Local 
newspapers  have  supplied  valuable  co- 
operation in  connection  with  the  cam- 
paign. 

A  common  objection  which  farmers 
used  to  urge  against  trading  in  Wabash 
was  that  it  was  a  poor  produce  market — ■ 
they  said  they  could  get  better  prices  in 
other  cities.  This  condition  was  thor- 
oughlv  investigated,  and  a  front  page 
article  appeared  in  the  several  local 
papers  supplying  the  actual  facts.    Com- 
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parativc  figures  were  quoted  from  the 
morning's  market  reports  showing  that 
Wabash  was  not  only  as  good  a  market 
as  the  cities  near-by,  but  in  a  number  of 
instances  from  one  to  five  cents  more 
was  paid  for  produce  than  elsewhere. 

In  the  Wabash  campaign  the  policy 
of  urging  the  purchase  of  goods  in  Wa- 
bash 'has  been  carefully  avoided.  Ef- 
forts are  directed  to  the  improvement 
of  local  conditions.  When  faults  are 
corrected  the  papers  advertise  the  facts 
to  show  farmers  that  mutual  trading  is 
to  the  common  interest  of  both  country 
and  city. 

How  Much  Business  Merchants  Should 
Secure 

The  chief  feature  of  another  "Buy-at- 
Home"  campaign — that  conducted  at 
Galion,  Ohio — has  been  a  so-called 
"trade  survey."  Galion  is  a  city  of 
ten  thousand  population.  It  is  surround- 
ed by  a  rich  agricultural  district. 
Galion  merchants  wanted  facts  on  the 
amount  of  business  that  was  going  from 
their  community  to  cities  near-by  and  to 
the  distant  mail  order  houses.  Accord- 
ingly, a  "trade  extension"  division  was 
formed  in  the  local  Chamber  of  Com- 
merce. The  plan  decided  on  was  to  make 
a  survey  of  the  trade  territory  within  a 
radius  of  twelve  miles  of  Galion.  The 
survey  had  a  two-fold  purpose.  In  the 
first  place,  the  merchants  wanted  accur- 
ate information  on  where  people  were 
buying,  and  why.  In  the  second  place, 
they  wanted  to  build  up  a  reliable  mail- 
ing list. 

As  a  result  paid  investigators  were 
employed.  They  made  house-to-house 
calls  and  secured  the  required  informa- 
tion, which  they  wrote  on  survey  slips, 
like  the  one  illustrated.  About  75 
families  were  reached  daily,  and  in 
all  the  investigators  got  in  touch 
with  5,000  families.  The  tabulation  of 
replies  brought  forth  many  interesting 
facts.  •  For  one  thing,  more  than  two- 
thirds  of  the  people  interviewed  were 
buying  in  Galion.  Of  the  remainder  the 
investigators  were  convinced  a  large  por- 
tion could  be  induced  to  buy  if  Gallon's 
trade  advantages  were  properly  pre- 
sented. 

Typical  replies  to  some  of  the  ques- 
tions on  the  survey  slips  were  these : 

Can't  get  things  when  we  want  them. 

We  can  get  more  for  our  butter  at 
B ,  so  we  buy  there. 

They  blame  slow  deliveries  on  the 
railroads,  but  last  week  we  got  a  mail 
order  shipment  from  Chicago  right  on 
time. 

Dirty  store  windows. 

Dangerous  railroad  crossing  just  out- 
side of  the  city. 

Inattention  of  clerks. 

These,  of  course,  were  from  dissatis- 
fied people.  Very  many  thought  condi- 
tions  were  all  right.     The  information, 


however,  revealed  to  the  Galion  mer- 
chants certain  weaknesses,  which  they 
set  about  at  once  to  correct. 

Elyria,  Wabash  and  Galion  are  all 
good  instances  of  cities  which  are  plan- 
ning intelligently  to  keep  trade  at  home. 
Each  city  has  deliberately  set  out  to 
learn  its  faults— and  once  it  knows  the 
truth,  lias  endeavored  to  remedy  its 
weak  points  and  to  make  local  buying  so 
attractive  that  people  will  not  care  to 
trade  elsewhere. 

On  somewhat  different  lines  Trenton, 
Missouri,  has  been  doing  equally  effec- 
tive work  towards  keeping  trade  at 
home.  There  the  efforts  of  the  mer- 
chants have  been  directed  to  building  up 
a  strong  community  spirit.  The  local 
commercial  club  has  made  the  farmers 
eligible  to  membership,  and  now  the 
town  and  country  people  are  working  all 
the  time  to  push  forward  their  common 
interests. 

In  a  Better  Community  Feeling 

The  imaginary  boundary  line  which 
used  to  keep  town  and  country  a  little 
apart,  exists  no  longer.  From  a  munici- 
pality of  seven  thousand  population, 
covering  four  square  miles,  the  city  has 
been  transformed  into  a  Greater  Tren- 
ton, with  a  population  of  twenty  thous- 
and, and  covering  some  four  hundred 
square  miles.  The  consolidation  of 
schools,  provisions  for  expert  instruction 
on  the  care  of  soil  and  the  proper  feed- 
ing of  stock,  the  building  of  better  roads, 
greater  emphasis  on  the  importance  of 
proper  sanitary  conditions  in  houses  and 
barns,  are  but  a  few  of  the  many  means 
the  club  has  used  to  advance  community 
interests. 

Not  a  word  is  said,  however,  about 
buying  at  home — and  no  appeal  of  the 
sort  is  necessary.  The  Trenton  farmer 
buys  his  goods  in  Trenton  instead  of 
sending  his  order  to  the  catalogue 
houses,  because  he  realizes  he  is  getting 
honest  values,  and  because  he  feels  that 
his  interests  and  the  interests  of  Tren- 
ton merchants  are  interdependent. 

Scores  of  other  cities  and  towns  are 
finding  in  the  local  community  club  a 
means  of  breaking  down  the  imaginary 
boundary  line  between  country  and 
town.  That  the  community  club  suc- 
ceeds as  well  in  the  small  village  as  in 
the  city  is  shown  in  the  good  record  of 
the  Kiester  Community  Club,  of  Kiester. 
Minnesota.  Kiester  has  a  population  of 
only  258.  yet  there  are  over  160  active 
workers  in  the  Kiester  Community  Club. 

One  of  the  conspicuous  achievements 
of  this  club  has  been  a  series  of  four 
"good  roads  days."  Townsmen  and 
merchants  did  the  shoveling  and  farm- 
ers furnished  the  teams.  On  the  last 
"good  roads  day"  a  picnic  dinner  in  the 
village  park  was  served  to  the  farmers. 
During  the  winter  months  the  entertain- 
ment committee  has  kept  interest  active 
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by  arranging  debates  on  farm  subject-; 
and  addresses  by  State  agricultural 
agents  on  silos,  dairying,  stock-raising 
and  kindred  subjects. 

Does  the  merchant,  as  well  as  the 
farmer,  benefit  by  the  community  club? 
In  Trenton  and  Kiester  they  believe  he 
does.  Approached  in  the  right  spirit, 
the  farmer  is  glad  to  give  when  he  gets. 
Meet  him  half-way,  they  say,  and  it  is 
easy  to  convince  him  his  interests  are 
identical  with  those  of  his  city  brother — 
that  without  the  farmer  the  town  could 
not  exist — and  without  the  town  the 
prosperity  and  markets  of  the  farmer 
would  suffer  seriously.  Build  the  right 
foundation,  they  urge,  and  the  farmer 
will  think  twice  before  he  listens  to  the 
inducements  of  out-of-town  competitors. 

How   a   Community   Paper   is   Bringing 
Results 

One  way  in  which  a  number  of  towns 
are  laying  this  proper  foundation  is 
through  a  community  paper.  About  two 
years  ago,  for  instance,  the  merchants 
in  Lisbon,  North  Dakota,  decided  to  pub- 
lish a  journal  of  their  own.  Twenty 
merchants  agreed  to  take  sufficient  ad- 
vertising to  pay  the  publishing  and  edi- 
torial cost.  This  "Get-Together  Maga- 
zine," as  it  is  called,  is  published  eight 
months  out  of  the  twelve,  and  is  sent 
without  cost  to  the  people  of  Lisbon  and 
to  the  country  district  tributary  to  Lis- 
bon. It  contains  32  pages,  two-thirds  of 
which  are  "devoted  to  advertising.  The 
editorial  section  is  filled  with  articles  of 
timely  interest  to  townspeople  and  farm- 
ers alike. 

Many  other  communities  besides  Lis- 
bon have  found  that  papers  of  this  sort 
serve  a  definite  purpose  in  building  home 
trade.  The  community  paper  satisfies 
a  need  which  the  country  newspaper 
cannot  always  fill.  It  brings  the  mer- 
chants of  a  town  to  an  appreciation  of 
their  mutual  interests  in  building  up 
home  trade — gives  them  an  advertising 
medium  more  valuable,  sometimes,  than 
the  ordinary  small-town  newspaper — 
and  provides  a  means  of  creating  a  bond 
of  fellowship  between  merchants,  towns- 
people and  farmers. 

All  these  plans  are  only  different  ex- 
pressions of  the  realization  among  mer- 
chants that  trade  may  be  slipping  away, 
and  unusual  means  must  be  used  to  keep 
it  at  home.  In  these  various  campaigns 
the  appeal  to  buyers  is  not  made  on  th<> 
basis  of  sympathy,  but  rather  on  the 
basis  of  actual,  tested  service,  and  dol- 
lar-for-dollar  value  against  what  the 
out-of-town  competitor  can  furnish.  The 
results  accomplished  show  what  may  be 
done  when  merchants  work  in  close  co- 
operation. 


Brandon,  Manitoba,  is  negotiating  for 
a  Carnegie  Public  Library. 
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How  Will  U.S.  at  War  Affect  Canada? 

United  States  Not  Only  at  War,  but  One  of  the  Allies — New  Funds  Will  be  Available 
to  Carry  on  Fight  Against  Pru ssianism — Effect  Upon  Canada 

Has  Been  Discounted. 


TIE  important  point  of  the  declaration  of  President 
Wilson,  in  the  United  States  Congress  this  week,  espe- 
cially from  the  standpoint  of  the  Allied  cause,  was  not 
the  acceptance  of  a  state  of  war  with  Germany,  but  the 
aligning  of  American  powers  of  offensive  with  those  nations 
which  are  endeavoring  to  crush  Prussian  militarism.  This 
is  an  opinion  held  by  Sir  Edmund  Walker,  president  of  the 
Canadian  Bank  of  Commerce,  who  has  been  close  to  the 
financial  and  business  pulse  of  the  Republic  during  the  try- 
ing period  which  has  ended  with  such  a  momentous  decision. 
Those  who  have  followed  the  trend  of  events  have  foreseen 
that  the  course  which  Germany  has  been  pursuing  in  vir- 
tually conducting  a  campaign  of  war  against  the  United 
States  would  force  Mr.  Wilson,  sooner  or  later,  to  place  that 
construction  upon  her  attitude.  The  great  question  was 
whether  this  would  be  a  technical  recognition  of  an  existing 
state  as  between  these  two  nations  or  whether  the  President 
would  support  the  Allied  cause  and  actively  co-operate 
against  a  common  enemy.  It  was  on  this  point  that  his 
address  to  Congress  was  awaited  by  those  who  best  appre- 
ciated its  importance.  The  answer  left  no  doubt  as  to  Mr. 
Wilson  's  policy. 

The  United  States  righting  with  the  Allies  is  an  entirely 
different  factor  in  the  war  than  the  United  States  at  war 
with  Germany.  The  wealthiest  nation  of  the  world  now 
stands  behind  the  great  effort,  millions  of  men  will  be  avail- 
able should  they  be  needed;  immense  productive  plants  are 
at  the  service  of  the  Allies,  and  another  navy  has  been 
added  to  the  forces  which  control  the  seas.  Victory,  cer- 
tain, has  been  made  doubly  sure.  Any  apprehension  which 
may  have  been  felt  as  to  the  ability  of  Britain  and  her 
Allies  to  stand  the  financial  strain  to  the  end,  to  maintain 
sufficient  armies  in  the  field  or  to  overcome  the  submarine 
menace  has  been  disposed  of  by  the  Wilson  declaration  on 
behalf  of  the  American  people.  Psychologically,  also,  the 
influence  must  be  weighty  when  the  greatest  of  the  neutrals 
and  the  greatest  of  the  Republics  casts  her  lot  against  Ger- 
man}' and  autocracy. 

New  Funds  Available. 

It  is  undoubted!}-  with  her  money  that  the  United  States 
can  be  of  the  greatest  immediate  assistance  to  the  Allies. 
That  it  is  the  intention  of  President  Wilson  that  this  assist- 
ance shall  be  made  quickly  available  is  evident  from  his 
statements.  It  will  be  remembered  that  when  Great  Britain 
and  France  made  their  joint  unsecured  loan  in  the  States 
that  it  was  regarded  as  the  first  of  such.  However,  what 
has  actually  followed  has  been  that  with  every  credit  since 
extended  there  has  been  provided  ample  security,  in  addition 
to  which  heavy  shipments  of  gold  have  been  made.  England 
has  maintained  exchange  on  a  solid  basis,  but  it  has  been 
by  the  sale  of  her  securities,  which  have  been  collected  for 
that  purpose.  Now  all  this  wealth  which  has  come  to  the 
States  will  be  made  available  to  Britain  and  her  Allies,  and 
it  is  expected  that  the  first  step  will  be  the  flotation  of 
a  billion  dollar  loan,  the  United  States  Government  back- 
ing the  foreign  issue,  by  which  means  interest  charges  will 
be  very  greatly  reduced.  Mr.  Wilson  proposes  that  so  far 
as  American  war  expenses  are  concerned  that  they  be  met 
out  of  revenue.  This  is  a  wise  course,  considering  the 
present  wealth  of  the  nation,  and  the  danger  of  further 
inflation  by  creating  new  money,  not  to  mention  the  fact 
that  the  national  financial  resources  of  the  nation  will  thus 
be  conserved  to  aid  the  Allies. 

As  an  Active  Force. 

As  an  active   combatant  in  the  war  the  States  promises 


to  become  at  once  an  important  factor,  and  to  increase  that 
importance  with  the  continuance  of  the  conflict.  Her  navy 
will  be  of  great  assistance  in  policing  the  Atlantic  ami  in 
offsetting  the  submarine  menace;  in  fact,  if  necessary, 
American  goods  could  be  moved  to  England  in  large  con- 
voys with  the  protection  of  battleships.  This  becomes  of 
greater  importance  when  it  is  considered  that  now  that  the 
States  and  Japan  are  joined  to  the  same  common  cause, 
the  Pacific  fleet  could  be  safely  moved  to  the  Atlantic.  Fur- 
ther, German  ships  now  lying  in  American  ports  should  prove 
of  great  importance  in  maintaining  exports  of  munitions  and 
supplies  to  Europe. 

As  for  men,  we  might  consider  the  potentialities  of  the 
United  States  by  multiplying  the  population  by  that  of 
Canada.  However,  there  will  not  likely  be  a  need  for  a 
great  many  American  soldiers  in  Europe.  The  fact  that  the 
States  has  joined  the  Allies  should  shorten  the  campaign, 
but  if  Germany  is  able  to  hold  out  for  a  long  period  the 
American  army  to  be  raised  by  the  President's  suggestion 
will  form  a  reserve  which  disposes  of  any  fear  that  exhaus- 
tion of  man  power  will  handicap  the  Allies. 

Economic  Aspects. 

The  prospects  of  a  great  nation  like  the  United  States 
going  to  war  has  a  surprisingly  small  effect  upon  the  coun- 
try's economic  outlook.  The  fact  is  that  so  far  as  her 
industries  are  concerned  the  country  has  been  at  war,  to 
all  intents  and  purposes,  for  a  couple  of  years.  So  far  as 
the  manufacture  of  munitions  is  concerned  she  can  go  on  and 
do  for  herself  what  she  has  been  doing  for  the  Allies  with- 
out interfering  with  their  supplies,  owing  to  the  fact  that 
they  are  now  in  a  position  to  meet  most  of  their  own  needs. 
Besides,  as  the  States  is  an  ally,  her  output  becomes,  to  a 
large   extent,   part   of   the   common   fund. 

So  far  as  labor  is  concerned,  there  would  appear  to  be 
no  need  for  apprehension.  If  the  American  people  accept 
the  responsibility  which  war  places  upon  them  they  will  be 
able  to  increase  production  far  beyond  the  reduction  of  labor 
by  the  raising  of  any  military  forces  which  will  be  needed 
for  many  months.  In  England  we  have  the  example  of  a 
nation  with  practically  all  of  her  available  men  under  arms 
and    with   production   actually   on   a   greatly   enlarged   scale. 

Affect  in  Canada. 

It  is  not  expected  that  the  decision  of  the  States  to  join 
the  Allies  will  have  any  great  effect  upon  Canadian  business 
or  finance.  Such  a  development  has  been  pretty  well  dis- 
counted. If  the  basis  of  preparation  is  such  as  to  cause 
greater  consumption  of  raw  materials  there  may  be  some 
effect,  but  so  far  as  industry  is  concerned  it  is  figured  that 
direct  co-operation  will  not  change  conditions  much  from 
what  they  have  been,  nor  will  there  be  a  disposition  to  cut 
off  supplies  from  Canada  of  products  to  be  used  in  the 
common  cause.  However,  closer  co-operation  and  satisfac- 
tory financial  arrangements  may  result  in  a  more  general 
distribution  of  Allied  munition  orders  as  between  Canada  and 
the  United  States.  Again,  looking  to  the  future,  the  par- 
ticipation of  the  United  States  disposes  of  the  idea  that 
Canada  will  receive  favorable  treatment  in  export  markets, 
that  is  excepting  those  within  the  Empire. 

As  to  finances,  the  new  role  of  the  United  States  makes 
it  necessary  that  Canada  should  consider  paying  her  own 
way  so  long  as  the  war  lasts.  If  the  war  continues  to  drag 
along  it  may  quite  well  be  that  the  American  market  will 
not  be  favorable  to  Canadian  loans,  while  at  the  same  time 
we  should  endeavor,  so  far  as  possible,  to  leave  such  funds 
for  the  benefit  of  Britain  and  France. 
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New  Goods  Described  and  Illustrated 


A  NEW  FLEXIBLE  RULER 

Illustrated  herewith,  is  the  new  "Na- 
tional" flexible  steel  ruler  with  corru- 
gated rubber  non-slip  back,  manufactur- 
ed by  the  National  Rule  Co.,  of  Roches- 
ter, N.Y.  The  Brown  Bros.,  Ltd.,  of  Tor- 
onto, have  been  appointed  exclusive  dis- 
tributing agents  for  Canada. 

These  rulers  are  made  from  high  grade 
steel,    beautifully    polished    and   nickle- 


plated,  and  come  in  three  sizes  plain  and 
six  sizes  graduated  scale.  The  gradua- 
tions are  beautifully  sharp  and  clear. 

In  addition  to  the  regular  standard 
measurements,  these  rulers  can  be  sup- 
plied in  metric  measurements  graduated 
in  millemeters  on  one  edge  and  also  com- 
bined metric  on  one  edge  and  standard 
on  the  other. 

NEW  MAP  OF  SASKATCHEWAN 

The  Scarborough  Company,  Hamilton, 
Ont.,  have  put  out  a  new  map  of  Sask- 
atchewan. 

This  map  shows  the  municipalities, 
townships,  ranges,  section  lines  and  the 
principle  auto-roads.  Distances  are 
easily  ascertained  and  railroad  connec- 
tions plainly  indicated.  The  distances 
between  stations  are  marked  in  plain 
figures.  Judicial  division  and  land  regis- 
tration districts  are  also  shows.  The 
new  map  is  made  in  two  styles, 
a  wall  map  on  coated  cloth  stock  and 
a  folding  map  on  thin  water-proof  cloth. 
The  size  is  42    in.  x  56  in. 

ERASER  WITH  DETACHABLE  BRUSH 

Another  new  eraser  introduced  by  the 
Weldon  Roberts  Rubber  Co.,  of  Newark, 
N.J.  It  is  a  circular  eraser  fitted  with  a 
detachable  brush  which  can  be  used 
repeatedly  with  the  erasers  as  the  latter 
are  used  up.  This  brush  attachment  will 
doubtless  make  this  a  popular  item. 


NEW  ITEMS  FOR  STATIONERS 

Medicine  trays  and  covers  made  of 
glass  and  of  wood  are  useful  novelties 
introduced  by  the  Pohloan  Galleries  of 
Pawtucket,  R.I.  They  are  intended  for 
use  with  ordinary  drinking  tumblers  the 
cap  and  shoe  both  promote  cleanliness 
and  ward  off  germs.  These  are  new 
items  which  stationers  should  be  able  to 
sell  freely. 

A  NEW  GLASS  SPECIALTY 

The  Moore  Push  Pin  Co.,  of  Phila- 
delphia, has  added  still  another  item  to 
its  glass  specialties  for  stationers.  It  is 
called  "The  Little  Glass  Knob.  "It  is 
one-half  inch  in  diameter  and  has  a 
screen  point,  being  designed  for  use  in 
hanging  pictures  or  on  small  articles  of 
furniture  such  as  Fancy  Cabinets,  Desk 
Drawers,  Medicine  Cabinets,  and  is  also 
used  as  a  Shade  Pull,  Feet  for  Fancy- 
Serving   Trays,  etc. 

These  glass  screw  knobs  are  supplied 
on  display  cards  containing  hi  gross 
knobs,  four  cards  in  a  carton. 


P 


oore  Push  Screw  Knobs 

3  for  10c    * 

For  Pictures,  Curtains,  Furniture  Knob*, 
f  Drawer  PulU.  Small  Cabmen,  Tray  Feet,  etc.   tv  h..... 
•     Neat  and  dainty.    Harmonize  everywhere. 

Moorr.  Push. Pin  Co.     Philadelphia,  P. 
Devtra  far  s-.ur.-l'.  Hanging  Tlr,:.^  ,-k   Walla  rithoul 
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A    new    combination    typewriter    brush 


"The    Little    Glass    Knob." 

NEW  PAPER  FASTENER 

A  paper  fastener,  with 
an  arch  to  protect  the  fin- 
gers, is  a  new  introduc- 
tion by  the  Argus  Mfg. 
Co.,  128  South  Honore 
Street,  Chicago.  It  is  said 
that  the  new  paper  fast- 
eners will  never  slip,  and 
can  be  used  over  and  over 
again,  if  need  be..  They 
are  made  of  plated  steel, 
and  are  put  in  boxes  of 
100  fasteners  each,  ten 
and  eraser  boxes  to  a  carton. 
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A  NEW  SLEEVE  PROTECTOR 

The  Heco  Envelope  Company,  of  351- 
363  East  Ohio  Street,  Chicago,  111.,  has 
recently  placed  on  the  market  the  patent- 
ed "Heco  Sleeve  Protector."  This  pro- 
tector is  made  of  heavy  Manila  paper, 
and  is  held  around  the  sleeve  by  means 
of  carboard  disc  fasteners  and  a  thread. 
It  is  a  5-cent  retail  proposition. 

NEW   PUNCH  FASTENER 

The  Rivet-0  is  the  name  of  a  new 
punch  paper  fastener,  made  by  the  Rivet- 
0  Manufacturing  Co.,  Orange,  Mass.  A 
claim  made  for  this  new  punch  is  that  it 
will  not  only  punch  holes  in  a  consider- 
able number  of  thicknesses  of  paper  or 
cardboard,  and  putting  in  the  eyelet 
rivets,  but  can  be  made  to  remove  the 
rivets  without  destroying  the  edges  of 
the  holes. 

MOVIETTES 

"Moviettes"  is  the  name  which  has 
been  given  to  a  series  of  pictures  of 
movie  stars,  these  pictures  being  framed 
in  oval  frames  made  of  enameled  steel, 
the  pictures  themselves  being  reproduced 
in  process  colors.  The  set  of  pictures 
comprises  sixty-two  of  the  most  famous 
actors  in  filmdom.  They  are  the  product 
of  the  Cahill  Igoe  Co.,  of  Chicago.  These 
pictures  retail  at  10  cents  in  the  United 
States. 

TICKET  PRINTING  PRESS 

An  interesting  new  machine  introduced 
by  the  Quick  Ticket  Press  Co.,  6 
Gildridge  Road,  Eastbourne,  is  a  com- 
pact printing  machine  for  the  rapid  re- 
nroduction  of  price  tickets,  and  will  print 
from  one  inch  square  up  to  eleven  inches 
by  five  inches,  in  any  colors. 

NEW   INK    POWER 

A  new  Canadian  concern,  the  Royal 
Ink  Co.,  of  Toronto,  has  just  put  on  the 
market  a  new  ink  powder  and  are  also 
marketing  bottled  inks  made  by  them- 
selves from  this  powder. 

The  manufacturers  claim  that  this  ink 
will  stand  up  with  any  other  on  the 
market  and  they  anticipate  meeting  a 
big  demand  for  both  the  powder  and  the 
inks  in  quarts,  pints  and  small  bottles. 
They  lay  special  stress  on  the  advantage 
of  the  ink  powder  for  winter  trade  when 
ink  cannot  be  shipped  in  liquid  form, 
and  they  draw  attention  to  the  fact  that, 
from  the  powder  dealers  may  themselves 
make  ink  and  bottle  for  sale,  or  sell  the 
powder  to  customers  who  may  easily 
make   the   ink  themselves. 


Mr.  Archie  Bell,  who  has  contributed 
several  volumes  to  "Spell  Series,"  is  the 
author  of  a  new  volume  just  announced, 
"The  Spell  of  China."  He  is  now  tra- 
veling through  the  Northwest,  prepara- 
tory to  writing  a  volume  on  Canada. 


BOOKSELLER  AND  STATIONER 


WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


RED,  DOUBLE  BEVEL,  No.  333 
GREEN,  DOUBLE  BEVEL,  No.  444 


Quick  sellers  are  these  two  famous  WELDON  ROBERTS  double  bevel  erasers.  Their  strictly 
fast  colors,  their  fine  "feel,"  their  splendid  quality  and  good  looks  have  made  them  standard 
with  wide-awake  stationers  in  all  parts  of  the    world.     A  superb  article. 

Half  gross  cartons,  each  containing  3  display  boxes  of  12. 


Weldon  Roberts  Rubber  Co.    Newark, New  jersey,  U.S.A. 


(B 


ranes 


A  paper  of  exquisite  richness 
and  traditional  quality — 

Daintily,  and  attractively 
boxed — 

Used  everywhere  by  ladies 
of  social  prominence,  whose 
correspondence  is  scrupul- 
ously correct — 

Sold  by  dealers  at  a  satisfy- 
ing profit. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


IF  YOU 


are  in  the  market  for  Stationery  with 
novel  linings,  man-size  note  paper  of 
quality,  Christmas  Cards,  designed  and 
die-stamped  by  skilled  artists,  Wedding 
and  Birthday  Anniversary  Greeting 
Cards,  Birth  Announcements  and  Con- 
gratulations, Mourning  Stationery  and 
Condolence  Cards, 

Be  Sure  to  Ask  for  Des  Arts  Goods 

Made  by  Whiting  &  Cook,    Inc.,    Holyoke,    Massachusetts 

GFO    RIDOUT  &  CO     77  YORK  STREFT 

VJJ-^V^.      1\11>/VVJ   X      UO     \^\J.,    TORONTO,      ONTARIO 
Canadian  Repratntati'ves 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


{  Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and  best   Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and    window   dressing,   where   to   buv   stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,  ,,8S&2YORKtreet 
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MOO  K  s  E  I.  I.  E  It    A  N  I)    S  T  A  T  I  0  X  H  K 


A  Fountain  Pen  Easy  and  Profitable  to  Sell 

The  unique  and  convenient  self-filling  device  of  the  "A. A."  put.-  it  in  a  class  by  itself.   A 

simple  twist  of  the  button  tills  the  pen.     it  can  lie  tilled  from  any  ink  stand  or  Little,  no 

matter  how  much  or  how  little  ink  it  contain  s. 

The  '"A. A."  never  smears  or  leak>.    The  exq  uisite  flexibility  of  the  "A. A."  gold  pen  point 

makes  it  readily  adaptable  to  any  hand. 

You  can  please  your  customers  in  regard  to  points  if  you  carry  the  "A.A." 
Line.  If  you  do  not  carry  "A.A."  Fountain  Pens,  order  one  of  our  1.  2.  3,  4  or 
6  dozen  assortments  and  receive  this  show  case  free.  Write  nt  om-r  for  catalogiH 
and  Trade  Discounts  to  your  jobber  or  to 

Arthur  A.  Waterman  &  Company 

ESTABLISHED  1895 

170  Broadway         -        -  New  York  City 

Not  connected  with  the 
L.  E.  Waterman  &  Co. 


Advertising   a   Labor -Saver 


The  merchant's  greatest  labor-saver  is  not  necessarily  an  adding  machine. 
It  is  more  likely  to  be  advertising. 

A  great  factor  in  the  cost  of  goods  is  the  time  it  takes  to  move  them.  Adver- 
tising and  trade-marks,  working  together,  are  the  most  efficient  movers  of 
goods — consequently  the  greatest  reducers  of  selling  cost. 

The  producer  who  places  his  trade-mark  on  his  goods  and  advertises  it 
nationally,  is  so  sure  of  their  quality  that  he  is  willing  to  stand  the  full  force 
of  possible  complaints. 

The  whole  tendency  of  trade-marks  and  advertising  is  to  raise  qualities  and 
standardize  them,  while  reducing  prices  and  stabilizing  them. 
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BOOKSELLER  AND  STATIONER 


Dealers !  Try  a  Stock  of  Maple  Leaf 
Brand  Writing  Inks  and  Ink  Essentials 

They'll  sell  rapidly. 


A  glance  at  the  illustration  appearing  here- 
with will  show  you  the  startling  selling 
value  our  Ink  Essentials  offer  you.  The 
contents  of  one  two-inch  vial  of  this 
Concentrated  Ink  Powder  will  make  a 
quart  of  very  superior  ink,  merely  by  add- 
ing the  necessary  amount  of  clean  water. 

A  supply  of  these  Tnk  Essentials  will 
occupy  hut  little  space  on  your  shelves  and 
will  not  deteriorate,  no  matter  how  long  in 
stock.  They'll  sell  rapidly  if  you  get  your 
trade  acquainted  with  their  many  advan- 
tages.  No  better  ink  for  Fountain  Pen  or 
Office  Use. 

Made  in  Standard  Colors 

Non- Corrosive   and  Non- Fading 

MATLTNd  boxes  containing  one  dozen 
2-inch  vials  makes  12  Imperial  quarts. 
Sample  Mailing  Boxes  containing  Vi  doz. 
to  make  3  quarts.  Sent  to  the  Trade  at 
closest  wholesale  price.  RETURNABLE 
IF  NOT  SA  TISFA  (TORY.  Price  List  on 
Application. 


Our  regular<Maple  Leaf  Brand  Writing  Ink 

is  absolutely  dependable   for  Fountain  Pen  and  Office.     Made   up 
in  1  oz.,  2  oz.,  3  oz.,    l/2  pints,   pints,   quarts  and  gallons. 

Colors :     Blue,  Black,  Red,  Green  and  Purple. 


Write  us  to-day  for  full  particulars   of  our  two  lines. 
Our  values    mean    money  to    every  wide-awake  dealer. 

Royal  Ink  Company 


53  Yonge   Street 


Toronto,    Canada 
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BOOKSELLER     AND     STATIONER 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 
Special  Service   Department 


Patented  Dec.  7,  1909 
•No.   777   lVs   in.   wide,   and   only    1-16  in.   thick,  12   Inches   long. 

Very  flexible,  double  brass  edges,  ready  for  use  either  side 
up.     Sixteenth  scale  on  one  side,  millimeter  scale  on  the  other. 

You   are   overlooking   a   good   one   if  you   do   not   carrv   our 
School   Flexible. 

WESTCOTT-JEWELL  CO.,  ^.Vs^5, 

RULER  MAKERS  EXCLUSIVELY 


The 
TERRY    10c. 


pen  or    pencil  clip  — 

to  every  user  of  pen  or  pencil  it  makes  a  stroii 
appeal.     Write  NOW  for   sample   for  proving 

Heibert  Terry   &  Sons,  Ltd. 

The   Spring    and    I'rssswork    Specialists 
REDDITCH  ENGLAND 


Regd. 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


"Rob  Roy 
Pen 
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It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob  Roy"  Peus 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietori : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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HOOKSELLER     A  N D     S  T  A  TIONEB 


Get  Cane's  Pencils 
on  display  today. 

Watch  them  Sell. 

We've  got  a  dandy  little  display  card 
that  will  hammer  home  the  fact  to 
every  customer  that  Canadian-made 
pencils  are  now  to  be  had,  equal,  if  not 
superior,  to  the  best  imported  lines. 

Hang  one  of  these  cards  in  your  store 
and  note  how  well  your  stock  of  Cane's 
Pencils  will  sell. 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket    :  :     Canada 


Make  more  profits 
in  Blotting 

The  right  stock  will  put  you  on  the 
Straight  road  to  really  worth-while 
blotting  sales. 

That's  why  you  should  handle 

Standard  Brand 

the  high-grade  blotting  paper  that  uives 
universal  satisfaction. 

Standard  Brand  Blotting  is  made  from 
selected  Cotton  stock  with  a.  very  supe- 
rior absorbency  and  durability. 

Our  other  line.-  include:  Imperial. 
Sterling,  Curi-Curl.  Prismatic,  Royal 
Worcester,   and   Defender    (enameled). 

Standard  Paper  Mfg.  Co. 

World's  Largest  Producers  of  Fine  Blottings 

Richmond,  Va.,  U.S.A. 


HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It     writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  tilt 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton.  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,  etc. 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award   at   many    Expositions. 


AGENTS    WANTED 


TAEALERS  wanted— booksellers  and 

-^  stationers  can  add  a  profitable  new  line 
by  featuring  Japanese  prints.  Get  further 
particulars  by  communicating  with  "Jap-Art" 
c  o  Bookseller  and  Stationer,  143  University 
Ave.,  Toronto. 


-ORITISH  FIRM  MAKING  GAMES  AND 
toys  at  popular  prices,  need  agent  to  sell 
wholesale  houses  in  Canada.  Goods  are  up-to- 
date  and  sell  readily.  Write :  Games,  c/o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 

pRITISH   FIRM    OF   ART   PRINTERS    AND 

Publishers    with    extensive    and    up-to-date 

line,  need  agent  or  traveler  for  Canada.  Goods 

sell    to   stationers,    art    dealers,    picture    frame 


manufacturers,  etc.  Write :  Pictures,  c  o 
Bookseller  and  Stationer,  University  Avenue, 
Toronto. 

FOR    SALE 

TJNDERWOOD  TYPEWRITERS  —  MODERN 
^  visible  machines  equipped  with  such  im- 
provements as  back  spacer,  bi-chrome  ribbon, 
tabulator  and  automatic  ribbon  reverse.  Five 
year  guarantee.  Sold  for  cash  or  payments. 
Free  trial.  Send  for  proposition  to-day  and 
save  more  than  half  regular  prices.  Address 
Arthur  O.  Secord  Co.,  Limited,  Dept.  10. 
Brantford,  Ontario. 


SITUATION   WANTED 

SALESMAN    WITH    TWELVE    YEARS'    Ex- 
perience in  stationery  and  kodak.     Age  27, 
married.      Box  603.   Bookseller  and  Stationer. 
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BOOKSELLER     ASD     STATIONER 


BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..    Toronto 


SOLIDHED 
THUMB  TACKS' 

Made  in   America 
Solidhed  Tack  Co. 

Makers 

38  Murray*.  N.Y. 


Wycil  &  Company 

85  Fulton  Street.   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


HAVE  A  BETTER  BOOK  STORE 

We  make  show  eases,  counters, 
wall  eases,  shelving,  tables  and 
special  fixtures  for  all  lines  of 
retail   trade. 

Send    us    plans    and    spe- 
cifications   for    estimates. 

The  Walker  Bin  &  Store  Fixture 
Company,    Limited 

Kitchener,  Ontario 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART    SUPPLIES. 

Artists'   Supply  Co.,  77   York  St.,  Toronto. 
A.   Ramsay  &  Son  Co.,  Montreal. 

BLOTTING    PAPERS. 
Tte    \lbemarle  Paper  Co.,   Richmond,  Va. 
Beveridge  Paper  Co.,  Ltd..  Montreal,  Que. 
Eaton-Dikeman    Co.,    Lee,   Mass. 
Standard    Paper   Mfg.   Co.,   Richmond,   Va. 

BLANK     BOOKS. 
Boorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown    Bros.,   Ltd.,   Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,  Holyoke,  Mass. 
The  Copp,   Clark   Co.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn  Bros..  266  King  St.  W.,  Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W..  Toronto. 
J.  H.  Jost,  Halifax,  N.S. 
Menzles  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE   BOOKS. 
Tiie    American    Code   C6.,    83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney   &   Smith.   New   York. 
A.    R.    MacDougall    &    Co..    266    King    St.    W., 
Toronto. 

EYELETTING    MACHINES 
Elbe   Pile   and   Binder   Co.  New    York,    N.Y. 
Ideal    Specialties  Mfg.    Corporation,   562    Pearl 
St.,"  N.Y.   City. 

ENVELOPES. 
Beveridge  Taner  Co.,  Ltd.,  Montreal,  Que. 
Brown  Bros.,  Limited,  Toronto. 
Buntin,   Gillies   &  Co.,    Hamilton. 
Copp,  Clark  Co.,  Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &   Co.,   Limited,  Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

ERASERS. 
St.   Mungo  Mfg.   Co.,  Glasgow,   Scotland. 
Weldon  Roberts  Rubber  Co.,  Newark,  N.J. 

FANCY   PAPERS,  TISSUES  AND  BOXES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Dennlson    Mfg.   Co.,   Boston. 

Menzles   &   Co.,   Toronto. 

A.    R.    MacDougall    &    Co..    266    King    St.    W„ 

Toronto. 

FOREIGN  TEXT  BOOKS. 
Wvcil  &  Co.,  S3  Fulton  St.,  New  York. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,  Ltd.,   New   York. 
Sanford    &    Bennett    Co.,    51-53    Maiden    Lane, 

New    York. 
A.     R.    McDougall    &    Co.,    266    King    St.    W.. 

Toronto. 
Paul  E.  Wirt  Co..  Brown  Bros.,  Ltd.,  Toronto, 

Canadian    Agents. 

INKS.  MUCILAGE  AND  GUMS. 
Chas.  M.   Higglns  *  Co..   Brooklyn,   N.>. 
The  Carter's  Ink  Co..   Montreal. 
W..    V.    Dawson,    Limited,    Mcntreal,    Toronto, 

Winnipeg. 
S.    R.    Stafford    Co.,    Toronto. 
"Grloy."    A.    R.    MacDougall    &    Co.,    266    King 

St.    W..    Toronto. 
"Gluclne,"   Menzles   &   Co.,    Limited,   439   King 

St.  W.,  Toronto.   - 

INDELIBLE     INK. 
Carter's    Ink   Co.,    Montreal. 
Pavson's   Indelible   Ink. 
S.    S.    Stafford   Co..   Toronto. 

INKSTANDS. 
The   Sengbusch  Co.,  Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co..    S3    Fulton    Street.    New    York. 

.     LEAD    AND    COPYING    PENCILS. 
American   Pencil   Co.,   New   York. 
Wm.  Cane  &  Sons,  Newmarket,  Ont. 
A.     R.    McDougall    &    Co.,    266    King     St.     W., 

Toronto. 

LOOSE     LEAF     BOOKS.     BINDERS     AND 
HOLDERS. 
The   Brown   Bros.,   Ltd.,   Toronto. 
Boorum    &    Pease   Co.,    Brooklyn. 
Buntin,   Gillies   &   Co..    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The  Copp,  Clark  Co..  Toronto. 
Luekett     Loose     Leaf,    Limited,    215    Victoria 

St.,  Toronto. 
National   Blank   Book   Co..    Holyoke,    Mass. 
Rockhill  &  Victor,  22  Cliff  St..  New  York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    OC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


342  Broadway 
203  Broadway 


Milwaukee,  Wit. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and   Paper  Goods  in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL   SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


BEE"  , 


BRAND 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns    your  waste   into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON,  ONT. 
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BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line, for  the  School  Supply  Dealer 
and  Stationer. 

Write   for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mtr.  Ruler  Dept. 


piCTUUES  —  FRAMES  —  CRAYON  AND 
Water  Color  Portrait  Enlargements — 
Statuary.  Everything  in  picture  framing 
outfits."  $150.00  will  start  you  in  a  profit- 
able line. 

Send  your  pictures  to  me.  I  will  frame 
them  at  low  prices  if  you  can't  do  so  your- 
self. 

Lit  He  Wonder  6-inch  Plionoyraph 
Records,  $20.00  gross. 

G.  L.  IRISH 

499  Queen  Street  West,   Toronto 


For  $25.00  a  Year 

Your 

Advertisement 

Inserted 

in   One    of  These 

Spaces    Will    Reach 

Practically  All 

The  Really 

Worth-while 

Booksellers, 

Stationers  and  Fancy 

Goods  Dealers 

of  Canada 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  .Company,  3021  Car- 
roll Ave.,  Chicago;  129  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Rand,    McNally    &   Co.,    Chicago. 

The   Copp,   Clark   Co.,   Toronto. 

The  Scarborough  Co.,  of  Canada,  Hamilton,  Ont. 

METAL  PARTS  FOR  LOOSE  LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicajpo;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,   Montreal,   Que. 
Pugh  Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York   City. 
O.K.    Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES    AND    WRITING    PAPERS. 
Beveridge  Paper  Co.,  Montreal,  Que. 
\V.     V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
T'he   Brown    Bros..   Ltd.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PERIODICALS 
Life    Publishing    Co.,    17    West    31     Street.    New 
York   City. 

PLAYING     CARDS. 

Goodall's   English    Playing  Cards,   A.  O.   Hurst, 

32  Front  St.  W.,  Toronto. 
Menzies   &    Co..    Limited.   Toronto. 
T*.  S.  Playing  Card  Co..  Toronto,  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer.     Ltd.,     93,     Clerkenwell     Road, 

London,  E.C. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
Philip   G.   Hunt  &   Co.,  332  Balnam   High   Rd., 

London    Eng. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &   Sons   Publishing   Co.,   Montreal. 

SCHOOL    AND    OFFICE    RULERS 

Luoas-Tuttle  Mfg.  Co.,   Silver  Springs,   N.Y. 
The  TJp-to-Date  Co.,  Canister,  N.Y. 
Wescott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MFSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria  St..   Toronto. 

Chappell  Co.,  348  Yonge  St..  Toronto. 

Hawkes  &  Harris  Co.,  Toronto 

McKinlev  Music  Co.,  1501-15  East  Fifty-Fifth 
St.,   Chicago. 

STANDARD   COMMERCIAL  PUBLICATIONS. 

Morton,   Phillips  &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers, 

Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,    Wnolesale    Stationers. 

Toronto. 
Clark  Bros.  &   Co.,  Ltd..  Winnipeg.   Man. 
W.    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

lohn    Heath,    8    St.    Bride    St.,    E.C,    London, 
Rinks.   Wells  &   Co.,   Birmingham,   Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd..    Tor 

onto,   Canadian    Representatives. 
A.    R.    MacDougall    &    Co..    266    King    St.    W.. 

Toronto. 
Spencerian  Pen  Co.,  New  York,  N.Y. 
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ELBE  FILE  &   BINDER   CO. 

97  Reade  Street  New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET    and  CONDUC- 
TOR  PUNCHES 

the  best  made 

Ths  Fred  J  Meyers  Mfg.  Co. 

HAMILTON,  OHIO.  U.S.A. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  lire  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  lh  in. 

for 

$25  a  year. 


BOOKSELLER  AND  STATIONER 


BOOK  BUYERS'  GUIDE 


New  York 

LIFE 

The  leading  artistic  and  humorous  weekly  of 
the   United   States. 

On    every    news-stand    Tuesday,    10c    a    copy. 
Trade    supplied    by    American    News    Company 
and   Canadian    branches.     Write   to  them   or  to 
us    for   particulars. 

A  distribution  of  copies  of  Miniature  Life 
No.  4  will  increase  your  sales  of  Life.  We 
will  furnish  these  gratis.  How  many  can  you 
use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  -        -  New  York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2   Amen  Corner  -  London,  E.C. 


DIRECTORY   OF   PUBLISHERS. 

Fiction. 

Thomas    Allen,    215    Victoria    St.,    Toronto,    Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell    &    Co.,    55    Bay    St.,    Toronto,    Ont. 
Copp,     Clark     Co.,     517     Wellington     St.     W.,     To- 
ronto,   Ont. 
J.  M.  Dent  &  Sons,  27  Melinda  St.,  Toronto,  Ont. 
S.   B.   Gundy,   25   Richmond   St.   W.,   Toronto,   Ont. 
Hodder    &    Stoughton,    17    Wilton    Ave.,    Toronto, 

Ont. 
Thomas    Langton,    23    Scott   St.,    Toronto,    Ont. 
Macmillan   Co.   of   Canada,    70   Bond    St.,    Toronto, 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,  Toronto,  Ont. 
Geo.   J.   McLeod,    Ltd.,   266   King   St.   W.,   Toronto, 

Ont. 
Musson    Book   Co.,    17    Wilton    Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W.. 

Toronto,    Ont. 


One  dollar  a  year  is 
all  it  costs  to  have  this 
publication  mailed  to 
your  address. 


NAVIGATION  IS 
OPEN 

Order   Your 
Supplies  Now 

for  the 

Summer 

Morton,  Phillips  &  Go. 

PUBLISHERS 
115  Notre   Dame  St.  West,   MONTREAL 


What  kind  of  blotting 
do  you  use? 

There  is  one  kind  you  can  confidently  depend    - 
upon  for  really  high-class  results — 

WORLD  BLOTTING 

Its  splendid  durability  and  smooth,  firm 
finish  make  success  certain.  Printers  pre- 
fer it  for  better  class  work.  A  leader  for 
thirty  years. 

Our  two  cheaper  grades,  "HOLLY- 
WOOD" and  "RELIANCE,"  are  un- 
equalled at  the  price. 

Samples  on  request. 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


Let  us  show  you  how 
to  get  the  trade  of 
the  larger  consumers 

Globe-Wernicke  Office  Supplies  are  fav- 
orably known  everywhere,  and  by 
connecting  your  store  with  our  prestige 
and  service-giving  facilities  yon  can 
capture  the  biggest  business  of  your 
town. 

We  supply  everything  for  the  modern 
business  office.  Get  a  copy  of  our  list 
and  note  the  big  profit-making  possibili- 
ties of  these  popular  lines.    Do  it  right 

now. 

STRATFORD.  ONT 
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HOLIDAY    DAYS    ARE    HERE 

He  or  she  when  goinR-  on  a  holiday  has  many  notes  to  make.  There  are  Addresses, 
Rail  and  Boat  Connections,  Hotels,  Places  to  See,  Friends  to  Visit,  Equipment  to  take, 
etc.,  etc.     While  away  many  memos  are  to  be  jotted  down,  Diaries  to  be  kept,  etc. 

It's  the  logical  time  therefore  to  sell  them  a  MEMO  BOOK  and  in  these  advanced 
days  "It  isn't  a  Memo  if  it  isn't  LOOSE  LEAF,"  and  who  in  Canada  wouldn't  prefer  a 
Canadian  Made  Book?     The  next  logical  thing,  therefore,  is  to  sell  them    C^ter'CTn f^ 

We  have  a  new  display  card  to  help  push  Vacation  Sales,  it's  yours  for  the  asking. 
Put  in  a  window — We  will  supply  the  cards. 


SteWllnG  IS  MADE  IN  CANADA 

Luckett  Loose  Leaf,  Limited 


539-543  KING  STREET  WEST 
TORONTO 


""•"■■  ■■.-'."■,■.■■.•"■■    .'  ■ 


-..■—.  ^.^^■•••'■-^—^•r- 


ANTI-DUST 


COMPRESSED  CRAYON 

Your  stock  is  not 
complete  unless 
you  carry — 

GOLD  MEDAL 
CRAYONS 

for  every  use 


Write  us  for  free 
sample  line  and 
illustrated  catalog. 


Binney  & 
Smith  Co. 

81-83  Fulton  Street 
New  York 


I    ^~*  TRADE  M       ' 

CrayolA, 


Fe°!&s£^r^ 


Eight 


SCHOOLWCRAYONS 

fOR  EDuCAT|0  0R  WORK 


CARTER  INX 


Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 

The  Carter's  Ink  Co. 

356   St.   Antoine  Street  Montreal,   Que. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED     BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


• 


I>>(><)  K  S  E  I.  I.  E  R    A  N  I)    S  T  A  Tin  N  E  R 


Do  You  Want  to  Buy  Something 

That  You  Do  Not  Know 

Where  to  Get? 


EVERY  month  Bookseller  and  Stationer 
receives  letters  from  subscribers  stating 
that  they  are  in  the  market  for  certain  goods, 
but  that"  they  do  not  know  where  they  can  be 
procured. 

They  ask  us  if  we  can  tell  them  from  what  source 
they  can  procure  the  wanted  articles.  This  is 
a  service  we  render  cheerfully. 

When  you  pay  $1  to  become  a  subscriber  to 
Bookseller  and  Stationer  this  service  is  part  of 
what  you  buy. 

We  have  facilities  for  procuring  information 
about  new  goods,  novelty  lines,  articles  not 
usually  sold  in  stationery  stores  but  occasionally 
asked  for,  etc.,  and  these  facilities  are  at  the 
service  of  our  readers. 

We  are  glad  to  get  these  requests  for  information 
and  no  service  could  be  more  cheerfully  ren- 
dered. 


BOOKSELLER  &  STATIONER 

MONTREAL  TORONTO  WINNIPEG 
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The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 

No.      1— INFANTRY. 

Drill  and  Attack. 

No.     2— INFANTRY. 

Defence   and    Protection. 

No.     3— INFANTRY. 

Night   Operations.     Inter-communication. 
Reconnaissance ;    and    Questions   on   Infantry 
Training. 

No.     4 — MUSKETRY. 

Farts  of  Rifle  and  Action  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of    Arms. 

No.     5 — MUSKETRY. 

Aiming   Instruction  and   Trigger   Pressing. 

No.     G — Ml'SKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      Fire    Control    and    Discipline. 

No.      7— MUSKETRY. 

Range  Finding.  Ohservation  of  Fire.  Fire 
Control  and  Discipline  and   Sub-Target  Machine. 

No.     8— MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     9— MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

No.  10 — MUSKETRY. 

Theory   of   Rifle  Fire. 

No.  11— HYGIENE   and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.  12 — FIELD   ENGINEERING. 

Explosives.     Arranging    for   Explosives.     Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 
20c  EACH. 

All  Fully   Illustrated. 

Other    numbers    will    include    Discipline    and     Military 
Law,   Procedure  of  Courts   Martial,  etc. 

W.   S.   PAINE  &  CO.,   Military   Publishers 
HYTHE,  KENT 

McClelland,  goodchild  &  stew  art,  Ltd. 

266   King  Street  West.  TORONTO,  CANADA 


For  every  up- 
to-date  sta- 
tioner's stock 

B.&P. 

Standard 
Columnar 

i      AND 

I  Figuring 
Books 

From  2  to  30  cols. 

The  quality  and  workmanship  for  which  B.  &  P. 
lines  are  celebrated  are  very  evident  in  this  popu- 
lar and  important  line. 

We  make  and  carry  in  stock  a  ruling  for  every 
well-known  book-keeping  requirement. 

Ask  for  circular  and  dummy  book  we  furnish  free, 
which  illustrates  and  describes  our  complete  lines. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Eevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian  copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


Read  This  Story  of  Two 
Newsdealers: 


STORY  1.  Mr.  Dealer  stocked  up  on  the 
new  1917  edition  of  "5,000 
Facfx  A  bout  Canada/'  by  Frank 
Yeigh,  as  soon  as  it  was  oft'  the 
press,  displayed  some  in  a  win- 
dow corner  and  on  a  counter, 
ran  a  line  in  his  newspaper  ads. 
and  drew  the  attention  of  some 
of  his  special  customers  to  it. 

RESULT:  Three  repeat  orders 
already. 

STORY  2.  Mr.  Dealer  ordered  a  small 
number.  Kept  them  out  for  a 
week,  then  chucked  them  un- 
der the  counter  and  wondered 
why  "they  wouldn't  sell!" 

RESULTS— Nil,    for   all    con- 
cerned. 

SEE  THE  POINT? 

For  further  chapters,  write  to 

Canadian  Facts  Publishing  Co. 

588  Huron  Street  Toronto,  Canada 
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Mac  Lean's  Magazine 

FOR  JULY 

The  Smugglers  were  Caught 

THE  true  and  complete  story  of  a  huge  smuggling  conspiracy  which  robbed  the  Canadian  and 
United  States  Customs  Departments  of  hundreds  of  thousands  of  dollars,  and  which  was  finally 
exposed  by  a  Canadian  Customs  officer,  is  well  told  in  the  July  MACLEAN'S.  The  parties  con- 
cerned settled  by  handing  over  a  huge  check  to  the  Canadian  Government  and  not  a  word  of  the  .story 
has  ever  before  been  in  print.  The  man  who  writes  the  article,  J.  D.  Ronald,  was  personally  concerned 
in  the  investigationj  and  he  tells  the  whole  case  from  first  to  last,  merely  changing  the  names  of  some  of 
the  central  figures.    This  is  one  of  the  most  striking  special  features  that  MACLEAN'S  has  ever  had. 


Confederation 

the  dominant  theme  of  July  MACLEAN'S 


rpHE  Jubilee  of  Confederation  has  led 
*-  the  Editor  to  make  the  July  MAC- 
LEAN'S retrospective  and  interpretive 
of  Confederation  in  the  character  of  its 
main  contents- -this  to  meet  the  certain 
need  and  desire  of  the  Canadian  people. 
Note  the  fine  provision  of  special  Con- 
federation article  and  features  : 
•THE  MEETING  OF  MACDONALD 
AND  BROWN." 

By    C.    W.    Jefferys,    a    frontispiece 
painted   for  MACLEAN'S. 
"THE  STORY  OF  CONFEDERATION." 
By    Thomas    Bertram.       A    colorful 
narrative   of  the   bringing   about   of 
the  union  of  provinces. 
"FIFTY   YEARS   OF   BUSINESS 
EXPANSION." 

By     W.     A.     Craick,     covering     all 
phases  of  business — banking,   insur- 
ance,     manufacturing,      agriculture, 
transportation,  etc. 
"THE   BUILDING   OF   THE   C.P.R." 
By  C.   H.   Mackintosh,  former  Lieu- 
tenant-Governor of  the  North   West 
Territories,  and  an  ex-editor  of  the 
Ottawa  Citizen. 
"CONFEDERATION   AND 
AFTERWARDS." 

By  Agnes  C.  Laut.  An  article  on 
Confederation  and  the  taking  over 
of  the  North  West  Territories  from 
the  Hudson   Bay  Company. 

"SOME  CANADIAN  CONTRASTS." 

By  Frank  Yeigh.  A  sketchy  article 
showing  some  of  the  most  pic- 
turesque ways  in  which  Canada  has 
advanced  during  the  last  fifteen 
years. 


THE   ItiqiTLEHN    rUPUPHlNGCOMT^JN^.UMtTIID.TOnONTO.CtlKHDa 


Look  for  this  symbolic  cover  design  in  three  colors 
at  book  stores  and  news-stands.  It  is  a  fine  bit  of 
work,    and    worth   preserving. 


"THE  DRAFT." 

By  A.  C.  Allenson.  A  story  of  the 
part  which  Canadians  took  in  the 
American   Civil   War. 

MESSAGES   ON    CONFEDERATION 
appear  from  the  Premiers  of  many 
of  tjie  Provinces  of  Canada. 

Billy  Sunday 
Contributes: 

"WHAT  I   THINK  OF  CANADA." 

A  brief  article  in  the  crisp,  epi- 
grammatical  style  of  the  famous 
evangelist,  illustrated  by  some  of 
his  most  recent  photographs  taken 
in  action   in  New  York. 

The  Fiction 
Features: 

"THE  GUN  BRAND." 

By  James  B.  Hendryx.  An  inter- 
esting instalment  of  this  exciting 
serial. 

"THE   OUTLAW   BOAR." 

By  Clark   E.  Locke.     A  short  story. 

"PUTTING   IT  OVER." 

By  Hastings  Webling.  A  golf 
story. 

"THE   CAPTAIN    OF   THE 

SUSAN   DREW." 

By  Jack  London.  The  first  instal- 
ment of  a  two-part  story — one  of 
the  last  that  London  wrote. 


The  Best  Number  of  MACLEAN'S 

'T* HAT  has  ever  been  put  out  is  this  July   U-.    \r\r\cr   r\AAc 

1    issue,     it  will  be  bigger,  the  articles  are    UJ     10n&    OUUS 

stronger,  the  stories  more  entertaining,  and  the  illustrations  more 
varied.  Stephen  Leacoek's  "Sunshine  in  Mariposa"  is  continued  in 
this  issue;  also  the  regular  Departments,  Records  of  Success,  Review 
of  Reviews,  The  Business  Outlook,  and    Information   for  Investor-. 


Booksellers 

rn  H  I  S  Confederation  -  Jubilee 
■*■  Number  will  be  a  big  seller 
— will  be  advertised.  Give  it  a 
prominent  display.  Extra  copies 
can  be  secured  from  your  news 
company. 
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They  give  clear  clean-cut 
copies  every  time 

The  day  when  any  kind  of  a  carbon  copy  would  suffice  is  gone 
forever.  Modern  office  executives  demand  Permanency,  Legi- 
bility and  Reliability  in  Carbon  Papers — hence  the  reason  for 
"M.  &  V."  popularity. 

M.  &  V.  CARBON  PAPERS  AND   TYPEWRITER   RIBBONS 

arc  made  to  give  the  very  utmost  satisfaction  in  all  three 
requirements — and  they  do  give  it.  Dealers  handling  these 
lines  will  tell  you  that  customer-satisfaction  follows  every  sale 
and  sales  are  never  slow. 


MiTrA^V0L 

P.«i(RiootlJIJSA 


The  Acme  of  Perfection  in 
regulation    weight   carbons 


Try  these  lines  in  your  own  store.  Compare  their  selling 
value  with  the  brands  you  now  carry.  Results  will  con- 
vince you  that  "M.  &  V."  is  a  synonym  of  tip-top  value 
in  both  Typewriter  Ribbons  and  Carbons. 

Mittag  and  Volger,  Inc. 

Head  Office  and  Factory,  Park  Ridge,  N.J.   U.S.A 

BRANCHES: 

NEW   YORK     NY      261    Broadway  CHICAGO,   ILL.,   205   West   Monroe  St.  CLEVELAND,   OHIO,   2119   E.   9th   St. 

LONDON,    7 'and   8   Dyers   Bldg.,   Holborn,   E.C.        SAN    FRANCISCO,    35    Montgomery    St.  ST.    LOUIS.    MO..    Laclede    Bldg. 

AGENCIES   ALL   OVER  THE   WORLD. 


NATIONAL 


S-P  Sectional  Post  Binder 

The  mechanism  is  simple  and  abso- 
lutely reliable.  End  operated,  with 
key.  The  Covers  are  of  heavy 
hinders'  hoard,  full  bound  in  Blue 
Slate  Canvas,  round  cornered  and 
lithographed  lining  sheets.  Two 
5/16"  or  %"  sectional  steel  posts. 
41  2"  capacity.  Steel  or  rubber  guard 
caps. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


BOOKS  K  LLEB     AM)     STATIO  N  E  II 


HAMILTON 


CANADA 


The  Safety  Sealed  Self-Filling  Feature  is  the  one  real  guarantee  of  Foun- 
tain Pen  satisfaction — found  only  in 


The  Parker 


Fountain  Pen 


ra 


JM 


Safety-Sealed  Self -Filling  Type 

Soldier  —  Sailor  —  Business  Man  —  Professional  Men  — 
Stenographer — Student — The  Woman  at  home — everyone 
has  a  real  need  for  a  good  Fountain  Pen — the  Parker  Pen. 

There  are  no  cuts,  holes,  slots  or  slits  in  the  barrel.  No 
place  for  the  ink  to  leak  out  and  cause  all  kinds  of  annoy- 
ance and  damage.  It  is  absolutely  impossible  for  ink  to  leak 
from  a  Parker  Safety  Sealed  Fountain  Pen.  It's  the  safe 
pen  to  carry  for  anyone,  at  any  time  and  any  place. 

To  fill,  simply  unscrew  the  cap  at  the  top,  press  the  button, 
and  the  pen  is  filled.  If  the  rubber  tube  should  break,  keep 
right  on  writing;  it  can't  possibly  leak. 

If  this  pen  has  not  been  thoroughly  demonstrated  in  your 
town,  you  are  losing  a  great  opportunity  by  not  featuring 
it.  Let  us  send  you  a  complete  catalogue  and  our  counter 
case  proposition. 


I  PEN 


jr 


"Ivory"  Paper  for  School  Use 

''Ivory"  paper,  supplied  in  all  standard  sizes  and  rulings, 
is  particularly  suitable  for  school  use;  uniform  in  quality 
and  excellent  value.  By  recommending  "Ivory"  to  your 
School  Board  you  will  protect  both  them  and  yourself 
against  inferior  quality  and  possible  dissatisfaction. 


HAMILTON 


CANADA 


l.U  v» 


Swbnh? 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,    Southam    Bldg..    128    Bleury   St.  TORONTO,  143-153  University  Ave.  WINNIPEG,  22  Royal  Bank  Bldg-  LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     JULY,      1917 


No.  7 


liRAv  it  Y/i?w  Stylo1 


Stylo 


S.  &  B.  GRAVITY-STYLO 


Suggestion  in  Salesmanship 

Suggest  the  use  of  an  article  and  people  desire  it — remind  your  cus- 
tomers of  other  needs,  and  they  are  likely  to  respond  by  supplying 
themselves.    Sales  of  writing  pape  r  will  often  lead  to  sales  of 

SANFORD  &  BENNETT 
FOUNTAIN  PENS 

engraving',  seals,  postage  scales,  blotting  paper,  letter  openers  and  other 
supplies,  by  tactful  suggestions.  Try  it  out  and  increase  your  store 
receipts. 

S.  &  B.  Fountain  Pens  are  strictly  high-grade  pens  to  retail  at  popular 
prices.  Every  pen  a  perfect  writing  instrument  —  positively  non-leak- 
able — guaranteed  to  give  satisfaction.  We  suggest  that  you  investigate 
the  exclusive  improvements  and  popular  features  of  these  fast-selling 
fountain  pens. 

Write  today  for  prices  and  discounts 

Sanford  &  Bennett  Co.,  51-53  Maiden  Lane,  New  York 

W.  E.  COUTTS,  Canadian  Sales  Agent,  266  King  St.,  West,  Toronto,  Ont. 


BOOKS  E  t  L  B  R     A  N  I)     S  T  A  TIONER 


T 


HE  up-to-date  dealer  knows  that  there  are  fashions  in  vvritiug  papers, 
and  in   no  other  line  is  Dame   Fashion   more  whimsical  or  exacting. 


'  Our  "De  Luxe"  Papers  are  the  most  comprehensive  and  exclusive  line  of 
note  papers  shown  anywhere.  Among  the  20  different  selections  are  to  fee 
found  new  creations.  Kid,  Linen.  Weave.  Plaid,  Clover  Leaf  and  other  popular 
styles  representing  the  acme  of  the  paper  maker's  art..  "De  Luxe"  papers  are 
most  artistically  packaged  in  separate  and  papeterie  (envelopes  and  paper  in 
one  box)  form. 

11  In  the  "De  Luxe"'  line  "Vice  Regal"  is  perhaps  our  favored  selection. 
representing  artistic  simplicity  in  a  most  charming  manner,  reflecting  upon  the 
seller  and  purchaser  alike  appreciation  of  the  exclusive  to  a  marked  degree. 
"Vice  Regal"  is  boxed  in  very  finished  manner  worthy  of  the  quality  of 
the  contents. 

'  To  keep  abreast  of  the  present  day  demands,  you  must  investigate  this 
line — in  your  entire  stock  you  have  no  better  opportunity  of  securing  exclusive 
and  fashionably-correct  goods. 

Samples  mailed  on  request. 


Warwick  Bros.  &  Rutter,  Limited 


Makers  of  "DeLuxe"  Stationery. 
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"Over  the  Top"  L; 


"  Over  the  Top  with  the  Best 
of Luck  and  Give  them  Hell!" 

The  British  Soldiers  War  Cry, 

as  he  goes  over  the  top  of  the 

trench  to  charge. 


Here  goes  EMPEY. 

And  so  goes  the  book,  which  promises  to 
be  by  long  odds  the  biggest  thing  in  war 
books  this  year. 

WAR  BOOK?  Yes,  but  not  the  kind 
you've  been  getting.  Empey  was  not  a 
war  correspondent,  nor  an  observer.  He 
was  in  and  through  it  all.  He  tells  what 
it  actually  means — 

to  be  wo  a  a  ded  seven  times; 

to  live  for  a  year  and  a  half  with  mud  and 

rats  and  shells; 
to   he   covered    with    "aooties"   and   never 

to  get  rid  of  them; 
to  go  "Over  the  Top"  in  a  charge; 
to  grasp  your  gas  helmet  when  a  second's 

delay  means  death; 
to  capture  a  Prussian; 
to   get    tangled   up    in    barb-wire   with    a 

German   machine  gun  working  a  few 

yards  away; 
to    lie  for   thirty -six   hours   wounded   and 

unconscious  in  No  Man's  Land. 

100,000  copies  sold.  Are  you  in  on  this? 

16  illustrations  with  striking  jacket, 
$1.50. 


Are  You  Featuring  These  ? 


BARONESS  ORCZY'S 

A  Sheaf  of  Bluebells 

The  Orczy  books  go — well,  you  know  as  well  as 
we  do.  This  one,  covering  the  same  period  as 
"The  Elusive  Pimpernel"  will  certainly  be  one 
of  the  best. 

Decorated  Jacket  -  $1.25 


ETHEL  M.  DELL'S 

The  Hundredth  Chance 

Always  something  in  the  Dell  books  that  makes 
them  sell.  "Way  of  an  Eagle,"  "Bars  of  Iron," 
counted  with  you.     Here's  another  good  one. 


Special  Colored  Jacket 


$1.35 


S 
\ 


WILLIAM    BRIG  GS 

PUBLISHER 

TORONTO 
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Venus 

lO*  PENCIL 


THERE  are  many  pencils,  made 
by  many  firms.     Some  pencil- 
are    good,    some    are    medium, 
-•line  are  poor. 

The  value  of  competition  in  the 
pencil  business  as  in  any  other 
business  is  undeniable.  A  worthy 
rival  product  stimulates  the  manu- 
facturer to  greater  efforts  and  the 
result  is  improvement. 

The  greatest  enemy  to  progress  is 
self-satisfaction. 

VENUS  PENCILS  made  in  17 
degrees  from  GB  softest  to  OH  hard- 
est and  hard  and  medium  copying 
for  hilling  and  manifolding,  have 
always  been  offered  with  the  sugges- 
tion that  the  purchaser  compare  the 
merits  of  VENUS  pencils  with  others. 
It  is  by  comparison  that  superiority 
is  proven. 

The  makers  of  VENUS  PENCILS 
have  always  insisted  that  their  goods 
should  stand  on  their  own  merits.  It 
is  for  this  reason  that  the  distinctive, 
instantly  recognizable,  water-mark 
finish  was  chosen. 

VENUS  PENCILS  are  not  of  war- 
time growth  intended  to  capture  the 
American  market,  VENUS  PEN- 
CILS have  been  made  and  have  been 
in  the  lead  for  years. 

Every  good  pencil  bought,  encour- 
ages the  sale  of  the  highest  quality 
pencils  by  dissatisfying  the  users 
with  anything  but  the  best. 

Competition  is  welcomed,  but  there 
really  is  none.  Why?  Because  it  is 
recognized  that  a  better  pencil  than 
the  VENUS  cannot  be  produced. 


American   Lead  Pencil   Co. 

220  Fifth  Avenue,       New   York 
and  Clapton,  London,  Eng. 


We  Make  in  Canada 

Full  Line  of  Every  Kind, 
Size  and  Quality 

ACCOUNT  BOOKS 


Ledgers 
Journals 
Cash  Books 
Day  Books 
Minute  Books 
Balance  Books 
Column  Books 

Our  Specialty: 

Loose  Leaf 

LEDGERS 

BINDERS 

and 

SPECIALTIES 

Memorandum 
Address  and 
Price  Books 

UNSURPASSED  IN  EVERY  RESPECT 

Simcoe  Loose  Leaf 

PHOTO  ALBUMS 

BROWN  BROS.,  limited 

Simcoe  and  Pearl  Streets,  Toronto 


BOOKSELLER  AND  STATIONER 


In  These  Days 


Of  unprecedented  manufacturing  difficulties, 
Of  great  scarcity  of  raw  materials, 
Of  unusual  shipping  complications, 
Of  all  those  commercial  problems  which  come  as 
logical  and  unavoidable  results  of  the  world  war- 
The  manufacturer's  guarantee  assumes  an  impor- 
tance greater  than  ever  before. 


Manufacturer's  Guarantee 

All  FooseiJ-Pihafi  Books  are  guaranteed  to  be 
|LoosEi¥-pplAFl         mechanically  perfect.     Should  a  defect  ap- 
pear the  book  will  be  repaired,  if  possible; 
otherwise  replaced  without  cost  to  dealer  or 
consumer. 


lOOSElI-PlLEAF) 


IP 


LOOSE  ■-§-*  LEAF 


This  is  the  guarantee  that  applies  to  all 

devices. 
No  one  can  cite  an  instance  where  the  Irving-Pitt 

Manufacturing  Company  has  failed  to  back  its 

powerful  guarantee  —  and 
With  the  same  unswerving  sincerity,  this  guarantee 

will  continue. 

" — without  cost  to  dealer  or  consumer." 

Irving-Pitt  Manufacturing  Company 

Kansas  City      uoosei  I-^^CIjeZD  Missouri 

Canadian  Agents  r[  BROWN  BROS.,  LIMITED,  TORONTO 
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Get  Sample  Books  of  These 

Artistic  Personal  Christmas 

Greeting  Cards 


H^HE  artistic  designing  and  superior  finish  of  these  per- 
A  sonal  Greeting  Cards  will  make  a  decided  hit  with  the 
ever-increasing  number  who  use  the  Personal  Card  in  pref- 
erence to  the  ordinary  kind. 

/^\UR  "Art"  Series  for  1917  includes  about  70  effective 
^^  designs  and  the  following  are  a  few  of  its  outstanding 
features: — 

Hand-Die  Stamped  Initial  Cards,  Aerograph 
Novelties,  Hand  Painted  Cards  and  Patriotic 
Cards,  emblematical  of  Canada  and  the  Empire. 

T)  RICES  range  from  $1.25  to  $3.50  per  dozen — larger 
A    quantities  at  a  proportionately  low  rate. 

AT'OU  dont  need  to  carry  a  stock.    Orders  are  taken  direct 
*  from  sample  books  and  the  books  are  supplied  free  of 
charge  and  express  paid. 

PROMPT  DELIVERIES  are  a  feature  of  our  service. 
A  We  execute  and  mail  all  orders  within  24  hours  of  receipt 
thus  preventing  disappointment  of  customers. 

Only  a  limited  number  of  books  for  disposal. 
Write  now  for  full  particulars. 


Lonsdale  and  Bartholomew,  Limited 

253  ST.  JAMES  STREET,  MONTREAL 


>:&^&tt$$&L$iL*i<.  :i»  Xul  ru2  lis.  ;(u  :(s.  rfrrrs  as  inim  jV£  SjQnn/  r.'u  jti t£  aMSnlE  ggspESBnGnti  :£  ril  m^  loralnO;  MinTM-M^li  iu": 
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IMITATIONS 

Are  After  All — Only  Imitations 

Glucine  Was  First 
It's  Best 


The  cleanest  and  most  satisfactory  adhesive 
for  the  Office,  Home,  and  Factory. 


2%  oz.  size  retails  for  10c. 

5   oz.    size    (with   cap    and    brush) 

retails  for  25c. 

10  oz.  size    (with  cap  and  brush) 

retails  for  50c. 

30  oz.  size  (it's  for  refilling)  retails 

for  90c. 

The  line  that  gives  you  the  most 

profit. 

Write  for  Trade  Prices. 


No  unsanitary  or  messy  water-well  required. 


No  waste  in  the  bottom  of  the  jar. 


If  you  don't  know  Glucine  send  for  sample. 


LYONS  BANK  WAX 

Is  the  standard  of  high  grade  Wax  on  both  continents.    We  are  receiving 
regular  shipments  of  5  stick  size. 

Write  For  New  Prices. 

Lyons  Parcel  Wax,  Lyons  Bottle  Wax,  sold  on  import  only. 

Lyons  B.  B.  Writing  Ink — Lyons  Scarlet  Writing  Ink  in  Quarts  and 
Pints — Carried  in  stock. 

This  Ink  is  supplied  to  the  Bank  of  England  and  British  Government. 

MANUFACTURED    BY 

Lyons  Ink  Limited,  Manchester,  Eng. 

CANADIAN  AGENTS: 

MENZIES  &  COMPANY,  LIMITED 

Manufacturers'  Agents  Importers  Blotting  Paper 

Publishers  of  Christmas  Cards,  Etc. 

439  King  Street  West,  Toronto,  Ont. 


BO  0  K S E L  L  E  R     AND     STATIONER 


HIGHES  T  A  WARD  AL  WA  YS 


TRADE 


MARK 


GOLD   MEDAL 
CRAYONS 

FOR    EVERY    USE 


DRAWING, 

PASTEL, 

MARKING, 

PRESSED 

AND  LUMBER 

CRAYONS. 


TEXTILE, 
RAILROAD, 
CARPENTERS, 
COLORED  AND 
WHITE  CHALKS, 
SLATE  PENCILS,  Etc. 


Send  for  Samples  and  Catalog 


Binney  &  Smith  Co. 

NEW  YORK 


Hercules  Price  Books 

are  aptly  named 

Get  a  sample  "Hercules"  and  compare  it  with 
other  loose  leaf  Price  books  at  the  same  price. 
Note  the  Flexible  Levanitall  Binding  which  ex- 
perts have  judged  to  be  the  real  cowhide  at  sight. 

A  line  to  push.  Made  in  V2"  and  1"  capacity  in  all 
popular  sizes. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office : 

Front  St.  and   Hudson    Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y. 
St.  Louis  Mo. 


World  Blotting 

At  the  Top 


— At   the   top   for   absorbency   and   dur- 
ability. 

— At    the    top    for    customer    satisfying 
quality. 

— At  the  top  for  selling  value. 

Examine  World  Blotting  yourself  and  know  why 
it  is  such  a  big  favorite  everywhere.  Write  for 
samples. 

Our  cheaper  grades  are  leaders  of  their  respec- 
tive classes.     May  we  send  you  a  sample  supply? 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


QUICK  Way  to 

Mount 

PHOTO 
PRINTS 


Treasured  camera  pic- 
tures or  post  cards  are 
easily  lost  unless 
mounted  in  a  book, 
where  they  can  always 
be  turned  to  at  a  min- 
ute's   notice. 


JIO  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
to  mount  photos  and  post  cards — are 
always  secure,  neat  and  artistic.     Slip 
on   each   corner   of   the   picture — wet   'em 
and  stick  'em,  that's  all.    They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.    Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND  DEALERS 

This   is   a   big   selling,  easily  handled   line. 
Millions   sold   in   all   parts   of  the  world. 
Stationery,    photo    supply    departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post     card     collectors. 
Write    us    to-day   for    samples 
d&f&jS^,        and  quantity  prices. 


ENGEL  MANUFACTURING  COMPANY 

456  LELAND  AVENUE.  CHICAGO    ILL  .  U.S.A. 


HOOKS  E  L  L  E  11    AND    STATIONER 


cAn  original  and  inexpensive  frame 

for   'Photographs  and  Putin  es. 

'Permanent  and  ^Artistic. 


u 

UADRO  I  RAMES 


Talented  in  all  countries. 

By  means  of  this  invention  which  consists  of  a 
simple  metal  edging  it  is  possible  to  frame  any 
picture,  print  or  photograph  in  a  permanent  and 
artistic  manner  in  a  minute. 

The  edging  is  made  in  lengths  of  2J4*\  3",  3/4", 
3  J  a "  &  upwards  by  )i  inches  to  15^2  inches,  and 
any  size  within  these  limits  can  be  supplied  with 
Glass,  Strut  and  Suspender  rings  suitable  for 
.  upright  or  oblong  positions. 

No  tools  y  glue  or  accessories  necessary. 
Dull  art  enamel  finish  in  Brown,  Grey,  Black 
and  Green,  also  Gilt. 

BARTONS' 

Cosway    Works,    Finch    Road, 
BIRMINGHAM,  EngUnd. 


Concentrate    on    Esterbrook    Pens 

It  Pays  the  Dealer — Because 

He   ties    up    less    money    in   stock. 

Offers    a    more    complete    line. 

Gets   maximum   display. 

Saves    counter   space. 

Makes   it   easier  for  the  customer   to   buy. 
Esterbrook    Counter    Display    Cases    help    the    dealers    to 
increased  profit  from  their  pen  departments   because  they 
concentrate  the  investment  and  their  sales  efforts  on  one 
high   grade    line. 

There  are  10  different  sizes  of  Esterbrook   Display  Cases. 
Information   about   them    will    be   sent   on    request. 

ESTERBROOK    PEN    MANUFACTURING    CO. 
18-70   Cooper   St..   Camden,   N.J.,   U.S.A. 
The  Brown  Bros.,  Ltd.,  Toronto,  Ont..  Agents  for  Canada 


EsterbrooK, 

&GTIS  "Easiest  to  soar 


ROYAL    INK 
ESSENTIALS 


Concentrated  Ink  Powder  all  ready  to  simply  add 
water  to  make  the  best  Ink  on  the  Market  suitable 
for  fountain  pen  and  office  use. 

NO  FREIGHT.     NO  BREAKAGES.    NO  FREEZING. 

The  contents  of  1  doz.  2-in.  vials  makes  12  Im- 
perial quarts.  Ink  in  this  concentrated  form  is 
now  bought  by  the  principal  Ink  users  in  Canada 
and  United  States,  such  as  Banks,  Colleges,  Trust 
and  Insurance  Companies,  etc.     A  few  of  Toronto 

SATISFIED  USERS: 


U.S.    Fidelity    Co. 
Toronto  &  York  Radial  Rail- 
way 
Murray-Kay,     Ltd. 
Robert    Simpson,    Ltd. 

F.    C.    Burroughs    Furniture 

Co. 
Employers     Liability    Co. 
Toronto    General    Hospital 
MacLean    Publishing   Co. 


Independent  Order  of  Fores- 
ters 

Toronto    General    Trusts    Co. 

Bradstreets,    Ltd. 

Globe  Indemnity  Insurance 
Company. 

Toronto  Hydro-Electric  Sys- 
tem 

Toronto    Western    Hospital 

Also  numerous  Banks,  Insur- 
ance Companies,  Lawyers, 
Schools,    etc. 


Send  for  oar  prices  to  the  trade, 
and  free  sample. 


ROYAL  INK  CO., 


53    Yonge    Street 
Toronto,    Canada 


The    Ideal     Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.    blocks    and    a 

range    of    attractive 

boxes  with   Tools^ 

Odourless  and 
Antiseptic 
The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted   and 
Appreciated    by 
Educational 
Authorities,   with    a 
wealth  of  testi- 
monials. 


MARK 


MODELLIT     MANUFACTURING     COMPANY 

19,  Brunswick  Street,  Bristol,  England 
Agents:  Menzies  &  Co.,  Ltd..  439  King  Street  West,  Toronto 
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.  Service  a  Sign  of  Su 


The  History 

of  the  Old 

Cash  Drawer 


Mistakes 

Losses 

Uncertainty 

Temptation 

Laziness 
Carelessenss 

Disputes 

Customer 
Dissatisfaction 

No  records 

Overwork 

Late  Hours 

Inefficiency 

Small  Profit 

Stunted 
Business 


Before  and  After 
Confederation 

and  a  message  for  to-day 


Those  of  us  who  can  look  back  to  the 
days  of  Confederation,  re-live  as  the  old 
associations  are  recalled. 

The  store  of  the  early  days  had  many 
pleasant  associations.  The  wooden  Till 
could  tell  an  interesting  story — one  which 
would  perhaps  reveal  human  weaknesses, 
losses  to  the  merchant  on  account  of  mis- 
takes, disputes  with  customers,  forgotten 
charges,  etc. 

Doing  business  in  an  efficient  or  system- 
atic way  was  little  thought  of  in  those 
days.  The  temptation  which  was  placed 
before  employees  was  criminal. 

A  merchant  of  Dayton,  Ohio,  in  think- 
ing of  the  dangers  to  himself  and  his  em- 
ployees because  of  no  system,  devised  a 
crude  mechanism  for  registering  money. 
This  was  the  first  step  from  the  old-fash- 
ioned Till  to  the  present  highly  specialized 
Cash  Register. 

The  story  of  the  years  of  struggle  and 
patience  on  the  part  of  the  founder  of 
The  National  Cash  Register  Company. 
Mr.  John  H.  Patterson,  to  perfect  a 
register  which  would  relieve  the  retail 
merchant  of  work  and  worry,  remove 
temptation  from  his  employees,  is  a  most 
interesting  one. 

The  story  of  Mr.  Patterson's  early  strug- 
gles is  told  by  himself  in  an  interesting 
booklet — "The  Troubles  of  a  Store-Keeper 
and  How  to  Correct  Them."  This  booklet 
is  of  especial  interest  to  every  retail  mer- 
chant. Send  us  your  address  and  we  will 
gladly  forward  you  a  copy. 

THE 

National  Cash  Register  Co. 

OF  CANADA,  LimUed 

HEAD  OFFICE  AND  FACTORY  : 

350  Christie  Street     -      TORONTO,  ONT. 


I   _r-j 


The  History 

ofN.  C.  R. 
SERVICE 

No  Mistakes 

Losses  Stopped 

Temptation 
Removed 

Accuracy 

No  Disputes 

Customer 
Satisfied 

Quick  Service 

Correct 
Information 

Instantaneous 
Audit 

Immediate 
Balance 

Highest 
Protection 

Success 


A  "National"  Serves  and  Protects 


BOOKSELLER  AND  STATIONER 


The  Bullock  Parcel  Carrier 


Invaluable  for  Home  and  Office 
use.  Can  be  used  with  one, 
two  or  three  straps  as  required 

* 

Two  Sizes: 
SENIOR      -     -     $9.00  Dozen 
JUNIOR      -     -       6.00  Dozen 

Attractive  Trade  Discounts 


TOWER  MFG.  &  NOVELTY  CO. 

326   BROADWAY  sole  agent  NEW  YORK   CITY 


DEALERS 


No  articles  in  the  stationery  trade 
have  stronger  talking  points  than 

The  Tiedy  Tape  Moistener 


ant 


Tiedy  Tape 


With  them,  every  storekeeper  can  seal  packages  at  half  the  cost  of  twine.  The 
work  is  done  better,  because  the  packages  are  neater  and  are  sealed.  Tiedy  does 
it  much  quicker,  too. 

The  Held  is  not  limited  to  stores,  every  office  and  home  has  a  use  for  a  Tiedy 
Moistener  and  Tiedy  Tape. 

Wholesale  stationers  and  paper  dealers  in  Winnipeg,  Toronto,  Montreal  and 
Quebec  carry  Tiedy  Moisteners  and  Tiedy  Tape  in  stock. 

Ask  Your  Jobber  for  Quotations. 

LIBERTY  PAPER  CO.,  Manufacturers 


52  VANDERBILT  AVENUE 


NEW  YORK  CITY 


I'.OOKSELLER  AND  STATIONER 


For  the  School  Opening 

Color  Boxes 

Either  wiih    dry  cakes  or  semi-moist  colors. 
Made  by  The  MILTON  BRADLEY  C  O. 


BOLJlpraSJ! 


MILTON  BRADLEY  CO.  SPRINGFIELD,  MASS 


Carried  in  stock  as   follows: 

Shape  Number  or  Name  Contents 

Long.  .  .High  School  and  Studio  Box 16  pans  semi-moist  colors  and  2  No.  7  brushes. 

Long.  . .        Bl       (our  best  seller) 8  pans  semi-moist  colors  and  a  No.  7  brush. 

Short. .  .        12 4  pans  semi-moist  colors  and  a  No.  7  brush. 

Short.  . .       15   3  dry  cakes  and  a  No.  7  brush. 

Short. ..       Al 8  pans  semi-moist  colors  and  a  quill  brush. 

Long.  . .       A9 4  dry  cakes  and  a  No.  7  brush. 

Long. . .       A13 4  pans  semi-moist  colors  and  a  No.  7  brush. 

Long.  .  .Little  Artist  Complete  Color  Outfit.  An  enamel  mixing  palette  with   7  pans  semi-moist 

colors,  a  quill  brush  with  detachable  handle,  enclosed 

in  cardboard  case. 

Camel's  Hair  Water  Color  Brushes — A  large  stock  of  numbers  1  to  8  in  stock. 

Drawing   Paper,  by  the  ream,  in  white,  Manila  or  Imperial  Dustless  Crayons.     For  the  blackboard, 

colored  (20  shades).   6x9,  9  x  12,   12  x  18,   24  x  36.  Hendry's  Ink  Powder.     In  packages  to  make  a  pint, 

Drawing  Pads,  4V2  x  6,   6x9,   9  x  12.  ,,  -  pxrpllent  b]ue  b]ark  ink 

Drawing  Crayons,  Wax,  Hard  Pressed  or  Pastels.  quart  or  galIon  ot  excellent  Dlue  Dlack  mk- 

Retail  at  10c,  15c,  20c  and  30c. 

Write   us   for  samples   and   quotations. 

GEORGE   M.   HENDRY   COMPANY,   LIMITED,  215  Victoria  Street,  Toronto 

Selling    Agents    for:    Hyloplate,    Harbutt's    Plasticine.    Johnston's     Maps,     Globes,     Atlases,     Preston     Desks     and     School     Furniture, 

Milton    Bradley    Co.'»    Kindergarten    Supplies.  .  i 
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gives     universal     satisfaction     even    to    the 
most    fastidious    customer. 

The  Profit  On  A.A.  Fountain  Pens 

is  one  reason  why  you  should  handle  this 
line.  Many  Canadian  Dealers  are  steadily 
increasing  their  sales  of  "A.A."  Fountain 
Pens  every  year.  They  know  that  "A.A." 
Fountain  Pens  are  not  only  guaranteed  to 
give  satisfaction  but  that  they  actually  do 
so.  There  is  a  steady  and  constantly  in- 
creasing demand  for  "A.A."  Pens 
in  Canada.  Why  not  stock  this 
line? 

We  will  furnish  attractive  dis- 
play cases  free.  Each  case  con- 
tains  an  attractive  assortment  of 
Self-Fillers,  Lower  End  Joint, 
Middle  Joint,  and  Safety  Foun- 
tain   Pens. 

Write  to  your  local  job- 
ber or  to  us  for  prices, 
catalogue  and  trade  dis- 
counts. 


?jjfc 


ARTHUR  A.  WATERMAN  &  CO. 

170BROADWAY.     Established  1895     NEW  YORK  CITY 

NOT  CONNECTED  WITH  THE 
L.  E.  WATERMAN  CO. 


The  Easy  Way  to 
Run  a  News  Stand 


You  are,  of  course,  anxious  to  be  free  from 
worry  and  trouble  in  running  a  News  Stand. 
You  want  to  STOP  the  leaks,  cut  down  the 
work,  MAKE  MORE  .MONEY,  and  know 
the  amount  of  your  sales  and  profits. 

You  want  to  keep  a  check  on  all  magazines  and 
newspapers  received,  sold,  returned,  and  non- 
returnable.  You  want  to  know  just  when  to  cut 
down  or  increase  standing  orders;  and  to  be  sure 
of  receiving  the  full  number  ordered,  and  full 
credit  for  the  returns.  You  want  to  know  when 
each  magazine  is  due,  and  the  time  limit  for 
returns. 

IT  CAN  BE 
DONE  by 
using  "Blake's 
Handy  News 
Stand  Record." 
It  only  costs 
$4.50  complete. 
Write  for  full  particulars,  and  FREE  sample 
sheets,  showing  the  easy  and  profitable  way  to 
run  a  News  Stand.     DO  IT  NOW. 

Arthur  J.  Blake 


ArAAK>V/VfWS  S7X00 


Marshall,  Texas 
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A  BULLETIN  OF  NEW  BOOKS 


A  STUDENT  IN  ARMS     second  seri«. 


By  Donald  Hankey. 
Canadian  Copyright  Edition — on  the  Press. 
Cloth.  With  a  Charming  New  Portrait  of  the  Author.  $1.50. 
This  second  series  of  Donald  Hankey 's  articles  promises  to 
be  as  popular  as  the  first  book.  No  writer  since  the  war  has 
made  so  deep  an  impression  on  the  English-speaking  race  as 
has   Donald   Hankey   in   his   Student  in    Arms. 


INSIDE  THE  BRITISH  ISLES 


The  Grapes  of  Wrath 

By    Boyd    Cable.      $1.50. 

This  wonderful  piece  of  impassioned 
prose,  shaking  the  reader  to  the  depths 
of  his  soul,  with  its  tale  of  actual 
conditions  of  modern  battle  and  trench 
life,  is  one  of  the  greatest  books  of 
the  year.  A  worthy  addition  to  this 
author's  other  books  on  the  war  "Be- 
tween  the   Lines"   and   "Action   Front." 

Britain's  Civilian  Volunteers 

By  Thekla  Bowser,  F.J.I. 
$1.50.     Illustrated. 

Introduction  by  Arthur  Stanley,  Chair- 
man Joint  War  Committee  of  the 
British  Red  Cross  Society  and  the 
Order  of  St.  John.  Foreword  by  Kath- 
leen Burke,  Delegate  to  the  United 
States  and  Canada,  Scottish  Women's 
Hospitalc. 

"This  wonderful  book  is  an  object 
lesson  for  America,  and  should  be  read 
by  every  man  and  woman  who  wishes 
to  be  of  service  to  the  country  in  its 
hour  of  need." — Maude  Wetmore,  Chair- 
man, National  League  for  Women's 
Service. 

An  Oral  Method  in  French 

By    Alice    Blum. 
Cloth,   $2.00. 

Of  this  book  a  leading  teacher  of 
French  says : 

"Your  method  is  calculated  not  only 
to  arouse  the  interest  of  the  pupil  but 
will  hold  it,  I  feel  sure,  for  the  vo- 
cabulary is  well  chosen  and  the  gram- 
mar drill  is  clear  and  consecutive.  The 
book  will  be  helpful  to  teachers  also, 
as  you  have  presented  admirably,  diffi- 
culties peculiar  to  English-speaking 
people." 


By    Arthur    (ileason.  , 

$2.00.  (Octavo  428  pages.) 
You  remember  the  big  demand  there  was  for  Price  Collier's 
"England  and  the  English."  That  was  before  the  war.  Now 
we  ofFer  you  a  book  that  is  still  more  important,  being  a  vivid 
personal  picture  of  changes  and  prospects  of  change,  wrought 
by  the   war. 

A   vast  and   beneficent   revolution,   ac- 

A|    rnnn     NOYFS'  cording    to    Mr.    Gleason,    is    under    way 

■rtL,rIVI-,L'     i,V,,L,k'  in    England;    a    tangled,    self-willed    de- 

NEW     BOOK  mocracy,   of  an   infinite   variety   of  pur- 


60  cents. 


Open 
Boats 


AlfkedNoyes 


No  tala  In  the  long  annals  of  our  aea  adventura  la 
fraught  with  auoh  Intanao  drama,  auoh  pity,  auoh 
tarror,  and  auoh  hanolam,  aa  la  tha  burdan  of  thaaa 
talaa,  —  trua  talaa  of  murdar  against  unarmad  man, 
woman,   And   ohlldren   on    tha   high    aaaa. 


Report  of  the  suffering  and  tragedy  which  fol- 
low submarine  attacks  on  merchantmen.  Incidental 
poems    on    the    wireless   and   on    a   trawler. 


poses,  shaking  off  its  besetting  sins  of 
sloth  and  egotism,  is  rallying  to  the 
new  collective  spiritual  effort.  Demo- 
cracy is  on  the  march,  and  the  most 
hopeful  prophecies  of  liberalism,  ap- 
pearances notwithstanding,  are  becom- 
ing  established   facts   week   by   week. 

The  Aeroplane 

By    H.    Barber     (Royal    Flying    Corps). 

The    Official    Book.      $2.50. 
Size    10    x    6V4    in.     144    pages,    36    full 
page      illustrations      from     photographs, 
and    many    line    cuts    and    diagrams. 

A  simple  explanation  of  the  prin- 
ciples of  flight,  written,  says  the  au- 
thor, "to  help  the  ordinary  man  to 
understand  the  aeroplane  and  the  joys 
and  troubles   of  its  pilot." 

Behold  and  See 

By  Lilith  Hope. 
Cloth,  $1.25. 
Of  the  "frightfulness"  wrought  and 
the  outrages  committed  in  the  convents 
by  the  Huns  the  whole  world  has  been 
made  aware.  This  story  tells  how  they 
came  to  a  convent  standing  above  the 
Valley  of  the  Meuse,  and  portrays  the 
conflict  between  motherhood  and  the 
"vocation,"  the  jewel  of  the  soul  of  a 
good  nun.  It  is  a  problem  that  has 
arisen  out  of  the  war,  and  it  has  con- 
fronted many  a  poor  innocent  woman. 
The  story  is  poignant,  but  the  author 
has  handled  it  with  unimpeachable  dis- 
cretion. The  book  is  a  remarkable 
one,  and  should  be  read  by  all  who 
would  understand  what  one  of  the 
worst  of  the  German  infamies  has 
meant  to  some  of  their  helpless  victims. 


Five  Distinctive   Canadian  Books 


Confederation  and  Its 
Leaders 

By    MELVILLE    O. 

HAMMOND 
Illustrated     with     seventeen 
portraits   and    "The    Fathers 
of    Confederation." 

Cloth,  $2.50. 
The  appearance  of  this  book 
coinciding  with  the  50th  an- 
niversary of  the  birth  of  the 
Dominion  of  Canada,  af- 
fords  an  exceptional  oppor- 
tunity to  all  Canadian 
booksellers.  The  writer  has 
revealed  as  never  befoie 
related,  the  real  and  rela- 
tive part  in  the  accomplish- 
ment of  this  great  drama 
by,  the  various  leading  men 
of  the  several  Provinces, 
including  Sir  John  A.  Mae- 
donald,    George    Brown,    Sir 

I'm  tier.  D'Arcy  Mc- 
Gei  .  Sir  Leonard  Tilley. 
Sir  Charles  Tupper,  Joseph 
Howe,    and    several    others. 


The  Authorized 
Life  of 

JAMES   J.   HILL 

By   JOSEPH    GILPIN 
PYLE 

Personally  selected  by 
James  J.  Hill  to  write 
this  biography,  and 
given  exclusive  access  to 
Mr.  Hill's  private  papers. 
One  of  the  notable  bio- 
graphies of  the  past  de- 
cade. 

(Two      Volumes,      Boxed, 
Net,    $5.00) 


Railway    Nationaliza- 
tion and  the  Average 
Citizen 
By    WILLIAM    H. 
MOORE. 
$1.35. 
No   one   who    wishes   to 
understand      the     present 
railway  situation   can   af- 
ford   to    be    without    this 
book.        The     author,     at 
one    time    Fellow    of    the 
University   of   Toronto   in 
the    Department    of    Poli- 
tical   Science,    has,    since 
the    renaissance    of    rail- 
way   building    in    Canada 
in     1896,     been     familiar 
with     the     unfolding     of 
the      rio'icies      controlling 
the  exiansion   within   the 
Dominion. 


Thirty    Years    in    the 
Northwest 

By     REV.     JAMES 
\\  uuDSWORTH,'  D.D. 

Here  is  another  book  of 
exceptional  importance  in 
view  of  this  semi-centennial 
year  of  the  Dominion  of 
Canada.  The  story  of  the 
development  of  the  We  ife"i  n 
T:  i  \  bices  would  have  bi  en 
different  had  it  nol  bei  o 
for  the  Royal  Northwest 
Mounted  Police  and  the 
Christian  Church.  Tie-  l'< 
lice  Force  lias  kept  in  check 
:he  wild  ami  the  wicked. 
Tin  Church  has  overcome 
much  evil  with  good.  It  has 
established  institutions,  so- 
cial, educational  an  1  reli- 
gio.Ts,  which  insure  the 
future    of    the    Great    West. 


VIRGIL  C.  HART. 

Missionary     Statesman 

$1.50. 
By    E.    I.    HART.    D.D. 

This  is  an  intimate  bio- 
graphy of  the  great  mis- 
sionary wdio  "opened  up" 
tin  vast  held  of  Central 
China  to  Christian  influence 
and  teaching.  A  personal 
record   by   his   son. 

Virgil  C.  Hart  was  the 
founder  of  the  American 
mil  Canadian  missions  in 
Central  and  West  China. 
His  name  is  mdissolublj 
,i  sociated  with  that  great 
country  to  which  he  first 
wenl  as  a  missionary  in 
18G5. 


McClelland,  goodchild  &  stewart,  Limited 


PUBLISHERS 


266-268   King  Street  West 


TORONTO 
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Books  of  Immediate  Interest  and  Permanent  Value 


THE    FEDERATION    OF    CANADA 

By  Professor  G.  M.  Wrong,  Sir  John  Willison,  Z.  A.  Lash,  and 
President    Falconer. 

This  little  book  traces  the  history  of  the  movement  for  federa- 
tion, describes  the  more  important  of  the  men  who  accomplished 
it,  and  shows  the  working  of  the  constitution  which  we  then 
acquired.  A  fourth  chapter  tells  of  the  development  and 
growth  of  the  people  socially.  It  is  well  written,  sane,  authori- 
tative   and    inspiring. 

Price   50  Cents. 


THE   CONSTITUTION   OF   CANADA   IN  ITS 
HISTORY  AND  PRACTICAL  WORKING 

By  W.  R.  Riddell,  LL.D.,  Justice  of  the  Supreme  Court  of 
Ontario. 

As  its  title  indicates,  this  is  a  study  of  our  Constitution 
written  rather  for  the  ordinary  reader  than  for  the  con- 
stitutional lawyer.  Additional  interest  is  given  by  the  com- 
parison made  between  our  form  of  government  and  that  of 
the    United    States. 

Price   $1.25,   Net 


OLD  MAN  SAVARIN  STORIES 

By   E.  W.  THOMSON 
Illustrated  in   Colour  by  C.  W.  Jeffreys 

The  rich  flavor  of  these  tales  is  distilled  out  of  the  very  marrow  of  Canadian  life — the  romance  of 
pioneer  days,  the  adventures  of  frontier  woodsmen,  the  sturdy  courage  and  high  spirit  of  those  blithe 
conquerors   of  the   East   not   less   than   of  the   West.      Will   rank   high   among   Canadian   books. 

Price    $1.35,    Net 


LETTERS  AND  DIARY  OF  ALAN   SEEGER 

Written  with  the  intimate  personal  touch  of  the  now  famous 
young  poet  who  sacrificed  his  life  in  the  war,  these  short  and 
simple  annals  of  a  soldier's  life  will  appeal  to  many  who  are 
weary    of   the    stuff    ground    out   by    professional    journalists. 

Price    $1.25,    Net 

CARRY  ON:  Letters  in  War-Time 

By   Coningsby   Dawson 

Mr.  Dawson  has  produced  a  book  which  ranks  beyond  anything 
that  he  has  previously  written  in  vividness  of  impression, 
reality,  tenderness,  sympathetic  insight,  and  exquisite  literary 
grace. 

Price  $1.00,   Net 


POEMS  OF  ALAN  SEEGER 

"Alan  Seeger  is  dead  and  a  bright  and  growing  light  is  for 
ever  extinguished.  When  he  fell  there  passed  one  of  the  most 
promising  of  the  younger  poets  of  to-day,  one  whose  work 
is  full  of  fine  ringing  lines  and  bits  of  glittering  imagery,  of 
splendid    vigour    and    elemental    eagerness." — N.     Y.     Tribune. 

Price    $1.25,    Net 

MY   UNKNOWN  CHUM 

"Aguecheek" 

All    who    love    literature,    art,    music,    will    find    My    Unknown 
Chum    the    best   of    all    chums.      It    is    something    of   a    blend    of 
Charles    Lamb    and    Washington    Irving,    but    in    its    style,    its 
wisdom    and    philosophy,    it    is    unique. 
Price   $1.50,  Net 


S.   B.   GUNDY,  Publisher  in  Canada  for  Humphrey  Milford,  25-27   Richmond  St.  W.,  Toronto 


To  Quebec~ 

Newsdealers: 


We  sell  the  trade  these  American  magazines  on 
terms  and  conditions  equal  and  in  come  cases 
better  than  other  wholesalers: 


McCALL'S 

MUNSEY'S 

ARGOSY 

RAILROADMAN'S 

ALL   STORY 

JACK   CANUCK 

PICTORIAL   REVIEW 


LADIES'    HOME    JOURNAL 
SATURDAY    EVENING    POST 
COUNTRY    GENTLEMAN 
LITERARY   DIGEST 
EVERYDAY    ENGINEERING 
JUNIOR    MAGAZINE 


LINK  UP  WITH  US 

YOU  WILL  MAKE  MORE  MONEY! 

IMPERIAL  NEWS  COMPANY 

LIMITED 
MONTREAL 


Special  Magazine 
Prices 


We  are  able  to  supply  the  trade  of  "Western 
Canada  with  the  following  magazines  in  any 
quantity,  at  the  following  rates: — 

Cosmopolitan  Magazine  ....  15c 

Hearst's  Magazine   15c 

Good  Housekeeping lie  . 

Motor  Boat lie 

Harper's  Bazaar 19c 

Motor 19c 

Literary  Digest  (weekly")   ...  8e 

Everyday  Engineer 7e 

Jack  Canuck 3c 

These  prices  are  lower  by  a  cent  and  in  some' 
cases  two  cents,  than  other  wholesalers. 

IMPERIAL  NEWS  COMPANY 

LIMITED 
WINNIPEG 
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Two  Canadian  Books,  by  Canadians,  for  Canadians 


CANADA  AND  NATIONAL  SERVICE 


By  Col.  Wm.  Hamilton  Merritt 


$1.00 


It  is  a  frank  advocacy  of  the  case  for  compulsory 
military  service.  It  touches  the  very  heart  of  the 
conscription  issue,  and  its  topical  appeal  is  a  guar- 
antee of  its  warm  reception. 

THE  BOOK  OF  THE  HOUR 


THE  DAWN  OF  A  NEW  PATRIOTISM 

By  John  D.  Hunt  -  -  -  $1.00 

Another  title  for  this  book  would  be  "Education  in 
Citizenship,"  Mr.  Hunt  who  put  eight  years'  re- 
flection and  thought  into  his  book,  desires  to  see  a 
better,  nobler,  greater  Canada.  His  words  are  stim- 
ulating to  every  Canadian. 


THE  MACMILLANS   PUBLISH   THESE 


Just    Out 

Entirely  New 

A  Souvenir  Post  Card 
in  colors  of  the  Entente 
World  War.  All  the 
national  colors  are  incor- 
porated in  the  design  and 
are  very  appropriately 
blended.  This  card  has 
revived  the  Post  Card  sale 
wonderfully. 

Send  for  samples  and 
prices  of  this  and  other 
cards. 

THE  MOORE  PRINTERY 

HAMILTON,  CANADA 


EMBLEMS 

TAe  Cmi/rfS  of  EftyAsaa'  ana1 
fraare  are  f/*wrr$   fe>;  /Ae 
fb*e  4  /Ae  £j/y.    &/fn*/fi//* 
rrjf*t/ivt  rAeeAs 
TAeS/ve/rms  fif  foss/a  o/.S 
daaeob  _  */;r  Sear  £  Braver 
respee//  *r/y  ,    See  Cvf/rt*  affor 
fmi/eetj  of  5r*fb/tf  apo/ 
/re/ana*,  /Ae  TA/s//e>  aia* Me 
CAamrorA,    wA,r4  are  pifor  /y 
stew*}  //>  Me  a'tj'p.y 
fAf  C/eS/fO  //Sr/f*   /J  a*f~jnfiA*t 

/T3j/,Af  ytwrft    /V  rtu/Tt/er 

fl//  Me  Aj/cw/  ty/ers  are 
//>ror/t>oro/eef  /»  //re  i/ruys  ,e 
Feafw*>/e  ff/ur.  ^rerysj/lrp/r, 
fAe  p*  -p/e  fcrmiay  a  y/,'o<*</ 
a£vv/  /Ac  Ae'-c/ts,  /c  A-rrp  t# 
/77S*ery  /Ac  />rare  Ae,'*,  S 
wAr    txrsf  f/rea  /Ae/*  //vrs 

y#/  /A*->r  /r,nf£  Cbv?/ry;-'a/r 
Gffrvfrtafc  P/emor/a/ 


SYMBOL  S 

Tf>r    ctrruArr  a'ruyn  rr/>rev*/t 
/Ae  G#}e,  Sywlo/iZ/flw  /A* 
wor/d  war.   -   TAe  twefartef 
prof /Acs  C08>*>**  fa  0<///<ne 
represent  /Ae /fetters  &  W/t#S 
of/Ae  sc/afers,  Sy*ite/*Zf*f 
thf/i/Aes  ofCrea/  Br,/a//t 
urn/so" for  a  co/n/rroa  cause 
/fa/y/s  represee/ea'AyaSAe* 
ft*  Copf/aura/zco  pf/Ar/y  on 
/AcA7op  /aAes  /Ae  form  0/ 
a  Boo/,  Avf  f/f  /Ae  reverse 
pest /ton  /o  /A*/  sAown   4  tS 
symh/'ra/  ef  /Ae  /t/r/wf  cf 
//a/yfrem  /Ae  Tnp/e  ///Aaace 
fo  /Ae  /aver  of  /Ae  JT/>/ea/e  #/#* 
fAcnaffres  Be/ftam&  SerA*a 
appear  oa  a  Aaptt'tf  &/tso> 
across  /Ae  fereAeaa's,  /row 
M /Ae  frr/vx/j  of  /Aepeoppe 
0/Aer  Coao/r/eJ  ef /AeSMes 
erffeer  o*  /Ae  C/rs/e  of  fa/a*. 
TAe  irojeee  eye  tyz-eoAz/flf/at' 
i/asee/j  Dewor  /a  //.//  war* 


TALES      OF     THE     GREAT     WAR 

By  SIR  HENRY  NEW  BOLT 
The  Adventures  of  a  Subaltern.     The  Story  of  Two  Admirals.   The  Story  of  the  Emden. 
The  Story  of  a  General.         The  War  in  the  Air.         The  Battle  of  Jutland. 

With  seven  Colored  Plates  and  thirty-two  other  Illustrations  in  Black  and  White  by  Norman  Wilkinson 
and  Christopher  Clark.     Crown  8vo.     $1.75  net. 

"To  an  unusual  degree,  the  book  is  alive,  filled  with  almost  countless  little  details  that  make  war  under- 
standable and  yet  do  not  obscure  the  march  of  the  narrative." — Post,  Boston. 

By  the  same  Author 

THE  BOOK  OF  THE  BLUE  SEA 

With  eight  colored  plates  and  thirty-two  illustrations  in  black  and  white,  by  Norman  Wilkinson.  Crown  8vo. 
$1.50  net. 

"This  book  is  delightful.  Pictures  of  real  naval  life  in  the  days  of  Nelson,  pictures  of  sea  service  and  sea 
fights  as  they  looked  at  the  moment  to  those  for  whom  they  were  not  yet  historical  events,  but  fresh,  per- 
sonal adventures." — Seven  Seas. 

THE  BOOK  OF  THE  THIN  RED  LINE 

With  eight  colored  plates  and  thirty-eight  illustrations  in  black  and  white,  by  Stanley  L.  Wood.  Crown  8vo. 
Gilt  top.    $1.50  net. 

"A  good  book  on  military  history  for  a  boy.  The  stories  are  such  as  to  arouse  patriotism  and  noble 
resolve." — Nation. 

RECENT  PUBLICATIONS 


ALFRED   LYTTELTON:   An  Account  of  His  Life 


By   EDITH   LYTTELTON. 

and   1G  other  Illustrations. 


With    Photogravure   Frontispiece 
8vo.     $4.00  net. 


"  'Alfred  Lyttelton,'  hy   Edith  Lyttelton,  is  that  fara  avis  a 
judicious  and  critical  biography." — New  York  Tribune. 


ARTHUR  STANTON:  A  Memoir 

By  the  Right  Hon.  GEORGE  W.  E.  RUSSELL.  With  12 
Illustrations.     8vo.     $3.50  net. 

"Mr.  Russell  has  given  us  many  books,  wise  and  witty. 
None  will  have  more  grateful  readers  than  this.  It  has 
been  done  with  admirable  skill,  and  in  precisely  the  right 
spirit." — Church  Times. 


PRIMITIVE  WORSHIP  AND  THE  PRAYER  BOOK 

Rationale,  History  and  Doctrine  of  the  English,  Irish,  Scottish, 
and   American   Books. 

By  the  REV.  WALKER  GWYNNE,  D.D.,  Author  of  "The 
Christian  Year :  Its  Purpose  and  Its  History."  Crown  8vo. 
$2.50   net. 

The  object  of  the  author  has  been  to  utilize  the  vast  amount  of 
learning  which  so  many  and  so  able  liturgical  scholars  have 
stored  up  in  the  past,  so  that  the  general  reader,  as  well  as 
teacher  and  candidate  for  Holy  Orders,  may  have  a  book  of 
modest  dimensions  that  will  give  a  bird's-eye  view  of  its  subject. 

MY  IDEALS  OF  RELIGION 

By  the  REV.  WALTER  J.  CAREY,  M.A.,  R.N..  Pusey  House, 
Oxford ;  Chaplain  H.M.S.  "Warspite,"  Author  of  "Have  You 
Understood  Christianity  ?"  Crown  8vo.  Paper,  $0.40  net. 
Cloth.    $0.65    net. 


LONGMANS,  GREEN  &  CO.,    Publishers,    Fourth  Ave.  and  Thirtieth  St.,  New  York 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiihiiiji  in  milium  mi  mini  in1 


GERMANY 

The  Next  Republic 


By  CARL   W. 
12mo. 


ACKERMAN 

$1  50 


"Carl  W.  Ackerman,  as  a  result  of  his  two 
years  in  Berlin  for  the  United  Press,  prob- 
ably possesses  a  greater  persona)  knowledge 
of  conditions  in  Germany  than  any  other 
American,  ex-cept  Ambassador  Gerard." — 
New  York  Tribune. 

Mr.  Ackerman  describes  Autocracy's  last 
stand,  explaining  why  autocratic  Germany 
hates  and  fears  democratic  America — and 
why  Germany  must  be  defeated. 
Ambassador  Gerard,  who  is  in  a  position  to 
judge  work  of  the  American  press  represen- 
tatives in  Berlin  perhaps  more  accurately 
than  anyone  else,  said  at  a  recent  banquet 
in  New  York  that  Ackerman  was  "one  of 
the  two  American  correspondents  who 
remained  true  Americans" — despite  strong 
and  persistent  German  influence. 


MARY  ROBERTS  RINEHART 
Author  of 

BAR   A  Sub-Deb 

THE  SUB-DEB: 

An  intensely  alive,  romantic,  adventurous 
girl-woman — The  American  girl  just  be- 
fore her  social  debut. 
Around  this  delightfully  attractive  charac- 
ter Mary  Roberts  Rinehart  has  written  BAB 
— her  most  humorously  fascinating  book — 
an  exquisitely  fresh  and  unique  new  figure 
in  the  fiction  of  the  day. 

Illustrated  by  May  Wilson  Preston 
12mo.     Net  $1.40 

The  Copp,  Clark  Co. 

LIMITED 

TORONTO         -         -         CANADA 

PUBLISHERS 
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KLEATH 


Kleath 

By  \l;idge  Macbeth 

A<tory  of  I  I 
City  and  life 
'  dike  in  the  days  <>l  I 
[for  golJ.    It's  a  story  thai  isdis- 
Itinctly  "different",  because. the 
Idimax  of  the  interest   Comes  in 
Ithe  woikitiK  out  of  a   situation 
■which  would  have  been  an 
land  emotionally  bi^  in   any  en 
ironxnent  but  me,  and 

■inc.  to  it-  fu 
[in  such  primitive  and    Utrtram- 
I 

I  i  hen  the  ru^h 

vas  at  ii 

12mo.  Cloth.  With  illustrations 
in  color  and  black  and  white 
by  George  W.  Gage.   Net  $1.J5 


it:    Ml  SSON   HOOK  CO. 


LIMITED 

loronlo 


Turn  over  the  pages  of 
the  Globe- Wernicke  Cat- 
alogue of  Office  Supplies 


If  you  haven't  a  copy 
drop  a  postcard  and 
get  one  by  return 
mail, 

Study  it  and  you 
will  find  that  it  is 
rich  in  items  which 
you  can  sell  readily. 
It  is  up  to  every  Can- 
adian stationer  to 
build  up  the  Office 
Equipment  branch 
of  the  business  —  a 
business  which  ex- 
pands with  t  h  e 
growth  of  the  coun- 
try. 


We  make  everything 
for  the  modern  busi- 
ness office. 

( irlobe  -W  ernicke 

office  supplies  are 
favorably  know  n 
everywhere. 

It  pays  the  stationer 
to  link  up  with  this 
line  because  not  only 
does  it  add  prestige 
t  o  a  n  y  stationery 
store  but  ours  is  a 
service-giving  pro- 
portion and  it  com- 
prises numerous  pop- 
ular and  profit-makr 
ing  items. 


TIk  9lobc^ri)iek*(?o.£t<!>. 

STRATFORD,  ONT. 


14 


B  <)  0  K  S  E  LLER    A  N  I)    S  T  A  T  I  0  N  E  R 


The  Greatest 
Triumph  in 
Modern  Fiction 

The  Great  Adventure 
Novel  of  Mesopotamia 
and  The  Tigris  Planes 

REVIEWS: 


"The  story  is  .strikingly  original.  .  .  . 
The  author's  touch  throughout  is  firm 
ami  distinctive,  her  style  that  of  a 
matured  hand,  oei  humour  real,  and 
her  characterization  unelaborated,  yet 
strong.  ...  It  i.s  admirably  conceived 
and  admirably  written."  —  Daily  Tele- 
graph. . 

"Mi^s  Kerruish  has  not  only  gained  the 
first,  prize  in  Hodder  <fc  Stonghton's 
1,000-gttinea  competition,  but  won  fame 
as  a  gnat  novelist.  .  .  Rathia's  ad- 
ventures and  resource  hold  us  spell- 
bound. Tin  whole  book  is  a  notable 
achievement."—! Glasgow    Herald. 


"It  is  not  often  that  one  can  endorse 
the    decision    of    a    prize    committee    as 

heartily  as  after  reading  this  novel. 
I  .  h  ,  huv-ss  ;■.:■  1  i,  style  and  cri&in 
ality.  it  should  take  a  prize  in  any 
market.  Everything  about  it  is  un- 
common. "—Observer. 


SELECT  FICTION 


HAIDEE 


$1.25 


The  issue  of  "Haidee"  by  F.  Horace 
Rose,  author  of  the  prize  novel  "Golden 
Glory."  has  been  delayed  until  now,  for 
the  first  large  edition  was  exhausted 
before  publication.  There  is  a  Haidee 
bat.  there  is  Lo  l)t  a  Haidee  film,  just 
because  of  Haidee,  the  lovely  heroine  of 
Mr.    Horace   Rose's   novel. 

THE  AMAZING  YEARS,  $1.25 

In  "The  Amazing  Years,"  Mr.  Pett 
Ridge  pictures  the  experience  of  a 
family  through  the  first  'two  years  of 
.vai.  "in  a  spirit  which  is  at  once 
humorous  and  sympathetic.  Their  chro- 
nicler deals  with  the  class  he  knows  so 
intimately  with  a  matchless  faithful- 
ness. .  .  it  Incomes  not  only  likeable 
and    human    but    absorbing.  "—Outlook. 

THE  TANGLE  OF  TWO,  $1.25 

The-  double  threads  of  this  enthralling 
romance  are  woven  together  with  that 
aecustomtHl  skill  which  has  rendered  Mi. 
William  Le  Queux  world  famous  as  a 
mystery  writer.  It  i-^  a  strong  and 
striking   presentation    of  human   life. 

McGLUSKY'S  GREAT 

ADVENTURE,  $1.25 

Mr.  A.  G.  Hales'  famous  McGlusky  is 
a  glorious  character,  a  great  humorous 
Creation.  Of  course  this  rugged  Scotch 
Australian  hears  the  war  call.  How 
lie  raised  and  'trained  a  Maori  levy,  how 
he  tried  to  enlist  in  London,  and  finally 
joined  the  Anzacs,  is  all  set  forth  in 
his    great    adventure. 


TEDDY,  R.N.D. 


$1.25 


Teddy,  R.N.D.,  ^•\  Edith  Mary  Moore, 
i-  ,i  novel  that  counts.  A  book  that  on 
no  account  should  be  missed.  The  story 
is  jrtst  the  chronicle  of  a  boy,  a  Second 
Lieutenant  of  eighteen,  going  in  an 
aeroplane  on  "a  reconnaissance  of 
death"  over  the  German  lines.  It  is 
stronp-lv  reminiscent  of  Barrie;  the  same 
dainty  whimsic.il  humor,  the  same  quaint 
Uflage    of    familiar    little    events. 


MisHAROUN 
AbRASCHID 

Jessie  Douglas  Kerruish 

404  PAGES 

CLOTH  $1.25 


IMS  F/RST  "NOVEL 
GAINED  THE  FIRST 
PRIZE  IN  HODDER 
&D  STOUGHTON'S 
IOOO  GUINEAS 
PRIZE  NOVEL 
COMPETITION 


COVER  DESIGN 


A  Special 
Offer  to  all 
Fiction  Readers 


The  wonderful  ."ton  "t  Imn  Miss  .1 
Douglas  Kerruish  wnn  tin  First  I'm/. 
in  Hodder  &  Stonghton's  Une  Thousand 
Guineas  Prize  Novel  Competition  with 
her  first  novel  has  been  written  by 
Harold    Begbie.      He   calls   it    A    I.AHY 

OF  TWO  WORLDS,  and  what  In  lias 
to  say  will  l  lii-ill  and  taseinale  you. 
Harold  Begbie's  Booklet,  "A  Lady  of 
Two  Worlds,"  «ill  be  sent  post  free  on 
n  eeipl  of  a  post  carfi  e  Idri  ssed  to 
Hodder  &  Stoughton  Limited,  17  Wil- 
ton   Ave.,     Toronto. 

REVIEWS: 

"The  book  must  be  ranked  with  the 
very  tew  really  great  novels  of  the  pre- 
sent century.  From  every  page  we 
breathe  the  fragrance  of  The  rich  and 
strange.  .  .  .  This  magnificent  book 
should  be  real  b\  everyone.  "—British 
Weekly. 

■Miss  Kerruish  has  eome  out  of  her 
clfry.salis  with  the  beauty  and  wings  of 
a  butterfly,  and  her  ftist  flight  is  as 
dazzling  as  it  is  ambitious."  Liverpool 
Post. 

"A  new  writer-  a  real  find— and  her 
story,  MUSS  ELAROTJN  AL-RASGHID, 
is  of  the  Last,  and  the  very  rarest 
Of  rare  stories.  .  .  We  are  entertained 
bj  the  most  thrilling  adventures.  .  .  . 
Miss  Kerruish  i;  t"  lie  congratulated." 
—Church    Times. 


A  Canadian  Story 

By  a 

Canadian   Author 

THE  FUR 
BRINGERS 

A  STORY  OF  ATHABASCA 
BY   HULBERT   FOOTNER 

Cloth,     Illustrated,     $1.25 


The  scenes  of  this  story,  as  its  title  indicates,  lie 
among  a  people  inhabiting  the  great  districts  to 
the  east  of  the  northern  extremity  of  the  Rocky 
Mountains,  where  "they  say"  the  mighty  corpora- 
tions ride  over  the  helpless  redskins  roughshod, 
charging  exorbitant  prices  for  the  necessities  of 
life,  while  a  mere  pittance  is  given  them  for 
their  valuable  furs  and  grain. 
The  story  of  the  fur-bringers  of  Athabasca  is 
told  with  a  vividness  which  sustains  the  interest 
and  thrills  the  senses  of  the  reader  from  the 
first  page  to  the  last  Little  news  comes  out  of 
that  sealed  country,  and  one  is  led  to  wonder 
what  sort  of  conditions  were  up  there  that  made 
it  possible  to  engineer  such  unique  schemes  of 
villainy. 

Around  this  fascinating  tale  of  the  north  the 
author  has  woven  a  love  story  of  thrilling  in- 
terest, which  holds  the  reader  spell-bound  until 
the  final  chapter  is  reached.  The  narrative 
abounds  in  dramatic  situations,  and  its  domin- 
ant characters,  intensely  human  and  delineated 
with  great  skill,  will  win  for  it  a  quick  appre- 
ciation. 


GENERAL 

THE  LAND  OF 

DEEPENING  SHADOW 

(Germany,    1916)  $1.50 

.Mr.  Thomas  Curtin  is  the  famous  Times 
and  Daily  Mail  correspondent  who  spent 
fourteen  months  in  Germany.  The 
shadows  were  deepening  over  Germany 
in  19T6.  Thej  have  deepened  moie  Bince 
ben.  but  the  narrative  of  what  hap- 
pened in  that  country  last  year  has 
lost  none  of  its  interest  and  freshness. 
Mi.  Curtin  tells  his  story  from  first 
haul    information. 

THE  FLAMING  SWORD  IN 

SERBIA  AND  ELSEWHERE 

$1.50  net 

325  pages— extensively  Illustrated  from 
phonographs  and  maps.  Mrs.  St.  Clair 
Stobart,  ulni  made  a  miraculous  escape 
from  the  Germans  after  being  con- 
demned to  death  within  twenty-four 
hours,  and  the  first  woman  in  history 
to  take  command  of  a  Held  hospital 
in  war  time,  here  presents  us  with  a 
shining  record  of  the  undaunted  devo- 
tion to  duty  of  the  Serbian  nation  and 
the  heroic  work  of  the  Red  Cross 
workers. 

"Among  the  retreating  mass,"  wrote 
Signore  Magrini,  the  well  known  Italian 
war  correspondent,  describing  the  re- 
treat of  the  Serbians,  "was  a  lady 
mounted  on  a  black  horse,  who  was 
admirable  in  her  solicitude  for  the 
wounded.  iShe  was  Mrs.  Stobart,  the 
bead  of  the  British  Hospital  at  Kragu- 
ievacs.  she  is  loved  ant  blessed  by  thi 
Serbians  for  all  she  has  dene  for  them 
during     the    war." 

Recorded    by 

Captain  A.  J.  Dawson 

Illustrated     by 

Capt.   Bruce    Bairnsfather 

FOR  FRANCE 

(C'est    pour    la    France) 

Cloth,     $1.50 

A     tribute     from     tin      British     army     to 

the    French 

BACK  TO  BLIGHTY 

Cloth,    $1.00 

SOMME  BATTLE  STORIES 

Cloth,    $1.00 


HODDER  &  STOUGHTON  LIMITED 


17  WILTON  AVE. 


PUBLISHERS 


TORONTO,  ONT. 
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BOOKSELLER  AND  STATIONER 


BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

'cturers         79  Spadina   Ave..    Toronto 


SOLIDHED 
THUMB  TACKS 

Made  in   America 

Solidhed   Tack  Co. 

Makers 

38  Murrays.  N;Y. 


MAPS 

We  can  supply  the  trade  with  anything;  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making;.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Himilton,   Ont. 

Lonsdale  &  Barrholomsw.Ltd. 


Publishers  of  the 
Famous"  ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 


253  St.  James  Street 


Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART    SUPPLIES. 

Artists'   Supply  Co.,  77   York  St.,  Toronto. 
A.   Ramsay   &   Son  Co.,   Montreal. 

BLOTTING    PAPERS. 
The    Ubemarle  Paper  Co.,   Richmond,   Va. 
Beveridge  Paper  Co.,  Ltd.,  Montreal,  Que. 
biutou-Dikeuian    Co.,   Lee,   Mass. 
Standard    Paper   Mfg.   Co.,   Richmond,   Va. 

BLANK     BOOKS. 
Itoorum  &  Pease  Co.,  Brooklyn,   N.Y. 
Brown    Bros.,   Ltd.,   Toronto. 
BuDtin,    Gillies    &    Co.,    Hamilton. 
\V.    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,   Holyoke,  Man. 
The  Copp,   Clark  Co.,  Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Blrn  Bros.,  266  King  St.   W.,  Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
.!.  H.  .Tost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,  William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE   BOORS. 
The   American    Code   Co.,   83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney  &   Smith.   New   York. 
A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

EYELETTING    MACHINES 
Elbe    File   and   Binder   Co.  New    York.    N.Y. 
Ideal    Specialties   Mfg.   Corporation,   562   Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Beveridge  Paper  Co.,  Ltd.,  Montreal,  Que. 
Brown  Bros.,  Limited,  Toronto. 
Buntin,   Gillies   &  Co.,    Hamilton. 
Copp,   Clark   Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &    Co.,   Limited,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

ERASERS. 
St.   Mungo  Mfg.   Co.,  Glasgow,  Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 
FANCY   PAPERS,  TISSUES  AND  BOXES. 
Beveridge  Paper  Co.,  Montreal,  Que. 
Dennlson    Mfg.   Co.,    Boston. 
Menzies   &   Co.,   Toronto. 

A.    R.    MacDougall    *    Co.,    266    King    St.    W., 
Toronto. 

FOREIGN  TEXT  BOOKS. 
Wycil  &  Co.,  S3  Fulton  St.,  New  York. 

FOUNTAIN     PENS. 
Arthur  A.   Waterman   Co.,   Ltd.,   New   York. 
Sanford    &    Bennett    Co.,    51-53    Maiden    Lane, 

New    York. 
A.     R.    McDougall    &    Co..    266    King    St.    W., 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian    Agents. 

INKS.  MUCILAGE  AND  GUMS. 
Chas.  M.   HIggins  &  Co.,   Brooklyn,  N.». 
The  Carter's   Ink  Co.,  Montreal. 
W.    V.    Dawson,    Limited.    Mcntreal,    Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King 

St.    W„    Toronto. 
"Gluclne,"   Menzies   *    Co.,    Limited,   439   King 
St.  W.,  Toronto. 

INDELIBLE     INK. 

Carter's    Ink   Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.   Stafford   Co..   Toronto. 

INKSTANDS. 
The   Scngbusch  Co.,  Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co.,   83    Fulton    Street,    New    York. 

LEAD    AND    COPYING    PENCILS. 
American   Pencil  Co.,   New   York. 
Wm.  Cane  &  Sons.  Newmarket,  Ont. 
A.     R.    McDougall    &    Co.,    266    King    St.     W.. 

Toronto. 

FOOSE     LEAF     BOOKS.    BINDERS     AND 
HOLDERS. 
The   Brown   Bros.,   Ltd.,   Toronto. 
Boorum   &    Pease   Co.,    Brooklyn. 
Buntin,   Gillies  &   Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose     Leaf,    Limited,     215    Victoria 

St.,  Toronto. 
National   Blank   Book   Co.,   Holvoke,   Mass. 
Rockhlll  &  Victor,  22  Cliff  St.,  New  York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metalg. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 

17-19  St.  Therese  St.,  Montreal 


Paper  and   Paper  Goods  in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL  SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE"    yigf    BRAND 

"W  1 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


BOOKSELLER  AND  STATIONER 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

A  complete  line  for  the  School  Supply  Dealer 
and  Stationer. 

Write   for  Samples  and  Prices. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dcpt. 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful display. 


For  $25.00  a  Year 

Your 

Advertisement 

Inserted 

in   One   of  These 

Spaces    Will    Reach 

Practically  All 

The  Really 

Worth-while 

Booksellers, 

Stationers  and  Fancy 

Goods  Dealers 

of  Canada 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  128  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Kand,    McNally    &   Co.,    Chicago. 
Ihe   Copp,   Clark   Co.,   Toronto. 
The  Scarborough  Co.,  of  Canada,  Hamilton,  Ont. 

METAL  PARTS  FOR  LOOSE  LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  302J  Car- 
roll Ave.,  Chicag'o;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,   Montreal,   Que. 
Pugh  Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News    Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER     FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New   York  City. 
O.K.   Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES   AND    WRITING    PAPERS. 
Beveridge  Paper  Co.,  Montreal,  Que. 
iV.     V.     Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
The   Brown   Bros..   Ltd.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PERIODICALS 
Life    Publishing    Co.,    17    West    31    Street,    New 

York   City. 

PLAYING     CARDS. 

Gnndall's    English    Playing   Cards,    A.   O.    Hurst. 

32  Front  St.  W.,  Toronto. 
Menzies  &    Co.,   Limited.   Toronto. 
D.  S.  Playing  Card  Co.,  Toronto,  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell      Road, 

London,   E.C 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
Philip  G.   Hunt  &  Co.,  332  Balham   High   Rd.. 

London    Eng. 
Pngh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie   &   Sons,    Ltd.,   William. 
Valentine  &   Sons   Publishing  Co.,  Montreal 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.  Co.,  Silver  Springs,  N.Y. 
The  Up-to-Date  Co.,  Canister.  N.Y. 
Wescott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MUSIC. 

Anglo-Canadian  Music  Pub.  Assn.,  144  Vic- 
toria   St.,   Toronto. 

Chappell  Co.,  348  Yonge  St.,  Toronto. 

Hawkps  &  Harris  Co.,  Toronto 

McKlnlPV  Music  Co.,  1501-15  East  Fifty-Fifth 
St..   Chicago. 

STANDARD   COMMERCIAL   PUBLICATIONS 

Morton,  Phillips  &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers. 

Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,    Wnolesale    Stationers 

Toronto. 
Clark  Bros.  &   Co.,   Ltd..  Winnipeg,  Man. 
W..    V.    Dawson,    Limited.    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,     London, 

Hinks,  Wells  &  Co.,   Birmingham,   Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian    Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.. 
Toronto. 

Spencerian  Pen  Co.,  New  York,  N.Y. 
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ELBE  FILE   &   BINDER   CO. 

97  Reade  Street 


New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


OPINION 

NO  BETTER  THAN 

INFORMATION 

FORTUNES  have  been  lost,  and 
are  being  lost,  by  men  who  have 
made  or  make  bad  investments, 
because  of  insufficient  information, 
who  take  capricious  opinion — their 
own  or  others' — as  their  guide  in  buy- 
ing or  selling.. 

"A  man's  opinions  is  no  better  than 
his  information." 

Paste  this  in  your  hat,  on  your  desk — 
anywhere  and  everywhere  as  a  good 
working  principle. 

Then  follow  the  lead  of  this  saying  by 
having  each  week  The  Financial  Post 
of  Canada. 

There  you  will  get  informed  opinion — 
by  many  men  trained  to  get  at  facts, 
to  get  ample  information,  and  to  in- 
terpret their  knowledge  lucidly. 
In  THE  POST  each  week,  you  will 
find  authoritative  and  well  informed 
opinion — lots  of  it — grouped  under 
these  and  other  heads — Steel,  Milling, 
Transportation,  Pulp  and  Paper,  Light 
and  Power,  Textiles. 
You  will  find  much  else  bearing  on  in- 
vestments. THE  POST  will  help  you 
to  acquire  the  broad  and  balancing 
mind  of  the  well-informed  banker  or 
business  man. 

Issued  every  Saturday.  $3  per  year.  Sample 
:opy    gladly    sent    on    request. 

THE    FINANCIAL    POST    OF    CANADA 

143-153     University     Avenue,     Toronto. 

Telephone    Main    7324. 


HOOKS K LLKR    AND    STATIONER 


BOOK  BUYERS'  GUIDE 


New  York 

LIFE 

The  leading  artistic  and  humorous  weekly  of 
the  United   States. 

On    every   news-stand    Tuesday,    10c    a   copy. 
Trade    supplied    by    American    News    Company 
and   Canadian   branches.     Write  to  them   or  to 
us    for   particulars. 

A  distribution  of  copies  of  Miniature  Life 
No.  4  will  increase  your  sales  of  Life.  We 
will  furnish  these  gratis.  How  many  can  you 
use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  •         -  New  York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2  Amen  Corner  -  London,  E.C. 


Wycil  &  Company 

85  Fulton   Street,   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Ga&pey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


CUSTOMS 
FORMS 

Plain  or  imprinted 
with  name  of  im- 
porter. Write  us  for 
quantity  prices. 

CUSTOMS  TARIFFS 
Morton,  Phillips  &  Co. 

PUBLISHERS 
115  Notre  Dame  St.  West,   MONTREAL 


DIRECTORY   OF   PUBLISHERS. 

Fiction. 

Thomas    Allen.    215    Victoria    St.,    Toronto,    Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto, 
Ont. 

Cassell   &    Co.,    55    Bay    St.,    Toronto,    Ont. 

Copp,     Clark     Co.,     517     Wellington     St.     W..     To- 
ronto,   Ont. 

J.  M.   Dent  &   Sons,  27   Melinda  St.,  Toronto,  Ont. 

S.   B.   Gundy,   25   Richmond   St.   W..   Toronto,   Ont. 

Hodder    &    Stoughton,    17    Wilton    Ave.,    Toronto, 
Ont. 

Thomas    Langton,    23    Scott   St.,    Toronto,    Ont. 

Life    Publishing    Co.,    17    West    31st    Street,    New 
York  City. 

Macmillan   Co.   of   Canada,   70   Bond    St.,    Toronto. 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 
W.,  Toronto,  Ont. 

Geo.   J.   McLeod,   Ltd.,   266   King   St.   W..   Toronto. 
Ont. 

Musson   Book   Co.,    17    Wilton   Ave.,   Toronto,    Ont. 

Thomas    Nelson    &    Sons,    77    Wellington    St.    W.. 
Toronto,   Ont. 

MacLean's    Magazine,    143    University    Ave.,    Tor- 
onto,   Canada. 

Imperial    News     Agency,    Toronto,    Montreal    and 
Winnipeg. 

Business    Books 

Musson    Book    Co.,    17    Wilton   Ave.,   Toronto. 

Morton     Phillips     &     Co.,     115     Notre     Dame     St.. 
New    York    City. 

Wycil   &   Co.,   85    Fulton   St.,   New  York   City. 

Periodicals 

Life,    17    W.    31    St.,   New   York    City. 

MacLenn's  Magazine,   143  Ur.iversity  Ave.,  Toronto 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  1H  in. 

for 

$25  a  year. 

Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


BOOKSELLERS 

Post  Your  Customers  on  these  New 
Canadian  Books.  You  can  sell  all  of 
them  readily. 

Buy  them  from  your  usual  source 
of  supply  or  direct. 

Canada  in  War  Paint 

By  RALPH  W.  BELL. 

The    Author    is    a    captain    with    the    First 

Canadian    Infantry    Battalion. 

In  his  fine  book  Captain  Bell  covers  the 
whole  range  of  human  activity  at  the 
front.  His  writing  is  illuminated  by 
humor,  sentiment  of  the  best  kind,  and  a 
spirit  of  tenacity  which  might  well  shame 
many  non-combatants  and  even  some  pro- 
fessional politicians. 

This  book,  by  a  Canadian  soldier,  who  was 
a  newspaperman  in  Toronto  before  joining 
the  colors,  is  one  that  every  Canadian 
bookseller  should  feature.  Every  copy  sold 
will  sell  more.  It's  that  kind  of  a  book. 
90c  net. 

Canada  the  Spellbinder 

By    LILIAN    WHITING. 

This  new  book,  fully  illustrated  from  a 
series  of  magnificent  photographs,  is  a 
worthy  contribution  to  Canadiana.  with  its 
enthusiastic  and  glowing  appreciation  of 
the  country  and  its  people  by  this  noted 
American    writer. 

She  gives  excellent  impressions  of  present- 
day  Canadian  activities  in  town  and 
country,  and  forecasts  industrial  and  com- 
mercial developments  which  will  undoubt- 
edly make  Canada  the  wonder  of  the  world. 
$1.50  net. 

The  New  Era  in  Canada 

With    important    contributions    by    Stephen 
Leacock,    Sir    Clifford    Sifton,    Sir    Edmund 
Walker,    Archbishop    McNeil,    Prof.    F.    D. 
Adams,   G.   Frank   Beer,   Sir  John   Willison, 
Prof.   G.  M.  Wrong,  John   W.  Dafoe,  J.   O. 
Miller,     A.     J.     Glazebrook,     Miss     Marjory 
MacMurchy,  Mrs.  H.  P.  Plumptre,  Dr.  Her- 
bert  Svmonds,   and   Peter  McArthur. 
The  purpose  of  this   book    is  two-fold : 
1 — To    awaken    the    interest    of    Canadians 
in    problems    which    confront    us    as    we 
emerge    from    the    adolescence    of    past 
years     into    the     full    manhood     of    na- 
tional   life. 
2 — To  urge  that  the  test  of  national  great- 
ness   lies    in    the    willing    service   to   the 
state    by    its    citizens    and   to    point   out. 
so     far    as     possible,     opportunities     for 
service. 

$1.50  net. 

Sons  of  Canada 

By   AUGUSTUS   BRIDLE. 

34  sketches  of  notable  Canadian  men. 
with  16  portraits  drawn  by  F.  S.  Chal- 
loner.  "Not  who  their  fathers  were,  nor 
what  their  sons  may  be.  but  what  they 
themselves  did  with  all  their  might." 
A  Book  for  Everv  Canadian  Home. 
$1.50  net. 

Bi-Lingual  Schools  in  Canada 

By"C.    B.    SISSONS,    Victoria    College, 
Toronto. 
The  book    discusses   a   vital  phase  of   a   big 
national    problem    which    has    of    late    pro- 
jected  itself   even    more   forcibly   than    ever 
before    into   the    public    eye.      It    is    a    boo't 
for   all    Canadians    who    wish    to    think    na- 
tionally,   and    should    be    studied    by    those 
who    have    been    narrow    in    their    view    of 
this    great    question,    no    matter    on    which 
side   they    have    ranged    themselves. 
$1.35  net. 

J.  M.  Dent  &  Sons,  Ltd 

27  Melinda  Street 
TORONTO        -         -         -        CANADA 
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BOOKS  E  L  L  E  R    AND    ST  A'T  I  O  N  E  R 


TUCK-ME-IN    TALES 

By  ARTHUR  SCOTT  BAILEY 

Author  of  the  SLEEPY-TIME  Animal  Stories 

A  delightful  and  unusual  new  scries  of  bird  stories  for  boys  and  girls 
from  three  to  eight  years  old,  or  thereabouts. 

Large  16mo.  Bound  in  cloth.  Price  50c  per  volume  postpaid.  Each  volume 
with  individual  colored  wrapper  and  six  full-page  colored  illustrations  by 
Harry  L.  Smith. 


THE  TALK  OF 

OLD  MR  CROW 


TUCK-ME-1H     TAtA% 


ARTHUR  SCOTT  BAILtT 


SS^y.    SUEPV-TIMK  TAtXT 


THE  TALE  OF  OLD  MR.  CROW 


THE  TALE  OF  JIMMV  RABBiT 


THE  TALE  OF  JOLLY  ROBIN 

Jolly  Robin  spreads  happiness  everywhere.  In  the  spring  Farmer  Green  was  glad  to 
hear  his  merry  carol,  "cheerily-cheerup,  cheerily-cheerup."  Then,  though  the  ground 
was  white  with  snow,  Farmer  Green  knew  that  the  winter  was  gone. 

THE  TALE  OF     OLD  MR.  CROW 

A  wise  old  bird  was  Mr.  Crow.  He  always  laughed  when  any  one  tried  to  catch  him. 
You  might  have  see  him  almost  any  summer  in  Pleasant  Valley — unless  you  had  a  gun. 
His  neighbors  said  his  real  name  was  Jim  Crow,  but  Mr.  Crow  never  admitted  it. 

THE  TALE  OF  SOLOMON  OWL 

Though  Solomon  Owl  was  quiet  enough  during  the  day,  at  night  he  was  often  very 
noisy.  He  looked  so  solemn  that  many  people  thought  he  knew  everything — and  cer- 
tainly he  knew  how  to  scare  Johnny  Green  at  bed  time.. 

THE  TALE  OF  JASPER  JAY 

Of  all  the  Blue  Jays  in  the  woods,  Jasper  Jay  was  the  most  mischievous.  He  was  a 
great  mimic,  and  he  enjoyed  nothing  more  than  worrying  other  birds.  But  in  spite  of 
his  faults  he  was  so  dashing  and  reckless  that  many  of  his  neighbors  liked  him. 

THE  TALE  OF  RUSTY  WREN 

In  one  way  Rusty  Wren  was  a  bit  odd:  he  liked  living  near  Farmer  Green.  So  he  made 
his  home  in  a  hollow  apple  tree  on  the  edge  of  the  orchard.  And  though  small,  he  fought 
bravely  to  keep  all  strangers  out  of  his  house. 


SLEEPY-TIME  TALES 


THE  TALE  OF  CUFFY  BEAR 
THE  TALE  OF  FRISKY  SQUIRREL 
THE  TALE  OF  TOMMY  FOX 
THE  TALE  OF  FATTY  COON 
THE  TALE  OF  BILLY  WOODCHUCK 


THE  TALE  OF  JIMMY  RABBIT 
THE  TALE  OF  PETER  MINK 
THE  TALE  OF  SANDY  CHIPMUNK 
THE  TALE  OF  BROWNIE  BEAVER 
THE  TALE  OF  PADDY  MUSKRAT 


Grosset  &  Dunlap  (^47LaoXyst)  New  York 


Advertising  Material  Sent  with  Order 
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I'.ook'SELLER    AND    STATIONER 


SCHOOL  GOODS 


We  have  these  goods  in  stock 
in  Toronto  ready  for  you  to 
draw  from  for  your  Septem- 
ber School  Opening  Trade. 
Be  wise — stock  up  adequate- 
ly now. 

In  the  Joseph  Dixon  Cruci- 
ble Company's  pencils,  Pen- 
holders and  Erasers  we  have 
all  the  items  that  you  will 
require,  but  we  want  to 
especially  recommend  the 
Sovereign  Lead  Pencil  as  the 
five  cent  pencil  for  Canadian 
Dealers  to  Push. 

5  Grades  Tipped,  6  Grades  Untipped 

Compare  the  high  finish  of  this  with  any  other  5c 
pencil  made  and  we  challenge  comparison  with 
any  other  5c  pencils  in  regard  to  the  writing 
quality,  strength  of  the  leads  and  the  quality  of 
wood. 


VUVHUH  ' 


,  ..^"jlrtiH1'1"1' 
RAVpNS 


Tne  Srafi" 


dard  Crayon 


W6>- 


MASS- 


STANDARD  CHALKS 
AND  CRAYONS 

You  should  sell  Standard 
Brand  Improved  White  Chalk 
Crayons  (white  and  yellow 
enameled).  The  Best  Value 
in  the  Trade. 

OMEGA  DUSTLESS 

Represents  the  Acme  of  Per- 
fection in  Blackboard  Cray- 
ons —  Erases  Easily  —  Free 
from  Grit — Will  not  Scratch 
the  board. 


STANDARD  WAX  CRAYONS 

In  assortments  to  sell  at  lc  to  10c.  These  Pack- 
ages Represent  the  Highest  Possible  Value. 

See  that  you  have  a  good  stock  of  them  for 
September  School  Opening.  Your  orders  will  be 
Promptly   Filled. 


aiXOWSSOVERElM    214JOsMBi 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 


FOR  SUMMER  SALES 


Fiction 


Virginia  of  Elk  Creek  Valley 


A  Place  in  the  Sun 


By  MARY  E.  CHASE  Or  the  Making  of  an  American 

A  sequel  to  last  year's  success,  "The  Girl  By  mrs.  henry  backus 

from  the  Big  Horn  Country."  The  hig  new  patriotic  novel 

Each,  illustrated,  net  $1.35 

FICTION  FOR  YOUNG  PEOPLE 

The  House  on  the  Hill  Blue  Bonnet:  Debutante 

By  LELA  HORN  RICHARDS 

By  margaret  r.  piper  A  fifth  vo]ume  in  the  popular  Blue  Bonnet 

Author  of  the  famous  "Cheerful"'  Books.  Series. 

Each,  Illustrated,  $1.50 

Rosemary  The  Barbarian 

By  ALICE  E.  ALLEN  By  BREWER  COCHRANE 

A   new  volume   in   the   COSY   CORNER  One  of  the  finest  stories  of  school  life  since 

SERIES.  Illustrated,  50c.  "Toill    RrOWll's    ScllOol    DaVS."       Illustrated,  $1.50. 

A  new  "Spell"  Book 


THE  SPELL  OF  CHINA 


By  ARCHIE  BELL,  amh->r  of  "  The  Spell  of  Egypt,"  etc. 

China's  awakening  to  the  call  of  modern  civilization  has  been  but  little  known  or  understood 
in  our  western  world.  Therefore  Mr.  Bell's  vivid  and  thorough  description  of  China — including 
Korea  and  Manchuria — as  it  is  to-day  is  most   timely.  illustrated,  net  $2.50.  [Ready  in  July.) 


Published 
by 


The  Page  Company,  53  Beacon  Street,  Boston 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXIII. 


JULY,  1917 


No.  7 


IN  THIS  ISSUE 

Canada  in  the  Light  of  Fifty  Years 

Why  Not  a  Complete  Line  of  Toilet  Goods? 

Advantage  of  a  5c  to  25c  Department 

Plans  for  Building  Up  Photo  Supply  Trade 

Buy  Wall  Paper  Early  is  Good  Advice 

Conducting  a  Booksellers'  School 

The  Best  Selling  Books  of  the  Month 

Monthly  Record  of  New  Books 

Creed  of  the  Modern  Public  Library 

New  Goods  Described  and  Illustrated 

$100  to  $300  Profit  From  Personal  Xmas  Greeting  Cards 

Direct  Returns  From  Trade  Paper  Advertising 

THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 


JOHN  BAYNE  MACLEAN,  President 
H.  V.  TYRRELL,  General  Manager 


H.  T.  HUNTER,  Vice-President 
T.  B.  COSTAIN,  General  Managing  Editor. 


Publishers  of  Hardware  and  Metal,  The  Financial  Post,  MacLean's  Magazine,  Farmer's  Magazine, 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and  Publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  The  Power  House,  The  Sanitary  Engineer, 
Canadian   Foundryman,   Marine   Engineering   of   Canada. 

Cable    Address :    Macpubco,    Toronto ;    Atabek,    London,    Eng. 

ESTABLISHED    1887 

BOOKSELLER  AND  STATIONER 

FINDLAY  I.   WEAVER,   Manager 
CHIEF   OFFICES: 

CANADA — Montreal,    Southam    Building.    128   Bleury    Street;  Telephone  Main   1004.     Toronto,   143-153  University  Ave 

Telephone   Main   7324;   Winnipeg,   22   Royal   Bank    Building.    Telephone    Garry    2313. 
GREAT   BRITAIN— LONDON,    The   MacLean    Company   of   Great  Britain,   Limited,   88  Fleet  Street,   E.G.,   E.   J.   Dodd, 

Director.     Telephone  Central   12960.     Cable  Address:  Atabek,    London,   England. 
UNITED    STATES— New    York.    R.    R.    Huestis,    Room    620,    111    Broadway,    N.Y.,    Telephone   Rector   8971;    Boston.    C 

L.   Morton,   Room   733.    Old  South   Building,   Telephone  Main    1204.     A.   H.   Byrne,    1104-5-6-7    Fort   Dearborn   Bid" 

105    W.    Monroe    St.,    Chicago,    Telephone    Randolph    3234. 
SUBSCRIPTION    PRICE— Canada.   Great  Britain,   South   Africa    and    the    West    Indies.    $3.00   a    year:    United    States 

$3.50    a    year;    other    countries.    $4.00    a    year;    Single   Copies.    15    cents.      Invariably    in   advance. 
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BOOK S E L L ER    AND    STATIONER 
READY  IMMEDIATELY-PLACE  YOUR  ORDER  NOW 


JEFFERY  FARNOL'S 

New  Romance 

The  Definite  Object 


AMONG  the  immortal  lovers  of  whose  story  we 
never  grow  tired,  no  matter  how  often  it  may 
L  be  told  or  how  often  or  in  what  varying 
guises  they  may  be  presented  to  us,  there  is  not  one 
pair  more  deservedly  popular  than  Cinderella  and 
her  Prince.  And  the  adventurer  who  starts  out  upon 
a  "Broad  Highway,"  either  actually  or  figuratively, 
is  always  well  beloved.  With  fine  generosity  Mr. 
Farnol  has  given  to  his  latest  hero,  handsome,  whim- 
sical Geoffrey  Ravenslee,  millionaire,  first-class  fight- 
ing man,  good  comrade,  and  very  perfect  gentle 
knight,  the  two  roles  of  adventurer  and  fairy  prince 
combined  in  one;  could  the  most  exacting  hero  de- 
mand more?  True,  he  has  to  be  satisfied  with  a 
costume  not  altogether  picturesque,  for,  deserting 
Georgian  England  and  the  forests  and  castles  of  me- 
diaeval times,  Mr.  Farnol  has  placed  the  scenes  of 
this  new  romance  in  New  York  City  and  the  Summer 
of  1910.  When  the  tale  opens  Geoffrey  Ravenslee, 
35  and  bored,  is  wondering  what  to  do  with  himself, 
disgusted  with  his  aimless  existence,  longing  to  have 
a  "Definite  Object"  in  his  life.  But  he  scarcely  ex- 
pected to  find  that  definite  object  through  the  assist- 
ance of  a  burglar;  nevertheless,  it  was  with  a  burglar 
— a  novice  of  a  burglar,  it  is  true,  aged  only  17 — 
that  he  went  down  to  the  tenement  known  as  Mulli- 
gan's and  situated  in  that  delightful  part  of  New 
York  called  "Hell's  Kitchen."  And  it  was  in  Hell's 
Kitchen  that  he  met  Cinderella,  alias  Hermione  Ches- 
terton, the  blue-eyed,  golden-haired  angel  of  the 
tenement,  loved  by  all  and  very  greatly  desired  in 
marriage  by  a  certain  obnoxious  individual  named 
"Bud"  McGinnis,  gang  leader,  prizefighter,  and  son 
of  a  politician  who  "stood  in"  with  Tammany  Hall. 

But  although  the  beautiful  Hermione  is  a  very 
lovely  young  woman  indeed,  she  is  not  the  only 
treasure  Geoffrey  found  at  Mulligan's.  For  it  was 
there  that  he  encountered  Mrs.  Trapes,  whose  lodger 
he  became;  Mrs.  Trapes,  sharp  of  tongue  and  sharper 
of  elbow,  one  of  the  most  entertaining  persons  to 
whom  fiction  has  introduced  us  in  many  a  day.  Her 
reception  of  the  unexpected  box  of  chocolates,  which 
were  to  be  "consoomed  slow  an'  reverent,"  her 
opinions  on  life,  on  prayer,  and  on  the  significance 
of  silk  socks  when  worn  by  a  peanut  man,  are  an 
unmitigated  joy.  Mrs.  Trapes,  all  by  herself,  would 
be  enough  to  make  this  book  worth  while,  but  she 
has  a  worthy  companion  and  foil  in  "the  Old  'Un," 
the  little  dandified  old  man,  once  prizefighter,  then 
trainer  of  prizefighters,  who  indulges  in  riotous  de- 
bauches on  strawberry  jam,  has  a  fondness  for  recit- 


ing verse,  and  a  gift  \ 
of  fluent  and  vigorous  \ 
speech  almost  if  not 
quite  equal  to  Mrs. 
Trapes's  own.  These 
two  play  an  important 
part  in  the  plot,  and 
their  every  appearance 
is  a  delight  to  the 
reader. 

It  is  said  that  the 
author  acquired  his 
knowledge  of  Tenth 
Avenue  and  its  vernac-  ''  - '  .;       <^;"' 

ular  several  years  ago,  "  . 

when  he  himself  was  living  in  New  York,  and  was 
not  what  might  be  accurately  described  as  overpros- 
perous.  If  this  is  so,  one  cannot  but  suspect  that 
distance  has  lent  a  good  deal  of  enchantment  to  the 
view.  However,  the  book  is  romance,  not  realism, 
and  very  delightful  and  entertaining  romance,  too, 
with  plenty  of  incident,  any  amount  of  ardent  love- 
making,  more  than  one  hairbreadth  escape,  and 
several  first  fights  of  the  most  energetic,  not  to  say 
violent  character.  Had  not  he  stoft-voiced,  good- 
looking,  debonair  Geoffrey  possessed  the  skill  and 
strength  of  a  well-trained  pugilist,  his  career  at  Mul- 
ligan's would  have  been  both  brief  and  inglorious; 
instead  of  which,  he  not  only  triumphed  as  every  hero 
of  romance  should,  but  actually  succeeded  in  aston- 
ishing Mrs.  Trapes.  As  that  admirable  woman  her- 
self said:  "Fire  I'm  prepared  for;  a  earthquake  I 
could  endoor;  battle,  murder,  an'  sudden  death  I  could 
abide  *  *  *  sich  things  bein'  nacheral,"  but  that 
which  actually  did  happen,  being  in  her  opinion  "the 
merrycle  of  all  time,"  was  entirely  too  much  for  her. 

The  child  Hazel,  the  tragedy  of  poor  little  Maggie 
Finlay,  and  the  agonized  terror  of  the  boy  who  for  a 
while  believed  himself  a  murderer,  give  the  needed 
contrast  to  the  otherwise  very  cheerful  story.  Cheer- 
ful, not  only  because  everything  is  so  beautifully  ar- 
ranged for  every  boy  at  the  end — though  we  must 
admit  feeling  somewhat  dubious  at  thought  of  Arthur 
at  college,  and  inclined  to  wonder  whether  "the 
Spider"  kept  his  job  for  any  great  length  of  time- 
but  because  it  is  written  with  a  whimsical  and  in- 
fectious gayety,  a  lightness  of  touch  and  blitheness 
of  spirit,  which  are  quite  exhilarating.  Altogether 
"The  Definite  Object"  may  be  said  to  open  the  doors 
of  romance,  the  romance  of  love  and  of  adventure, 
to  whosoever  may  desire  to  sojourn  for  a  time  in  that 
country  of  enchantment. — "The  New   York  Times." 
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A  Glimpse  of  Canada  in  Light  of  50  Years 

The  Progress   of  the   Past  Half  Century   Prom  a  Small  and  Struggling  Group  of 
Colonies  Into  Nationhood — Some  Incidents  of  the  Past  Years  and  Their 
Bearing  on  the  Present — Outstanding  Items  in  the  History  of 
Canada's  Development — How  the  Record  of  the  Past 
is  a  Promise  for  the  Future.   • 


THE  passage  of  fifty  years  does  not 
bulk  very  large  in  the  retrospect 
of  history,  yet  this  lapse  of  years, 
compassed  by  the  lifetime  of  a  man, 
means  much  to  any  country.  To  Canada 
it  has  meant  the  growth  from  a  small 
and  struggling  colony  into  nationhood. 
The  transformation  of  a  country,  cut  in- 
to fragments  by  great  stretches  of  un- 
inhabited lands,  and  separated  league 
after  league  by  almost  pathless  wilds  in- 
to a  unified  whole,  united  in  interests, 
in  feelings  and  in  the  interchange  of 
commerce,  and  welded  firmly  together 
by  the  steel  rails  of  progress. 

There  in  the  council  chamber  fifty 
years  ago  sat  a  group  of  men  discussing 
the  question  of  the  name  for  this  new 
country  that  was  being  born,  and  whose 
possibilities  were  beginning  to  steal  in 
upon  their  imagination.  Perhaps  it  was 
this  that  turned  them  from  the  old  time 
worn  and  time  sullied  names  of  nation 
and  Empire  and  kingdom  to  seek  some 
newer,  fresher  title  unsoiled  by  abuses 
of  old  times.  Perhaps  it  was  the  inborn 
vision  of  a  country  lapped  by  three 
oceans,  of  great  rivers  opened  for  navi- 
gation, of  a  trade  stretching  to  the  farth- 
est confines  of  earth  that  called  to  the 
mind  of  one  of  those  present  the  great 
words  of  "Holy  Writ,"  and  in  the  still- 
ness the  Hon.  Samuel  Leonard  Tilley 
quoted  "He  shall  have  Dominion  from 
sea  to  sea,  and  from  the  river  to  the 
ends  of  the  earth."  Dominion  from  sea  to 
sea!     Canada  had  found  its  name. 

How  well  the  years  have  born  out  the 
vision  of  the  fathers  of  Confederation 
even  a  cursory  survey  will  readily  show. 


Material  growth  nny  not  be  the  tru- 
est sign  of  greatness,  but  it  is  a  tang- 
ible evidence  that  is  indicative  of  many 
things,  of  a  new  country  of  course,  of  a 
country  where  democratic  principles  pre- 
vail; for  autocracies  do  not  doubis 
their  population  in  fifty  years,  of  an 
energetic  people  reaching  out  for  a 
greater  advance  a  wider- vision,  both  in 
material  things  and  in  those  intangible 
ideals  that  make  for  a  great  Dominion. 

Fifty  years  ago  when  the  fathers  of 
Confederation  were  gathered  about  the 
council  board,  this  was  a  far  different 
country  from  what  it  is  to-day.  To  be- 
gin with  it  had  only  a  population  of 
three  and  a  half  million  souls  against 
a  present  population  of  slightly  over 
eight  million.  More  than  three  quarters 
of  these  few  millions  were  gathered 
within  the  comparatively  small  confines 
of  the  provinces  of  Ontario  and  Quebec. 
Four  out  of  every  nine  persons  lived  in 
the  province  of  Ontario  and  three  out 
of  every  nine  in  Quebec. 
When  the  West  Was  the  Great  Unknown 

West  of  the  Great  Lakes  was  the  vast 
unknown,  a  few  wandering  trappers  a 
few  factors  of  the  Hudson  Bay  Company 
in  isolated  posts  dotted  that  immense 
stretch  of  country.  Even  in  Winnipeg 
one  of  the  great  trading  posts  of  the 
company,  then  known  as  Fort  Garry 
there  were  less  than  300  souls,  while  in 
all  the  enormous  stretch  of  mountain  and 


prairie  land  there  was  only  a  total  of 
some  100,000  people,  whites  and  half- 
breeds.  These  were  scattered  over  the 
whole  sweep  of  that  immense  country, 
at  trading  posts,  in  fishing  villages  and 
lumber  camps   of  the  Pacific  coast. 

The  Ebb  of  the  Gold  Rush  in  British 
Columbia 

Of  all  the  great  country  west  of  the 
Lakes,  British  Columbia  was  the  only 
portion  that  could  be  said  to  be  settled. 
Rough,  uncouth  settling  it  was,  the  set- 
tlement that  follows  the  cry  of  "Gold;" 
for  it  was  the  discovery  of  Gold  on  the 
Fraser  that  led  to  the  influx  of  thousands 
of  gold  seekers,  rough  men,  but  the  stuff 
of  which  pioneers  is  made.  Into  the 
mountain  wilds  of  Western  Canada  they 
came  following  that  "Will  O'  the  Wisp" 
of  fortune  that  has  always  had  its  power 
to  draw  men;  to  give  to  the  Canadian 
west  its  first  real  impetus.  For  a  few 
years  the  fever  burned  hotly,  gold  there 
was,  and  men  drifted  up  and  down  the 
great  streams  hearing  tales  of  a  fabul- 
ous wealth,  there  for  the  finding.  Gold 
there  certainly  was  for  in  1863  upwards 
of  four  million  dollars  worth  of  gold 
was  taken  from  the  Fraser  and  Thomp- 
son valleys.  A  fabulous  sum  in  those 
days  before  the  world  had  begun  to 
think  so  readily  in  terms  of  millions  and 
billions.  But  that  great  year  was  the 
swan  song  of  the  British  Columbia  gold 
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fields,  never  again  did  they  reach  that 
total.  Year  by  year  the  output  dwin- 
dled; dwindled,  too,  the  mushroom  towns 
that  had  grown  up  on  the  scene  of  the 
supposed  Eldorado.  Gold  was  still  to  be 
had  for  the  labor,  but  the  bubble  of 
fabulous  wealth  had  been  pricked  and 
the  hardy  adventurers  were  off  to  some 
newer  land  of  promise. 

The  Gold  was  still  a  great  industry 
for  those  times,  but  the  glamor  of  it 
was  gone  and  it  had  settled  down  into 
its  rightful  perspective.  As  yet  no  one 
had  realized  that  there  was  a  new  Eldor- 
ado at  their  very  feet  in  the  swarming 
life  of  the  great  rivers,  teeming  with 
fish.  The  British  Columbia  fisheries  that 
make  the  hey  day  of  the  gold  rush  seem 
as  nothing,  were  practically  untouched. 
At  the  time  of  Confederation  there  were 
one  or  two  whaling  enterprises,  and  a 
solitary  cannery  on  the  Fraser.  The 
coal  fields  of  the  province  had  been  dis- 
covered and  were  being  worked  to  some 
extent,  but  they  were  practicilly  only 
tickling1  the  soil. 

British  Columbia  was  shut  off  from 
the  remainder  of  the  country  by  league 
upon  league  of  pathless  prairie,  a  jour- 
ney of  Ion?  toilsome  perilous  weeks  The 
sundering  force  of  distance  kept  the 
west  and  the  east  as  far  apart  as  the 
poles  in  their  material  and  social  inter- 
ests. 

Shipbuilding:  Industry  of  the  Down  East 
Coast 

While  British  Columbia  was  feeling 
the  impetus  of  the  Gold  rn=h.  the  olde- 
colonies  by  the  Eastern  Sea  had  pro- 
gressed somewhat  more  solidly  if  in  a 
less  spectacular  way.  In  Nova  Scotia, 
favored  by  the  yet  almost  virgin  forests 
a  great  shipbuilding  industry  had  been 
built  up.  Every  creek  almost  had  its 
shipbuilding  yard.  These  vessels  were 
sold  on  each  side  of  the  Atlantic.  There 
had  been,  too.  a  spasmodic  activity  in  the 
Nova  Scotia  coal  fields  for  half  a  cen- 
tury. At  the  time  of  Confederation  they 
were  mining  some  600,000  tons  of  coal 
about  half  of  which  was  med  lo- 
cally and  half  was  shipped  to  the  Unit- 
ed States.  There  was  also  some  little 
smelting  done  of  Nova  Scotian  Ore, 
though  this  industry  had  hardly  devel- 
oped beyond   infancy. 

The  Maritime  Provinces  like  the  far 
west  were  also  cut  off  from  central  Can- 
ada by  enormous  areas  of  uncleared  un- 
tracked  land.  Indeed  the  association  of 
these  Eastern  provinces  was  much  closer 
with  the  United  States  than  with  the 
other  parts  of  Canada. 

"Boston,"  said  one  Nova  Scotia  repre- 
sentative, "is  only  a  few  hours'  trip,  but 
to  come  to  Toronto  you  need  to  mort- 
gage the    farm  to  pay  the  fare." 

In  this  casual  statement  lay  a  great 
element  of  danger  to  the  unity  of  the 
young  country.  The  drift  of  things  was 
naturally  from  Canada  to  the  United 
States,  which  was  then  the  land  of  op- 
portunity. 

The   Lure   of   the    Republic   Draws   Can- 
ada's Sons 

The  very  name,  Republic,  drew  like  a 


loadstone,  those  immigrants  from  the 
older  lands  of  Europe,  eager  and  heart 
hungry  for  some  spot  on  earth  where 
they,  might  find  freedom.  The  very  name 
of  Canada's  southern  neighbor  had  a 
drawing  force  that  the  colonies  of  Can- 
ada could  not  have.  In  those  early  years 
therefore  there  was  a  marked  and  dan- 
gerous tendency,  not  only  to  lose  the 
fair  share  of  immigration  from  over- 
seas, but  to  lose  as  well  many  of  her  own 
young  men  who  thirsted  for  the  oppor- 
tunity that  it  seemed  to  them  could  only 
be  obtained  in  the  more  advanced  coun- 
try to  the  south.  This  flux  of  young 
Canadians  across  the  border  was  hardly 
compensated  for  by  the  influx  of  popula- 
tion that  at  this  time  reached  very  small 
p'-onortions. 

The  country  was  mainly  a  great  wild- 


days  bringing  in  a  total  of  some  $14,- 
000,000.  Other  industries  were  few  and 
far  between.  The  saw  mill,  the  grist  mill 
and  the  brewery  were  the  beginning  of 
manufacturing  development  and  around 
these  grew  up  the  whole  manufactory 
of  the  nation.  Around  these  mills  grew 
up  the  village  that  grew  in  size  as  the 
exigencies  of  conditions  demanded  till 
even  at  the  time  of  Confederation  Can- 
ada had  some  sizable  towns.  The  pop- 
ulation of  Montreal  was  100,000,  of  Que- 
bec city,  60,000;  Toronto  came  next  with 
50,000  while  Hamilton,  Halifax  and  St. 
John,  N.B.,  each  had  about  25  000  in- 
habitants. But  it  is  not  in  these  cities 
but  rather  in  the  more  slowly  develop- 
ing rural  districts  that  can  be  traced  the 
impetus  that  has  sent  Canada  so  far 
along  the  road  of  progress. 
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A  view  of  the  four  corners  of  King  and  Bay  Sts.,  Toronto,  1870 — on  right  is 
A.  Baker's   Tailor  Shop. 


erness  with  areas  of  civilization  dotted 
at  irregular  intervals,  with  no  means  of 
communication  between  the  different  lo- 
calities. It  was  not  a  great  country,  but 
several  small  states  each  trying  to  work 
out  their  own  salvation  with  very  little 
reference  to  the  general  whole.  Despite 
these  conditions  there  lay  in  these  scat- 
tered colonies  the  seed  of  greatness,  but 
with  no  immediate  promise  of  any  har- 
vest to  catch  the  attention.  Not  unnat- 
urally therefore  the  tide  of  population 
was  turned  from  their  shores  to  the 
breezy,  boisterous,  prospering  neighbor 
to  the  south. 

A  Glimpse  at  Canada's  Early  Industries 

Even  Canada's  industries  were  of  no 
great  extent.  A  land  that  has  become 
one  of  the  premier  farming  nations  of 
the  world,  in  those  days  just  prior  to 
Confederation  had  not  yet  awakened  to 
the  immense  possibilities  of  her  virgin 
fields.  Ontario  tilled  more  land  than  all 
the  other  provinces  together.  In  New 
Brunswick  only  1/10  of  the  land  was 
cleared,  and  it  was  to  be  had  for  50 
cents  an  acre  or  in  return  for  certain 
statute  labor.  In  Nova  Scotia  land  soV 
for  $45  per  hundred  acres.  Onlv  in  On- 
tario had  farming  become  the  backbone 
of  the  country.  In  Quebec  the  lumber- 
ing industry  was  the  chief  source  of  re- 
venue and  no  mean  source  even  in  those 
25 


A  good  many  of  Canada's  industries 
were  purely  fortuitous  in  their  origin. 
The  great  tannery  industry  grew  up  be- 
cause Canada  was  to  a  considerable  ex- 
tent a  grazing  country.  Everyone  kept 
a  cow  or  two,  even  in  the  cities  the  cow 
was  an  almost  indispensable  adjunct  of 
the  household.  The  day,  being  the  day, 
of  the  cow,  it  was  natural  that  hides 
were  plentiful.  The  abundance  of  hem- 
lock and  oak  bark  was  the  ofber  condi- 
tion that  assured  the  growth  of  this 
great  industry. 

At  that  time  too  there  grew  up  a  great 
woolen  industry,  fostered  by  the  fam- 
ine in  cotton  that  followed  on  the  dark 
days  of  the  civil  war.  Moreover  in  this 
early  industry  Canada  held  a  high  place, 
and  the  honest  worth  of  her  tweed  was 
widely  recognized.  These  were  the  days 
when  homespun  was  still  the  prevailing 
style,  more  than  half  the  farmers  still 
took  their  wool  to  the  carding  mill,  then 
home  again  for  the  women  to  spin  it 
and  back  to  the  custom  weaving  shop  to 
be  finished.  Such  was  the  beginning  of 
the  clothing  industry  that  is  such  a 
factor  in  Canada  to-day  . 

The  Growth  of  the  City  from  the  Humble 
Beginning   of   the  Crossroad  Mill 

Our  great  manufacturing  industries 
sprang  just  as  naturally  from  the  corner 
blacksmith    shop.      First   only    a    repair 
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Street   in    Winnipeg,    to-day,    looking   from    the  same   standpoint,  showing   the   changes  of  thirty-six  short  years. 


Winnipeg   from   St.   Boniface   Ferry   Landing — a   few   years   after   Confederation. 
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Street   in    Winnipeg   in    the    early    eighties —  Same    street    to-day    is    shown    on    opposite    page. 


shop  but  gradually  emerging  from  the 
early  stage,  doing  small  manufacturing 
operations  till  out  of  this  finally  arose 
the  great  manufacturing  establishments 
that  have  meant  so  much  in  Canada's 
development. 

It  was  about  fifty  years  ago  that  some 
of  Canada's  natural  resources  first  began 
to  be  discovered.  Oil  was  discovered  in 
Lampton  in  1862,  and  Petrolia  in  1876 
was  tanking  3,000  barrels  a  day.  The 
only  difficulty  confronting  this  new  dis- 
covery was  to  make  the  demand  for  it 
equal  the  supply.  About  half  the  amount 
was  used  in  Canada.  Efforts  were  made 
to  ship  it  to  Liverpool,  but  the  port  au- 
thorities there  refused  to  give  "the  evil, 
smelling  product"  storage  room  so  there 
was  no  incentive  to  develop  this  great 
industry  for  some  years,  until  in  fact 
manufacturies  had  developed  in  Canada, 
and  until  the  wider  knowledge  of  the 
many  uses  of  the  product  led  to  an  al- 
most limitless  demand.  In  1866  salt  was 
discovered  near  Goderich,  Ontario,  and 
its  90  barrels  a  day  constituted  the  whole 
output  of  Canada's  salt  industry. 

There  was  very  little  manufacturing  in 
those  days.  One  sugar  factory  in  Mon- 
treal provided  one  of  the  first  instances 
of  industries  based  on  foreign  supplies. 
This  Company,  The  Canada  Sugar  Refin- 
ing Company,  is  still  doing  business  in 
Montreal.  The  great  chemical  industry 
was  also  in   its   infancy  at  the  time  of 


Confederation.  Drugs,  soap,  starch  and 
potash  were  practically  the  only  pro- 
ducts in  this  field.  Of  Canada's  great 
dairying  resources  there  was  hardly  a 
trace  at  this  time.  There  were  in  fact 
only  a  half  a  dozen  cheese  factories. 
From  this  small  beginning  only  half  a 
century  ago  has  sprung  one  of  Canada's 
premier  industries. 

Riveting  a  Continent  With  Steel  Rails 
Canada  was  just  waking  into  a  realiz- 
ation of  her  possibilities  in  the  year  1867. 
Possibly  it  was  this  spirit  of  the  times 
that  brought  about  a  political  Union 
that  was  to  make  Canada  a  Dominion 
from  sea  to  sea,  that  showed  also  to 
these  men  who  had  dreamed  this  dream 
of  Union  the  necessities  that  lay  before 
them,  showed  them  the  disintegrating 
effect  of  isolation,  and  pointed  them  to 
the  possibilities  of  a  country  united  by 
a  great  highway  of  steel  from  the  shores 
of  the  Atlantic  to  that  other  shore  half 
the  world  away. 

At  any  rate  it  was  the  development  of 
Canada's  railroad  systems  the  demand 
for  which  had  been  part  and  parcel  of 
the  Confederation  issue,  that  has  been 
the  source  of  almost  every  forward  step 
that  Canada  has  taken  in  all  the  years 
succeeding.  Ontario  had  been  built  up 
around  the  Grand  Trunk  Railway  and 
there  was  now  to  be  another  example  of 
what  the  railroad  could  do  as  a  develop- 
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er.  Winnipeg  was  a  trading  post  on  the 
fringe  of  civilization  20  days  journey 
from  its  nearest  neighbor.  In  the  year 
1876  Winnipeg  had  but  215  inhabitants 
and  others  were  slow  in  coming.  There 
was  no  particular  incentive  to  lead  men 
to  venture  out  into  this  prairie  land. 
True  it  had  been  discovered  that  this 
land  was  a  veritable  garden  for  the 
growth  of  wheat.  But  of  what  use  was 
wheat  that  was  twenty  days  journey  to 
the  nearest  selling  point?  Manitoba 
wheat,  good  and  all  as  it  was,  was  worth 
50  cents  a  bushel  at  Winnipeg.  In  1878 
the  railway  line  between  St.  Paul  and 
Winnipeg  was  completed  cutting  a  twen- 
ty days  journey  to  three.  At  once  Mani- 
toba wheat  jumped  to  75  cents.  Here 
was  the  incentive  that  caused  the  great 
wave  of  immigration  that  has  been  flow- 
ing toward  the  west  from  that  day  to 
this. 

The  Intercolonial  Railway  was  finally 
completed  after  forty  long  weary  years, 
and  the  Provinces  down  east  by  the  Sea, 
has  some  reason  to  look  to  their  sister 
provinces  as  their  greatest  interest  ra- 
ther than  to  cast  their  eyes  across  the 
boundary  line.  In  1886  the  C.P.R.  was 
completed  and  the  nation  linked  from 
sea  to  sea.  This  was  the  firm  basis  for 
a  united  country. 

The    Dark    Years 

But  Canada  was  vet  to  suffer  her  dark 
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years.  In  1873  the  great  boom  built  up 
on  speculative  activity  in  the  United 
States,  and  in  a  lesser  degree  in  Can- 
ada, burst.  Canada  who  had  been  boast- 
ing herself  in  some  of  her  growing  in- 
dustries looked  into  the  face  of  calamity, 
and  shared  in  the  almost  world  wide 
panic.  Her  business  was  almost  at  a 
standstill.  Of  her  grazing  industry  lit- 
tle remained  in  that  year  not  a  beast 
was  shipped  to  the  Old  Country. 

The  shipping  industry,  and  the  lumber- 
ing industry  that  had  been  the  backbone 
of  her  trade  languished  for  lack  of  pur- 
chasers. She  was  a  nation  rich  in  mater- 
ial that  found  none  to  take  her  wares. 
So  the  dark  years  from  1873  to  1878 
dragged  on.  With  the  latter  year  there 
dawned  an  era  of  returning  prosperity 
which  Canada  was  quick  to  feel.  De- 
mands for  lumber  and  grain  became 
greater  every  year.  Foreign  trade  that 
had  declined  by  more  than  a  third  of  its 
volume  began  to  recover.  The  cattle 
industry  that  had  been  practically  dead, 
in  1880  shipped  30,000  cattle  and  100,- 
000  sheep  to  the  United  Kingdom,  while 
from  the  500  cheese  factories  that  had 
sprung  from  the  first  factory  in  Ox- 
ford County  in  1864.  There  went  40,000,- 
000  pounds  to  the  Old  Country  in  this 
same  year.  The  fishing  industry  that  to 
tailed  only  9%  million  increased  to  12 
million.  The  deep  sea  Lobster  fisheries 
were  discovered  and  became  a  mine  of 
wealth,  the  great  wealth  that  lay  in 
the  waters  of  the  western  coast  began 
to  be  understood  and  the  canning  indus- 
try began  to  be  a  real  factor. 

Canada  Comes  Into  Her  Own 

It  was  not  until  1896  however  that 
Canada  swept  into  the  full  blaze  of  her 
prosperity.  The  Canadian  West  was  the 
new  Eldorado.  Reckless  farming  had  ex- 
hausted the  American  wheat  lands  and 
new  sources  of  supply  were  needed.  This 
was  Canada's  opportunity.  Men  and 
money  were  plentiful  and  the  hey-day  for 
Canada  began.  The  tide  of  immigration 
that  seemed  to  have  set  away  from 
Canadian  shores,  turned  again.  This 
tide  of  immigration  from  the  United 
States  alone  reached  in  1897  to  9,- 
000,  and  by  1917  it  had  mounted  to  133,- 
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000  while  in  the  period  covered  by  these 
two  dates  there  had  come  to  her  shores, 
221,402,  the  great  bulk  of  these  being 
of  British  or  American  origin.  Here 
is  an  astonishing  indication  of  the  pul- 
ling power  of  opportunity  backed  by 
good   advertising. 

In  these  past  fifty  years  Canada  has 
stepped  out  of  her  swaddling  clothes  in- 
to real  nationhood.  And  standing  here 
in  the  din  of  these  troubled  years  Can- 
adians   can   not   only   look   back    on   the 


past  half  century  with  pride,  but  look 
forward  to  another  half  century  with 
a  confident  hope  and  expectation.  Tried 
in  the  tragic  fires  of  war,  made  strong 
by  struggling  years  she  takes  her  place 
among  the  nations  on  an  even  footing. 
Whatever  is  before  the  world  in  the  af- 
termath of  war,  this  is  certain,  that  Can- 
ada has  a  great  place  to  fill,  and  it  is 
the  confident  belief  of  all  Canadians  that 
she  is  able  and  worthy  to  fill  it. 


Canada's    Earliest    Railway    Equipment. 
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In  the  Trade  Over  Fifty  Years 

Long  .Record  of  J.  U.  Cloke,  of  Hamilton — Other  Old  Canadian 

Retail  Book  Concerns. 


JG.  CLOKE,  head  of  the  well-known 
firm  of  Cloke  &  Son,  Hamilton,  is 
•  one  of  the  veterans  of  the  Cana- 
dian book  and  stationery  business.  Count- 
ing his  early  experience  as  an  employee, 
he  has  been  in  the  trade  since  before 
Confederation,  and  it  is  now  nearly  fifty 
years  since  he  entered  the  business  on 
his  own  account,  first  as  a  partner  of 
Mr.  Eastwood,  later  taking  over  the 
whole  business  himself. 

His  son  Fred  is  a  partner  and  the 
firm  name  has  for  some  years  been  J. 
G.  Cloke  &  Son. 

Theirs  is  a  fine  store,  situated  in  the 
very  heart  of  Hamilton,  on  King  street, 
just  a  few  doors  west  of  James  street. 
They  occupy  three  floors  and  carry  an 
enormous  stock,  making  this  one  of  the 
most  complete  stores  of  its  class  in  Can- 
ada. 

A  distinctive  feature  of  this  business 
is  the  extensive  stock  of  trunks,  bags, 
and  leather  goods.  Mr.  Cloke,  in  fact, 
set  the  pace  in  America  so  far  as  the 
handling  of  trunks,  bags,  etc.,  in  associ- 
ation with  books  and  stationery,  is  con- 
cerned. 

The  smaller  leather  goods,  -  ladies' 
handbags,  flat  goods,  etc.,  are  stocked  in 
an  immense  glass  showcase  which  is 
prominently  situated  on  the  ground  floor. 
The  variety  and  extent  of  stock  carried, 
together  with  its  effective  arrangement 
and  accessibility,  affords  an  object  les- 
son to  other  retailers  of  these  goods. 

Another  very  extensive  department  of 
this  business  is  that  devoted  to  wall- 
paper, and  here  again  is  a  profitable 
branch  of  the  trade  which  is  overlooked 
by  too  many  merchants  engaged  in  the 
stationery  and  associated  trades. 

As  has  been  intimated  in  the  forego- 
ing, the  Cloke  store  carries  a  thoroughly 
representative  stock  of  books  and  sta- 
tionery proper,  and  the  different  lines 
which  are  usually  associated  with  them. 

Scores  Some  Wholesalers 

Another  Ontario  merchant  who  hao 
been  in  the  book  and  stationery  business 
for  many  years  is  E.  E.  Copeland,  of 
Windsor.  In  a  letter  to  BOOKSELLER 
AND  STATIONER,  Mr.  Copeland  says: 

"I  have  not  been  in  business  since  1867, 
but  long  enough  to  see  a  great  many 
changes,  which  would  make  a  long  story 
if  I  attempted  to  mention  them.  On  the 
whole,  I  think  the  changes  are  very 
much  in  favor  of  the  well  established 
booksellers  and  considerably  more  diffi- 
cult for  the  beginner. 

The  increased  cost  of  doing  business 
is,  I  think,  offset  by  the  increased  turn- 
over. There  are  two  or  three  factors 
which  enter  into  the  problems  of  to-day 
that  if  they  could  be  regulated  would 
help  the  retailer  of  to-day.  One  of  the 
most  important  is  the  competition  of  the 
wholesale  houses  with  the  retailer  in 
their  dealin°r  direct  with  the  consumers 
such  as  public  libraries  and  hiffh  schools. 
Another    is    the    travelers    calling    upon 


and  soliciting  business  from  drug  stores, 
which  are  competitors  of  the  bookseller. 
You  never  hear  of  a  drug  traveler  call- 
ing on  a  bookseller.  Our  business  is 
also  terribly  cut  up  by  Boards  of  Edu- 
cation through  the  supplying  of  material 
by  competitive  bids  by  local  dealers.  As 
a  rule,  the  contracts  are  awarded  to  the 
dealer  who  makes  a  mistake  in  his  fig- 
ures but  who  agrees  to  stand  by  it  al- 
though he  loses  money.  I  can  give  sev- 
eral instances  of  this. 

A  great  deal  could  be  done  to  remedy 
these  evils  of  the  trade,  and  I  hope  some 
action  may  be  taken  in  the  next  con- 
vention* and  an  effort  made  to  come  to 
an  understanding  between  the  wholesale 
and  retail  people,  as  I  know  for  a  fact 
that  a  great  many  of  the  former  are  do- 
ing what  they  can  to  help  the  small  fry. 

*There  has  been  no  convention  of  Can- 
adian booksellers  and  stationers  for  sev- 
eral years.  If  energetic  members  of  the 
trade  will  write  the  editor  expressing  a 
desire  for  reorganization  he  will  be  glad 
to  publish  such  letter  and  generally  for- 
ward the  movement. 


Dates  Back  to  the  Fifties 

Among  the  retail  bookstores  having  a 
history  going  back  beyond  the  days  of 
Confederation  is  that  now  conducted  by 
J.  P.  Bender,  Kitchener,  Ont.  It  was  es- 
tablished early  in  the  fifties  and  old 
timers  in  the  wholesale  trade  will  recall 
the  firm  of  Oberholtzer  &  Co.,  who  con- 
ducted this  business  for  many  years.  In 
the  eighties  it  was  purchased  by  J.  S. 
Bingeman  who  was  succeeded  by  M.  S. 
Hallman.  Later  came  W.  H.  Becker  & 
Co.,  then  F.  I.  Weaver  &  Co.,  Clarke 
Bros.,  C.  E.  Swaisland,  and  now  this  busi- 
ness and  that  conducted  by  Mr.  Bender 
for  the  past  ten  years  have  been  merged, 
occupying  the  same  store  that  has  been 
"The  Boookstore"  for  the  greater  part  of 
the  time  since  the  establishment  of  this 
book  business  over  sixty  years  ago,  al- 
though it  is  now  much  larger  than  it 
was  in  the  early  days. 


"There  has  been  no  convention  of  Canadian 
booksellers  and  stationers  for  several  years.  If 
energetic  members  of  the  trade  will  write  the 
editor  expressing  a  desire  for  reorganization  he 
will  be  glad  to  publish  such  letter  and  generally 
forward  the  movement. 


UNIQUE  WINDOW  DISPLAY 

"To-day  and  Yesterday,"  one  of  the 
most  unique  and  striking  window  dis- 
plays ever  shown  in  this  city,  is  now  ar- 
resting public  attention  at  Chappie's 
book  store.  The  exhibition  demonstrates 
the  progress  in  art  to-day  as  compared 
with  the  ideals  of  yesterday,  even  though 
from  what  was  to  what  is,  might  be 
called  in  years  a  lifetime.  The  Chappie 
window  is  an  exemplification  of  the  ex- 
pression, "A  story  without  words,"  and 
grown-ups  are  not  alone  in  their  com- 
ment of  the  completeness  of  the  story 
which  is  as  quickly  grasped  by  the  brain 
of  youth. — Gait  Reporter. 


SOME  POINTED  CONTRASTS  OF  FIFTY  YEARS 

In  articles  appearing  in  this  issue  there  have  been  many  references  to 
the  changes  that  have  been  noted  in  Canada  during  the  past  half  century. 
In  general  terms  these  chances  are  startling  enough,  but  when  put  into 
cold  figures  these  changes  form  a  record  that  will  surprise  the  veriest 
Canadian  of  us  all. 

In  1867  Canada  consisted  of  four  provinces  embracing  a  narrow  strip 
along  the  Lower  Lakes  and  St.  Lawrence,  and  a  limited  frontage  on  the 
Atlantic.  In  1917  there  are  nine  provinces  embracing  half  a  continent. 
From  the  Atlantic  to  the  Pacific,  and  from  the  United  States  to  the  Pole. 

In  1867  Canada  had  an  area  of  540,000  square  miles  and  a  population  of 
3,600,000.  In  1917  her  area  measured  3,729,665  square  miles  with  a  popula- 
tion of  7,600,000. 

A  little  later  than  Confederation  in  1871  the  wheat  crop  totalled  17,000,- 
000  bushels.  Last  year's  crop  reached  a  grand  total  of  220,000,000  bushels. 
In  1868-70  the  exportable  surplus  of  Canadian  Agricultural  products  was 
only  $13,000,000.     In  1916-17  it  was  $480,000,000. 

Fisheries  in  1870  were  valued  at  $6,577,391  in  1915  they  produced 
$31,264,631.  The  value  of  Canada's  mines  have  grown  from  $10,000,000  to 
$137,000,000  in  forty  years. 

Her  manufactures  which  were  few  and  of  comparatively  slight  value 
to-day  have  yearly  production  value  of  $1,300,000,000. 

Canada's  total  assets  at  the  time  of  Confederation  were  $17,317,410; 
to-day  they  are  well  over  $321,832,000,  with  a  revenue  of  $172,148,000  as 
compared  with  the  meagre  $13,687,928  of  Confederation  date. 

In  1867  Canada  boasted  2,278  miles  of  broad  gauge  railroad  track. 
To-day  there  are  35  582  miles  of  modernly  equipped  railway  trackage  gird- 
ling the  Dominion  from  coast  to  coast.  Their  earnings  have  increased  from 
$12,116,716  to  $199,843,072. 

There  were  some  10,000  schools  employing  11,000  teachers.  To-day 
there  are  26,000  schools  employing  39,000  teachers  while  the  number  of 
pupils  have  increased  from  644,000  to  1,327,000. 

These  figures  are  surely  suggestive  of  the  development  of  these  past 
years. 
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Has  Small  Town  Problem  Been  Solved? 

Here  is  One  in  the  Middle  West  That  Has  Become  Converted  to  the  Gospel  of  a 
Municipal  Golden  Rule  Which  Gives  Fair  Promise 
of  Permanent  Salvation. 


Editor's  Note.— The  problems  of  the 
small  town  are  very  vital  problems,  and 
they  differ  very  little  with  the  difference 
of  location.  The  jealousy  and  rivalry  and 
self-  interest,  are  as  much  a  part  of  the 
life  of  the  town  in  the  Prairie  Provinces 
of  Canada,  as  they  are  of  the  plains  of 
Kansas.  Therefore,  we  reprint  this 
story.  . 

Can  the  Golden  Rule  be  used  in  Busi- 
ness? Can  it  not  only  be  used,  but  used 
successfully.  This  is  the  account  of  some 
such  system  put  into  actual  operation. 
It  is  well  worth  the  consideration  of  every 
merchant. 

We  are  indebted  to  "The  Nations 
Business"  for  permission  to  reprint  this 
story,  that  first  appeared  in  the  columns 
of  that  magazine: — 

THE  slimy  trail  of  the  trade  feud 
is  no  longer  to  be  found  in  or  around 
Ottawa,  Kansas.  This  does  not 
mean  that  Ottawa  has  beat  the  rest  of  the 
country  to  a  millennium  or  that  you  can't 
see  the  dust  of  conflict  hovering  over  the 
town  as  you  approach  it.  They  still  get 
lots  of  good,  healthy  exercise  out  of  their 
scraps  in  Ottawa,  which  they  would  sadly 
miss  if  they  ever  attained  to  a  state  of 
perfected  peace.  But  what  it  does  mean  is 
that  Ottawa,  along  with  a  rapidly  increas- 
ing number  of  other  towns  in  the  Middle 
West,  has  awakened  to  the  fact  that  the 
Goose  that  Laid  the  Golden  Egg  never 
was  in  it,  as  a  prosperity  maker,  with  the 
Golden  Rule. 

Trenton,  Missouri,  claims  the  credit  of 
starting  the  idea.  No  one  can  blame 
Trenton  for  being  a  little  jealous  over 
the  fact  because  it  begins  to  look  as  if 
it  has  begun  the  gospel  through  which 
our  smaller  towns  are  to  be  born  again. 
Ottawa  became  converted,  as  did  Paola. 
Iola,  Osawatomie,  Chanute,  Olathe,  and 
many  other  towns  in  Kansas  and  its 
neighboring  states.  Each  added  varia- 
tions of  its  own  to  the  general  scheme. 
Our  story  deals  specifically  with  the 
Ottawa  Idea,  and  what  it  did  for  the 
town  that  adopted  it. 

The  easiest  way  to  define  the  thing  is 
to  tell  what  it  does!  The  Idea  is  being 
worked  out  at  Ottawa  by  the  Ottawa 
Chamber  of  Commerce,  which  differs  from 
the  ordinary  Chamber  of  Commerce  in 
that  it  recruits  its  membership  not  only 
from  the  business  men  of  the  town  but 
also  from  the  ranks  of  all  the  farmers 
within  a  radius  of  twenty  miles  of  Ot- 
tawa. The  uniting  of  these  two  ordin- 
arily more  or  less  hostile  elements  into 
a  single  body,  convinced  that  its  members 
have  their  vital  interests  in  common  and 
not  apart,  has  made  possible  certain  ex- 
traordinary results:  It  has  done  away 
with  cut-throat,  unintelligent  competition 


By   J.    W.    F.    Lawrence 

among  Ottawa  merchants;  and  it  has 
made  the  interests  and  opinions  of  neigh- 
boring farmers  a  dynamic  factor  in  all 
those  questions  of  town  policy  that  clearly 
affect  farmers.  It  has  made  the  farmer 
a  citizen  of  Ottawa  in  all  matters  that 
concern  him  it  sees  to  it  that  he  shall  be 
hea^d,  and  that  his  wishes  are  at  all 
times  duly  considered.  Virtually  it  has 
brought  the  farmers  and  their  land  within 
the  city  limits;  and  it  has  thus  shot  the 
population  of  Ottawa  from  ten  thousand 
up  to  twenty  thousand.  Since  the  town 
and  the  farmer  are  mutually  dependent, 
the  importance  of  all  this  is  obvious. 

The  elimination  of  strife  which  the  idea 
has  effected  among  the  business  men  is 
not  the  result  of  high  flown  sentiment  but 
of  horse  sense;  for  the  Chamber  of  Com- 
merce is  actively  educating  itself  and  all 
Ottawa  to  the  notion  that  farmers  and 
business  men  have  interests  which  are 
in  the  long  run  identical;  and  that  the 
same  is  true  of  the  relations  of  business 
men  among  themselves  and  of  farmers 
among    themselves;    and    that   the    sane 


money,  and  in  all  probability  nothing 
short  of  an  expensive  litigation  would 
have  helped  his  case.  But  he  took  the 
matter  up  with  the  Chamber  of  Com- 
merce through  the  attorney  whom  the 
Chamber  employs  to  give  advice  to  far- 
mers who  are  in  legal  difficulties.  The 
Chamber  crooked  a  finger  in  the  direc- 
tion of  the  telephone  company,  and  next 
day  the  farmer's  fence  was  fixed. 

Here  is  another:  The  word  went  forth 
recently  that  a  certain  grocer  down  the 
street  had  failed.  C.  L.  Jones,  a  mer- 
chant, who  is  one  of  the  most  energetic 
boosters  of  the  Idea  in  Ottawa,  went  to 
the  man's  store  and  found  it  in  the  hands 
of  a  receiver.  He  went  to  the  man's 
house  and  found  the  family  in  tears;  but 
the  man  wasn't  there.  He  sought  further, 
and  at  last  found  his  man  in  the  back  of 
the  store,  over  in  a  corner,  trying  to  hold 
himself  together— a  wreck  of  a  man.  He 
owed  $3,500  to  a  local  bank;  and  so  far 
as  his  ability  to  pay  it  back  was  con- 
cerned, it  might  as  well  have  been  a 
million. 


Hope  I  didrit 
make  no  mistake 
and  sell  him  any 
dood  e$$c 


He  thinks  he's 
gpt  sudar  t»ut 
nabfofit 
is  sand! 


CC/2TOMERE 
HOTA1L0WED 
BEHIHD  THE 

COXfHTEK 


Before  the  regeneration  it  was  no  sin  for  the  farmer  and  storekeeper  to  defraud 

each   other. 


thing  to   do   is   to    get   together   on   the 
basis  of  that  common  interest. 

Here  is  an  example  of  the  way  the 
thing  works  out:  One  day  a  storm  blew 
down  some  telephone  poles  across  a  far- 
mer's fence  and  broke  the  fence.  The 
farmer  complained.  The  telephone  com- 
pany promptly  fixed  the  poles,  but  left  the 
fence  as  it  was.  The  farmer  had  no 
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"Sit  down  there,"  said  Jones,  "till  I 
get  back." 

Forthwith  he  telephoned  or  sent  word 
to  all  the  business  men  he  could  reach.  He 
told  them  to  meet  him  at  once;  but  he 
didn't  say  what  for.  This  was  at  four 
o'clock  on  a  Saturday  afternoon,  about 
the  busiest  hour  of  the  week;  but  a  hun- 
dred of  them  came — because  that's  a  part 
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of  the  Idea.  He  put  it  up  to  them;  and 
every  man  there  went  down  into  his 
pockets.  They  made  up  $3,500  between 
them,  on  the  understanding  that  they  were 
advancing  the  loan  at  their  own  risk,  and 
that  none  of  them  would  expect  his  money 
back  if  the  man  should  again  fail  in  spite 
of  their  help.  They  turned  over  the 
money;  and  thereafter  they  saw  to  it 
that  the  store  got  a  certain  amount  of 
trade  from  each  of  them.  To-day  he  has 
one  of  the  most  prosperous  groceries  in 
town. 

In  this  connection  note  two  things: 
first,  that  the  Idea  saved  Ottawa  a  busi- 
ness failure — which  would  have  been  bad 
for  the  town  in  every  way.  Secondly, 
that  if  anyone  in  an  average  town  wants 
to  know  how  easy  it  is  to  get  a  hundred 
busy  merchants  to  drop  work  on  a  Satur- 
day afternoon  for  no  assigned  reason,  all 
he  needs  to  do  is  to  go  to  some  town  the 
size  of  Ottawa  and  try  it. 

Now  there  is  nothing  new  about  this 
notion  of  community  interest  being  identi- 
cal with  the  interests  of  che  individual. 
It  is  the  ABC  of  sound  economics.  But 
it  has  nevertheless  failed  in  many  a  good 
town;  and  it  is  meeting  with  varying  de- 
grees of  success  in  the  other  towns  which, 
like  Ottawa,  are  trying  it  out.  One  rea- 
son why  it  is  succeeding  so  well  in  Ottawa 
is  probably  to  be  found  in  the  fact  of  ade- 
quate leadership.  That  is  what  most  com- 
munity development  generally  comes 
down  to. 

The  work  is  being  done  by  nine  picked 
men  who  form  the  executive  board  of 
the  Chamber  of  Commerce.  They  com- 
mand the  confidence  of  the  community; 
and  their  word  is  law  simply  because 
success  has  always  followed  at  their  heels 
like  a  well-trained  hound.  In  most  towns 
men  of  that  type  are  "too  busy";  but  in 
Ottawa  they  couldn't  give  "No"  for  an 
answer  simply  because  the  town  wouldn't 
stand  for  it.  The  right  sort  of  leadership 
is  the  best  possible  insurance  against  the 
Ottawa  Idea  ever  becoming  a  mere  anae- 
mic theory  in  applied  economics.  Good 
leadership,  combined  with  the  Idea,  can 
make  any  town  right. 

One  reason  why  an  enterprise  like  the 
Ottawa  Idea  is  worth  writing  about  is 
that  it  is  just  as  big  a  thing  as  the 
community  problem  in  America.  In  the 
main,  one  town's  problem  is  like  that  of 
another;  and  town  after  town  is,  like 
Ottawa,  finding  its  answer  in  a  common- 
sense  application  of  the  thing  that  is  now 
making  Ottawa  over.  It  hasn't  made 
Ottawa  over  yet;  but  if  it  shall  even  ap- 
proximate that  result  in  this  and  other 
towns,  it  would  seem  that  the  movement 
typified  in  the  Ottawa  Idea  is  one  of  the 
biggest  and  most  constructive  and  hope- 
ful things  in  American  life  to-day.  Cer- 
tainly it  is  spreading  in  one  form  or 
another  throughout  the  American  busi- 
ness   world. 

A  business  fight  in  Ottawa  has  be- 
come a  process  for  the  equitable  ad- 
justment of  differences,  instead  of  being 
a  breeding  ground  for  what  the  Litany 
tersely  summarizes  as  "envy,  hatred  and 
malice,  and  all  uncharitableness."  The 
new  idea  in  business  has  reversed  the 
old  idea  of  what  the  other  fellow  wants 
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The    new    idea    wiped    out   the    boundary   that    encouraged    enmity    between    town 

and    country. 


to  do.  It  abides  in  the  faith  that  the 
other  fellow  wants  to  do  right.  It  is 
willing  to  wager  the  commercial  pros- 
perity of  the  whole  country — and  ulti- 
mately of  the  whole  world — on  the  no- 
tion that  the  overwhelming  majority  of 
men  want  decency  and  fair  play  in 
business,  coming  and  going  and  on  both 
sides   of   the  fence. 

Jesus  Christ  laid  the  foundation  of  all 
this  two  thousand  years  ago;  but  the 
prescription  didn't  appeal  to  His  short- 
sighted generation.  Since  His  time  the 
Idea  has  come  thundering  down  the 
ages  at  such  a  rate  that  most  of  man- 
kind have  had  to  do  some  lively  side- 
stepping to  avoid  it.  Most  people  have 
always  been  more  or  less  afraid  of  it.  It 
has  seemed  to  offer,  not  peace  but  a 
sword.  But  modern  business  has  bee:un 
to  stand  four-square  in  the  path  and  let 
it  come;  and  when  it  comes  it  makes 
things  over. 

The  situation  of  Ottawa  is  typical  of 
that  of  many  another  town  that  could 
work  the  big  Idea  to  a  turn.  Ottawa  is  a 
hump  on  the  otherwise  undisturbed  sur- 
face of  some  of  the  finest  prairie  farm- 
land in  eastern  Kansas.  It  is  the  hub  of 
a  big  agricultural  wheel.  The  wheel 
wouldn't  amount  to  much  without  its  hub; 
and  the  hub  wouldn't  be  a  hub  if  it 
didn't  have  its  wheel.  The  spokes  are 
good  roads  that  reach  out  twenty  miles  in 
all  directions. 

In  the  days  before  the  Idea  had  begun 
to  work,  when  Ottawa  was  merely  a  town 
instead  of  a  hub,  the  farmers  used  to 
come  in  over  bad  roads — when  they  had 
to,  cursing  Ottawa,  and  wishing  they  were 
nearer  Kansas  City.  And  when  they  had 
gotten  past  roads  and  into  Ottawa  they 
kept  an  eye  on  the  merchants  while  they 
did  business  with  him;  for  they  had  a 
notion  that  the  problem  of  getting  past 
was  not  wholly  confined  to  the  process  of 
reaching  town.  Sometimes  the  notion 
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was  right  and  sometimes  it  wasn't;  but 
the  suspicion  and  hostility  were  there, 
on  both  sides, — just  as  they  are  in  most 
towns. 

Nor  was  this  state  of  affairs  confined 
to  amenities  between  the  farmers  and 
merchants.  The  merchants,  as  has  al- 
ready been  indicated,  watched  each  other. 
They  devoted  time,  brains  and  money 
to  the  problem  of  walking  around  each 
other — which  is  like  trying  to  raise  your- 
self by  your  bootstraps.  Every  man  had 
his  knife  out,  not  so  much  because  he 
wanted  to  hurt  anyone  as  because  he  was 
afraid  someone  would  hurt  him.  And 
so  it  was  that  he  watched  the  suspicious 
farmer  with  one  eye,  and  his  "loathed  but 
esteemed  contemporary"  with  the  other, 
and  picked  up  his  living  on  the  side 
when  there  was  a  chance. 

If  John  Jones  got  into  a  trade  war 
with  his  rival  across  the  street 
they  had  it  out,  conducted  a  .first-class 
business  feud,  didn't  speak  for  years 
when  they  met  on  the  street,  and  under- 
sold each  other  and  depressed  prices  on 
their  goods  till  neither  they  nor  anyone 
else  in  the  same  business  in  the  town 
could  make  a  decent  profit. 

And  if  in  the  end,  Jones  got  pushed 
off  the  commercial  map,  "So  much  the 
better,"  said  the  onlookers;  "those  of  us 
who  are  left  will  have  more." 

Such  a  theory  is  exactly  as  false  and 
short-sighted  as  was  the  fear  that  labor 
first  had  of  machinery.  One  machine 
would  do  the  work  of  ten  men.  Ergo, 
the  other  nine  will  be  thrown  out  of  work. 
Of  course  the  fact  is  that  production  was 
so  cheapened  and  increased  that  demand 
multiplied;  so  that  instead  of  the  other 
nine  men  being  called  back,  hundreds, 
thousands  even,  hardly  sufficed.  It  was 
a  kind  of  economic  miracle  of  loaves  and 
fishes.  It  was  just  another  illustration 
of  this  vital  principle  of  community  life 
which  is  beginning  to  sweep  the  country. 
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WHEN  Ottawa  decided  it  wanted  a 
Chamber  of  Commerce  to  carry  on 
the  Ottawa  Idea,  it  sent  up  to  Chicago 
for  one  George  S.  Irving.  He  calls  him- 
self a  "town  doctor"  and  Ottawa  thinks 
he  has  a  right  to  that  degree.  He  is  a 
sort  of  business  Billy  Sunday.  He  de- 
scended on  Ottawa  with  a  thousand  or 
so  buttons  in  a  suit  case  and  the  rest  of  it 
in  his  head. 

A  button  admitted  the  buyer  of  it  to 
the  lecture  Irving  was  to  give.  The 
buttons  sold  at  a  low  price,  and  the 
proceeds  from  the  sale  compensated  Irv- 
ing fairly  for  his  work.  He  lectured 
on  a  Monday  to  a  record-breaking  crowd; 
for  a  band  of  ringleaders  had  gone  out 
into  the  highways  and  hedges  and  made 
them  come.  The  lecture  was  a  hummer. 
Tuesday  Irving  spent  laying  his  mines 
and  digging  his  trenches.  Wednesday 
night  there  was  a  banquet,  with  four 
hundred  present.  At  the  end  of  the  ban- 
quet Irving  made  another  hair-raising 
talk,  and  then  called  for  eighty  volun- 
teers who  were  to  make  forty  teams  of 
two  men  each,  and  go  through  the  town 
with  a  fine-tooth  comb  and  a  minnow  net 
soliciting  members  for  the  new  Chamber 
of  Commerce. 

He  got  his  eighty,  and  could  have  had 
a  hundred  as  easily.  Then  he  lined  them 
up  in  a  row  back  of  the  tables,  and  taking 
a  list  of  names  of  possible  members,  se- 
lected from  the  city  directory,  he  called 
one  name  after  another.  As  he  reached 
each  name,  a  team  would  signify  that 
it  would  take  that  one — and  so  it  went 
till  the  list  was  exhausted. 

Thursday  morning  the  teams  gathered 
and  Irving  after  a  final  talk,  told  them 
to  go  to  it.  They  scattered  like  a  pack 
of  hounds,  and  swept  the  town.  Before 
long  results  became  evident.  The  streets 
were  crowded  with  people ;  farmers  flock- 
ed in  from  all  directions;  and  as  the  fig- 
ures grew  the  excitement  and  enthusiasm 
fairly  boiled  over.  Men  who  had  been 
luke-warm  came  in  to  help  the  thing 
along;  and  some  bought  several 
memberships  instead  of  one.  Not  such  a 
small  matter  either  when  you  consider 
that  a  three-year  membership  costs  six 
dollars. 

The  sale  continued  long  after  Irving 
left  town;  and  the  campaign  is  still  on. 
The  work  now  being  conducted  in  the 
country  is  expected  to  bring  in  a  thousand 
farmers.  That  will  mean  an  income  of 
$12,000  a  year  for  the  Chamber  for  the 
next  three  years; — and  substantial  things 
can  be  done  with  that  much  money. 

The  problems  of  a  Chamber  of  Com- 
merce that  is  trying  to  carry  out  this 
ideal  naturally  vary  from  day  to  day; 
for  the  conditions  are  complex  and  not 
alwavs  easy  to  deal  with.  For  example, 
the  attorney  who  handled  the  difficulty  of 
the  farmer  with  a  broken  fence,  was  ap- 
pointed by  the  Chamber  in  order  that 
the  farmers  of  the  neighborhood  might 
have  the  benefit  of  free  legal  advice. 
This  doesn't  mean  free  service  in  case  of 
litigation,  but  rather  counsel  that  puts 
them  right  in  difficulties  which  farmers 
are  particularly  prone  to  get  into.  When 
it  was  first  decided  by  the  Chamber  of 
Commerce  to  employ  a  lawyer  for  the 
purpose,  one  young  attorney  in  the  town 
offered  his  services  for  nothing,  just  to 


help  the  cause  along;  and  one  individual 
result  of  this  was  that  he  sprang  from 
a  position  of  comparative  obscurity  in 
the  town  to  immediate  success  in  his 
profession. 

Another  medium  through  which  the 
Chamber  handles  its  varying  problems  is 
a  permanent  secretary.  He  is  a  notary 
public.  His  office  serves  as  a  gathering 
place  for  farmers.  They  can  go  and  come 
as  they  choose,  meet  their  friends  there, 
and  get  what  service  they  require.  The 
secretary  has  a  job  that  is  a  good  deal 
more  than  clerical.  He  is  picked  to 
handle  difficult  and  delicate  situations  as 
they  arise  with  tact  and  skill.  If  he  hears 
of  a  difficulty  between  two  merchants, 
for  instance,  he  sends  for  them — generally 
without  saying  what  for;  and  the  first 
thing  they  know,  there  they  are,  face  to 
face,  with  the  secretary  asking,  "Now, 
then,  what's  the  matter  with  you  fellows? 


Not  long  ago  the  business  men  of  the 
town  decided  to  abolish  hitching  rights  on 
the  main  streets.  Of  course  they  could 
have  gone  ahead  and  done  it  out  of  hand, 
and  created  ill  feeling  among  the  farmers 
at  once.  But  instead  they  sent  out  a 
letter,  stating  the  plan,  offering  to  pro- 
vide a  hitching  place  handily  situated, 
and  asking  farmers  what  they  thaught 
about  it.  All  wrote  back  that  it  would  be 
a  good  thing;  so  it  was  done,  and  all 
were  satisfied.  Ask  a  farmer  about  it, 
and  he  will  tell  you,  not  how  the  people 
of  Ottawa  did  such  and  such,  but  how  we 
did  it;  which  is  different. 

Useless  advertising  was  one  of  the  first 
things  that  had  to  go.  The  gentleman 
who  demands  ads  for  the  purpose  of 
assorting  them  down  the  sides  of  the 
big  thermometer  he  is  going  to  place 
somewhere  in  town,  has  turned  to  other 
spheres    of    usefulness.      Mr.    Jones    no 
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Merchants   had   their  knives   out  and   were   too   busy   circling  around   each    other 

to   wait   on   trade. 


Come  now — speak  up;  get  it  out  of  your 
systems."  And  so  each  finds,  like  enough, 
that  it  was  all  his  fault.  Another  im- 
portant function  of  the  secretary  is  to 
issue  a  weekly  bulletin  for  the  benefit  of 
farmers  and  merchants,  telling  who  has 
jobs  to  offer,  and  who  wants  jobs.  It 
serves  the  purpose  of  an  employment 
agency  in  the  community  and  is  a  great 
source  of  convenience  and  economy. 

OF  ALL  the  secretary's  jobs,  none  is 
more  delicate  than  handling  the  rat- 
ing bureau,  where  information  is  on  file 
covering  the  financial  standing  of  per- 
sons who  apply  for  credit.  Not  only  is 
this  function  of  enormous  financial  value 
to  the  merchants,  but  it  is  also  proving  of 
service  to  the  farmers.  Information  as 
to  "dead  beats,"  and  the  whole  local  ques- 
tion of  credit  in  general  is  open  to  any 
farmer  who  asks  for  it.  It  saves  him 
from  many  a  pitfall;  for  he  could  hardly 
obtain  such  information  in  any  other  way. 
Here  is  another  instance  of  how  the 
Ottawa  Idea  hitches  with  the  farmers: 
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longer  pays  hard  cash  for  negative  good 
will  for  fear  Mr.  Smith  will  take  some  of 
it,  and  thus  gain  the  greater  popularityr 
for  both  of  them  have  now  agreed  to 
refer  all  solicitors  for  charity,  ad. 
schemes,  and  general  public  donations 
to  the  Budget  Committee  of  the 
Chamber. 

These  things  are  merely  typical.  The 
prospects  are  limitless.  No  individual 
man  can  take  on  himself  to  watch  muni- 
cipal expenses;  but  a  Chamber  of  Com- 
merce can,  and  does.  It  is  on  record  that 
at  Trenton,  Missouri,  they  put  up  a  fight 
last  year,  in  conjunction  with  the  state, 
against  hog  cholera.  Their  loss  in  1913- 
14  was  twenty  thousand  dollars  in  hogs; 
in  the  winter  of  1916  they  succeeded  in 
reducing  the  loss  to  sixty  hogs. 

The  good  roads  problem  we  have  always 
with  us.  If  you  want  to  know  how  quickly 
and  completely  the  Ottawa-Trenton-Ola- 
the-Ossawatomie-Paola-Iola-Chanute-and- 
so-on  Idea  can  do  away  with  that  ques- 
tion, make  a  trip  to  them  by  automobile. 


Editorial  Chronicle  and  Comment 


FIFTY  YEARS  OF  CANADIAN  LIFE 

IN  this  issue  we  are  celebrating  the  half  century  of 
greatest  moment  in  the  history  of  Canada.  These 
linve  been  the  transition  years,  the  years  between 
youth  and  manhood.  In  looking  back  over  these 
years  Canada  has  no  need  to  be  ashamed.  They 
stand  not  only  as  a  bright  record  of  the  past, 
but  a  fair  promise  for  the  future.  In  the  din  of  these 
present  troubled  years  it  is  well  to  remember  that 
Canada  has  lived  through  other  troubled  times  and 
has  grown  strong  thereby.  The  story  of  these  years 
is  surely  a  hopeful  portent  for  a  greater,  more  free 
and  more  united  country  than  we  have  vet  known. 


THERE  seems  to  be  a  difference  of  opinion  as  to 
whether  the  book  business  in  Canada  is  better  or 
worse  this  year,  than  it  was  in  1912  and  1913. 

This  question  was  asked  by  the  editor,  in  con- 
versation with  different  retailers  and  jobbers  and  in 
both  classes,  some  answered  in  the  affirmative  and 
some  in  the  negative.  In  the  case  of  certain  pub- 
lishers issuing  a  restricted  line  of  books,  which  are 
adversely  affected  by  present  conditions  of  the  mar- 
ket as  respects  all  the  commodities  that  enter  into  the 
making  of  a  book,  there  is,  of  course,  no  occasion 
for  surprise  that  their  business  is  not  up  to  the  mark 
set  by  the  good  years  before  the  war.  But  in  the 
case  of  jobbers  and  retailers  why  is  it  that  some  are 
doing  a  better  business  than  ever  before,  while  others 
still  report  poor  business,  blaming  it  on  the  war? 

This  is  undoubtedly  a  year  in  which  to  show  in- 
creased business  in  the  book  trade  in  spite  of  the  way 
prices  have  soared.  Books  are  no  exception  in  this 
respect.  Everything  else  is  costing  more  but  the 
high  cost  of  living  is  not  making  people  quit  buying 
hooks.  On  the  contrary  many  people,  young  people 
especially,  who  used  to  spend  money  foolishly  on 
various  forms  of  entertainment  are  now  more  serious- 
minded.  The  result  is  that  they  are  doing  more 
reading.  This  is  true  of  the  Canadian  people  gen- 
erally, as  the  reports  of  every  public  library  indicate. 
Booksellers  who  really  do  conduct  bookstores,  find 
the  same  thing  true  in  their  sales  of  books.  They 
are  selling  far  more  works  of  non-fiction  and  in 
fiction  itself,  more  books  by  the  better  novelists. 
Silly  and  frothy  novels  are  not  good  stock  to-day. 

Business  books  and  volumes  for  the  study  of  vari- 


ous subjects  for  self-culture  are  selling  better  than 
ever  before  in  these  better  bookstores. 

This  should  induce  those  allt  <j<  <\  booksellers  who 
say  the  book  business  is  "rotten,"  to  look  about  them 
and  see  what  others  are  doing.  By  taking  stock  of 
themselves  as  to  how  they  are  meeting  present  condi- 
tions, they  will  find  that  they  themselves,  not  the 
conditions  brought  about  by  the  war,  are  to  blame 
for  the  poor  book  business  they  are  doing. 


TWO  OUNCES  FOR  ONE  CENT 

WHAT  dealer  does  not  know  that  a  one-cent 
stamp  will  carry  two  ounces  of  printed  matter 
through  the  mails,  yet  how  many  dealers  are  there 
who  begin  to  take  full  advantage  of  this  rate? 

The  average  merchant  frequently  sends  out  cir- 
cular letters.  Now  with  one  of  these  letters  a  neatly 
gotten  up  booklet  or  some  of  the  pamphlets  supplied 
by  manufacturers  to  retailers  for  distribution,  may 
be  put  in  with  the  circular  letter  without  adding  to 
the  cost  for  postage. 

Most  of  the  folders  or  booklets,  costing  the  dealer 
nothing,  are  snappily  written  and  neatly  printed  and 
the  dealer  should  remember  that  it  costs  money  to 
get  them  out  even  if  he  does  contribute  to  that  cost. 

A  good  idea  for  any  merchant  is  to  examine  these 
dealer  helps  and  occasionally  make  enquiries  a>  to 
what  it  would  cost  him  to  have  similar  matter  print-' 
ed.  That  will  enable  him  to  more  fully  appreciate 
what  the  manufacturers  are  doing  for  him  in  this 
respect. 

Some  merchants  are  so  short-sighted  as  to  allow 
this  advertising  matter  to  go  to  waste  by  permitting  it 
to  accumulate,  until,  tired  of  seeing  it  about,  he 
pitches  it  in  the  waste  basket.  It  is  not  an  exag- 
geration to  say  that  that  is  throwing  dollars  away, 
because  the  advertising  that  he  would  have  done  by 
careful  distribution  of  these  business  helps  would 
have  brought  trade  that  would  have  meant  dollars  to 
him. 

Even  one  new  customer  thus  attracted,  when 
repeated  purchases  year  after  year  are  considered, 
would  mean  a  worth-while  total  of  additional  profit 
to  the  merchant. 
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NEWS  OF  THE  TRADE 


A  new  bookstore  has  been  established 
in  Chatham,  Ont,  by  J.  E.  Causgrove. 

Campbell,  Donald  Stationery,  Limited, 
has  been  incorporated  at  Winnipeg,  Man. 

Fire  did  considerable  damage  to  the 
premises  of  Reid  &  Eibner,  makers  of 
loose  leaf  stationery,  246  McDermott 
Avenue,  Winnipeg. 

George  Smithers,  who  has  hid  long  ex- 
perience on  the  road  selling  books,  has 
just  been  added  to  the  traveling  staff  of 
The  Macmillan  Company. 

The  death  has  been  reported  of  Pte. 
Arthur  Garlick,  formerly  of  Westhome, 
Ont.,  where  he  was  at  one  time  employed 
at  Brown's   Bookstore. 

The  Burroughs  Adding  Machine,  of 
Canada,  Ltd.,  Windsor,  Ont.,  has  been  in- 
corporated with  a  capital  stock  of  $250,- 
000,  by  Andrew  J.  Lauver,  Jr.,  of  De- 
troit, Mich. 

In  the  party  accompanying  the  Rt. 
Hon.  Hon.  A.  J.  Balfour  to  America  was 
Stephen  McKenna,  the  author  of  "Sonia." 
Mr.  McKenna  represented  the  British 
War  Trade  Intelligence  Department. 

D.  L.  Murphy,  of  Murphy  Bros.,  235 
Portage  avenue,  has  enlisted  in  the  78th 
Battalion.  Mr.  Murphy  is  now  at  Peta- 
wawa  preparatory  to  leaving  for  France. 
A.  E.  Murphy  will  have  charge  of  the 
business  during  his  absence: 

Mt.  Allison  University  at  its  convoca- 
tion held  on  Tuesday,  May  22,  conferred 
the  degree  of  doctor  of  laws  on  W.  J. 
Gage,  of  Toronto,  in  appreciation  of  his 
distinguished  services  in  fighting  the 
White  Plague  and  for  his  leadership  in 
other  physiological  fields. 

Russell  Lang  &  Co.,  Ltd.,  have  bought 
out  the  stock  of  W.  J.  Bertram,  booksel- 
ler and  stationer,  corner  Young  street 
and  Portage  avenue,  Winnipeg.  They 
will  keep  the  store  open  for  a  while  to 
turn  over  the  stock,  but  later  will  amal- 
gamate it  with  their  own  stock. 

At  the  last  annual  meeting  of  Russell 
Lang  &  Co.,  Robert  J.  Lough  was  ap- 
pointed vice-president  of  the  company, 
Lisgar  L.  Lang  remaining  as  president. 
Mr.  Lough  has  been  in  the  employ  of 
this  concern  ever  since  he  was  a  boy. 
He  and  Mr.  Lang  are  now  the  sole 
owners  of  this  business. 


ANOTHER  GOLF  RECORD 

In  BOOKSELLER  AND  STATION- 
ER, for  September  last,  were  published 
new  Amateur  and  Professional  records 
for  the  Weston  Golf  Club,  Toronto,  the 
Amateur  record  of  73  being  made  by  E. 
S.  Fowkes  of  the  Copp,  Clark  Company. 
Playing  with  William  Copp,  the  vice- 
president  of  the  Copp,  Clark  Company, 
last    week,    Mr.    Fowkes    beat    his    own 


record    by    three    strokes,    turning    in    a 
score  of  70,  for  the  18  holes.     The  bogey 
of  the  course  is  79.     To  beat  bogey  by  9 
shots  is  playing  excellent  golf. 
The  score  was  as  follows: — 

443443334     32 

4  4  4  5  4  5  4  4  4     38 
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Rabindranath  Tagore's  new  book  is  en- 
titled "Personality."  It  is  a  volume  of 
essays,  several  having  served  as  Sir  Ra- 
bindranath's  lectures  on  his  recent  tour 
of  this  country.  What  is  Art,  The  World 
of  Personality,  The  Second  Birth,  My 
School,  Meditation  and  Woman,  these 
are  the  titles  of  the  six  sections. 


NEWSDEALERS  ORGANIZE 

A  new  organization  in  the  United 
States  is  the  National  Newsdealers'  & 
Stationers'  Association.  This  was 
launched  last  month  as  a  result  of  a 
three-day  convention  held  in  New  York, 
at  which  43  delegates  representing  10,- 
000  stationers  and  newsdealers  of  Great- 
er New  York  and  the  State  of  New  Jer- 
sey were  present.  The  purpose  of  the 
association  is  to  promote  the  welfare,  to 
bring  about  more  harmonious  relations 
among  the  members,  and  to  further  n 
plan  for  co-operative  buying.  It  is  the 
intention  of  the  association  to  start  out 
at  once  to  organize  all  the  States  of 
America. 


Advantage  of  a  5c.  to  25c.  Department 

It  Will  Not  Only  Put  a  Store  on  a  Better  Competitive  Basis 

With  the  Syndicate  Stores,  but  Prove 

Highly  Profitable. 


MILLIONS  of  dollars  are  taken 
over  the  counters  every  year  in 
nickels  in  the  five  and  ten  cent 
stores  of  the  United  States  and  propor- 
tionately the  little  Canadian  five  cent 
piece  is  just  as  potent  a  force  on  this 
side    of   the   international    line. 

The  success  of  the  five-ten-fifteen  cent 
stores  of  which  there  are  now  a  large 
number  throughout  Canada,  may  be  at- 
tributed to  a  very  considerable  extent 
to  the  display  concentration  that  this 
means  for  goods  selling  at  those  prices. 
If  similar  concentration  can  be  brought 
to  bear  upon  five,  ten  and  fifteen  cent 
items  in  book  and  sationery  stores  simi- 
larly successful  results  will  follow. 

There  is  one  mistaken  theory  that 
must  be  exploded  at  the  outset  and  that 
is  the  idea  that  these  5-10-15c  stores  do 
business  on  very  close  margins  on  all 
the  goods  they  sell. 

This  is  true  of  a  very  restricted  num- 
ber of  articles.  In  fact,  some  "leaders" 
are  sold  at  a  loss,  but  considering  the 
stock  in  bulk  a  very  satisfactory  mar- 
gin of  profit  is  made  and  that  fact  is 
what  accounts  for  the  millionaires  that 
these  stores  have  produced  in  the  United 
States. 

It  is  a  fact  that  may  easily  be  ascer- 
tained that  many  articles  sold  in  these 
stores  bring  higher  prices  than  those  at 
which  they  are  regularly  sold  in  stores 
devoted  to  particular  trades  and  in  de- 
partment stores. 

Now,  having  all  thig  in  mind,  BOOK- 
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SELLER  AND  STATIONER  would 
again  recommended  to  the  Canadian  re- 
tailers of  books,  stationery,  and  kindred 
lines,  the  idea  of  having  a  special  de- 
partment devoted  to  goods  selling  at  five 
to  twenty-five  cents. 

This  department  should  be  most  ac- 
tively featured  and  well  advertised.  Thus 
it  will  succeed  just  as  do  the  specialized 
efforts  of  the  five-ten-fifteen  cent  stores. 

One  retailer  who  adopted  this  idea  had 
it  take  the  form  of  a  bargain  basement 
sale  and  in  that  way  he  made  good  use 
of  merchandise  that  would  be  absolutely 
dead  at  regular  prices  on  the  shelves  in 
the  store  above.  While  this  ostensibly 
shows  a  loss  on  these  goods  it  actually 
turns  dead  stock  into  cash  enabling  the 
merchant  to  purchase  more  live  stock 
that  will  sell  at  a  profit.  Consequently 
it  is  decidedly  good  merchandising.  The 
other  items  in  the  bargain  basement 
stock  do  show  a  profit  and  on  the  whole 
the  department  is  a  good  money-maker. 
A  special  benefit  is  the  trade  it  draws 
from  poorer  classes 
pie  would  hesitate 
but  for  this  bargain  basement.  The  bia: 
advertising  of  the  bargain  basement 
proves  an  irresistible  magnet. 

This  merchant  says  that  advertising 
has  made  him  and  in  this  a  considerable 
share  of  the  credit  is  given  to  the  effect 
of  plain  price  tickets  on  the  eoods. 

Thaf  question  of  price  tickets  is  wor- 
thy of  an  article  by  itself,  and  it  wi'l 
be  given  in  a  later  issue. 


Many  of  these  peo- 
to    enter    the    store 


BOOKSELLER  AND  STATIONER 


Motion  in  the  Show  Window 

Some    Displays    Are    Utterly    Spoiled    by    Mechanical 
tri varices  That  "Hog"  Attention  and  Nullify  the 
Effect  of  the  Display  Itself. 


Con- 


MOTION  in  the  show  window  is 
a  very  good  thing  to  get  more 
atibention  than  the  display  of 
goods  would  otherwise  attract,  but  this 
is  a  question  that  must  have  the  most 
careful  consideration  to  avoid  overdoing 
the  thing  and  centering  the  attention 
thus  attracted  to  the  mechanical  contri- 
vance in  motion  to  the  exclusion  of  the 
goods  on  display,  which  the  dealer  wants 
to  sell. 

Here  is  where  the  art  of  window  trim- 
ming comes  in,  when  the  element  of  mo- 
tion is  utilized  it  should  be  done  in  such 
a  manner  as  to  make  it  contributive  to 
the  display  of  goods.  That  is,  it  should 
catch  the  eye,  but  not  hold  it  against 
the  attraction  of  the  window  display  it- 
self, but  rather  direct  attention  to  the 
display. 
•  When  this  is  done,  motion  in  window 
.    displays  serves  a  very  good  purpose. 

A  good  example  of  how  this  can  be 
accomplished  is  afforded  by  toys.  A  toy 
window  with  a  mechanical  toy  in  con- 
tinual action  will  attract  more  attention 
than  the  window  would  otherwise  get  and 
the  kindred  nature  of  all  the  articles 
shown  means  that  the  moving  article 
would  help  the  sale  of  all  the  toys  shown. 

But  that  is  not  the  limit  of  the  scope 
of  usefulness  as  a  window  feature  of  the 
mechanical  toy. 

In  fact,  it  might  be  used  to  advantage 
with  a  display  of  high  class  correspon- 
dence papers. 

Some  window  display  experts  may  ar- 
gue against  this  view,  but  the  writer 
maintains  that  the  moving  toy  will  ac- 
complish the  object  in  view  of  attracting 
people's  attention  and  then  by  reason  of 
the  pleasing  nature  of  the  goods  display- 
ed they  will  prove  even  more  interesting 
than  the  toy,  thus  justifying  the  use  of 
the  latter  in  a  display  of  goods  of  an 
altogether   different  nature. 

That  is  the  big  thing  to  be  kept  in 
mind  in  using  moving  objects  in  win- 
dows. If  the  contrivance  is  of  an  intri- 
cate mechanical  nature  awakening  curi- 
osity in  the  mind  of  the  person  looking 
in  the  window,  for  instance,  as  to  its 
motive  power  there  is  not  only  a  danger 
but  a  likelihood  that  the  attention  will 
be  so  fixed  on  this  object  that  the  display 
of  goods,  be  it  ever  so  well  done,  will  b° 
utterly  neglected,  which  means  so  much 
waste  effort  which  would  have  accom- 
plished some  good  but  for  that  infernal 
moving  object. 

The  lesson  to  be  learned  is  that  there 
must  be  a  goodly  admixture  of  thought 
with  every  other  rudiment  of  window 
trimming.  Like  all  other  branches  of 
successful  retailing,  the  work  must  be 
well  planned  so  as  to  assure  good  re- 
sults. 


A   FINE  WINDOW   DISPLAY 

A  very  pleasing  and  effective  window 
display  at  Britnell's  Bookstore,  Toronto, 
in  June,  is  reproduced  on  page  36.  An 
unusual  effect  was  given  this  display  by 
the  use  of  bird  houses  in  the  background; 
and  some  real  flags  in  the  window. 

At  the  time  this  picture  was  taken 
there  were  no  flags  in  bloom,neitherwere 
there  any  signs  of  any  buds,  but  the  ef- 
fect of  the  sun  through  the  plate  glass 
forced  the  flowering  of  these  flags,  till, 
at  the  time  of  writing,  there  are  about 
fifteen  of  them  in  bloom,  making  a  very 
attractive  and  unusual  window. 


SANE   ADVICE 

An  American  trade  paper  dealing  with 
the  new  conditions  occasioned  by  jthe 
entry  of  the  U.S.  into  the  great  war 
saws  in  part: 

"Some  merchants  will  stop  advertising 
— and  regret  it  later.  More  will  endeavor 
to  use  greater  intelligence  in  their  pub- 
licity work. 

"Advertising  is  an  inseparable  part  of 
merchandising.  To  make  money  you 
must  sell  goods.  To  sell  goods  you  must 
advertise.' 


Electrical 
Books 


Hawkins  Electrical  Guide  for 
Engineers,  Electricians,  Students, 
in  fact  any  one  wanting  a  good 
working  knowledge  of  electricty. 
Books  on — 

"Alternating  Currents  and 

Alternators" 
"Switch   Boards" 
"Circuit  Breakers" 
"Transformers" 
"Storage  Batteries" 
"Wiring    and    Distribution 

Systems" 
"Management  of  Dynamos" 
"Testing" 

"Practical  Engineering" 
Each  book  contains  questions  and 
answers. 

McKENZIE'S 
BOOKSTORE 

Arthur  Street       Phone  N.  180 


IDEAS   WORTH  ADOPTING 

In  some  offices  a  good  plan  is  used, 
that  is  to  be  commended  on  the 
scare  of  saving  paper  and  filing 
space.  This  plan  is  to  make  a  carbon 
copy  of  an  answer  on  the  back  of  the 
original  letter  to  which  the  answer  is 
made. 

The  present  scarcity  of  paper  makes 
it  all  the  more  advisable  that  such 
economy   should   be  practised. 

Another  somewhat  similar  plan  is  set 
forth  in  the  Corona  Bulletin  as  follows: 

"Coronagent  Prather,  down  in  El 
Paso,  Texas,  has  evolved  a  splendid  idea 
in  his  method  of  handling  inquiries.  On 
the  back  of  the  carbon  copy  of  the  first 
letter  he  writes  the  prospect,  he  types 
a  copy  of  the  letter  of  inquiry  so  that  he 
has  the  whole  matter  immediately  before 
him  when  it  comes  to  the  latter  follow- 
ups.  We're  glad  to  be  able  to  pass  this 
along  as  a  suggestion  to  other  dealers, 
partly  because  it  enables  you  to  return 
the  original  inquiry  to  us  with  your 
first  prospect  report." 

Stationers  will  do  well  to  post  them- 
selves in  such  matters  so  as  to  be  able 
to  make  suggestions  to  their  customers. 
This  will  give  the  dealer  enhanced 
prestige  among  his  customers  and  prove 
to  be  a  stimulant  for  more  business. 


MAKE  YOUR  WINDOW  SMILE 

Just  as  a  clean-cut,  smiling  salesper- 
son will  influence  a  sale,  just  so  will  an 
inviting,  neatly-dressed  window  display 
attract  customers  to  your  store.  The 
telephone  company  tells  us  that  "the 
voice  with  a  smile  wins."  To  our  dealers 
we  say:  "The  window  with  a  smile — 
sells." — From  Eaton,  Crane  &  Pike  Co.'s 
"Pull-Together." 


SYSTEMATIC  RECORDS 

In  a  business  with  so  much  detail  as  the 
news  trade  it  is  folly  to  trust  too  much 
to  memory.  There  are  systems  now  ob- 
tainable at  comparatively  little  expense 
which  will  enable  the  newsdealer  to  carry 
on  his  business  much  more  efficiently, 
stopping  leaks,  saving  time  and  enabling 
him  to  do  a  bigger  business  at  a  better 
profit. 

A  good  system  of  this  nature  is  a  daily 
reminder  to  hold  or  deliver  certain  maga- 
zines and  newspapers  to  customers  who 
have  ordered  them.  It  keeps  an  accur- 
ate record  of  all  copies  received  and  sold 
and  guides  the  dealer  as  to  when  to  in- 
crease or  cut  down  supplies.  It  shows 
monthly  and  yearly  sales  and  the  profit 
made  on  these  sales  and  in  all  this  not 
only  single  copy  sales  but  subscriptions 
as  well  are  taken  care  of.  It  is  obvious 
that  every  dealer  should  have  some  such 
auxiliary  to  help  him  to  conduct  his 
news  business  more  efficiently. 


A  new  book  bv  Florence  M.  Barclav. 
author  of  "The  Rosarv,"  is  to  come  out 
in  the  ensuing  season. 


This  recent  advertisement  by  a  Port  Arthur, 
Ont.,  bookstore  is  timely  and  meritorious  as 
regards    arrangement    and    general    appearance. 
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LISTS  RECEIVED 

In  a  new  list  from  Longman's  Green 
&  Co.,  two  especially  interesting  feat- 
ures are  books  on  aviation  comprising 
four  new  volumnes  and  nine  new  books 
on  Russia  including  three  translations 
of  books  by  noted  Russian  and  Polish 
writers. 


You  Can  Sell  More  Paper   Specialties 

I 'oil iters  For  Stationers  and  Their  Assistants  to  Help  to  Increase  This  Business. 


THE  time  is  now  here  for  actively 
selling  such  goods  as  white  crepe 
table  covers  and  white  paper  table 
napkins.  The  sale  of  these  goods  in 
large  volume  rests  to  a  great  extent 
with  the  dealer.  These  goods  will  move 
freely  all  through  the  summer,  for 
breakfast  and  informal  affairs,  in  addi- 
tion to  which  there  are  the  large  gath- 
erings such  as  lawn  fetes  and  picnics, 
which  will  use  up  large  quantities  of 
these  goods.  There  are  lunch  sets  whicn 
comprise  table  cover,  table  napkins, 
plates,  and  other  items. 

Crepe  paper  towels  should  also  be 
pushed  along  with  the  sale  of  these 
summer  goods. 

For  celebrations  and  summer  carnivals 
various  tissue  products,  such  as  stream- 
ers of  red,  white  and  blue  tissue,  and 
large  decorative  pieces  of  the  same  ma- 
terial in  various  designs.  Confetti,  ser- 
pentine confetti,  and  flyers  are  other 
good  items  in  these  goods. 

You  know  that  women  will  come  into 
your  store  and  ask  for  lunch  sets.  It  is 
easy  to  wrap  one  up,  hand  it  out,  and 
ring  up  the  cash,  but  that  isn't  sales- 
manship! Show  her  place  cards  which 
match  the  set,  also  little  shield  bon  bon 
boxes  which  are  useful  and  very  deco- 
rative. Suggest  that  a  runner  of  crepe 
in  patriotic  design  or  in  plain  red,  white 


and  blue  colors  will  add  to  the  effect  and 
ask  if  a  centerpiece  is  of  interest  to  her. 
If  she  cannot  make  one  of  the  fascinat- 
ing Jack  Horner  Pie  kind  with  its  little 
favors  inside,  give  her  the  idea  of  using 
red  and  white  carnations  in  a  vase  in 
combination  with  flags  which  can  be  pre- 
sented to  the  guests  as  they  rise  from  the 
table.  When  this  customer  leaves,  you 
will  ring  up  a  sale  of  $2.50  instead  of 
50c,  and  she  will  go  away  with  the  im- 
pression that  your  store  is  a  perfectly 
wonderful  place. 

Next,  perhaps,  will  come  a  customer 
"on  the  committee"  for  refreshments  at 
a  bridge  party.  She  has  "never  served 
before"  and  heavy  is  the  weight  of  her 
responsibility.  Why  not  show  her  the 
small  covers  for  individual  tables,  ex- 
plain that  each  one  may  be  decorated 
beforehand  with  a  corner  design  cut 
from  crepe  paper  and  pasted  in  place  ? 
Hand  her  a  patriotic  napkin  and  then 
tell  her  how  pretty  the  tables  will  look 
if  each  little  cake  flies  a  Union  Jack,  a 
Canadian  ensign,  or  different  flags  of  the 
Allies,  which  have  been  made  for  just 
that  decorative  purpose. 

Never  rest  satisfied  with  simply  sup- 
plying- the  particular  article  asked  for 
by  a  customer.  Suggest  at  least  one 
other  article  that  will  go  with  it  well  as 
a  "companion  piece." 


A  Good  Window  Display  of  Out-of-doors   Interest. 
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Some  of  these  suggestions  are  gleaned 
from  descriptive  advertising  matter  re- 
ceived from  manufacturers  of  these 
goods,  and  among  these  ideas  here  is 
another  good  one: — 

The  Dance 

A  "bunch"  of  young  people  entering 
together  offer  a  fair  indication  of  a  dance 
to  come.  What  can  you  suggest?  Why, 
red,  white  and  blue  streamers  that  may 
be  hung  from  one  corner  of  the  hall  to 
another,  flags  and  patriotic  fans,  attrac- 
tive when  arranged  over  lights  and  win- 
dows, a  frieze  of  decorated  design  to  run 
around  the  hall,  and  napkins  to  serve 
with  ice  cream  and  cake. 

If  "favors  or  features"  are  wanted, 
bring  forth  favor  caps  for  inspection. 
Explain  how  a  large  flag  may  be  furled 
in  the  centre  of  the  hall  until  suddenly 
a  rope  is  pulled  and  it  hangs  in  full 
glory  scatering  American  Beauty  buds 
or  tiny  flags  as  it  undolls. 

Over  invisible  wires  stretched  across 
the  hall,  the  throwing  of  flyers  always 
makes  a  jolly  "wind  up"  to  a  dancing 
party.  Don't  let  the  young  people  leave 
without  learning  of  this. 

A  Few  Tips 

The  scarcity  of  imported  tissue  paper 
has  brought  to  light 
the  fact  that  crepe  pa- 
per can  be  used  in  nine 
cases  out  of  ten  to  bet- 
ter advantage  than  tis- 
sue. 

White  shellac  ap- 
plied to  the  wrong  side 
of  crepe  paper  will 
bring  out  the  design 
almost  as  clearly  as  it 
is  printed  on  the  right 
side.  This  makes  pos- 
sible "reversing"  and 
"backing"  designs. 

In  mounting  crepe 
paper  designs,  certain 
parts  of  the  crepe  may 
be  stretched  and  then 
padded.  This  will  give 
relief  which  seems  ela- 
the  effect  of  work  in 
borate  and  difficult, 
but  which  in  reality  in 
very  easily  done. 

There  are  being- 
made  some  sports  hats 
with  splashes  of  color 
painted  on  them.  Sug- 
gest covering  these 
spots  with  sealing  wax. 
The  added  attractive- 
ness is  worth  the 
slight  cost  and  labor 
and  "It's  new." 


BOOKSELLER  AND  STATIONER 


Why  Not  Sell  a  Complete  Line  of  Toilet 

Goods  ? 

Many  Dealers  Are  Selling  the  Least  Productive  Items  to  the 
Exclusion  of  the  Items  That  Bring- 
Quicker  Repeats. 


SELLER  AND  STATIONER  would 
again  strongly  recommend  to  you  a  fa- 
vorable consideration  of  the  project  of 
putting  in  a  comprehensive  toilet  goods 
department. 


NEARLY  every  bookstore  in  Can- 
ada sells  other  lines  besides  books 
and  stationery,  so  that  the  term 
bookstore  is,  strictly  speaking,  a  misno- 
mer. Among  these  associated  lines  items 
that  are  almost  certain  to  be  found  in 
these  stores  are  brushes,  combs,  mani- 
cure sets,  etc.  Now  these  belong  to  a 
general  class  of  articles  known  as  toilet 
goods.  If  the  dealer  can  advantageous- 
ly handle  the  articles  which  have  been 
named,  why  should  they  not  sell  other 
toilet  articles  as  well?  Some  of  the 
dealers  to  whom  this  is  addressed  now  do 
sell  a  general  line  of  toilet  goods.  This 
is  especially  true  of  those  whose  stocks 
include  drugs,  etc.,  with  books,  station- 
ery, and  other  kindred  lines. 

The  average  bookseller  and  stationer 
will  find  upon  careful  investigation  that 
he  is  devoting  an  unproportionate 
amount  of  time  and  energy  on  certain 
lines  that  are  not  bringing  him  commen- 
surate returns.  In  fact,  it  is  not  in- 
frequently the  case  that  they  do  business 
in  some  lines  at  an  actual  loss  when  the 
cost  of  doing  business  is  properly  taken 
into  consideration.  Now,  toilet  good.; 
cannot  be  so  classed.  Every  member  of 
the  community  is  in  continual  need  of 
certain  items  in  this  general  class.  Every 
household  is  continually  running  out  of 
supplies  that  must  be  replenished.  Some 
are  actual  necessities,  others  may  be 
classed  as  luxuries,  but  all  are  continu- 
ally being  bought  to  such  an  extent  that 
toilet  goods  in  the  aggregate  represent 
a  very  large  volume  of  business  continu- 
ally being  done  in  every  community. 

Having  this  in  mind  and  considering 
the  eminent  suitability  of  the  stores  we 
have  in  mind  for  the  sale  of  these  goods, 
why  shouldn't  every  bookseller  and  sta- 
tioner be  selling  them  ? 

To  change  to  the  personal,  are  you 
selling  toilet  goods,  and,  if  not,  why  not? 
If  vou  are  not  BOOKSELLER  AND 
STATIONER  would  like  to  see  you  take 
up  this  line  in  a  thorough  manner  and 
push  it  in  the  most  aggressive  manner, 
giving  the  department  a  fair  share  of 
window  display  and  newspaper  advertis- 
ing in  addition  to  giving  these  goods  a 
good  position  in  the  store  together  with 
counter  displays  and  plenty  of  show 
cards  with  suggestions  that  will  help  to 
make  sales. 

At  present  you  are  probably  selling- 
clothes  brushes,  hair  brushes,  combs, 
tooth  brushes.  There  are  good  staple 
lines,  but  there  are  many  other  toilet 
articles  which  do  not  last  so  long  and 
will  give  you  quicker  repeat  sales.  Con- 
sider, for  instance,  the  respective  merits 
of  tooth  brushes  and  tooth  paste  as  sel- 
ling propositions.  Perhaps  you  are  one 
of  the  many  dealers  who  sell  the  former 
and  not  the  latter.  How  foolish!  The 
average  tooth  brush  sale  does  not  amount 


to  as  much  as  the  average  tube  of  tooth 
paste,  and  the  latter  sells  ten  times  as 
often  as  the  brush.    What's  the  answer? 

This  illustration  is  sufficient  to  score 
the  point  which  it  is  desired  to  make 
affecting  many  other  items  in  the  big 
range  of  articles  embraced  by  the  term 
toilet  goods. 

Having  in  mind  that  the  steadiest  and 
most  profitable  business,  year  in  and 
year  out,  is  that  done  with  goods  that 
are  being  turned  over  frequently,  being 
in   universal   and   continual  use,   BOOK- 


SELLING    TALK     COMPETITION 

In  connection  with  the  publishing  of 
Paul  Kester's  .new  book,  "His  Own 
Country,"  the  Bobbs,  Merril  Co.  have 
inaugurated  a  unique  contest  for  retail 
booksellers  and  their  assistants.  Prizes 
ranging  from  $50  down  to  $5  will  be 
awarded  to  those  who  contribute  the  best 
selling  talks  on  this  book.  What  it  is  de- 
sired to  know  is  what  the  seller  would 
say  to  the  customer  when  endeavoring  to 
make  a  sale  of  this  particular  book.  The 
contest  closes  July  15.  There  is  no  re- 
striction as  to  length.  One  sentence  may 
be  as  good  a  selling  talk  as  a  five-minute 
conversation. 


Glowing  Tribute  to  Trade   Press 

American  Jewelers'  Association  in  Conference  Recently  Demon- 
strate Appreciation  of  Support  of  Trade  Papers 


a; 


TRIBUTE  filled  with  recognition 
of  the  value  of  the  trade  press  to 
the  business  men  of  the  country, 
was  contained  as  a  feature  of  the  sou- 
venir program  of  the  American  National 
Retail  Jewelers'  Ass'n.,  on  the  occasion 
of  their  recent  annual  convention. 

The  tribute  to  the  trade  press  was  as 
follows: 

"Among  the  many  things  we  have  to 
be  thankful  for  in  these  days  is  our 
wonderfully  helpful  Trade  Press.  Al- 
ways on  the  job  correctly  describes  the 
tale  of  their  activities.  Association 
workers  may  come,  and  go,  organizations 
flourish  and  lose  their  enthusiasm,  but 
the  labors  of  the  Trade  Press  know  no 
ending,  no  cessation  of  its  endeavors,  no 
holiday  from  its  endless  task  of  aiding 
the  merchant  to  uplift  himself. 

"What  has  become  of  the  old  fashioned 
merchant  who  said  he  had  no  time  to 
read  the  trade  papers  ?  If  the  sheriff 
has'nt  got  him  by  this  time  it's  probably 
because  someone  else  in  his  establish- 
ment does  read  the  trade  papers  and 
manages,  in  spite  of  the  old  Fogey,  to 
keep   things   moving. 

"Who  supplies  us  with  the  latest  news 
of  what  will  sell  and  what  the  times 
demand? 

"Who  gives  us  the  information  that 
will  lead  us  to  the  source  of  supply? 

"Who  shows  us,  constantly,  and  in  such 
a  painstaking  way  that  even  the  least 
tutored  may  understand  how  to  reckon 
the  cost  of  doing  business  so  that  we  may 
have  something  left  after  the  bills  and 
expenses  are  paid  ? 

"Who  places  the  danger  signals  along 
the  rocky  business  road  so  that  we  may 
not  take  too  many  hard  bumps  while  run- 
nine:  the  business  machine? 

"Who  sends  out  storm  signals  at  pro- 
per intervals  that  we  may  avoid  over- 
buying, long  time  dating  and  quantity 
purchases  ? 
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"Who  prompts  us  to  keep  shop  in  a 
manner  that  will  leave  small  chance  for 
criticism,  to  make  success  an  ambition 
and  perfection  an  ideal  always  to  be 
striven  for? 

"Who  encourages  us  to  give  the  public 
the  best  that  is  in  us  and  then  to  have 
the  backbone  to  exact  what  this  service 
is  worth? 

"Who  always,  at  all  times,  stands 
ready  to  give  us  a  hand  to  pull  us  out  of 
the  slough  of  despond  and  to  lead  us  to 
the  broad  highwa^  of  better  methods  ar.d 
better  business  ? 

"And  finally,  who  strives  to  bring  us 
all  together  in  that  spirit  of  co-operation 
that  will  make  us  one  in  our  aims  and 
ideals,  in  the  end  gathering  us  as  one  at 
the  goal  of  honor  and  success?" 

"Fellow  merchants,  the  trade  papers, 
are  our  friends  and  we  should  keep 
company  with  as  many  of  them  as  we 
can  possibly  find  time  to  associate  with." 


VALUE  OF  TRADE  JOURNALS 

Edwin  N.  Hurley,  who  recently  retir- 
ed as  chairman  of  the  Federal  Trade 
Commission  in  the  United  States,  says 
regarding  trade  journals  in  his  book, 
"The  Awakening  of  Business": — 

"Business  men  do  not  realize  the  value 
which  trade  journals  and  technical  maga- 
zines may  be  to  them  in  increasing  the 
efficiency  of  their  factories  and  giving 
them  a  broad,  comprehensive  view  of 
their  business.  Our  trade  journals  and 
technical  papers  should  be  encouraged 
and  supported  by  our  business  men.  Co- 
pies should  be  placed  where  employees 
can  see  them,  and  they  should  be  urged 
to  read  and  study  them.  These  papers 
are  preaching  the  gospel  of  sound  busi- 
ness on  practical  lines,  and  are  helpful, 
not  only  to  business,  but  to  the  country 
as  a  whole." 


Plans  for  Building  Up  Photo  Supply  Trade 

One   Good    Scheme    is   to   Conduct   Contests    For    Beginners    and    For    Experienced 

Amateurs — Appealing  for  Tourist  Trade. 


THE  addition  of  a  photographic  de- 
partment to  •  the  modern  retail 
store,  is  an  operation  which  in- 
volves considerable  difficulty  and  presents 
many  problems  to  the  store  manager, 
chief  among  which  is  the  question  of 
which  is  the  man  who  shall  run  the  de- 
partment. 

Of  course,  big  stores  can  afford  to  hire 
a  regular  photographic  salesman  whose 
experience  has  covered  a  number  of 
years  in  business,  and  in  this  they  have 
the  advantage  over  the  small  store  which 
cannot  afford  to  hire  a  special  salesman 
for  an  extra  line  of  goods,  and  it  is  upon 
the  clerk  of  the  store,  whatever  trade  it 
represents,  that  the  responsibility  for 
the  new  department  will  rest.  The  suc- 
cess of  the  new  departure  will  depend 
entirely  upon  him,  and  it  is  up  to  him  to 
try  in  every  way  to  acquire  a  thorough 
knowledge,  not  only  of  the  stock  he  is 
to  handle,  but  of  its  use  to  the  amateur. 

A  sufficient  knowledge  of  photographic 
processes  to  enable  the  clerk  to  intelli- 
gently handle  the  department  is  readily 
acquired  by  reading  the  various  books  on 
the  subject  such  as  are  supplied  by  the 
camera  companies.  One  of  the  most  in- 
structive of  these  is  the  little  text  book 
published  by  Tennant  &  Ward,  103  Park 
Ave.,  New  York  City,  known  as  Photo 
Miniatures,  and  under  this  heading  three 
of  the  most  valuable  pamphlets  are  Nos. 
131,  139,  and  134,  dealing  respectively 
with  the  subject,  Simplified  Photography, 
Modern  Methods  of  Development,  and 
Figures,  Facts  and  Formulae  on  Photo- 
graphy. 

When  a  knowledge  has  been  secured 
from  these  booklets,  it  should  be  put  to 
test  by  actual  practice  with  a  camera.  A 
roll  of  film  should  be  exposed  on  a  vari- 
ety of  subjects  such  as  street  scenes,  a 
group,  an  open  landscape,  an  interior, 
etc.,  and  then  developed,  and  printed.  Un- 
doubtedly some  of  the  pictures  will  be 
good  and  others  bad,  and  it  is  then  neces- 
sary to  find  out  why  some  are  good  and 
others  are  bad.  The  best  way  to  do  this 
is  to  go  to  some  first-class  photographic 
dealer  who  makes  a  specialty  of  cater- 
ing to  the  high  grade  amateur  trade  and 
where  they  hire  expert  photographic 
salesmen.  The  films  should  be  shown  to 
one  of  these  salesmen  and  an  explana- 
tion made  of  just  exactly  what  circum- 
stances surrounded  the  taking  of  each 
picture  and  the  exposure  given.  If  cor- 
rect records  of  the  exposures  have  been 
taken  it  should  be  possible  for  the  sales- 
man to  explain  the  results  and  point  out 
defects  in  the  sime  with  an  explanation 
and  warning  of  how  to  avoid  them  in 
future. 

This  operation  should  be  repeated  un- 
der the  same  conditions  and  on  the  same 
subjects  as  the  first  film,  care  being 
taken  not  to  repeat  the  mistakes  of  the 
first  attempt,  and  making  use  of  the  ad- 
vice received  from  the  salesman.     With 


careful  attention  to  this  plan,  a  practi- 
cal knowledge  will  soon  be  acquired. 
When  this  has  been  done,  the  next  thing 
is  to  gain  a  knowledge  of  how  to  sell 
the  cameras  to  which  the  same  rule  ap- 
plies. The  clerk  should  put  himself  in 
the  buyer's  place  and  visit  other  stores 
to  see  how  the  other  fellow  does  it.  He 
should  not  be  afraid  to  ask  questions  and 
should  make  careful  notes,  for  his  fu- 
ture customers  will  most  probably  ask 
him  the  same  questions  that  will  occur  to 
him  as  a  buyer.  This  information  cannot 
be  secured  on  one  trip,  but  will  necessi- 
tate many  such  shopping  tours  before  an 
adequate   knowledge   is   obtained. 

One  class  of  cameras  should  be  taken 
at  a  time,  starting  with  the  cheap  ones. 
Information  should  be  secured  on  the 
lenses,  as  to  the  difference  between  the 
single  achromatic  lens  and  the  rapid  rec 
tilinear,  and  what  the  stops  or  diaphrams 
on  the  shutters  and  lenses  are  used  for. 
Also  what  shutter  speeds  are  required 
for  stopping  the  motion  of  different  mov- 
ing objects  in  varying  scenes. 

There  is  much  that  could  be  said,  and 
an  endless  amount  of  advice  could  be 
given  by  an  expert  in  this  manner,  but  it 
is  up  to  the  clerk  himself,  and  the  only 
advice  should  be,  to  not  let  his  search 
for  knowledge  stop  with  the  closing  of 
the  store  door,  for  there  is  much  to  be 
learned  about  photography,  and  every 
hour  of  the  day  can  add  something  to  his 
stock  of  information  about  this  line. 


Ideas  to  Adopt 


THE  active  season  for  selling  ca- 
meras and  photographic  supplies 
was  considerably  delayed  by  the 
late  arrival  of  good  weather  in  the  spring 
but  now  that  summer  is  really  here  and 
Old  Sol  really  is  doing  real  duty,  there 
is   big  business   to   be   done   in  this   lino. 

The  camera  department  should  be  pro- 
minently placed  in  a  particularly  good 
part  of  the  store  and  there  should  be 
frequent  window  displays.  The  very  fine 
display  cards  and  other, advertising  mat- 
ter freely  supplied  by  the  makers  of 
kodaks  and  cameras  help  the  dealer  very 
materially  in  putting  in  good  window  dis- 
plays and  they  also  supply  free  electros 
of  effective  advertisements  for  news- 
paper use. 

Now  that  the  tourist  season  is  at  han  1 
each  town  will  have  its  quota  of  visitors 
and  many  of  these  will  be  amateur  pho- 
tographers who  will  want  developers, 
films,  or  plates,  printing  papers,  post 
cards  and  other  supplies.  In  town  and 
cities  having  a  heavy  influx  of  tourists 
it  will  be  well  for  the  dealers  to  have 
big  signs  placed  at  the  railway  stations 
and  wharfs,  emphasizing  the  words 
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'  photos  supplies"  with  plain  directions 
as  to  location  of  the  store.  There  should 
also  be  a  big  sign,  a  cotton  sign  will  be 
admirably  effective,  protruding  from  the 
store  front  so  as  to  be  sure  to  catch  the 
amateur  photographer's  eye. 

These  appeals  to  visitors  will  naturally 
have  a  beneficial  effect  on  the  local  photo 
enthusiasts  as  well,  and  also  stir  up  new- 
prospects  to  whom  cameras  may  be  sold. 

One  good  way  to  speed  up  sales  of 
both  cameras  and  supplies  is  to  have 
photo  contests  for  beginners  and  for  ex- 
perienced amateurs,  and  possibly  another 
for  those  advanced  in  the  photographic 
art. 

These  contests  may  all  be  conducted  at 
the  same  time  and  the  way  they  will  sti- 
mulate sales  will  agreeably  surprise 
those  dealers  who  have  not  as  yet  tried 
out  this  business-building  idea. 

It  will  be  found  that  great  interest 
will  be  taken  in  the  contests  and  the  talk 
that  they  will  create  will  be  particularly 
good  advertising  for  the  dealer  conduct- 
ing them. 

As  the  entries  come  in  they  may  be  dis- 
played in  turn  in  the  store  window,  new 
entries  being  shown  every  day  or  two. 
Thus  people  will  get  the  habit  of  con- 
tinually expecting  to  find  something  dif- 
ferent and  interesting  in  that  window 
every  tin\e  they  pass  that  way. 

For  the  scrap  book  of  suggestions  for 
amateur  photographers,  here  are  two 
more  from  the  Amateur  Photographers' 
Weekly : — 

THOSE  who  are  on  the  lookout  for 
something  a  little  out  of  the  or- 
dinary may  find  the  following  sug- 
gestion helpful.  Instead  of  using  plain 
paper  for  a  multiple  mount,  there  are 
times  when  a  paper  with  some  kind  of 
formal  design  is  helpful.  Stripes  in  par- 
ticular often  seem  to  be  useful.  It  is 
possible  that  wall  papers  or  other  com- 
mercial products  can  be  obtained  that 
will  answer;  but  in  my  experience  I  have 
found  two  objections  to  them;  one  is 
that  even  when  the  design  is  right,  the 
color  is  almost  sure  to  be  unsuitable, 
while  the  other  is  that  wall  paper  de- 
signs are  usually  too  large  in  scale.  Both 
can  be  overcome  by  Hfeking  a  small  nega- 
tive of  a  sufficient  area  of  the  paper,  and 
then  enlarging  this  on  bromide  paper. 
The  negative  must  be  kept  very  soft  and 
a  full  exposure  given  to  the  enlargement, 
so  that  the  contrasts  are  kept  down,  as 
there  must  be  nothing  like  a  black  or  a 
white  in  the  mount,  for  fear  of  killing 
the  print.  The  enlargement,  of  course. 
is  used  instead  of  mounting  paper.  A 
contact  print  would  do  enually  well  for 
the  purpose;  but  it  would  necessitate  a 
large  negative,  and  so  would  be  needless- 
lv  expensive.  Some  pleasant  and  novel 
mounting  effects  have  been  secured  in 
this  way  which  sreatly  enlarge  the  scope 
of  the  operation. 


Buy  Wall  Paper  Early  is  Good  Advice 

Price  Tendency  is  Still  Decidedly  Upward  —  Something  About  Improved  Canadian 
Taste  and  Expansion  of  Wallpaper  Industry  in  Canada. 
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•OU  can  tell  the  trade  and  make 
it  strong,"  said  a  leading  wall- 
paper manufacturer  to  BOOK- 
SELLER AND  STATIONER,  "that  they 
will  he  wise  to  make  their  purchases  for 
next  season  on  the  first  occasion  that 
the  samples  are  shown  to  them." 

This  manufacturer  said  that  he  firmly 
believed  that  this  year  there  would  see 
a  repetition  of  what  was  experienced  in 
the  wall  paper  trade  last  year,  when  the 
prices  of  practically  all  wallpaper  went 


One     of     the     new     papers     shown     by     Watson, 
Foster    &    Co. 

up  twenty-five  per  cent,  between  mid- 
summer  and    the    late   autumn. 

This  year  conditions  seem  to  point  to 
continually  increasing  cost  of  produc- 
tion. 

One  of  the  leading  manufacturing  con- 
cerns, BOOKSELLER  AND  STATION- 
ER learns,  direct  from  the  firm  itself, 
will  require  sales  of  at  least  $80,000 
over  the  same  rollage  last  year  in  order 
to  break  even.  Everything  connected 
with  the  making  of  wallpaper  is  up  this 
year  over  1916 — paper,  labor,  colors  and 
all  else. 

The  result  will  be  an  average  increase 
of  2%c  on  every  roll  of  paper  produced 
this  year. 

This  is  information  that  every  dealer 
should  heed. 

Aside  from  this  question  of  the  in- 
creased cost  of  wallpapers,  the  situation 


is  quite  satisfactory.  In  fact,  there  has 
been  a  decided  improvement  in  taste 
and  better  papers,  better  in  quality  and 
better  in  the  artistic  sense,  are  now  de- 
manded. Such  influences  as  the  annual 
Canadian  Industrial  Exhibition  at  Tor- 
onto and  other  similar  exhibitions,  have 
been  strong  in  bringing  about  these  ad- 
vances in  appreciation  of  the  artistic 
and  the  war  too,  has  had  a  noticeable 
effect  in  toning  down  insistent  calls  that 
used  to  come  from  certain  types  of 
people  for  "showy"  papers. 

The  result  is  that  this  year  the  ranks 
of  cultured  people  are  augmented  by 
most  other  people  in  appreciation  of 
papers  marked  by  simplicity  and 
subdued  tones.  It  is  not  to  be  under- 
stood that  this  tendency  is  likely  to  run 
to  the  extreme,  but  merely  that  all 
flamboyant  and  freakish  ideas  have 
been  eliminated  and  the  wallpapers  of 
the  coming  season  will  present  more 
delicate  treatment,  with  a  marked  in- 
clination on  the  part  of  the  buying  pub- 
lic to  purchase  papers  of  higher  grades 
than  in  past  years. 

Grey  stripes  are  much  in  evidence  in 
the  new  samples  and  there  are  a  great 
number  of  simple  stripe  effects  in  other 
colorings  as  well. 

One  influence  that  has  added  to  the 
cost  of  production  in  addition  to  the 
increased  prices  for  commodities  is  the 
additional  care  and  necessarily  slower 
printing  entailed  by  the  utilization  of 
backgrounds  of  small  dots  and  thread 
effects  and  the  introduction  of  extra 
blacks  in  many  of  these  papers  still 
further  accentuates  that  tendency. 

Silk  grounds  in  the  better  living  room 
papers  are  quite  in  evidence  with  a  pre- 
dominance of  such  shades  as  creams, 
champagnes  and  greys. 

Bigger  Runs  of  Better  Papers 

The  steadily  increasing  demand  for 
grass-cloth  Tiffanies  and  tapestry  wall- 
papers, now  in  great  popularity,  allows 
bigger  runs  in  the  mills  and  naturally 
this  has  the  effect  of  keeping  down  the 
prices  of  these  goods. 

There  has  been  quite  a  revival  in 
flitter  friezes  in  cut-out  borders  and 
this  constitutes  one  of  the  season's 
specialties  that  the  trade  will  need  to 
look  at. 

Another  fortunate  circumstance  in 
view  of  the  upward  tendency  of  prices 
is  the  bigger  demand  for  pressed  papers 
and  the  consequent  increase  in  runs. 
This  is  fact  generally  true  of  the  better 
grades  of  papers  and  Canada  is  not  now 
dependent  on  the  wallpaper  manufac- 
turers of  any  other  country  for  these 
better  grades. 

With  the  increase  in  sales  of  papers 
of  the  higher  class  and  the  assistance 
this  accords  the  Canadian  manufac- 
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turers,  the  outlook  for  the  wallpaper 
manufacturing  industry  of  Canada  is  a 
most  satisfactory  prospect.  As  the 
manufacturer  already  quoted  said:  "All 
we  want  is  our  own  market,"  by  which 
of  course  he  meant  that  the  Canadian 
wallpaper  mills  should  have  the  general 
support  of  the  trade  and  their  cus- 
tomers throughout  the  Dominion,  be- 
cause this  would  work  out  to  the  gen- 
eral   benefit    of    all    concerned. 


Curran's  bookstore  of  St.  Thomas, 
does  some  very  effective  wallpaper  ad- 
vertising. A  recent  advertisement 
under  the  prominent  heading  "Wallpaper 
for  Every  Room,"  featured  these  para- 
graphs : 

"Decorations  for  the  parlor,  bedrooms, 
library,   hall,   dining   room    or   any   part 


Another  new   design   in    the   Watson,    Foster    Co. '3 
line. 


of  the  house  can  be  chosen  from  our 
many  toned  effects  in  olive,  green,  old 
rose  and  other  rich  shades. 

Our  pretty  floral  patterns  will  make 
your  rooms  bowers  of  beauty  during 
the  season. 

New  notions  in  wallpaper  that  have 
never  before  been  shown  in  this  city 
are  now  waiting  your  inspection.  We 
will  give  you  prompt  attention  and  the 
best  of  service." 


Direct  Returns  from  Trade  Paper  Advertising 

Sonic  Common-sense  Reasoning  on  This  Subject,  Based  on  the  Placing  of  an  Order 

for  Advertising  by  a  Manufacturer. 


I 


r  'LL  use  three  pages  at  $31.70  per 
insertion,  and  if  the  results  are 
good,  I'll  continue  in  that  space 
right  along-,"  said  a  manufacturer  to  a 
trade  newspaper  representative  not  long 
ago. 

"Just  what  sort  of  results  do  you  figure 
this  advertising  should  bring  you?"  ask- 
ed the  solicitor. 

"Why,  enquiries  about  my  goods,"  was 
the  reply. 

"Before  going  any  further,"  said  the 
solicitor,  "let  us  look  at  the  real  nature 
of  selling  work  and  its  relationship  to  ad- 
vertising.    We'll  say  you  want  to  push 

your  .     You  have   travelers   on 

the  road  selling  these  goods.  You  have 
the  trade  pretty  well  covered  and  you 
feel  that  your  goods  and  selling  facili- 
ties are  quite  satisfactory. 

"Competition  is  keen  and  you've  got 
to  hustle  for  business.  You  place  a  page 
advertisement  in  this  paper,  in  which 
you  speak  earnestly  and  enthusiastically 
of  the  quality  of  the  goods,  of  the  satis- 
faction they  have  given  where  introduced 
of  the  worth-while  profit  paid  the  dealer. 
Now,  what  is  the  attitude  of  the  dealer 
when  he  sees  this  advertisement?  We'll 
say  that  it  contains  a  good  illustration 
of  your  package  and  that  the  typogra- 
phical arrangement  is  neat  and  attrac- 
tive. The  dealer  reads  what  you  have  to 
say  about  your  goods  and  it  interests 
him.  You  have  used  a  good-sized  space 
to  give  him  your  main  selling  arguments, 
and  your  story  is  told  in  a  frank,  ear- 
nest, enthusiastic  way.  To  be  brief,  your 
advertisement  gets  his  attention  and  im- 
presses him  with  the  fact  that  behind 
your  talk  is  a  strong  faith  in  the  goods. 
He  feels  that  such  a  house  is  likely  to  be 
a  "live  wire"  and  that  when  its  sales- 
men call  they'll  be  men  of  the  same 
stripe  —  aggressive  and  equipped  with 
something  worth  while  to  tell  him. 

But  does  this  merchant  rush  away  to 
write  you  a  card  or  a  letter,  enquiring 
for  prices,  etc.?  No,  he  does  not.  He 
knows  that  you  are  not  doing  a  mail  or- 
der business.  He  knows  that  if  you  want 
to  sell  him  you  are  going  to  send  a  tra- 
veler to  call  on  him.  He's  as  sure  as  he 
can  be  of  anything,  that  a  salesman  will 
call  to  try  and  sell  him  these  goods. 
Then  why  should  he  sit  down  and  write 
to  you?  He  won't  buy  the  line  anyway 
until  the  salesman  arrives,  and  perhaps 
he  won't  then — on  the  first  call. 

Your  first  advertisement  gets  his  at- 
tention and  he  looks  for  the  succeeding 
ones,  into  which  you  introduce  new  argu- 
ments, and  in  which  the  typographical 
arrangement  is  attractively  varied.  Your 
talks  reach  him,  you  know,  at  a  time 
selected  by  himself  to  study  matters 
connected  with  his  business — at  a  time 
when  his  "buyer's  attitude"  is  dropped 
"and  he  is  willing  to  listen  to  what  the 
firms  who  are  trying  to  sell  him  goods 
have  to  say  through  the  paper  that  has 


his  thorough  confidence.  You  may  never 
receive  a  line  from  this  dealer  direct,  but 
when  your  salesman  arrives  he  gets  a 
good  hearing.  Through  your  advertise- 
ing  you  have  won  the  dealer's  attention 
and  aroused  his  interest. 

Now  don't  you  think  the  salesman's 
work  has  been  simplified  by  this  favor- 
able reception  you  have  prepared  for 
him?  Don't  you  think  he  will  sell  a 
higher  percentage  of  the  dealers  he  calls 
on,  than  he  would  if  this  introductory 
work  had  not  been  done?  Don't  you 
think  the  securing  of  attention  for  your 
goods  beforehand  will  save  a  great  deal 
of  the  salesman's  time — permit  him  to 
make  more  calls  in  a  day  that  he  other- 
wise would?  Won't  you  admit  that  by 
getting  the  dealer's  attention  and  inter- 
est that  this  trade  paper  advertising  has 
accomplished  actual  selling  work?" 

"You  talk  like  a  lesson  in  scientific 
salesmanship,"  interrupted  the  prospec- 
tive advertiser,  with  a  smile. 

"Well,  doesn't  all  this  apepal  to  you  as 
common  sense  reasoning?  Doesn't  it  fit 
in  with  the  real  nature  of  selling  work?" 
"Yes,  I  admit  that  it  does.  I  have 
never  looked  at  the  matter  in  just  that 
way." 

"You  did  not  realize,"  went  on  the  soli- 
citor, "that  it  is  the  established  system 
by  which  you  distribute  your  goods  that 
discourages  enquiries  on  the  part  of  deal- 
ers. You  overlooked  the  fact  that  only 
one  class  of  advertising  ever  brings  di- 
rect sales — mail  order  advertising.  The 
general  advertising  on  which  manufac- 
turers spend  millions  in  the  daily  news- 
papers and  magazines  never  even  bring 
enquiries,  unless  the  public  is  asked  to 
send  in  for  a  book  of  recipes,  catalogues, 
or  samples.  Even  then  the  value  of  the 
advertising  cannot  be  judged  by  the  en- 
quiries. As  a  matter  of  fact,  results  are 
merely  incidental  to  the  real  value.  At 
the  same  time  results  are  sure  and  cer- 
tain, the  same  as  from  advertising  in  a 
good  trade  paper." 

"Do  you  mean  that  your  paper  will  not 
bring  enquiries  at  all?"  asked  the  pros- 
pective advertiser. 

"Not  by  any  means.  It  will,  and  does 
bring  enquiries  to  the  advertising  of 
some  firms.  Take  an  advertisement  for 
a  store  fixture  or  appliance  that  can  be 
accurately  illustrated  and  described.  Or 
take  an  advertisement  that  offers  the 
dealer  a  price  inducement  to  buy  goods 
with  whose  quality  he  is  well  acquainted. 
In  such  instances  as  these  it  brings  en- 
quiries, and  often  actually  makes  sales." 
Here  the  solicitor  turned  over  th" 
pages  of  his  paper  and  pointed  to  adver- 
tisers who  had  proved  this  to  be  so. 

"A  page  every  month  for  a  year  would 
cost  $300,  would  it  not?"  enquired  the 
prospective  advertiser. 

"Yes,"  replied  the  solicitor,  "and  don't 
forget   that   by    means   of   it   you   reach 
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about  ten  good  buyers  for  every  cent  ex- 
pended." 

"I'll  take  that  page  for  the  year,"  said 
the  manufacturer,  "and  I'll  clearly  ex- 
plain its  purpose  to  my  salesmen. 
Through  showing  them  just  how  it  per- 
forms actual  selling  work,  by  getting 
the  dealer's  attention  and  interest,  and 
making  their  task  easier,  I  hope  to  put 
enough  additional  ginger  into  them  to 
make  the  advertising  worth  while  for 
that  reason  alone." 

The  order  was  signed,  the  advertise- 
ments carefully  written  and  a  new  adver- 
tiser made  a  very  valuable  addition  to 
his  selling  staff — one  in  which  he  has 
every  confidence  since  he  knows  just  ex- 
actly the  work  that  it  can  be  relied  upon 
to  accomplish." 


WOMAN'S  EFFORT 

A  chronicle  of  fifty  years'  struggle  for 
citizenship  is  A.  E.  Metcalfe's  book  just 
ready  entitled  "Woman's  Effort."  It  is 
a  record  of  the  "Suffrage  Movement" 
and  an  unbiased  statement  of  facts  fully 
documented,  leaving  the  reader  to  form 
his  own  opinion  in  the  light  the  facts 
afford.  Here  for  the  first  time  can  be 
traced  the  succesive  constitutional  or 
coercive^  measures  employed  by  either 
side  and  their  success  or  failure,  together 
with  the  strange  fluctuations  of  Par- 
liamentary and  Press  opinion  during  the 
various  stages  of  the  movement.  It  is 
a  book  that  will  interest  women  of  every 
civilized  country. 


A  NEW  WRITER 

"The  Road  of  Ambition,"  by  Elaine 
Sterne  (Geo.  J.  McLeod,  Toronto)  is  a 
first  novel  and  is  a  good  strong  read- 
able tale  having  to  do  with  the  rise  of 
an  uncouth  laborer  to  fortune  through 
an  invention.  He  has  to  begin  life  all 
over  again  in  order  to  obtain  the  educa- 
tion necessary  to  make  his  career  match 
his  wealth.  He  becomes  the  victim  of 
a  designing  woman,  but  is  saved  from 
a  fatal  mistake  by  the  fact  that  he  has 
long  before  met  his  dream  woman  and 
is  bound  to  be  true  to  her.  His  domestic 
problems  become  involved  with  his  busi- 
ness deals,  and  he  loses  his  wife  and 
saves  his  fortune  on  the  same  day. 
Thereafter  the  story  moves  to  a  swift 
and   entirely   satisfactory   conclusion. 


THE   THOROUGHBRED 

Those  who  read  Henry  Ki.tchell  Web- 
ster's novel  '"The  Real  Adventure,"  will 
welcome  "The  Thoroughbred,"  by  the 
same  author,  which  comes  from  Geo.  J. 
M^T.Aod,  Ltd.  It  is  a  tale  in  which  un- 
aided courage  wins  a  struggle  with  ad- 
versity. This  is  an  especially  fine  story 
of  American  home  life,  an  excellenf 
novel,  sincere,  true  and  wise  beyond  all 
doubt  and  bickering. 
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$100  to  $300  Profit  or  More,  According  to 

Locality 

Something  About  the  Possibilities  of  the  Personal   Greeting 

Card  Business  Properly  Handled  by 

the  Retailer. 


PERSONAL  Christmas  greeting 
cards  begin  to  assume  a  big  place 
in  the  trade  at  about  this  time  of 
the  year.  The  publishers  have  their 
new  lines  all  ready  for  the  local  dealers 
or  agents  to  book  orders.  Some  of  the 
publishers  prefer  to  have  agents  go  di- 
rect to  the  ultimate  customers,  from 
office  to  office  and  from  door  to  door  in 
the  residential  districts  of  the  different 
cities  and  towns.  These  firms  are  not 
the  best  friends  of  the  retailers. 

On  the  other  hand  there  are  good  re- 
putable houses  whose  business  it  is  to 
market  these  goods  through  the  retail 
stationers  throughout  the  country. 
These  good  houses  adopted  this  method 
years  ago  and  they  continue  this  sys 
tern  in  spite  of  the  incontrovertible  fact 
that  not  nearly  a  proper  proportion  of 
the  stationers  are  giving  them  adequate 
support  in  the  way  of  doing  their  logi- 
cal share  of  the  introductory  work  that 
leads  to  sales. 

It  is  surprising  that  this  should  be 
true  in  view  of  the  extraordinarily  fav- 
orable terms  upon  which  the  retailers 
are  enabled  to  do  business  with  personal 
Christmas  greeting  cards. 

An  average  dealer  situated  in  a  med- 
ium sized  town  should  easily  be  able  to 
take  at  least  a  hundred  orders.  Many 
of  the  orders  will  be  restricted  to  a 
dozen  cards  and  at  low  prices  but  tak- 
ing the  larger  orders  and  the  sales  of 
higher  priced  cards  into  consideration 
these  hundred  orders  should  average  $3 
each.  That  is  a  total  of  $300.  Now  in 
larger  cities  this  figure  of  course  will  be 
higher  and  again  the  really  energetic 
merchants  will  do  far  more  business 
than  that  but  for  the  sake  of  the  illustra- 
tion let  us  stick  to  that  $300  figure.  The 
dealer  gets  40c;  commission  which 
means  that  the  total  profit  for  the  sea- 
son amounts  to  $120.  Now  this  business 
is  done  at  absolutely  no  risk.  No  stock 
is  carried.  The  sample  books  take  the 
place  of  stock  and  these  sample  books, 
costing  the  publishers  at  a  conservative 
estimate  $5  or  $6  a  book,  are  supplied 
free  to  the  trade. 


Is  there  a  better  proposition  in  the 
book  and  stationery  business  ?     Is  there  ? 

The  stationer  who  has  heretofore 
treated  this  trade  in  a  casual  manner, 
putting  the  sample  book  on  his  counter 
and  taking  what  comes  his  way  in  or- 
ders from  people  inquisitive  enough  to 
want  to  see  what's  in  the  sample  book, 
should  give  some  serious  thought  to  this 
business  of  selling  Personal  Christmas 
Greeting  Cards.  If  he  will  do  that  there 
is  only  one  answer — he  will  become  a 
specialist  in  selling  this  line  and  he  will 
enthuse  all  his  staff  in  its  possibilities. 

Why  waste  time  with  the  all  too  num- 
erous lines  in  every  stationery  store 
which  tie  up  capital,  take  up  a  maximum 
of  time,  and  yield  a  minimum  of  re- 
turns, no  profit  and  in  some  cases  ac- 
tual losses  if  the  truth  were  but  known  ? 
.  Now  when  this  year's  sample  book  of 
these  personal  rreeting  cards  arrives  at 
a  store  it  should  at  once  be  made  the 
subject  of  a  staff  conference  and  ways 
and  means  of  making  the  most  money 
with  it. 

It  will  not  suffice  to  treat  the  book 
purely  and  simply  as  a  silent  salesman. 
It  is  that  and  will  certainly  bring  busi- 
ness unassisted  but  think  of  the  vastly 
greater  results  that  will  come  through 
such  co-operation  as  personal  introduc- 
tion, publicity  in  the  newspapers  and  by 
means  of  show  cards  in  the  windows  and 
inside  the  store  drawing  attention  to  the 
samples.  Offers  might  be  made  to  have 
one  of  the  staff  take  the  samples  to  any 
home  at  a  time  to  be  arranged  and  let- 
ters to  most  likely  customers  would 
prove  highly  productive  of  sales. 

In  many  towns,  the  retail  dealers  find 
it  profitable  to  engage  some  young  man 
or  young  woman  of  erood  address  to  go 
through  the  town  taking  orders.  Thus 
the,y  effectively  meet  the  out-of-town 
competition  of  itinerant  agents  selling 
the  cards  published  by  those  firms  who 
prefer  to  ignore  the  retailers.  These 
cards  in  most  cases  are  inferior  and 
higher  priced  than  the  cards  sold  by  the 
legitimate  retail  dealers  and,  having 
this   big   advantage   in   view,   it   is   easy 
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to  understand  that  the  representative  of 
the  local  dealer  works  at  a  decided  ad- 
vantage over  the  outsiders. 

The  adoption  of  this  latter  course  en- 
tails the  allowing  of  a  commission  to 
these  representatives  unless  an  actual 
member  of  the  staff  does  this  work  but 
the  smaller  rate  of  net  profit  will  be 
more  than  made  up  by  the  much  larger 
volume  of  business  that  will  be  done. 

With  the  nice  little  sum  of  from  $100 
to  $300  clear  profit  in  view,  obtainable 
as  the  result  of  active  exploitation  of 
this  lucrative  field,  is  there  any  retail 
stationer  who  will  not  this  year  adopt 
an  aggressive  attitude  towards  this 
branch  of  trade? 
To  every  stationer: — ■ 

Begin  the  "big  push"  now.  Book  as 
many  orders  as  you  can  in  the  summer 
months  and  keep  after  this  business 
through  the  autumn  right  up  to  Christ- 
mas and  New  Years  too,  because  many 
people  prefer  to  send  out  their  greet- 
ings on  New  Year's  Day  rather  than 
for  Christmas. 

Make  1917  your  big  banner  year  in 
selling  personal  greeting  cards. 


SELLING   BIRTHDAY   CARDS 

In  the  course  of  an  article  on  "Putting 
'Pep'  into  the  Greeting  Card  Depart- 
ment," in  the  current  issue  of  "The  Art 
and  Gift  Shop,  Roy  Stewart,  of  the  Gib- 
son Art  Co.,  says: 

"A  stationer  in  a  small  Western  town  of 
3,500  people,  picked  up  an  old-fash\oned 
show  case,  12  inches  square  and  4  feet 
high,  on  wheels.  He  put  in  4  shelves  and 
used  them  for  — Birthday  Cards.  Every 
morning  this  case  was  wheeled  out  on 
the  side  walk  and; — sold  birthday  cards 
all  day.  The  display  was  kept  fresh, 
changed  often  and  only  two  or  three 
cards  to  the  shelf.  That  show  case  paid 
for  itself  many  times  over,  and; — get 
this  point, — nearly  every  card  sent  means 
a  card  of  some  kind  returned.  This 
merchant  instructed  his  clerks  when  sel- 
ling Birthday  Cards  to  ask  the  purchaser 
if  they  ever  received  such  cards,  then, — 
"here's  a  dandy  little  return  card." 
"Same  to  you  and  many  of  them,",  only 
5  cents.  Maybe  the  customer  did  not 
want  one  then,  but  he  had  cinched  a  fut- 
ure sale  and  made  a  friend,  for,  most 
people  are  at  a  loss  to  know  just  how  to 
"come  back"  at  a  friend,  yet,  they  al- 
ways want  to  and  will  if  shown  a  way. 

Birth  Announcements:  How  many  do 
you  sell?     A  few?     Why  not  quantities? 


BOOKSELLER  AND  STATIONER 


Every  mother,  rich  or  poor,  has  friends 
to  whom  she  is  going  to  send  the  "glad 
tiding,"  in  one  form  or  another.  It's  up 
to  you,  Mr.  Merchant,  to  induce  her  to 
send  'em  your  way. 

Sure  you  need  a  stock  of  stork  cards. 
That's  easy.  But,  don't  wait  for  her  to 
come  to  your  store  and  ask  for  thern, 
she  may  not  know  you  have  them  and  a 
great  many  do  not  know  there  are  such 
things  already  prepared, — it's  up  to  you 
again.     Show    'em.     Watch   your  papers 


and  when  you  see  a  new  arrival  chron- 
icled, send  the  mother  a  few  samples 
with  a  letter  of  welcome  to  the  little  one, 
with  good  wishes  for  its  future,  or,  bet- 
ter still,  if  you  carry  baby  requisities, 
present  the  mother  with  half  dozen  an- 
nouncements and  a  small  box  of  talcum 
or  a  puff  or  a  comb,  etc.,  gently  remind- 
ing her  at  the  end  of  your  letter  of  your 
complete  stock  of  announcement  cards, 
etc.  You  will  land  a  steady  customer  as 
well   as   an   immediate   sale,   AND   don't 


forget  to  card  index  the  child's  birthday. 
Card  index  every  birth  and  birthday  you 
can  learn  of.  Why  ?  Because  every 
store  has  many  articles  suitable  for  birth- 
day gifts  and  every  birthdayite  has  fam- 
ily and  friends.  Inspect  your  card  index 
every  morning.  You  will  soon  have 
birthdays  coming  up  every  day.  Send 
a  nice  letter  containing  "birthday  sug- 
gestions," to  the  immediate  family  and; 
— watch  results. 


Putting  New  Life  Into  the   Post  Card   Trade 

Some  Suggestions  to  Help  the  Alert  Dealer  to  Increase  His  Post  Card  Sales  by  Means 

of  Specialization  and  Good  Display. 


IN  order  to  get  booksellers  and  sta- 
tioners to  take  more  interest  in  the 
postcard  trade  in  spite  of  the  handi- 
cap of  the  war  tax,  Bookseller  and  Sta- 
tioner presents  an  illustration  showing 
a  few  of  the  new  postcards  recently 
published. 

It  would  be  impossible  to  do  justice 
even  in  type,  let  alone  illustrations,  in 
the  available  space,  to  all  the  new  pro- 
ductions in  postcards  which  have  come 
out  this  year.  The  idea  is  not  to  have 
this  to  be  taken  as  an  effort  to  com- 
prehensively cover  this  field,  but  merely 
to  show  by  illustration  and  comment,  the 
great  opportunities  that  are  open  to  all 
retailers  for  increasing  their  postcard 
sales. 

Referring  to  the  illustration,  consider 
for  a  moment  the  cards  numbered  1 
and  3.  These  are  two  of  a  large  var- 
iety of  war  postcards  intended  for  mail- 
ing to  the  men  who  have  joined  the 
colors  and  are  over  the  sea  on  active 
service  in  France  or  Flanders  or  the 
other  theatres  of  the  war,  where  the 
soldiers  of  the  empire  and  her  allies  are 
fighting  for  the  cause  of  justice  and 
liberty. 

These  cards  are  most  attractive  in  ap- 
pearance and  they  strike  a  popular  note 
because  everybody  has  relatives  and 
friends  at  the  front.  Every  man,  woman 
and  child  in  Canada  is  a  good  prospec- 
tive customer  for  the  sale  of  these  cards. 
All  it  needs  is  that  they  shall  be  promin- 
ently displayed  so  that  they  may  be 
brought  to  the  notice  of  all  members 
of  the  community. 

Now  consider  the  cards  marked  No.  2 
and  No.  6.  The  former  of  these  is  an 
interesting  war  souvenir,  the  central  fig- 
ure being  symbolic  of  the  allied  nations 
who  are  fighting  the  Kaiser  and  his 
misguided  allies. 

The  card  entitled  "Gentlemen,  Our 
Country,"  came  out  last  year  as  a  wall 
hanger  and  proved  so  highly  popular 
that  this  vear  it  has  been  reproduced 
in  postcard  form. 

Next  refer  to  card  No.  4.  This  is  one 
of  a  most  interesting  set  of  bird  post- 
cards, each  card  depicting;  a  different 
bird  with  a  description  of  the  bird  tell- 
ing the  part  of  the  world  in  which  it  is 
to  be  found,  set  forth  in  small  type  on 


the  address  side.  The  particular  bird 
on  the  card  shown  here  is  the  lyre-bird, 
native  to  Australia.  The  lyre-bird  is 
about  the  size  of  a  pheasant.  The  six- 
teen feathers  forming  the  tail  of  the 
male  bird  take  the  shape  of  a  lyre,  hence 
its  name.  These  cards  are  not  only 
pleasing  in  appearance  but  have  an  edu- 
cative value  for  children,  thus  giving 
them  a  high  degree  of  those  potential- 
ities that  make  for  popularity  and  wide 
sales. 


dwell  on  the  merits  of  this  card  and  the 
wide  sale  which  the  various  designs, 
showing  different  subjects,  each  with 
different  wording,  will  have.  These  facts 
are  obvious. 

In  the  case  of  such  special  lines  as 
these,  baby  postcards,  and  other  cards 
such  as  those  for  birthdays,  and  various 
other  special  occasions,  might  well  be 
stocked  in  postcard  albums  from  which 
customers  could  select  them. 

The   writer  knows   of   one  dealer  who 


SOME    OF    THE    NEW    POSTCARDS. 
The  cards  illustrated  here  and  referred  to  on  this  page  are  shown  through  the  courtesy  of  Menries  &  Co., 
Toronto,     William     Briggs,    Toronto,     The    Moore     Printery.    Hamilton,     Ont.,     and 
the    Gilbert    Postcard    Co.,    of    Chicago. 


In  this  connection  the  old  plan  of  sell- 
ing cards  in  sets  might  well  be  resum- 
ed, complete  sets,  sets  of  a  dozen  or 
half  dozen.  They  could  be  displayed 
most  advantageously  in  the  show  win- 
dow by  means  of  large  cards  with  the 
postcards  attractively  mounted  thereon 
and  with  display  wording  calling  atten- 
tion to  some  distinctive  feature  and  a 
special  price  for  the  set. 

This  method  could  well  be  adopted 
in  the  case  of  such  cards  as  the  Bairns- 
father  cartoons  as  represented  by  No.  5 
and  No.  7  in  the  accompanying  illus- 
tration. Then  we  come  to  the  last  card 
in  this  group,  No.  8,  entitled  '"Welcome 
Little  Stranger!"  It  is  not  necessary  to 
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used  to  be  very  keen  on  buying  job 
lots  of  postcards  and  for  a  time  in  the 
palmy  old  days  when  the  demand  seem- 
de  to  be  insatiable,  this  was  a  good 
method  of  buying  and  this  dealer  made 
a  lot  of  money  by  it.  But  those  days 
are  past.  Not  so  many  cards  are  bought 
and  the  purchasers  are  more  discrimin- 
ating. The  sale  of  postcards,  however, 
is  still  very  great  and  with  the  higher 
appreciation  shown  by  the  public  to- 
gether with  the  continual  issuance  of 
cards  of  genuine  merit,  this  business  can 
be  wonderfully  increased  if  the  retail- 
er's will  devote  a  reasonable  share  of 
time  and  attention,  both  in  buyine:  and 
selling,  to  this  branch  of  their  business. 


'¥£ 
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CANADIAN  BOOKS  AND  AUTHORS 

It  is  interesting  to  note  that  Isabel 
Ecclestone  Mackay,  whose  new  novel, 
"Up  the  Hill  and  over,"  has  been  so 
favourably  received,  made  her  literary 
debut  in  a  prize  contest  conducted  by 
the  Endeavor  Herald  published  in  Tor- 
onto back  in  the  nineties. 

Mrs.  Mackay  submitted  two  stories, 
winning  second  and  third  places  in  the 
contest.  Both  these  stories  had  in  them 
foregleanings  of  that  talent  which  is 
rapidly  placing  their  author  in  the  front 
rank  of  the  growing  army  of  Canadian 
writers.  Like  Roberts,  Stringer,  Service, 
and  others,  Mrs.  Mackay  not  only  pro- 
duces high-class  prose  but  also  poetry  of 
uncommon  merit.  Her  first  book — or 
booklet — was  a  small  collection  of  poems, 
most  of  which  had  appeared  in  the 
Herald;  and  we  understand  she  has  under 
preparation  a  volume  of  "child  verse  '  in 
a  field  in  which  she  is  right  at  home. 

A  NEW  CONNOR  BOOK 

One  of  the  most  interesting  announce- 
ment of  the  season  is  a  new  Ralph 
Connor  book  the  title  of  which  will  be 
"The  Major".  As  the  title  suggests  the 
war  enters  largely  into  this  new  tale 
and  the  author's  own  experience  at  the 
front,  equipped  him  to  do  full  justice  to 
his  story  in  this  connection.  He  is  at 
present  engaged  in  putting  the  finishing 
touches  on  the  novel  which  will  be  pub- 
lished   in    the    autumn 

MORE  ABOUT  "ANNE" 

"Anne's  House  of  Dreams",  a  new 
novel  by  L.  M.  Montgomery  will  be 
published  shortly.  The  wide  popular- 
ity of  the  former  "Anne"  books  adds  im- 
portance to  this  announcement  for 
booksellers. 

From  the  University  of  Toronto  Press 
comes  the  annual  "Review  of  Historical 
Publications  Relating  to  Canada",  edited 
by  George  M.  Wrong,  M.A.,  H.  H.  Lang- 
ton,  M.A.,  and  W.  Stewart  Wallace,  M.A. 

A  CONFEDERATION  SOUVENIR 

Regina,  June  7. — "Canada's  Golden 
Jubilee  of  Confederation,  1867-1917,"  is 
the  title  of  a  book  issued  by  direction  of 
the  minister  of  education  and  sent  out 
to  the  schools  of  the  province.  The  ob- 
ject of  the  book  is  to  commemorate  the 
fiftieth  anniversary  of  confederation  and 
contains  photographs  of  the  King,  the 
governor-general,  Lieutenant-Governor 
R.  S.  Lake,  and  Hon.  W.  M.  Martin, 
minister  of  education. 


In  addition  to  these  pictures',  there  is 
a  splendid  photograph  of  the  famous  pic- 
ture, "Fathers  of  Confederation,"  as 
well  as  messages  to  the  boys  and  girls  of 
Saskatchewan  from  Governor  Lake  and 
Premier  Martin. 

"The  meaning  of  confederation,  its 
background  and  expansion"  is  the  title 
of  a  very  interesting  article  in  the  book 
by  George  M.  Weir,  M.A.,  in  which  is 
fully  and  clearly  set  forth  the  history  of 
the  confederation  of  Canada  and  its 
future. 

In  the  book  also  are  a  large  number  of 
topics  suggested  for  discussion  by  the 
teachers  with  their  pupils  on  the  day 
set  apart  for  the  celebration  of  Canada's 
Golden  Jubilee.  The  last  part  of  the 
book  is  devoted  to  a  number  of  patriotic 
songs  and  poems  suitable  to  the  day  and 
occasion. 

Included  in  the  volume  is  an  honor  roll 
of  the  teachers  of  the  province  who  are  at 
present  taking  an  active  part  in  the 
fight  for  freedom  against  German  mili- 
tarism. 

The  book  is  excellently  produced  and 
while  serving  as  a  medium  for  the 
spread  of  Canadianism  among  the  boys 
and  girls  of  the  province  also  serves  as 
a  splendid  souvenir  of  the  celebration  in 
Saskatchewan  schools  of  the  fiftieth  an- 
niversary of  confederation. 

MADGE  MACBETH 

One  of  the  most  versatile  of  Canadian 
writers  is  Madge  Macbeth,  a  real  name, 
not  a  pseudynom.  She  just  produced  a 
particularly  fine  novel  entitled  "Kleath," 
published  by  Musson's.  It  is  a  tale  of 
the  gold  rush  days  in  the  Klondike. 

Here  are  a  few  extracts  from  a  long 
interview  reported  by  the  newspaper  wri- 
ter, Mary  J.  Trotter: — 

"I  happened  to  be  in  Ottawa  lately — 
a  city  "good"  from  the  journalistic  stand- 
point— when  I  had  it  from  Mrs.  Mac- 
beth's  mother,  an  exquisite  lady  from 
North  Carolina,  that  "Madge"  as  a  child 
was  a  passionate  small  person  whose  joy 
in  life  was  to  have  folk  marvel  at  her. 
She  studied  at  school  to  astound  her 
teachers,  she  played  at  concerts  to  hear 
the  applause. 

This  child  of  twelve  "grew  up" — grace- 
ful as  a  flower,  ambitious,  vivid,  win- 
some, and  talented  not  with  one  but  with 
many  talents.  She  could  act,  she  could 
"play."  She  could  write  stories.  She 
possessed  a  wit  which  enchanted  men — 
women,  too,  except  occasionally.  When 
she  chose  a  school  it  was  in  Canada — 
Hellmuth,  in  London,  Ontario,  to  be  ex- 
plicit. Her  mother  had  heard  that  the 
school  was  "nice."  So,  after  her  train- 
ing in  North  Carolina  and  a  subsequent 
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BEST  SELLING  BOOKS 
IN  CANADA 

SIX   BEST  SELLERS. 

Fiction. 

Points 

1.  "The      Road      to      Understanding." 

Porter    52 

2.  "Changing    Winds."      Ervine 38 

3.  "The    Hundredth    Chance."     Dell...     32 

4.  "The   Adventures   of  Jimmie   Dale." 

Packard     27 

5.  "Red     Planet."      Locke 20 

6.  "In      the      Wilderness,"      Hichens ;     17 

"Mr.    Britling    Sees    it   Through," 

Wells     17 

Non-Fiction. 
1.     "A    Student    in    Arms."    Hankey.  .  .      27 

Juvenile. 
Bursess'    Bed-time   Stories. 


course  at  the  Latin  Preparatory  School 
in  Baltimore,  she  went  to  London  to  "fin- 
ish" her  education. 

But  there  is  no  end  to  the  education  of 
a  person  who,  at  the  age  of  three,  pro- 
duced a  commentary  on  the  Bible.  That 
"Madge"  had  done,  as  legend  had  it.  If 
"the  child  is  father  of  the  man,"  it 
stands  to  reason  that  the  child  is  also 
mother  of  the  woman.  The  queer  little 
girl  of  the  big  ambition  was  parent,  no 
doubt,  of  the  graduate  of  Hellmuth,  who 
left  the  school  diplomaed  but  unfinished. 
She  had  studied,  she  had  been  gay,  and 
in  the  course  of  college  happenings  she 
had  met  the  man  whom  afterwards  she 
married. 

She  is  one  of  the  live  promoters  of  a 
National  Drama  League  for  Canada.  A 
strong  beginning  has  been  made  in  Ot- 
tawa, which  has  quite  a  coterie  of  bud- 
ding playwrights  as  a  result.  Canada  sees 
no  reason  for  taking  dictation  from  the 
United  States  in  all  dramatic  matters. 
She  could  have  her  distinctive  theatres, 
her  own  producers,  and  her  own  drama- 
tists, as  already  she  has  her  world-ac- 
knowledged players,  if  but  the  Canadian 
public  would  work  her  native  forces.  The 
Drama  League,  it  is  believed,  will  fas- 
ten home  talent  and  aim  to  induce  a  gen- 
eral interest  in  native  productions,  be- 
ginning in  Ottawa." 

GOOD  BOOK  ABOUT  CANADA 

Lilian  Whiting,  an  American  traveler 
and  observer,  who  is  a  prolific  writer,  is 
the  author  of  a  book  entitled  "Canada 
the  Spellbinder."  She  writes  of  this  Do- 
minion in  a  most  entertaining  manner, 
and  she  sees  a  vision  of  a  brighter,  great- 
er Canada.  She  has  the  precious  faculty 
of  leading  others  along  her  line  of 
thought.  The  volume  is  helpful,  too,  in 
that  it  gives  the  reader  some  idea  of  the 
vast  resources  and  of  the  opportunities 
as  they  exist  in  Canada. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


THOS.  ALLEN 
Non-Fiction 

How  to  Make  the  Garden  Pay,  Edward 
Morrison  &  Brues,  cloth,  75c;  Your  Na- 
tional Parks,  Enos  A.  Mills,  cloth,  $2.50; 
An  Old  Town  by  the  Sea,"  Thomas  Bai- 
ley Aldrich,  cloth,  $1.25;  At  the  North  of 
Bearcamp  Water,  Frank  Bolles,  cloth, 
$1.50;  A  History  of  Williams  College. 
Leverett  W.  Spring,  cloth,  $3;  The  Marne 
Campaign,  Major  F.  E.  Whitton,  cloth, 
$4;  Brothers  in  Arms,  Alexander  Powell, 
cloth,  50c;  Henry  Thoreau,  Edward  Em- 
erson, cloth,  $1.25;  Through  the  Year 
With  Thoreau,  Herbert  Gleason,  cloth, 
$3;  Community  Drama,  Percy  MacKayc, 
50c;  Hints  on  Landscape  Gardening, 
Puckler-Muskau,  cloth,  $3.50;  War  Food, 
Amy  L.  Handy,  16  mo.  cloth,  75c. 

WM.  BRIGGS 
Fiction 

Over  the  Top,  Arthur  Guy  Empey, 
cloth,  $1.50;  The  Hundredth  Chance, 
Ethel  M.  Dell,  cloth,  $1.35;  A  Sheaf  of 
Bluebells,  Baroness  Orczy,  cloth,  $1.25; 
The  Gun  Brand,  James  B.  Hendryx, 
cloth,  $1.50;  The  Cowboy  Countess,  C.  N. 
&  A.  M.  Williams,  cloth,  $1.25;  General 
Joffre  and  His  Battles,  Raymond 
Recouly,  cloth,  $1.25;  Autobiography  of 
a  Super-Tramp,  W.  H.  Davies,  cloth, 
$1.50. 

Non- Fiction 

Enchantment,  E .  Temple  Thurston, 
cloth,  $1.25;  Underton,  Kathleen  Norris, 
cloth,  $1.25. 

COPP,  CLARK   &  CO. 
Non-Fiction 

Germany  —  The  Next  Republic,  Carl. 
W.  Ackerman,  cloth,  $1.50. 

J.  M.   DENT  &  SONS 
Non-Fiction 

The  New  Era  in  Canada,  edited  by  J. 
O.  Miller,  cloth,  $1.50;  Bilingual  Schools 
in  Canada,  C.  B.  Sissons,  B.A.,  cloth, 
$1.35;  Nature  Study  Lessons,  arranged 
Seasonably,  J.  A.  Philip,  B.A.,  cloth, 
90c  (Cambridge  Press);  The  Combina- 
tions of  Observations,  David  Brunt, 
M.A.,  cloth,  $2.50;  Plants  Poisonous  to 
Live  Stock,  H.  C.  Long,  B.Sc,  cloth, 
$1.75;  Science  and  the  Nation,  A.  C. 
Seward,  F.R.S.,  cloth,  $1.50. 

S.  B.  GUNDY 
Fiction 

The  Red  Planet,  William  J.  Locke, 
cloth,  $1.50  net;  The  End  of  the  Flight, 
Burton,  Kline,  cloth,  $1.50  net;  Mr. 
Cushing  and  Mille  Du  Chastel,  Francis 
Rumsey,  cloth,  $1.40  net;  Cecilia  of  the 
Pink  Roses,  Katharine  Havilond  Taylor, 
cloth,  $1.25  net;  A  Little  World  Apart, 
■  George  Stevenson,  cloth,  $1.25  net; 
Closed  Lips,  George  Vane,  cloth,  $1.25 
net. 


Non- Fiction 

The  Problem  of  Sovereignty,  Harold 
J.  Laski,  cloth,  $2.50  net;  The  Constitu- 
tion of  Canada,  Justice  W.  R.  Reddell, 
cloth,  $1.25  net;  The  Federation  of  Can- 
ada, Prof.  Wrong  and  Others,  cloth, 
50c  net;  On  Good  Company,  Coulson 
Kernahan,  cloth,  $1.25  net;  My  Unknown 
Chum,  "Aguecheek,"  cloth,  $1.50  net; 
Carry  On,  Coningsby  Dawson,  cloth, 
$1.00  net;  The  Creative  Will,  Willard 
H.  Wright,  cloth,  $1.50  net;  Utenam, 
Wm.  Arkwright,  cloth,  $1.50  net;  Also 
New  Titles  in  World's  Classics  Series, 
Resurrection,  Tolstoi,  cloth,  35c  net; 
The  Cossacks,  Tolstoi,  cloth,  35c  net; 
Who  can  Be  Happy. and  Free  in  Russia, 
Nekrassov,  cloth,  35c  net. 

HODDER  &   STOUGHTON  LTD. 
Fiction 

Miss  Haroun  al-Raschid  (First  Prize 
Winner  in  H.  &  S.  Thousand  Guineas 
Prize  Novel  Competition.),  J.  D.  Ker- 
ruish,  cloth,  $1.25;  Haidee,  F.  Horace 
Rose,  cloth,  $1.25;  Paul  Strange,  Mrs. 
Edgar  Brown,  cloth,  $1.25;  Mr.  Justice 
Driver,  B.  Paul  Neuman,  cloth,  $1.25; 
The  Immortal  Dawn,  Roy  Bridges,  cloth, 
$1.25;  The  Web,  Rolf  Bennett,  cloth, 
75c;  War  Time  in  Our  Street,  J.  E. 
Buckrose,  cloth,  75c;  The  New  Order, 
Morice  Gerard,  cloth,  $1.25;  The  Begin- 
ning of  P.  J.  Davenant,  Lord  Frederick 
Hamilton,  cloth,  75c;  Doodle  McClink  of 
the  "Sardine  Castle",  David  McCulloch, 
cloth,  75c;  The  Amazing  Years.  W.  Pett 
Ridge,  cloth.  $1.25;  McGlusky's  Great 
Adventure,  A.  G.  Hales,  cloth,  $1.25;  For 
France,  Illustrated  by  Capt.  Bruce 
Bairnsfather,  cloth,  $1.50:  Back  to 
Blightlv,  Illustrated  by  Capt.  Bruce 
Bairnsfather,  cloth,  $1.00; 
Non-Fiction 

The  Land  of  Deeping  Shadow,  (Germany 
1916)  Thomas  Curtin,  cloth,  $1.50;  On  the 
King's  Service,  Inness  Logan,  cloth,  75c; 
The  Flaming  Sword — In  Serbia  and 
Elsewhere,  Mrs.  St.  Clair  Stobart,  cloth, 
$1.50;  In  Mesopotamia,  Martin  Swayne, 
cloth,  $1.50  Grand  Fleet  Days,  By  the 
Authur  of  In  The  Northern  Mists,  cloth, 
$1.25. 

THE  MACMILLAN  CO.  of  CAN.,  LTD. 
Fiction 

The  Banks  of  Colne,  Eden  Philpotts, 
cloth,  $1.50;  A  Diversity  of  Creatures, 
Rudyard  Kipling,  Un.  Ed.,  cloth,  $1.50; 
pocked  ed.,  cloth,  $1.35;  pocket,  ed.,  lea- 
ther, $1.60. 

Non-Fiction 

The  New  Pacific,  British  Policy  and 
German  Aims,  C.  B.  Fletcher,  cloth, 
$2.50;  Community,  A  Sociological  Study, 
R.  M.  Maciver,  cloth,  $4;  The  Value  of 
Money,  B.  M.  Anderson,  cloth,  $2.25; 
Jewish  Philanthropy,  B.  D.  Bogen,  cloth, 
$2;  The  Life  of  Algernon  Charles  Swin- 
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burne,  E.  Gosse,  cloth,  $3.50;  Sir  George 
Etienne  Cartier,  John  Boyd,  Bonne  En- 
tente Ed.  (cloth),  $3;  Religion  in  a  World 
at  War,  G.  Hodges,  cloth,  $1;  Personal- 
ity, Rabindranath  Tagore,  cloth,  $1.35; 
Victor  Chapman's  Letters  from  France, 
J.  J.  Chapman,  cloth,  $1.25;  Fairhope,  the 
Annals  of  a  Country  Church,  E.  D.  Jones, 
cloth,  $1.25;  The  History  of  European 
Philosophy,  W.  T.  Marvin,  cloth,  $1.60; 
Canada  and  National  Service,  Col.  W. 
Hamilton  Merritt,  cloth,  $1;  God,  the  In- 
visible King,  H.  G.  Wells,  cloth,  $1.25; 
Mobilizing  America,  Arthur  Bullard, 
cloth,  50c;  Poems,  R.  Hodgson,  cloth, 
75c;  The  Best  Man  I  Know,  W.  deW. 
Hyde,  50c;  Selected  Poems,  J.  Massfield, 
cloth,  $1.60;  Thoughts  on  Religion  at  the 
Front,  N.  S.  Talbot,  cloth,  75c;  What 
Think  Ye  of  Christ?,  C.  E.  Raven,  cloth, 
$1.50;  The  New  Civics,  R.  L.  Ashley, 
cloth,  $1.20. 

McClelland,  goodchild  & 
stewart,  ltd. 

Fiction 

The  Darrow  Enigma,  Melvin  L. 
Severy,  $1.35;  The  Problem  of  Cell  13, 
Jacques  Futrelle,  $1.35;  Sonia:  Be- 
tween Two  Worlds,  Stephen  McKenna, 
$1.25;  "Behold  and  See",  Lilith  Hope, 
$1.25;  Mr.  Teddy,  E.  F.  Benson,  $1.25. 
Non- Fiction 

Celt  and  the  World,  Shane  Leslie, 
$1.25;  Half-Hours  with  the  Idiot,  John 
Kendrick  Bangs,  $1.25;  The  Candy  Cook 
Book,  Alice  Bradley,  $1.00;  Kitchenette 
Cookery,  Anna  Merritt  East,  $1.00; 
Fruits  of  the  Spirit,  Hamilton  Wright 
Mabie,  $1.25;  A  Student  in  Arms,  Second 
Series,  Donald  Hankey,  $1.50;  Behind 
the  German  Veil,  J.  M.  de  Beaufort, 
$1.50;  War's  Dark  Frame,  Wadsworth 
Camp,  $1.50;  The  Modern  Gas  Tractor, 
Victor  W.  Page,  $2.00;  Railway  Nation- 
alization and  the  Average  Citizen,  Wil- 
liam H.  Moore,  $1.35;  A.  Manual  of 
Modern  Scholastic  Philosophy,  by  Card- 
inal Mercier,  $3.00;  The  Human  Side  of 
Trees,  Royal  Dixon  &  Franklyn  E.  Fitch, 
$1.60;  The  Mysteries  of  the  Flowers. 
Herbert  W.  Faulkner,  $2.00;  The  World's 
Minerals,  L.  J.  Spencer,  $2.75;  1000 
Things  Mothers  Should  Know,  Mae 
Savell  Croy,  $1.50;  Gymnastic  Problems, 
Jakob  Bolin,  $1.50;  Our  Hidden  Forces, 
Emile  Boirac,  $2.00;  Trout  Lore,  O.  W. 
Smith,  $2.00;  The  French  Revolution 
and  Napoleon,  Charles  Downer  Hazen, 
$2.50;  Britain's  Civilian  Volunteers, 
Thekla  Bowser,  F.J.I.,  $1.50;  Railway 
Nationalization  and  the  Average  Citizen, 
William  H.  Moore,  $1.35;  Thirty  Years 
in  the  Canadian  North-West,  Rev.  James 
Woodsworth.  D.D.,  $1.50;  Confederation 
and  Its  Leaders,  M.  O.  Hammond,  $2.50; 
Aesthetic  Criticism  in  Canada:  Its  Aims, 
Methods  and  Status,  J.  D.  Logan.  M.A., 
Ph.D.  (Harvard),  25c;  The  Irish  Rebel- 
continued  on   page  47) 
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HOW     ONE     STORE     MANAGER     IS 
CONDUCTING    HIS    OWN    BOOK- 
SELLERS' SCHOOL 

IF  the  book  salesman  cannot  go  to 
the  booksellers'  school  the  next  best 
thing  is,  obviously,  to  bring  the 
school  to  the  salesman.  This  is  being 
increasingly  done  to-day  in  the  regular 
staff  meetings  held  in  all  the  more  pro- 
gressive stores,  at  which  service  points, 
salesmanship,  news  about  new  books 
and  other  similar  matters  are  discussed. 
A  still  further  expansion  of  the  store 
booksellers'  school  idea,  however,  is  be- 
ing used  in  Younker  Brothers'  depart- 
ment store  in  Des  Moines,  la.  Staff  "ex- 
perience meetings"  have  been  a  regu- 
lar Tuesday  evening  feature  in  Younker 
Brothers'  book  department  for  some 
time,  but  about  a  month  ago  another 
scheme,  a  set  of  examination  questions 
on  books  and  bookselling,  was  intro- 
duced by  H.  J.  Simonson,  Jr.,  manager 
of  the  book  department.  The  first  list 
of  two  hundred  and  twenty-seven  ques- 
tions was  distributed  to  the  clerks  with 
the  request  that  they  go  over  the  stock 
carefully  with  the  questions  before  them 
to  prepare  themselves  for  the  examina- 
tion. The  answers  were  then  written 
out  and  handed  in  on  a  specified  date  and 
the  papers  corrected  and  graded  and  a 
report  of  the  ranking  published  through- 
out the  store.  In  the  case  of  a  clerk  who 
failed  to  make  a  grade  of  at  least  eighty- 
five  per  cent.,  his  paper  was  returned  and 
a  second  date  set  for  him  to  hand  in  a  re- 
vised list  of  answers,  and  so  on  until  at 
least  the  eighty-five  per  cent,  grade  of 
proficiency  was  attained.  The  questions 
have  since  been  taken  up  in  detail  in  the 
Tuesday  conferences  and  all  errors  and 
variant  answers  have  been  discussed  at 
length. 

The  results  of  this  first  examination  and 
of  the  intensive  study  of  the  stock  that  it 
necessitated  have  been  apparent  in  a  num- 
ber of  ways,  for,  as  Mr.  Simonson  points 
out,  "in  the  looking  up  of  these  questions 
our  sales-people  have  learned  many  things 
they  did  not  know  before  about  the  book 
business."  For  one  thing,  a  number  of 
the  clerks  have  begun  to  keep  classified 
lists  of  their  customers,  which  is  resulting 
both  in  selling  more  books  from  stock  per 
customer,  and  in  selling  more  books  in  ad- 
vance of  publication.  Then  again,  parti- 
cular stress  is  laid  in  Younker  Brothers' 
department  on  the  salespeople  themselves 
keeping  up  the  stock.  Each  clerk  is  held 
responsible  for  a  particular  portion  of  the 
stock  and  expected  to  know  what  books  are 
needed  when  they  are  needed,  and  in  no 
instance  is  he  allowed  to  wait  for  the  tra- 
veler to  call  before  placing  a  re-order. 
This  is  in  no  sense  an  attempt  to  do  awav 
with  the  traveler,  and  in  fact  his  name  is 
usually  mentioned  in  the  order,  but  it  has 
frequently  happened  that,  even  when  the 
department  has  had  notice  that  the  tra- 
veler will  be  through  the  city  within  ten 
days,  re-orders  have  been  sent  in  and  the 
books  actually  sold  before  the  traveler  ar- 
rived. With  such  a  close  check  on  stock 
anything  that  tends  to  focus  attention  on 
stock  and  transform  a  salesman's  blurred 
impression  of  a  row  of  books  into  a  row  of 
individual  titles  is  of  obvious  advantage. 


"Although  we  have  been  using  these 
questions  only  about  a  month,"  Mr.  Simon- 
son says,  "I  have  not  only  noticed  an  in- 
creased alertness  on  the  part  of  the  clerks, 
but  also  a  desire  to  know  more  about  the 
publications  they  are  selling,  or  hope  to 
sell  in  the  future.  Our  sales  are  increas- 
ing and  as  long  as  this  continues  I  shall 
feel  that  it  is  advisable  for  bookstore  man- 
agers to  conduct  their  own  booksellers' 
school." 

Just  in  passing,  it  is  of  interest  to  note 
one  or  two  other  plans  adopted  by  Mr. 
Simonson  to  keep  his  assistants  alive  to 
the  possibilities  of  their  work.  As  an  aid 
in  turning  old  stock,  he  has  devised  blue, 
punchback  paper  jackets  of  various  sizes, 
to  be  placed  on  a  quantity  of  books  over  a 
year  old.  This  not  only  makes  the  stock 
appear  cleaner  and  fresher,  but  it  also 
enables  a  salesperson  in  going  to  any  par- 
ticular classification  to  pick  out  the  older 
books  quite  readily.  By  employing  this 
method  the  department  has  been  success- 
ful in  reducing  considerably  the  amount 
of  its  old  stock. 

As  a  means  of  keeping  the  salespeople 
familiar  with  new  books  the  manager  of 
the  department  has  arranged  that  they  go 
over  all  orders  placed  for  forthcoming 
publications.  Also  each  night  they  are 
asked  to  go  over  the  daily  re-orders  and 
they  thus  know  what  is  coming  at  all 
times.  The  daily  mail  is  also  gone  over 
by  each  clerk  some  time  during  each  day. 

A  record  of  the  daily  sales  of  each  per- 
son is  kept  and  this  has  proved  quite  an 
incentive.  There  is  no  secret  at  any  time 
as  to  how  much  business  the  department 
has  to  get  in  a  given  year  to  equal  the  pre- 
ceding year,  neither  is  there  any  secret 
is  to  what  one  salesperson  sells  in  com- 
parison with  another.  These  facts  are 
Tiven  to  all  and  the  clerks  are  held  respon- 
sible for  a  twenty  per  cent,  increase  over 
the  year  previous. 

The  complete  list  of  two  hundred  and 
twenty-seven  questions  on  bookselling 
used  in  Younker  Brothers'  book  depart- 
ment is  as  follows: 

What    A   Salesman   Should   Know 

Department  56 — Books. 

What  is  a  book? 

What  are  the  principal  papers  used  in 
book  manufacture? 

How  does  India  paper  differ  from  regu- 
lar paper? 

What  type  is  generally  used? 

What  kinds  of  binding  are  there? 

Is  cloth  different  from  buckram? 

How  so? 

Will  buckram  outlast  a  leather  bind- 
ing?   Why? 

Name  some  foremost  illustrators. 

Name  three  famous  cartoonists. 

What  books  of  each  of  these  have  we 
in  stock? 

Name  the  greatest  book  in  the  world. 

What  are  the  principal  classifications 
of  books  ? 

What  is  fiction? 

Name  the  latest  book  published. 

Name  the  most  popular  book  published 
recently. 

Give  a  brief  synopsis  of  it. 

What  was  Booth  Tarkington's  last 
book    ? 

Will  he  have  another  soon  ? 
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Name   three   good   detective   stories. 

Name  a  war  romance. 

Name  threo  best  books  by  humorous 
ruthors  in   sro.-k. 

Name  three  of  the  most  prominent 
books  bv  well  known  novelists  to  be 
published  within  the  next  month. 

Give  briefly  the  press  comments  on 
three  recently  published  novels.  What 
can  you  tell  about  the  authors  of  each? 

Is  the  author  of  "Hepsey  Burke"  the 
same  as  the  author  of  "David  Harum?" 
Is  David  Graham  Phillips  living? 

How  may  I  address  three  modern 
authors   who   are    living? 

Name  five  early  authors  of  fiction. 

How  does  Hugo  differ  from  Balzac 
and  Dumas? 

Name  an  important  book  by  each. 

Give   a  brief  synopsis. 

Contrast  modern  fiction  with  the  writ- 
ings of  early  authors  of  fiction. 

Why  is  it  that  popular  fiction,  for- 
merly sold  at  50c,  is  now  sold  at  60c.  ? 

Will   it   go  higher? 

Is  there  a  chance  of  its  being  re- 
duced ? 

What  is  a  juvenile? 

Name  the  three  latest  juveniles  pub- 
lished. 

Tell  briefly  the  story  of  each. 

What  have  you  in  stock  for  a  baby 
one  year  old  ? 

What  have  you  in  stock  for  a  child 
two  years  old  ? 

What  have  you  in  stock  for  a  child  '• 
three  years  old  ?  > 

What  have  you  in  stock  for  a  child' 
four  years  old  ?  ; 

What  have  you  in  stock  for  a  child" 
five  years  old? 

What  have  you  in  stock  for  a  childt 
six  years  old  ?  > 

What  have  you  in  stock  for  a  child  i 
seven  years  old  ?  ' 

What  have  you  in  stock  for  a  child 
eight  years  old  ? 

What  have  you  in  stock  for  a  child*' 
nine  years  old?  ' 

What  have  you  in  stock  for  a  child1 
ten  years  old  ? 

What  have  you  in  stock  for  a  child 
eleven   years   old  ? 

What  have  you  in  stock  for  a  child(.j 
twelve  years  old?  n 

What  have  you  in  stock  for  a  child?, 
thirteen  years  old  ?  e 

What  have  you  in  stock  for  a  child 
fourteen  years  old  ? 

What  have  you  in  stock  for  a  child h 
fifteen  years   old  ?  >f 

What  have  you  in  stock  for  a  youngle 
lady?  l- 

What  have  you  in  stock  for  a  young 
man? 

Name  three  foremost  juvenile  illus-1" 
trators. 

What  Boy  Scout  books  have  vou? 

Name  tVree  good  series  for  boys. 

Name  three  good  series  for  girls. 

How  manv  books  in  the  Boy  Scout10 
Library,  published  bv  Grosset  &  Dun-n_ 
lap?  ,]. 

How  many  books  in  the  Five  Little)]. 
PeDper  Series?  id 

How  many  books  in  the  Elsie  Series  ?>n 

How  many  books  in  the  Dorothy^ 
Dainty  Series? 
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How  many  books  in  the  Little  Colonel 
Series? 

How    many    books    in    the    Louisa    M. 
Alcott  Series  ? 

How  many  books  in  the  Billy  Whisk- 
ers Series? 

How  many  books  in  the  Burgess  Bed- 
time Stories? 

What  age  child  is  each  suitable  for? 
Name   three  books   in    stock   for   chil- 
dren about  five   years  old   costing  from 
$1.50  to  $2.50. 

Have    you    something    cheaper — say — 
25c.  or  35c.  for  a  child  of  the  same  age  ? 
How  do  you  account  for  juveniles  that 
were  25c.  being  increased  to  35c? 

Does   the    same    reason    apply   to   50c. 
books  being   increased  to  60c.  ? 

Will  they  always  be  so  in  your  opin- 
ion? 

What  is  poetry? 
Name  six  modern  poets. 
Name  a  volume  by  each  and  its  price. 
Name  six  ancient  poets. 
Name  a  volume  by  each  and  its  price. 
What  is  prose? 
What  is  blank  verse  ? 
How  much  is  the  Cambridge  edition  of 
the  poets  per  volume  ? 
How  many  bindings? 
What    is    Robert    W.    Service's    latest 
book? 

Name    three    other     volumes     of     his 
poems. 

Is  Alan  Seeger  living? 
What  is  Kipling's  latest  book? 
Is  James  Whitcomb  Riley  living? 
What  did  he  write. 
How  much  is  each  volume? 
How  many  editions? 
Contrast  ancient  poets  with  the  mod- 
ern. 

Name     our     greatest     author,     whose 
books    are    referred    to    as   next    to    the 
Bible  from  a  literary  standpoint. 
What  is  biography? 
How    does    this    differ    from    autobio- 
graphy ? 

What  biographies  have  you  in  stock  ? 
Have   you   any   autobiographies? 
Is  there   a  good  biography  of  Wood- 
row  Wilson? 

What  is  the  drama? 
Name    five    plays    that    you    have    in 
stock,  telling  briefly  the  story   of  each. 
Has    Lord     Dunsany     a     forthcoming 
book? 

What  are  art  books? 
Name   the   different  branches   of  art. 
Name  two  books  on  painting. 
Name  two  books  on  sculpture. 
Name  two  books  on  decoration. 
Name  two  books  on  artistic  crafts. 
Name  two  books  on  antiques. 
Name  two  books  on  china. 
What   is   Eugenics? 
What   is   the   latest    edition    of   Holt's 
"Care  and  Feeding  of  Children"? 

Have  you  the   purity  books  published 
in  Philadelphia? 

Name  the  publisher  and  price. 
Name   a    good    book   for   the   prospec- 
tive mother. 

Name    a    good    book    for    the    young 
bride. 

Name    a    good    book    for    the    young 
husband. 

.    Name  a  book  on  child  training. 
Have  you  a  medical  dictionary? 


Is  it  a  recent  publication  ? 
Is  it  authentic? 
What  is   Domestic   Science? 
Name  the  most  popular  cook  book. 
What  makes  it  so  expensive? 
Is  there  a  cheaper  binding? 
Name  three  other  cook  books. 
What  is  the  title  of  a  cook  book  writ- 
ten by  a  Des  Moines  author? 
How  much  is  it? 

Have  you  any  books  for  catering  for 
special   occasions? 

Have  you  a  book  of  instruction  for 
waitresses  ?  t 

What    book    have    you    on    systematic 
regulation  of  household  duties? 
Anything  on  the  value  of  foods  ? 
How  can  I  eat  and  grow  thin  ? 
What  are  theosophical  books  ? 
Have  you  the  H.  and  S.  Library  ? 
Who  publishes  it  and  the  price? 
Name  a  good  book  on   Sunday  school 
regulation. 

Name  a  book  on  the  literature  of  the 
Old  Testament. 

Have  you  a  dictionary  of  the  Bible  ? 
What  priced   Bibles  have  you? 
What  priced  Old  and  New  Testaments 
have  you  ? 

What  should  be  the  first  question  when 
a  customer  asks  for  a  Bible  ? 

Name  the  difference,  if  any,  between 
the  King  James'  Version,  American 
Standard  Version  and  the  Scofield 
Bible  ? 

What  is  the  Apocrypha? 
Have  you  the  Psalms  ? 
What    is    the    difference    between    the 
Old  and  New  Testament? 

Which  one  does  the  Jewish  Religion 
believe  ? 

What  is  the  Twentieth  Century  Testa- 
ment ? 

Have  you  the  American  Revised  Tes- 
tament ? 

How  does  this  differ  from  the  Old 
and  New? 

How  many  bindings  and  how  much 
is  each? 

Does     a     Catholic     Bible     differ    from 
that  used  by  the   Protestants? 
Have   you   a   Catholic   Bible  ? 
Have    you    a     Knights     of     Columbus 
Prayer  Book? 

Any  regimental  Bibles  or  Testa- 
ments ? 

What  is  Philosophy? 
Name    two    famous    ancient    philoso- 
phers. 

Name  two  modern   philosophers. 
Have  you  anything  by  Frank  Crane  ? 
Addington    Bruce  ? 
Arthur  Brisbane  ? 
What  is  Psychology? 
Name    three    ecreat   psychologists. 
Have  you  their  Books? 
How  much   is  each  ? 
What  are  travel  books  ? 
Name  six  important  titles  in  stock. 
Have   you   anything  .on  Hawaii  ? 
Have  you  anything  on  Japan  ? 
Have  you  anything  on  Russia  ? 
Have  you  the  Soell  travel  series  ? 
Have  you  the  Charm  travel  series  ? 
What   are   the   Baedeker   Guide   Books 
of  travel ? 

What  is  History? 

Name   two   ancient  histories   in  stock. 

Name  two   modern  histories  in   stock. 
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two  good  histories  of  the  U.S.A. 
are  gift  books? 

five   gift  books   at  50c.   or  less 

have  in   stock. 

five   gift  books   at   $1. 

five  gift  books  at   $2. 

five   gift  books  at   $3. 

five   gift  books   at   $5. 

one   gift  book   at   $15. 

two    good    illustrators    of    gift 

two  books  in  stock  in  fine  bind- 


N'ame 
What 
Name 
that  you 
Name 
Name 

Name 

Name 

Name 

Name 
books. 

Name 
ings. 

What  are  reference  books  ? 

Name  three  important  branches  of  re- 
ference books. 

What  is  a  dictionary? 

What  is  an  encyclopaedia  ? 

What  is  an  atlas? 

Name  various  bindings  and  prices  of 
dictionaries. 

Is  Noah  Webster's  the  best? 

What  dictionary  does  G.  &  C.  Merriam 
publish  ? 

Name   latest   edition   and   prices. 

Why  the  increase  in  price  ? 

Will  there  be  a  new  edition  soon? 

Name  a  very  famous  encyclopaedia. 

What  is  its  latest  edition    ? 

Will  it  be  revised  after  the  war? 

Name  two  other  good  encyclopaedias. 

Compare  the  three  briefly. 

Name  a  good   atlas. 

Who  publishes  it  and  at  what  price? 

Name  another  atlas. 

What  is  the  latest  edition? 

Have  you  war  maps? 

Dated  when  ? 

What  foreign  language  books  and  dic- 
tionaries have  you  ? 

Name  the  prices  of  each. 

What  is  meant  by  a  book  of  syn- 
onyms? 

Name   a  dream  book   and   its  price. 

Name  a  book  of  card  games. 

Is   it  authentic? 

Have  you  a  good  recitation  book? 

Briefly  outline  the  method  of  ap- 
proach  to  a  customer. 

Outline  the  method  of  greeting  him. 

What  do  you  do  to  make  the  customer 
like  you? 

Do  you  rely  upon  your  memory  for 
patrons'  names,  or  do  you  keep  a  note 
book? 

Do  you  know  five  people  who  would 
be  interested  in  a  new  book  by  Eleanor 
H.  Porter  that  you  could  send  a  copy 
to  without   a  definite   order? 

How  many  people  call  you  by  name? 

Do  you  ask  them  to  come  in  again? 

When  noting  their  special  interest  in 
any  particular  branch  of  literature,  do 
you  make  it  a  point  to  see  that  they  are 
advised  of  all  new  books,  particularly 
appertaining  to  this  subject  ? 

Do  you  know  what  Mr.  A.,  a  steady 
customer,  is   specially  interested  in  ? 

Do  you  know  why  Mrs.  B.,  who  has 
been  a  regular  customer,  has  not  been 
in  the  department  within  the  p^st  week? 

What  method  do  you  pursue  in  follow- 
ing up  special  orders  ? 

Can  you  make  five  suggestions  for 
the  betterment  of  the  department  in 
general ? 

Tell  what  they  are  and  how  thev  will 
improve  our  service  or  increase  business. 
— Publishers'  Weekly. 


1$  0  O  K  S  E  L  L  E  R    AND    ST  A  TIONER 


A  timely  publication  is  "A  Russian 
Anthology  in  English,"  which  contains 
extracts  in  verse  and  prose  character- 
istic of  the  more  prominent  Russian 
writers. 

A  new  book  by  Hermann  Fernau, 
whose  "Because  I  Am  a  German"  at- 
tracted much  attention  last  year,  will 
be  published  in  the  near  future.  It  will 
be  called  "The  Coming  Democracy"  and 
it  will  make  a  study  of  the  causes  of  the 
war  from  the  standpoint  of  a  German 
whose  convictions  render  it  impossible 
for  him  to  live  in  Germany.  The  author 
reaches  the  conclusion  that  democracy 
is  the  one  form  of  government  most 
likely  to  avoid  and  prevent  war. 

A  MODERN  EVE 

"Eve,  Junior"  is  the  significant  title 
of  a  new  book  by  Reginald  Heber  Pat- 
terson, published  by  the  Macaulay  Co., 
of  New  York,  a  colorful  story  of  the 
Maryland  east  coast,  in  which  a  quaint 
heroine  winds  herself  inevitably  about 
the  heart  of  the  hero — and  that  of  the 
reader  as  well. 

A  young  engineer,  engaged  in  the 
coast  survey  service,  stumbles  upon  a 
girl  on  an  island — and  most  entertaining 
adventures.  Through  a  supreme  self- 
sacrifice  the  girl — Eve,  Jr. — finds  her- 
self outside  her  little  paradise.  But  in 
the  end  a  happy  turn  of  events  reinstates 
her  on  the  island.  And  having  the  ha- 
bit  of  doine:  what  she  can  to  make 
others  happy,  she  straightway  gets  to 
work  to  make  a  new  Eden  for  two. 

A  MYSTERY  TALE 

"The  Girl  by  the  Roadside"  by  Varick 
Vanardy,  published  by  The  Macaulay 
Company,  of  New  York,  is  a  mystery 
story  about  a  young  woman  who  de- 
scends from  nowhere — or  anywhere — up- 
on the  bungalow  of  a  confirmed  and 
youthful  bachelor.  Marooned  by  a  Vir- 
ginia freshet  in  the  company  of  his  un- 
expected guest,  Boone  Pendleton  rapid- 
ly readjusts  his  scheme  of  life.  And 
though  he  soon  finds  himself  in  a  maze 
of  contradictions  and  bewilderments,  he 
hews  his  way  out  of  the  tangle  in  a 
steadfast  fashion  that  brings  him  at  last 
to  his  goal — with  the  lady  by  his  side. 

KLEATH 

A  really  fine  new  novel  by  a  Canadian 
author,  is  "Kleath."  It  is  a  tale  of  the 
Klondike  in  the  days  of  the  gold  rush. 
There  is  unusual  strength  in  the  story 
of  the  conflict  between  the  wife  of  Daw- 
son City's  physician  and  the  daughter  of 
the  community's  saloonkeeper  over  the 
affections  of  Kleath,  a  mysterious  news- 
paper man.  The  tale  is  all  the  more  fas- 
cinating because  of  its  rugged  setting. 


An  important  new  educational  book  is 
Alice  Blum's  "Oral  Methods  in  French." 


"Kitchener  and  Other  Poems,"  is  the 
title  of  Robert  J.  C.  Stead's  new  book, 
the  coming  of  which  was  announced  last 
month. 


just  been  published  in  England.  She  is 
a  daughter  of  the  Russian  prince,  Galit- 
zine. 

"The  Confessions  of  Alphonse,"  by 
Barry  Pain  and  "Elizabeth  Visits  Ameri- 
ca," by  Elinor  Glyn,  are  two  paper  bound 
novels,  shilling  editions,  which  have  just 
come  from  T.  Werner  Laurie,  the  London 
publisher. 


Author    of 


TEMPLE   BAILEY, 

'Mistress    Anne,"    one   of   the    Season's 
Fiction    Successes. 


CECILIA  OF  THE  PINK  ROSES 

Katharine  Haviland  Taylor  has  given 
us  a  fine  new  character  in  fiction  in  her 
book  "Cecilia  of  the  Pink  Roses,"  pub- 
lished; by  Gundy.  Cecilia  is  a  loyal 
littte  Irish  girl,  the  small  daughter  of 
an  immigrant.  Her  father's  sudden  ac- 
quisition of  great  wealth,  the  love  of 
father  and  daughter — is  the  theme  of  a 
story  that  is  most  captivating.  It  may 
well  be  likened  in  this  respect  to  "Molly 
Make-Believe." 

"THE  BEST  MAN  I  KNOW" 

The  following  extract  from  the  pre- 
face of  William  DeWitt  Hyde's  The  Best 
Man  I  know,  well  indicates  its  character: 

"The  Best  Man  I  Know '  is  a  com- 
posite of  the  best  qualities  of  many 
men.  Since  these  best  qualities  are 
Christian  I  call  him  The  Christian  Man. 
These  characteristic  qualities  or  marks 
I  take  up  one  by  one,  showing  how  they 
are  either  mystical  roots  that  run  down 
into  the  soil  of  that  Will  for  the  good  of 
all  which  is  the  Will  of  God:  or  else 
practical  fruits  borne  on  the  branches  of 
that  same  universal  Good  Will. 


Barbe  Doukhovskoy,  a  Russian  prin- 
cess, is  the  author  of  a  book  entiled  "The 
Diary   of    a    Russian    Lady,"   which    has 


MONTHLY  RECORD  OF  NEW  BOOKS 

(Continued  from  page  44) 

lion  of  1916,  John  F.  Boyle,  $1.50,  "All's 
Well!"  John  Oxenham,  $1.00;  Inside  the 
British  Isles,  1917,  Arthur  Gleason, 
$2.00;  The  Life  of  James  J.  Hill,  Joseph 
Gilpin  Pyle,  2  volumes,  $5.00;  The  Irres- 
ponsible Five:  A  New  Family  Compact, 
William  H.  Moore,  paper  15c,  and  cloth 
35c. 

GEO.  J.  McLEOD  LTD. 
Fiction 
Summer,   Edith    Wharton,    cloth    illus- 
trated,    $1.50;     Runrock     Jones,       Dane 
Coolidge,   cloth,   $1.25;    The   Madness   of 
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May,  Meredith  Nicholson,  cloth,  $1.00; 
In  and  Out,  Edgar  Franklin,  cloth,  $1.35; 
The  Film  of  Fear,  Arnold  Fredericks, 
cloth,  $1.35;  Candle  and  Compass,  Irving 
Bacheller,  cloth,  illustrated,  $1.50 
Stranded  in  Arcady,  Francis  Lynde, 
cloth,  illustrated,  $1.35. 

THOS.  NELSON  &   SONS,  LTD. 
Fiction 

Sincerity,  Warwick  Deeping,  cloth, 
25c;  Justice  of  the  Peace,  Frederick 
Niven,  cloth,  25c;  Salute  to  Adventurers, 
John  Buckan,  cloth,  35c;  Rodney  Stone, 
A.  Conan  Doyle,  cloth,  35c;  The  Three 
Miss  Graemes,  S.  Macnaughton,  cloth, 
35c;  Old  Wives'  Tale,  Arnold  Bennett, 
cloth,  35c;  Marriage,  H.  G.  Wells,  cloth, 
35c;  Trent's  Last  Case,  E.  C.  Bentley, 
cloth,  35c;  Thorley  Weir,  E.  F.  Benson, 
cloth,  35c;  Prester  John,  John  Buchan, 
cloth,  35c;  Riddle  of  the  Sands,  Erskine 
Childers,  cloth,  35c. 

Non-Fiction 

From  a  College  Window,  A.  C.  Benson, 
cloth,  45c;  A  Lodge  in  the  Wilderness 
John   Buchan,  cloth,  45c. 

MTTSSON   BOOK    CO. 
Fiction 

The  Man  Thou  Gavest,  Harriet  T.  Corn- 
stock,  cloth,  $1.35;  Where  Your  Treasure 
Is,  Holman  Day,  cloth,  $1.40;  Cinderella 
Jane,  Marjorie  Benton  Cooke,  cloth, 
$1.35;Lilla:  A  Part  of  Her  Life,  Mrs. 
Belloc  Lowndes,  cloth,  $1.35;  In  a  Little 
Town,  Rupert  Hughes,  cloth,  $1.35;  The 
Job,  Sinclair  Lewis,  cloth,  $1.35;  Second 
Youth,  Allan  Updegraff,  cloth,  $1.35;  Sud- 
den Jim,  Clarence  Budington  Kelland, 
cloth,  $1.35. 

Non-Fiction 

Should  Students  Study?,  William  T. 
Foster,  cloth,  50  cents;  Lloyd  George:  The 
Man  and  His  Story,  Frank  Dilnot,  cloth, 
$1;  The  Offender,  Burdette  Gibson  Lewis, 
cloth,  $2;  What  You  Can  Do  With  Your 
Will  Power,  Dr.  Russell  H.  Conwell,  cloth, 
50  cents;  The  Rib  of  Man,  Chas.  Ran  Ken- 
nedy, cloth,  $1.30;  English  Synonvms. 
George  Crabb,  cloth,  $1.25;  Lose  Weight 
and  Be  Well,  Anonymous,  cloth,  50  cents; 
How  to  Advertise,  George  French,  cloth, 
$2;  Benjamin  Franklin,  Printer,  John 
Clyde  Oswald,  cloth,  $2;  At  The  Sign  of 
the  Dollar,  Lorin  F.  Deland,  cloth,  $1.25; 
The  Bird  Study  Book,  T.  Gilbert  Pearson, 
cloth,  $1.25:  Aristocrats  of  the  Garden, 
Ernest  H.  Wilson,  cloth,  $5. 

WORTH   KNOWING    SERIES 

Non-Fiction 

Canadian  Birdh  Worth  Knowing, 
Neltje  Blanchan,  cloth,  $1.50;  Canadian 
Trees  Worth  Knowing,  Julia  Ellen  Rog- 
ers, cloth,  $1.50;  Canadian  Butterflies 
Worth  Knowing,  Clarence  M.  Weed,  cloth, 
$1.50;  Canadian  Flowers  Worth  Know- 
ing, Asa  Don  Dickinson,  cloth,  $1.50. 
Juvenile 

Miss  Li'l  Tweetty,  Louise  Clarke  Pyr- 
nelle,  cloth,  $1.20;  Masters  of  Space,  Wal- 
ter Kellog  Towers,  cloth,  $1.25;  Happy: 
The  Life  of  a  Bee,  Walter  F.  McCaleb, 
cloth,  75  cents. 
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LITERATURE   OF   THE  WAR 


GERMAN    SECRETS    REVEALED 

"Behind  the  German  Veil,"  by  J.  M. 
De  Beaufort  is  a  book  of  sensational  re- 
velations. With  a  magic  passport,  a  let- 
ter of  Von  Hindenburg  himself,  the  au- 
thor gained  access  to  Von  Hindenburg's 
headquarters.  What  he  tells  of  the  Ger- 
man War-God  is  no  less  interesting  than 
his  interviews  with  the  most  eminent 
men  in  the  military,  political  and  indus- 
trial world  of  Germany,  and  his  visit  to 
the  German  naval  bases  at  Kiel  and  Wil- 
helmshaven. 
MORE  ABOUT  RUHLEBEN 

Another    book     about     the     notorious 
Ruhleben   prison   camp,  the   largest  con- 

^  centration    camp    in    Germany    is    Israel 

'  Cohen  s,  "The  Ruhleben  Prison  Camp" 
which   is   a   record    of  nineteen    months' 

1  internment.  Mr.  Cohen's  story  is  one 
of  the  most  amazing  of  the  great  war. 
It  is  a  tale  of  arrests  and  re-arrests,  of 
hardships,  suspicion,  hope  and  despair, 
tantalizing  rumors  and  humor  under  dif- 

'  Acuities,    which    has    not    a    parallel    in 

.  literature  on  the  war. 

'  VOLUME  OF  WAR  POEMS 

*      In  "Poems  of  the  Great  War,"  edited 
'  by  J.  W.  Cunliffe,  are  brought  together 
■  the  more  notable  poems  which  the  war 
has  inspired.     The  leading  poets  of  Aus- 
1  tralia,  Canada  and  India,  as  well  as  of 
:  Great    Britain    and    the    United    States, 
are    represented,    and    the    collection    is 
undoubtedly  the  most  complete  yet  pub- 
(  lished.     An   interesting  feature   in   it   is 
<  the  inclusion  of  a  number  of  poems  writ- 
ten by  men  at  the  front,  some,  alas!  al- 
ready   "killed    in    action."      The    volume 
consists   of  about   three   hundred   pages, 
attractively    bound,     and     contains     one 
'  hundred   and   forty   poems.     Among  the 
writers  represented  are  Rupert   Brooke, 
John  Masefield,  Lincoln  Colcord,  William 
Benet.  Wilfrid  Wilson  Gibson,  Hermann 
Hagedorn,   Alfred    Noyes,    Rabindranath 
,  Tagore,   Walter   de    La     Mare,     Vachel 
Lindsay  and  Owen  Seaman. 

The    Canadian    poets    represented  in- 
.'  elude  Marjorie  L.  C.  Pickthall,  Canon  F. 
,  G.  Scott,  j.  E.  Middleton,  Albert  D.  Wat- 
son, Wilfred  Campbell  and  Charles  G.  D. 
Roberts. 

WAR  AND   RELIGION 

Perhaps  no  question  has  been  more 
persistently  asked  than  this:  "What  is 
the  position  of  the  church  in  the  pres- 
ent war?"  George  Hodge's  Religion  in 
a  World  at  War  embodies  the  answer  to 
that  question  of  one  whose  past  work 
has  shown  him  to  be  singularly  success- 
ful in  dealing  with  great  human  needs 
and  longings.  The  volume  is  not  in  anv  ■ 
sense  theological.  It  is,  rather,  a  plain 
statement  of  the  relation  of  Christian- 
ity to  the  war  in  which  we  are  now  en- 
gaged. It  has  been  Written  for  the  aver- 
age man  and  woman,  for  those  who  do 


not  often  read  so-called  religious  publi- 
cations as  well  as  for  those  who  do — 
a  stimulating,  significant  survey  for 
everyone. 

To  those  who  contend  that  the  war 
has  brought  a  new  lease  of  life  to  reli- 
gion, and  to  those  who  believe  that  the 
old  forms  of  worship  must  go  after  the 
war,  "Papers  from  Picardy,"  published 
by  Constable  &  Co.,  will  be  of  intense  in- 
terest. The  book  is  written  by  two  army 
chaplains,  T.  W.  Pym  and  Geoffrey  Gor- 
don, and  deals  with  the  practical  reli- 
gious effects  of  the  war  upon  the  men 
of  the  fighting  forces.  Apparently  the 
effects  of  the  experience  have  been  of  a 
distinctly  religious  nature,  and  these 
two  chaplains,  who  have  been  serving  at 
the  front  for  months  past  believe  that 
religion  has  come  to  take  on  a  new  sig- 
nificance and  has  become  a  source  of 
deep  spiritual  comfort  to  many  men  in 
the  trenches,  to  whom,  in  the  ordinary 
course  of  their  lives,  it  meant  little  or 
nothing. 

ON  THE  EDGE  OF  THE  WAR  ZONE 

By  Mildred  Aldrich  distills  the  whole 
spirit  of  France  during  the  past  three 
years  and  gives  the  result  so  that  we 
know  the  daily  life  of  the  people  and 
their  reaction  to  the  war  and  how  this, 
that,  or  the  other  family  is  affected  b" 
the  departure  of  the  son  or  husband. 

A  new  book  by  Donald  Hankey  has 
been  issued  under  the  title  of  A  Student 
in  Arms,  second  series.  The  first  edi- 
tion of  25,000  copies  in  England  was  al- 
most exhausted  by  back  orders.  The 
new  book  includes  a  remarkable  frag- 
ment of  autobiography  forces.  The  sec- 
ond series  is  the  complement  of  the  book 
that  made  the  author  famous.  The  first 
book  is  now  in  its  thirteenth  English  edi- 
tion. 

BUCHAN'S  WAR  HISTORY 

Volume  XVI.  of  John  Buchan's  "His- 
tory of  the  War,"  published  by  Nelson's 
is  devoted  to  "The  Battle  of  the 
Somme."  The  author  notes  that  it  has 
been  decided  by  the  British  general 
headquarters  in  France  that  for  the 
present  it  is  undesirable  to  mention 
specifically  the  Divisions,  Brigades,  and 
Battalions  engaged  in  the  Battle  of  the 
Somme  and  that  the  details  must 
therefore  be  deferred  until  the  publica- 
.  tion  of  a  revised  edition  after  the  war 
is  over.  The  next  volume  will  take  up 
the  period  from  the  opening  of  the  Ru- 
manian campaign  to  the  change  of  gov- 
ernment  in    Britain. 

OVER  THE  TOP 

"Over  The  Top,"  by  Arthur  Guy  Em- 
pey,  just  published  by  William  Briggs, 
is  one  of  the  real  trench  books  of  the 
war,  written  by  a  soldier  rather  than  a 
trained  writer  and  perhaps  the  better 
for  it.  At  least  it  presents  a  viewpoint 
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that  no  amount  of  technique  could  give, 
and  it  is  this  that  will  undoubtedly  give 
the  book  a  place  in  the  records  of  the 
war. 

Not  the  least  valuable  feature  of  the 
story  is  the  fact  that  it  records  the  im- 
pressions of  an  American  so  that  his 
mind  sees  as  strange  and  notes  accord- 
ingly those  things  which  would  most 
strongly  appeal  to  Canadians. 

The  story  is  built  around  the  Big  Push 
of  the  Somme,  leading  up  to  it  gradual- 
ly from  the  time  when  in  a  New  York 
skyscraper  the  author  hears  of  the  Lusi- 
tania  and  straightway  hied  him  to  Eng- 
land to  list,  on  up  to  the  finale  of  the  last 
charge,  Blighty,  hospital  and  home. 

The  author's  experience  as  a  recruiter 
in  England  are  delightful.  His  later 
companions  are  as  real  as  those  im- 
mortals of  the  First  Hundred  Thousand. 

A  valuable  addition  to  the  book  is  in- 
cluded in  the  glossary  which  Kipling- 
wise  explains  and  elaborates  on  that 
talk  which  is  so  much  a  part  of  the 
army  without  which  no  story  of  the 
trenches  can  pass  the  acid  test  of  those 
tens  of  thousands  of  critics  who  too 
have  been  "out  there." 

GERMANY  THE  NEXT  REPUBLIC 

A  remarkable  book,  indeed,  is  Carl  W. 
Ackerm_an's  "Germany,  the  Next  Repub- 
lic?" The  author  was  the  accredited  re- 
presentative of  the  United  Press  in  Ger- 
many for  two  years  before  the  breaking 
off  by  the  United  States  of  diplomatic 
relations  with  Germany.  Naturally,  that 
gave  him  exceptional  facilities  for  know- 
ing the  real  facts  about  Germany.  It  will 
be  recalled  that  Ackerman  left  Germany, 
returning  to  the  United  States  with  Ex- 
Ambassador  Gerard.  Newspapers  of  the 
United  States  and  Canada  have  publish- 
ed a  series  of  most  interesting  special 
articles  by  Mr.  Ackerman. 

His  book  has  just  been  published  by 
the  Copp,  Clark  Co.  It  will  help  readers 
to  a  full  understanding  of  why  autocra- 
tic Germany  hates  democratic  America 
and  also  gives  significant  information 
telling  why,  in  the  interests  of  all  demo- 
cracies, Germany  must  be  defeated. 

The  title,  "Germany,  the  Next  Repub- 
lic?" is  chosen  because  the  author  be- 
lieves this  must  be  the  goal,  the  battle 
cry  of  the  United  States  and  her  Allies. 
"As  long  as  the  Kaiser,  his  generals  and 
the  present  leaders  are  in  control  of  Ger- 
many's destinies  the  world  will  encoun- 
ter the  same  terrorism  that  it  has  had 
to  bear  during  the  war.  Permanent  peace 
will  follow  the  establishment  of  a  Re- 
public. But  the  German  people  will  not 
overthrow  the  present  Government  until 
the  leaders  are  defeated  and  discredited. 
To-dav  the  Reichstag  Constitutional 
Committee,  headed  by  Herr  Scheidennnn 
is  preparing  reforms  in  the  organic  law 
but  so  far  all  proposals  are  mere  make- 
shifts. 


Creed  of   Modern  Public  Library 

To-day  There  is  "Reader  for  Every  Book"  and  "Book  for  Every  Reader" — Religious 

Ideal  in  Social  and  Educational  Work. 


THAT  the  creed  of  the  modern  Pub- 
lic Library  is  to  have  a  book  for 
every  reader  and  a  reader  for 
every  book,  was  the  basis  of  a  recent  ad- 
dres  delivered  by  J.  R.  Honeyman,  lib- 
rarian of  the  Regina  Public  Library.  In 
dealing  with  the  subject  from  the  stand- 
point of  the  place  of  the  Public  Library 
as  regards  the  training  and  educating  of 
the  child,  Mr.  Honeyman  pointed  out 
that  fifty  years  ago  libraries  were  look- 
ed upon  primarily  as  storehouses  of 
books  of  which  the  librarian  was  custo- 
dian. The  books  were  classified,  syste- 
matically arranged  and  cataloged;  but 
privileges  were  restricted,  buildings  were 
often  unattractive  and  insanitary,  and 
the  librarians  and  their  assistants, 
though  often  men  of  considerable  learn- 
ing, had  little  sympathy  with  the  pub- 
lic, and  were  regarded  by  the  proletariar 
more  as  officials  to  be  awesomely  regard- 
ed rather  than  as  friendly  guides  on  the 
pathway  of  knowledge.  So  much  was 
this  the  case,  indeed,  that  the  librarian 
was  often  described  as  one  "who  kept) 
you  from  getting  the  books  you  wanted 
to  read."  ! 

In  comparison  with  this  condition  of 
affairs,  the  speaker  pointed  out  the  situ- 
ation as  it  is  found  to-day  when  the  pub- 
lic library  believes  that  it  should  find  a 
reader  for  every  book  on  its  shelves,  and 
provide  a  book  for  every  reader  in  its 
community,  and  that  it  should  in  all 
cases,  bring  book  and  reader  together. 
"The  modern  librarian,  if  he  has  a  real 
appreciation  of  his  responsibility  should 
not  feel  that  he  is  doin°;  his  duty  unless 
the  institution  over  which  he  exercises 
control  is  touching  at  some  point  with  a 
friendly  and  helpful  hand  every  interest 
of  his  community." 

In  connection  with  the  subject  of  child 
welfare,  it  was  indicated  that  the  best 
and  latest  literature  on  the  subject  was 
afforded  for  all  interested.  It  was  recog- 
nized that  in  dealing  with  welfare  work 
it  had  to  be  remembered  that  statistics 
and  abstract  theories  had  no  place,  but 
that  the  matter  had  to  be  dealt  with  by 
human  souls  and  human  rights. 

"It  is  on  this  point  as  well  as  on  many 
others  that  the  public  library  is  able  to 
afford  real  help.  It  says:  "We  will  give 
you  that  special  knowledge;  we  will  pro- 
vide you  with  that  experience  which  you 
cannot  personally  acquire,  by  placing  in 
your  hands  the  works  of  specialists  and 
recognized  authorities,  and  that  without 
expense." 

Another  way  in  which  the  library  was 
interesting  itself  in  child  welfare  was  by 
providing  healthy,  attractive  reading  for 
the  growing  boy  and  girl.  Children's 
reading  should  be  supervised,  and  this 
should  be  regarded  as  important  if  the 
reading  habit  was  to  be  of  any  benefit 
to  them.  It  was  pointed  out  that  chil- 
dren's books  in  a  well  found  public  lib- 


rary are  selected  with  care  and  judgment 
by  those  who  may  be  considered  experts 
at  the  work.  The  child  becomes  inter- 
ested in  the  library  where  he  is  always 
made  welcome,  forms  the  library  habit, 
and  if  he  is  interested  in  mechanics,  na- 
ture study,  or  any  other  branch  of  mod- 
ern study,  he  will  there  find  books  which 
will  direct  and  help  him.  It  is  safe  to 
say  that  a  good  book  which  attracts  and 
stimulates  a  boy's  imagination  is  a  more 
effective  guardian  of  youthful  morals 
than  a  curfew  by-law. 

The  speaker  added  that  adequate  at- 
tention was  also  being  paid  to  religious 
instruction  in  connection  with  the  child 
welfare  work,  and  impressed  the  import- 
ance of  recognizing  that  the  religious 
ideal  was  the  basis  of  all  the  social  work 
undertaken  by  the  public  library,  as  well 
as  the  foundation  of  its  educational  work, 
without  which  the  institution  would  have 
been  unable  to  stand  the  test  of  time  or 
the  verdict  of  history. 


SCHOOL  FOR   LIBRARIANS 

A  school  for  the  training  of  librarians 
will  be  held  in  Toronto  in  the  autumn 
under  the  auspices  of  the  Ontario  Lib- 
rary Association.  The  Toronto  Library 
Board  has  granted  the  association  ac- 
commodation in  the  Dovercourt  branch 
for  that  purpose. 


LIBRARY  BULLETINS 

Booksellers  may  benefit  by  the  publi- 
cation in  newspapers  of  classified  books 
in  the  Public  Libraries.  The  idea  of  pub- 
lishing such  matter  is  for  the  interest 
of  newspaper  readers,  but  incidentally, 
this  helps  booksellers  and  the  latter 
should  encourage  the  idea.  Here  is  how 
the  thing  is  done  by  the  Daily  British 
Whig,  of  Kingston,  Ont. : — 


PUBLIC  LIBRARY 
BULLETIN 

"Hobby     Books"  —  Have     You      a     Hobby? 

The    Library    Will   Have   Some    Books 

On    That    Subject    For    You 

Practical   Basketry — A.   A.   Gill. 

Minor  Tactics  of  Chess — Younge  and  How- 
ell. 

Wood    Carving — P.    N.    Hasluck. 

How    to    Make    Mission    Furniture. 

Chats    on    English    China — A.    Hayden. 

Chats    on    Old    Lace — Mrs.    Lowe. 

Chats    on    Old    Furniture — A.    Hayden 

Antiques    and     Curios      in      Our      Homes — 
G.    Vallois. 

Oriental   Rug   Book— M.    C.   Ripley. 

How   to   Study    Pictures— H.    C.    CafTin. 

Salads   and   Sandwiches — J.   McK.   Hill. 

MacWhirter's    Sketch    Book. 

Human   Side  of  Trees — Dixon   and   Fitch. 

Bee-Keeping — E.    F.    Phillips. 

Chats   on    Old    Prints — A.    Hayden. 

Cult  of  the   Needle — F.    Klickmann. 

One   Thousand   and   One   Riddles. 
Periodicals 


BARRIE  LIBRARY  INSTITUTE 

Thirty-six  public  libraries  were  repre- 
sented at  the  Library  Institute  at  Barrie, 
Ontario,  on  June  18,  held  in  the  fine  new 
Public  Library  Building  there.  Addresses 
were  delivered  by  W.  0.  Carson,  Inspec- 
tor of  Public  Libraries,  who  devoted  a 
great  deal  of  time  to  book  selection  and 
library  service,  emphasizing  many  points 
which  if  taken  notice  of,  will  prove  of 
great  advantage  to  the  libraries;  Dr. 
George  H.  Locke,  who  discussed  the  ad- 
ministration of  libraries,  giving  the  dele- 
gates the  benefits  of  the  experiment;- 
worked  out  in  the  library  institution  of 
which  he  is  the  chief;  and  David  Wil- 
liams, of  Collingwood  Public  Library, 
who  presented  some  of  the  changes  ef- 
fected in  recent  years  in  the  library  of 
which  he  is  a  member  of  the  Board  of 
Trustees.  Papers  were  also  read  on  the 
problems  of  small  libraries,  by  Miss  Dun- 
can, of  Don,  and  by  Dr.  McClinton,  of 
Eimvale. 


ALFRED  N0YES 

"Open  Boats,"  a  new  volume  of  poems 
and  sketches  in  prose  by  Alfred  Noyes, 
is  one  of  the  most  interesting  issues  of 
the  year.  If  it  has  any  fault  it  is  its 
brevity.  With  such  good  matter  it  might 
well  be  a  "full  grown"  book  of  the  dollar 
and  a  half  size,  instead  of  a  sixty  cent 
volume.  It  affords  some  war  sidelights, 
with  prominence  given  to  the  heroism 
and  danger  on  the  deep  in  the  face  of 
the  submarine  terrors. 


"Britain's  Civilian  Volunteers,"  by 
Thekla  Bowser,  tell  how  Great  Britain, 
least  prepared  of  all  nations  for  war  on 
a  grand  scale  might  have  been  over- 
whelmed in  its  relief  work  but  for  the 
Volunteer  Aid  Detachments. 


A  vivid  personal  picture  of  changes  and 
nrospects  of  chanee  wroueht  by  war  in 
the  social  fabric  of  Great  Britain,  is  af- 
forded by  Arthur  Gleason's  remarkable 
book,  "Inside  the  British   Isles,   1917." 


A  storv  of  poignant  interest  in  Lilith 
Hope's  "Behold  and  See,"  which  tells  of 
outrages  wrought  by  the  unspeakable 
Hun  in  the  convents  situated  in  the  in- 
vaded territory. 

A.Canadian  copvrierht  edition  of  Don- 
ald Hankey's  "A  Student  in  Arms — Sec- 
ond Series,"  is  in  press. 


THE  AEROPLANE 

Capt.  H.  Barber,  of  the  Royal  Flying 
Corps,  is  the  author  of  a  great  book  en- 
titled "The  Aeroplane,"  which  is  a  vol- 
ume of  144  pages,  with  36  full  page  il- 
lustrations, besides  many  line  cuts  and 
diagrams  affording  detailed  information 
about  the  modern  flying  machine  and 
principles  of  flight. 
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New  Goods  Described  and  Illustrated 


A  GOOD  STRATEGICAL  MAP 

Many  stores  have  found  it  a  good  pub- 
licity idea  to  have  a  large  war  map  in 
the  window,  using  it  with  map  tacks  to 
indicate  the  exact  position  of  armies. 
In  those  towns  where  the  idea  has  not 
been  put  into  practice,  it  is  not  yet  too 
late  to  do  so.  There  is  what  is  called 
the  Strategical  Map  of  Western  Europe, 
which  is  admirably  suited  to  this  pur- 
pose, covering  that  position  from  0  to  9 
degrees  east  longitude  and  from  51.30 
south  to  47  degrees  north  latitude,  on  a 
scale  of  ten  miles  to  the  inch.  This 
map  pives  all  the  physical  features  such 
as  heights  of  land,  in  different  colors 
and  also  all  wagon  roads.  It  was  de- 
signed from  military  information.  Along 
with  it  is  a  general  index  of  5,000  names. 
The  map  is  37  in.  x  47  in.  in  size. 


'~\     ' 


FLAGS  OF  ALL  NATIONS 

From  James  Brown  .  &  Sons,  pub- 
lishers, Glasgow,  comes  a  very  attrac- 
tive book  entitled  "The  Book  of  Flags 
of  All  Nations."  There  are  numerous 
types  showing  the  various  flags  of  the 
British  Empire  and  other  national  flags 
as  well  as  codes,  badges,  international 
signals  besides  such  information  as  rule 
of  the  road  at  sea  and  detail  information 
about  the  various  types  of  vessels.  There 
are  also  notes  on  flags,  banners  and 
standards. 


"HANDYPAD"   INDEX 

The  'Handypad"  with  practical  index 
is  a  new  specialty  just  introduced  by 
the  Natham  Stone  Co.  of  Chicago.  The 
"Handypad"  and  index  are  attached  to 
telephones  in  the  manner  shown  in  the 
accompanying  illustration.  Light  pres- 
sure on  the  paper  holder  raises  it  and 
brings  the  index  into  use.  This  index 
has  a  capacity  of  456  names.  This  big 
capacity  together  with  the  compactness 
and  accessibility  of  the  index  makes  it 
a    most    practical    device.       The     index 


sheets  are  of  good  strong  jute  Manila. 
The  clip  attachment  of  the  device  holds 
loose  sheets  or  pads  of  paper  of  any 
size.  The  device  retails  at  $1.00  in  the 
United  States,  that  is  comprising  both 
the  handy  pad  and  the  index.  The 
"Handypad'    alone  is  a  half  dollar  item. 


THE  INKOGRAPH 

The  Inkograph  Company,  of  21  West 
42nd  street,  New  York,  is  manufactur- 
ing a  stylographic  ink  pencil  which  has 
several  unique  patented  features.  The 
Inkograph,  by  protecting  the  ink  flow, 
in  its  new  model,  is  said  to  have  over- 


come the  main  reason  why  ink  pencils 
have  failed  to  gain  for  themselves  the 
wide  public  favor  now  enjoyed  by  foun- 
tain pens.  One  of  the  new  patented 
features  of  this  ink  pencil  is  that  the 
cleaning  pen  is  retained  in  the  air 
chamber  in  the  upper  end  of  the  pencil 
and  is  always  at  hand  ready  for  use. 
In  most  old  model  stylographic  pens 
the  cleaning  pen  has  not  been  held  in 
the  pen  and  was  therefore  readily  mis- 
laid or  lost.  The  Inkograph  is  claimed 
to  be  non-leakable.  The  makers  say 
that  it  provides  a  constant  free  flow  of 
ink  when  in  use  and  never  blots  or 
leaks,  because  the  ink  can  only  get  out 
through  the  tiny  "pinhole"  writing 
point  where  the  flow  is  entirely  con- 
trolled  by  the  perforated  air  chambers. 


NEW   PATRIOTIC   NOVELTIES 

Some  novel  conceptions  in  patriotic 
specialties  including  miniature  booklets, 
postcards,  and  postage  stamps,  come 
from  R.  H.  Kramer,  141  Broadway,  N.Y. 
The  booklets  include  a  reproduction  of 
President  Wilson's  famous  message  to 
Congress  and  another  presents  the  na- 
tional anthem  of  the  United  States.  The 
postcards,  printed  include  some  which 
introduce  the  flags  of  the  Allies,  with 
this  motto  conspicuously  displayed: 
"United  for  Right,  Justice  and  Liberty  to 
All."  The  stamps  show  similar  flag  de- 
signs reduced  in  size. 


LISTS  RECEIVED 

From  the  Standard  Paper  Manufac- 
turing Co.,  of  Richmond,  Va.,  comes  a 
very  attractive  folder  showing  samp'es 
of  various  qualities  and  colors  of  blot- 
ting paper.  The  folder  is  useful  not 
only  as  a  sample  book  to  help  dealers 
in  buying  but  will  also  prove  useful  in 
seling,  particularly  for  outside  sales- 
men. 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and    window   dressing,   where   to   buy   stock,   etc. 

"PLAYTHINGS  " 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND*  FIFTY 
CENTS  a  year  postpaid. 

Subscribe,  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,  ^^V'ork"66' 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


Rob  Roy" 
Pen 


It    is 

made 

of     fine    steel. 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"  Pens 

are    made    in    one    of    the 

best     equipped      factories     in 

Birmingham,   Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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WELDQN  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


"It  gets -by"  is  a  poor  standard  by  which  to  judtfe  the  availability  of  any  article  for  your  handling. 
In  the  case  of  an  eraser  it  is  suicidal,  for  a  poor  eraser  is  a  source  of  endless  irritation.  It  is  truly 
worse  than  none.  , 

You  eliminate  complaints — the  bane  of  the  stationer's  existence — by  handling  WELDON  ROB- 
ERTS' ERASERS  exclusively.  You  build  up  trade  by  insuring  complete  satisfaction  to  your 
customers. 

88  STYLES  of  superb  quality  for  every  possible  art,  business  and  technical  purpose,  made  by 
specialists  of  long  experience  and  world-wide  reputation  who  make  nothing  but  rubber  erasers. 


Weldon  Roberts  Rubber  Co.    Newark, New  jersey,  U.S.A. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dept  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


Whether  in  Ream  Goods,  Pound  Papers  or 
Papeteries  you  will  find  the  highest  measure  of 
atisfaction    in    handling  the  goods   made  by 

Whiting  &  Cook,  Inc.,  Holyoke 

The  beauty  of  the  line  makes  window  trimming;  easy. 

Put  in  a  line  of  DESARTS  Greeting  Cards.  These 
cards  are  die-stamped.  Many  of  them  are  hand- 
colored,  bordered,   and  printed  on  fancy  stock. 

DESARTS  Greeting  Cards  are  out  of  the  ordinar/. 


GEO.  RIDOUT  &  CO.. 


77    YORK    STREET 
TORONTO,  CANADA 


TERRY'S 

Pen    or    Pencil    Clip 

{Patented  and  Reg'd) 

—  automatically  clasps   a   pen   or 

pencil— and  keeps  it  safe.  Why  not 

sample    it   and    know   full   details. 

WRITE  NOW 


Herbert  Terry  &    Sons,  Ltd 

The   Sprine    and    Presswork   Specialists 
REDDITCH  ::  ENGLAND 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   184  2.    MONTREAL. 


MEMO  BOOKS— RING  BOOKS— NOTE   BOOKS 

Are  YOU  selling  your  share  of  MEM(  >S? 

Do  YOU  get  the  RING  BOOK  orders  you  should? 

Have  YOU  really  tried  to  sell  your  schools  or  colleges  their  NOTE  BOOKS? 

A  good  window  of  all  the  above  will  surprise  you  in  results.     Put  one  in. 
We  will  furnish  the  Display  Cards  printed  in  two  colors. 

See  your  school  authorities  NOW  and  get  them  to  tell  you  just  what  they 
want  for  school  opening.    If  you  haven't  our  prices  write  us. 

MADF.TN  CANADA  AND  MADE  RIGHT 


SLUCKETT'S     ^^ 
TERUNjj 


Luckett  Loose  Leaf.  Limited 


539-543  KING  ST.,  W. 


TORONTO,  CANADA 


SLWCKCTT'S     ^m 
TERRnG 
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GETTHEBESTI  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT-WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 
Special  Service    Department 


Are  You  Selling 

Canadian    Made 

Lead  Pencils 


7 


If  not  fall  in   line, 
form  of     * 


This  is  another 


PATRIOTISM    AND     PRODUCTION 


build 


up    a    new 


You    will    help    to 
Canadian  Industry. 

BUT— 

I  What  is  Vitally  Important  to  you,  you 

will  get  pencils  the  equal  of  any  other 
retailing  at  similar  prices  and 

I         YOUR  PROFIT  WILL  BE  GREAT- 
ER BECAUSE  YOU 
SAVE  PAYING  DUTY 

I  The  Wm.  Cane  &  Sons 
Co.,  Limited 


L 


Newmarket 


Canada 


HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  t>>e 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 
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PENN  SAFETY  RAZOR 

WITH  BLADES  THAT  SHAVE 

The  Penn  Safety  Razor  is  the  last 
word  in  safety  razor  construction. 

*  #        # 

The  holder  is  triple  silver  plated, 
simple  and  sanitary.  Perfect  balance. 
Brings  the  blade  to  the  face  at  the  cor- 
rect shaving  angle,  with  the  arm  in  a 
natural  position. 

Packed  compactly  in  a  neat  spring- 
hinged  box,  velvet  lined,  cover  Spanish 
leather  finish. 

*  #         # 

The  Blade  is  the  business  end  of  the 
razor. 

» 

Penn  Blades  are  laboratory-made. 
Carefully  hardened,  tempered  and  tested 
by  a  scientific  process,  insuring  uniform 
quality  and  temper.  Each  blade  must 
split  a  hair  before  leaving  laboratory. 

*  *         * 

Razor  with  5  Blades  that  Shave,  retail 
price,    $1.50. 

*  *         *  % 

Penn  Honing  Strop,  for  all  kinds  of 
blades,  gives  a  keen  and  clean  shaving 
edge. 

It  has  two  sides,  abrasive  and  finish- 
ing. Honing  side,  treated  with  delicate 
abrasive;  finishing  side,  with  mineral  oil 
to  keep  the  leather  flexible. 

Price,  with  Stropping  Handle  and 
Sheath,  Spanish  leather  finish  to  match 
Penn  Safety  Razor  case,  $1.50 

The  Penn  Plan  of  Guaranteed  Profits  will 
interest   every   merchant.      Write    for 
particulars. 

Canadian   Distributors 
MENZIES    &    CO.,   LTD., 


Toronto, 

A.  C.   Penn, 

Incorporated 

100    Lafayette    St., 

New    York 


Canada 


The  demand  for 

Crane's  Linen  Lawn  and 
Eaton's  Highland  Linen 

will  be  as  steady  as  ever.  But — due  to 
unusual  transportation  difficulties — 
you  may  find  it  impossible  to  secure 
delivery  as  promptly  as  heretofore. 
Food  products,  ammunition  and  troop 
movements  will  have  preference  over 
the  already  congested  transportation 
lines.  Other  shipments  may  be  de- 
layed— even  restricted  by  embargoes. 
You  can  avoid  this  serious  annoyance 
by  keeping  a  constant  check  on  your 
stock.  Do  not  wait  until  it  gets  too 
low  before  re-ordering. 
Anticipate  your  needs  well  in  advance 
— place  your  orders,  allowing  ample 
time  to  make  up  for  unusual  delays  in 
transit. 

In  this  way  you  will  overcome  the 
annoyance  due  to  delay  of  goods  en 
route. 

We  strongly  recommend  that  you 
order  your  Holiday  goods  shipped 
"When  ready." 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 

No.      1— INFANTRY. 

Drill  and  Attack. 

No.     2— INFANTRY. 

Defence   and    Protection. 

No.     3— INFANTRY. 

Night   Operations.     Inter-communication. 
Reconnaissance;   and   Questions   on   Infantry 
Training. 

No.     4 — MUSKETRY. 

Parts  of  Rifle  and  Action  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of    Arms. 

No.     5 — MUSKETRY. 

Aiming  Instruction  and   Trigger   Pressing. 

No.     6 — MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      Fire    Control    and    Discipline. 

No.      7 — MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and  Discipline  and  Sub-Target  Machine. 

No.      8 — MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     9— MUSKETRY. 

Barr    and    Stroud    Range   Finder. 

No.   10— MUSKETRY. 

Theory   of   Rifle  Fire. 

No.  11— HYGIENE   and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.   12— FIEED   ENGINEERING. 

Explosives.     Arranging   for   Explosives.    Demoli- 
tions.     Bombs.      Gas    Attack.     Bridging. 
20c  EACH. 

All   Fully   Illustrated. 

Other    numbers    will    include    Discipline    and     Military 
Law,  Procedure  of  Courts   Martial,  etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 
HYTHE,  KENT 

McClelland,  goodchild  &  stewart,  Ltd. 

266   King  Street  West.  TORONTO.  CANADA 


BOOKSELLER  AND  STATIONER 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago.   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Eevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we  want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 
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NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by     largest    houses     in     United     States    and     Canada. 


We  also  specialize  in  LOCAL   VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 


309  RIVER  STREET 


CHICAGO,  ILL. 


Crest 
Shields 

These  we  supply 
in  one  dozen  lots 
of  any  Battalion 
Crest.  ' 

A  II  a  n  <1  s  o  in  e 
Souvenir  of  the 
Battalion  for  the 
Friends  and  Rela- 

Size    11    x    14    inches.      Assorted        tive.S    of    the    Mem- 
Colors     Felt.       Have    Metal    Top        , 
and   Hanger.  OerS. 

Work   is   in   Rich    Colors   in   Art  Process    Work. 
Have  made  a  big  hit. 

Show  Card  sent  with  every  order. 

Make    a    window    display    of   them    and    get   the 
business. 

Price  $2.00  per  dozen. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  Street,      Toronto,  Canada 

P. S.— Travellers  are  covering   Canada.     See  our 
line  when  you  are  called  on. 


For  every  up- 
to-date  sta- 
tioner's stock 

B.&P. 

Standard 
Columnar 

AND 

Figuring 
Books 

From  2  to  30  cols. 

The  quality  and  workmanship  for  which  B.  &  P. 
lines  are  celebrated  are  very  evident  in  this  popu- 
lar and  important  line. 

We  make  and  carry  in  stock  a  ruling  for  every 
well-known  book-keeping  requirement. 

Ask  for  circular  and  dummy  book  we  furnish  free, 
which  illustrates  and  describes  our  complete  lines. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 


Home  Office : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


A  high-grade 
blotting  for 
your  particular 
customer 

Standard 


Brand  Blotting 


being  made  from  selected  cotton  stock  has 
a  superior  absorbency  and  a  durability  that 
win  approval  everywhere  and  bring  custo- 
mers  back   again. 

Think  what  such  customers'  satisfaction  means 
to  you — repeat  sales,  bigger  profits.  It's  worth 
a    trial    at    least — send    your    order    to-day. 

We  are  the  largest  exclusive  manufacturers 
of  blotting  paper  ;  our  lines  include  Standard. 
Imperial,  Sterling.  Curi-Curl,  Prismatic,  Royal 
Worcester,    and    Defender    (enameled). 


Standard  Paper  Mfg. 
Company 

RICHMOND,  VA.,  U.S.A. 
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MacLean's  for  August 


An  illustration  by 
Ben  Ward  for 
"Mam'selle  But- 
terfly" in  August 
MacLean's. 


EEM  wi»\j> 


Is  a  Midsummer  Number 


AN"  August  magazine  will  be  read  by  most 
.people  when  the  languor  of  summer  heat 
possesses  them,  when  entertainment  more  than  heavy 
stuff  is  most  welcomed.  Yet  something  worth  while  in 
the  way  of  special  articles  is  desired — this  by  the 
thoughtful  few. 

The  August  MACLEAN'S  is  excellently  balanced,  as 
you  will  see  from  these  contents: 

CONTENTS 

Frenzied  Fiction  for  the  Dog  Days — (Done  by  the  Dipperful.) 
By  Stephen  Leacock. 

The  Human  Side  of  Conscription.    By  H.  F.  Gadsby. 

Winning  the  War  in  the  Air.     By  Agnes  C.  Laut. 

A  Circus  Story.    By  L.  B.  Yates. 

Mam'selle  Butterfly.     By  Arthur  Beverly  Baxter. 

The  Captain  of  the  Susan  Drew.    By  Jack  London. 

An  Andy  Doolin  Yarn.    By  Hopkins  Moorhouse. 

A  Detective  Story.    By  Robert  E.  Pinkerton. 

The  Gun  Brand.     By  Jas.  B.  Hendryx. 

Women  and  Their  Work — A    New    Department.     Review  of 
.  Reviews — Regular  Department. 


Y/ltPQ   wno  writes  the  Circus  Story,  was  bom  in  Ham- 
*  **  *"^«    ilton.      He   wrote   those   stories   about   Paragon 
Pete  and  The  Singin'  Kid  in  the  Saturday  Evening  Post. 

f  &ZIPC%(*K  *s  excessively  humorous  in  his  Dog  Days 
*-^^«-V'"v'*»  Sketch,  in  which  he  talks  about  summer- 
ing and  simmering. 

IVflCC  f  Qllt  fancies  that  the  war  may  be  won  by 
lTllOd  L,aui  the  birdmen,  and  if  Uncle  Sam  pro- 
duces 100,000  planes,  she  may  be  right. 

f^  o  rl  o  V"l\7  sits  in  the  Press  Gallery  at  Ottawa,  and 
vJQUoUjr  writes  brilliantly  always.  His  "Conscrip- 
tion" article  is  in  order. 

Pinkerton 

class  of  story. 

By  the  way,  Lord  Northcliffe  has  promised 
an  article  for  the  September  MACLEAN'S. 

You  can  see  that  MACLEAN'S  for  August  is  just  the  right 
type  for  August. 

Booksellers  of  Canada 

Give  MACLEAN'S  a  good  show.  It  is  Canadian,  and 
its  contributors  are  Canadian.  Help  us  build  up  a  nat- 
ional magazine  of  the  best  type.*  We  thank  you  for 
what  you  have  done. 


who   writes    the    detective    story,    "Old 
Twilight,"    knows     how     to   write    this 
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THE  M  &  V  TYPEWRITER  RIBBONS 
and  CARBON  PAPERS  are  always  reliable. 
It  may  be  necessary  to  refer  to  carbon  copies  years 
hence.  Dealers  should  emphasize  reliability  in 
selling  this  line. 


rh  i 


IK£3 


mmmxm 


MirrA& 


I 

ft«RioM.IU.U.S  A  | 


The  Acme  of  Perfection  in 
regulation  weight  carbons 


Cinder  the  magic  spell  of  modern  methods  of  manu- 
facture, combined  with  scientific  use  of  the  best 
ingredients,  the  M  &  V  products  are  made  in  a  manner 
to  produce  the  best  grade  of  work.  They  are  always 
reliable,  permanent  and  economical. 

Looking  beneath  the  surface,  let  not  the  several 
qualities  of  a  thing;  nor  its  worth,  escape  yon.  The 
purchaser  of  typewriter  supplies  must  look  beyond  the  price,  as  the  qual- 
ity of  these  goods  is  of  such  paramount  importance.  Further,  they  mean 
economy,  no  matter  what  the  price. 

MITTAG    &    VOLGER,    Inc. 

Principal  Office  and  Factory 

PARK  RIDGE,    N.  J.,    U.  S.  A. 


iramiTir™ 


Loose  Leaf  Recipe  Book 

A  compact,  easily  handled  and  convenient 
recipe  book.  Every  sheet  lies  flat  and 
lirmly  in  place.  Pages  can  be  easily  re- 
moved or  rearranged.  Washable  covers,  in 
either  White  or  Black  Waterproof  Texhide 
oyer  stiff  board  sides.  Index  with  23 
printed  divisions.  Table  of  Abbreviations, 
Weights  and  Measures  given  on  inside  back 
cover. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S. A 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
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HAMILTON 


CANADA 
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These  are  Two 

of    our   New    Cover   Designs    for 

Scribblers  and  Exercise  Books 

On    the   backs    are    printed    the  words    of    Canadian 

Patriotic  Songs.     The  complete  range  contains  many 

appropriate  and  timely  covers,  beautifully  printed  in 

colors.     Let  us  send  samples. 


HAMILTON 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,   Southam    Bldg.,    128    Bleury   St.  TORONTO,  143-153  University  Ave.  WINNIPEG,  22  Royal  Bank  Bid*.  LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,     AUGUST,      1917 
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S.  &  B.  AUTOPEN 


"AUTOPE  N" 
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Why  Not  Sell  Good  Fountain  Pens? 

It  does  not  pay  to  sell  a  poor  fountain  pen.  Dissatisfied  customers  are 
costly.  Cheap  pens  destroy  confidence  and  drive  away  trade.  You  can 
make    new    customers    and    many    friends    by    recommending    and    selling 

SANFORD  &  BENNETT 

FOUNTAIN  PENS 

There  are  no  better  pens  made.  We  make  every  part,  and  guarantee  every  S  &  B  Pen  to  give 
perfect  service  and  lasting  satisfaction.  They  have  exclusive  and  practical  improvements  found 
in  no  other  pens.  They  write  evenly — never  "skip"  or  leak,  and  rarely  get  out  of  order.  Their 
high-grade  quality  and  high-class  appearance  attract  buyers.  These  popular-priced  fountain 
pens  are  built  to  uphold  our  reputation  as  pen  makers,  and  they  will  help  you  establish  a 
profitable  pen  business. 

S.  &  B.  GRAVITY-STYLO 


E 


Write  to-day  for  prices  and  discounts. 

Sanford  &  Bennett  Co. 

51-53   MAIDEN   LANE,   NEW  YORK 
E.  COUTTS,  Canadian  Sales  Agent,  266  King  St.  West,  Toronto,  Ont 


MOO  KS  E  M  I.  E  \l    A  N  D    ST  A  T  I  o  N  E  R 


'DE  LUXE  STATIONERY 

To  call  on  a  friend  in  overalls  is 
just  as  reasonable  as  using  question- 
able stationery. 

Correspondence  must  be  well- 
dressed — for  isn't  it  a  personal 
representative  ? 

Just  so  with  your  customers.  If 
you  sell  correct  stationery,  you 
establish  a  reputation. 

VISITING   CARDS 

Think  of  the  chances  taken  when 
leaving  an  inferior  card.  The  caller 
creates  the  first  impression,  and 
the  Visiting  Card  the  second. 

"De  Luxe"  Cards  are  made  in  all 
correct  styles,  plate  finish,  and  of 
superfine  stock. 

May  we  send  you  samples? 

Warwick  Bros.  &  Rutter,  Limited 

TORONTO 


BOOKSELLER  AND  STATIONER 


Goodall's 

BRITISH-MADE 

Playing  Cards 

In  season  and  out,  these,  the  highest  class  of 
Playing  Cards  made,  are  well  worthy  of  a 
prominent  place  in  your  Display. 

Their  beautifully  executed  designs  and  the 
splendid  snappy  board  win  approval  and 
admiration  from  the  most  critical  card- 
lover. 

Many  new  and  attractive  ideas  recently 
added,  including  an  especially  taking  Patri- 
otic design,  with  the  United  States  Flag  and 
the  Union  Jack  skillfully  and  appealingly 
displayed.    This  is  the  present  big  seller. 

Feature  GOOD  ALL'S  "MADE  IN  ENG- 
LAND" PLAYING  CARDS,  and  note  the 
ready  sales  and  the  good  profits. 

Aubrey  O.  Hurst 

32  Front  St.  West 
TORONTO 


BOOKSELLER  AND  STATIONER 


Venus 

lO*  PENCIL 


WHO  buys  VENUS  Pencils? 
Architects,  artists,  contractors, 
draftsmen,  designers,  engineers,  stu- 
dents, salesmen,  accountants, 
stenographers,  execu  tives, 
and  a  long  list  of  others. 

These  are  the  people  who  huy 
quality  goods  of  all  kinds. 
They  specify  VENUS  Pencils 
and  look  for  the  water  mark 
finish  because  they  have 
found  by  test  that  VENUS' 
are  the  best  pencils  made, 
being  unrivalled  for  uniform- 
ity, smoothness,  durability 
and  perfection  of  workman- 
ship and  composition. 

See  that  you  don't  have  to 
say  "Sorry,  but  we're  out  of 
that  degree."  Stock  the  17 
degrees  of  VENUS  from  6B 
softest  to  9H  hardest  and 
also    the    hard  and  and  medium  copying. 

Write  for  information 


y/"U     |^  Super f inequality 
m -fc.i^-B^iBKfc      Rubs  out 

Will  not  soil  or  streak.  12  sizes, 

From  ioo  to  box.to  a  to  box. 


American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and  Clapton,  London,  England 


CANADIAN  OFFICE 

and  POCKET  DIARIES 

1918 

FIFTY-FOURTH  YEAR   OF  PUBLICATION 


Now  Ready 

OFFICE  DAILY 
JOURNALS 

1918 

All  Sizes  and  Styles. 

Latest  Canadian  Information. 

PAPER    MADE,    PRINTED    AND    BOUND 
IN  CANADA. 

ONE,  TWO  AND  THREE  DAYS  TO  PAGE. 

FOOLSCAP,  QUARTO,  POST  8vo. 

MERCANTILE  and 
SCRIBBLING  DIARIES 

POCKET  DIARIES— Now  making. 
Ready  in  October. 

Full  Range  of  Sizes  and  Styles. 

Get  our  Catalogue  and  Price. 

If  Not  Ordered,  Do  So  At  Once. 

BROWN  BROS,  limited 

SIMCOE  AND  PEARL  STS  .  TORONTO 


BOOKSELLER  AND  STATIONER 


The  Greatest  Asset 

any  business  can  have  is  a  constantly 
increasing  list  of   well   satisfied    customers 


The  Greatest  Assistance 

any  business  can  have  in  gaining  and  maintaining 
well  satisfied  customers  is  selling  merchandise  of 

Unfailing  Dependability 


ip 


LOOSE  1-1^  LEAF 


Is  the  trade  mark  that  insures  satisfaction  because 
it  is  backed  by  a  guarantee  that  really 

GUARANTEES 

Remember   the 
significant  phrase 

" — without  cost  to  dealer  or  consumer" 


Irving-Pitt  Manufacturing  Company 

=  LARGEST   EXCLUSIVE  LOOSE  LEAF   MANUFACTURERS  ===== 

Kansas  City      |loose|  |-P[leI7[      Missouri 

NEW    YORK  ::  CHICAGO 

Canadian  Agents:     BROWN    BROS.,  LIMITED,  TORONTO 


BOOKSELLER  AND  STATIONER 


Your  Profit  is  Guaranteed 

Holder  ■ —  triple      silver-plated; 

simple ;  sanitary ;  perfect  balance. 
Brings  blade  to  face  at  correct  angle, 
arm    in    natural    position. 

Blades — laboratory-made.  Sci- 
entifically hardened,  tempered  and 
tested  to  split  a  hair  before  leaving 
laboratory.  , 

Spring-hinged  box,  velvet  lined,  Span- 
ish   leather    finish    cover. 

Complete  $2.50 

Compete  Successfully 

Several  factors  enter  into  the  ultimate 
outcome  of  competition  between  mer- 
chants. 

Carrying  dependable  merchandise — back- 
ing it  with  a  guarantee  of  satisfaction  or 
money  back — build  good-will,  mean  pre- 
sent profits,  and  future  re-orders  from 
good  customers.  This  is  an  important 
factor  in  competition. 
The  Penn  Razor,  Blades  and  Stropping 
Outfit  are  guaranteed  by  us  to  give 
Shaving  Satisfaction,  or  money  back. 
You  pay  customer,  we  pay  you  full  retail 
price — including    your    profit. 

PENN  SAFETY  RAZOR 

Canadian  Distributors 
MENZIES  &  CO.,  Limited,  Toronto,  Canada 

A.   C.   PENN,  Incorporated 
100   Lafayette  Street,   New  York 

Penn  Honing  Strop  with 
Handle,  $1.50. 

Keeps  all  kinds  of  blades  in  good  condi- 
tion— clean  and  keen-edged.     Two  sides, 
abrasive,     and    finishing.       Hon- 
ing    side-treated     with     delicate 
abrasives ;    finishing    side 
with   mineral  oil.    Packed 
with      stropping 
handle        and 
sheath,        Spanish 
leather    finish. 


Are  You  Selling 

Canadian    Made 

Lead  Pencils 
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If  not  fall  in  line.      This  is  another 
form  of 

PATRIOTISM    AND     PRODUCTION 

You    will    help    to    build    up    a    new 
Canadian  Industry. 

BUT— 

I  What  is  Vitally  Important  to  you,  you 

will  get  pencils  the  equal  of  any  other 
retailing  at  similar  prices  and 

I         YOUR  PROFIT  WILL  BE  GREAT- 
'  ER  BECAUSE  YOU 
SAVE  PAYING  DUTY 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

■  Newmarket         -         Canada 


I 

I 

I 

I 
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Wins  Approval 
Everywhere 

Because  it  is  made 
from  selected  cotton 
stock  with  a  supe- 
rior absorbency  and 
durability 

STANDARD 

BRAND 
BLOTTING 


is  recognized  everywhere  as  everything  that  good 
blotting  ought  to  be. 

Quality  is  a  very  big  factor  in  determining  the 
extent  and  value  of  the  dealer's  turnover.  Stand- 
ard Brand  Blotting  has  the  quality  that  pulls 
repeat  selling  and  larger  profits. 

Our  other  lines  include  Standard,  Imperial, 
Sterling,  Curi-Curl,  Prismatic,  Royal  Worcester 
and  Defender   (enameled). 

Give  these  sellers  a  trial. 


Standard  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


BOOKSELLER  AND  STATIONER 

An  Advertisement  of 


WAN 


showing  illustrations  of 
some  of  the  processes  in  the 
making  of  Gold  Pens  in  our 

TORONTO    FACTORY. 

For  over  seventy  years  we 
have  been  engaged  in  the 
Gold  Pen  making  art  and 
our  Pens  are  unsurpassed  for 
quality,  workmanship  and 
delightfully  smooth  points. 

"Swan"  Gold  Pens  will  last  a  life- 
time as  only  natural  osmi-iridium 
and  of  the  highest  grade  is  used  in 
pointing  them. 

Having  attained  a  reputation  for 
quality  we  are  jealous  of  it  and  pre- 
serve it  by  maintaining  that  high 
standard  which  it  was  our  privilege 
to  set. 

"Swan"  Fountain  Pens  are  fitted 
with  the  smoothest  Gold  Nibs  and 
the  Patented  Ladder  Feed  which 
controls  the  flow  of  ink  so  perfectly 
that  the  pen  starts  instantly  it  touches 
the  paper.  They  are  made  in  all 
styles,  Standard,  Safety  and  Self- 
Filling. 

Catalog  and  trade 
terms   on   request. 

Mabie,  Todd  &  Co. 

Manufacturers 
243  College  Street,  Toronto 


London 


New  York 


Chicago 


B '    OK SELLER     AND     STATIONER 


A  MONEY-MAKING  PLAN 
FOR  YOUR  NEWS  STAND 

A  magazine  merchant  was  confronted  some  time 
ago  with  what  seemed  an  impossible  condition. 
Ke  had  one  of  the  best  known  News  Stands  in  a 
large  city.  He  was  doing  an  excellent  business ; 
the  location  was  splendid,  yet  he  was  NOT  mak- 
ing money.  There  was  practically  not  any 
method  used  in  running  his  business.  Finally  he 
installed  "Blake's  Handy  News  Stand  Record," 
which  showed  at  once  the  vital  facts  of  how  he 
was  losing  money.  It  STOPPED  the  leaks,  and 
his  magazine  business  is  now  on  a  PAYING 
basis. 

This  plan  open  to  you  through  the  use  of  the 
same  "Record,"  is  just  the  one  that  will  aid  YOU 
in  developing  a  still  MORE  profitable  business, 
give  YOU  more  DOLLARS.  Give  you  less  worry 
and  trouble,  and  make  your  work  much  easier. 

The  "Record" 
with  this 
"Money  Making 
Plan"  will  be 
sent  complete, 
postage  pre- 
paid, on  receipt 
of  $4.50.  Write  for  free  particulars  of  this  Easy 
and  Profitable  Way  of  Running  a  News  Stand. 
DON'T  WAIT— Do  it  NOW— Remember  on  the 
Great  Clock  of  Time  there's  but  ONE  WORD— 
"NOW." 


ARTHUR  J.  BLAKE, 


MARSHALL 
TEXAS 


g^ 
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Barber-Ellis,  Limited 

Beg  to  announce  that 
they  have  started  an 
envelope  factory  in 
Winnipeg,  and  have 
installed  the  latest 
and  most  up-to-date 
envelope  machinery; 
also  fast  automatic 
presses  for  printing 
envelopes. 

The  object  in  estab- 
lishing this  factory  is 
to  give  our  customers 
prompt     deliveries. 

Barber-Ellis,  Limited 

WINNIPEG 


Socx  — — - 
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The    Ideal    [Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.    blocks    and    a 

range    of    attractive 

boxes  with   Tools. 

Odourless  and 
Antiseptic 
The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted   and 
Appreciated    by 
Educational 
Authorities,    with    a 
wealth  of  testi- 
monials. 


MARK 


MODELLIT    MANUFACTURING     COMPANY 

19,  Brunswick  Street.  Bristol,  England 
Agents:  Menzies  &  Co.,  Ltd.,  439  King  Street  West,  Toronto 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD  '  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in   my   presence   and   bear   my   final    imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement,  af- 
fection, I  make  clear,  vital  and  permanent  every  day.  I  live 
my  life  under  the  eyes  of  all  sorts  and  conditions  of  men. 
They   can   not   escape,    if   they   would,   the   message   I   convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those    busy    toilers    who   are   my   constant   friends  ?" 

MAKERS  : 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A.  " 


BOOKSELLER  AND  STATIONER 


Duplicating    and 
Triplicating 

Note  and  Letter 
Heads 


No. 


Size 


Leaves 


150 


150 


5050 'o  duplicating  for  pencil  use 

5250%  duplicating  for  pen  or  pencil  use     8%x5% 

5251  Va  triplicating  for  pen  or  pencil  use 

5052  Va  duplicating   for   pencil   use    

5252%  duplicating  for  pen  or  pencil  use     9%x5]/4 

5253!/4  triplicating  for  pen  or  pencil  use 

5054^2  duplicating  for  pencil  use 

5254%  duplicating  for  pen  or  pencil  use.lO^xS^ 

5255%  triplicating  pen  or  pencil  use.... 

These  notes  and  letter-heads  are  especially  useful  for  private 
or  confidential  correspondence,  where  a  copy  is  to  be  re- 
tained. Also  for  traveling  salesmen  in  keeping  a  copy 
of  his  letters  and  quotations  sent  to  his  house  or  customer. 
Space  will  not  permit  the  listing  of  our  complete  line  of 
forms,  which  are  fully  described  in  class  No.  80  of  our 
general    catalog    No.    44,    and    in   supplement   No.    3. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office : 

Front  St,  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 

St.  Louis,  Mo. 


is  more 


Concentration 


when  you  sell  pens,  if  your  pen  department 
contains  only  the  Esterbrook  line  in  an 
attractive  counter  display  case. 

These    cases    enable    you    to    show    a    customer   the   whole 
line— almost  at  a  glance.     They  are  convenient  and  made 
in   10  different  sizes— with   different  complete  assortments 
of   Esterbrook    Pens. 
Some   of   the   advantages    are : 

1st.     Less   money  tied  up   in   stock. 

2nd.    Save    counter   space. 

3rd.     Get    maximum    display. 

4th.     Offer  most  complete  assortment. 

5th.     Make  it  easier  for  customers  to  buy. 
Write   us   to-day.      We'll   be  glad   to   help   you   make   your 
pen   department  more  profitable. 

ESTERBROOK   PEN   MANUFACTURING  CO. 

18-70  Cooper  Street.  Camden.   N.J.,  U.S.A. 

Canadian  Agents  : 

THE  BROWN  BROS..  LIMITED.  TORONTO.  CAN 

ESTERBROOK  PENS 


Crest 
Shields 

These  we  supply 
in  one  dozen  lots 
of  anv  Battalion 
Crest. 

A  Handsome 
Souvenir  of  the 
Battalion  for  the 
Friends  and  Rela- 

Size    11    x    14    inches.      Assorted        tiveS    of    the    Mem- 
Colors    Felt.       Have    Metal    Top        , 
and   Hanger.  DeTS. 

Work   is   in   Rich   Colors   in   Art  Process    Work. 
Have  made  a  big  hit. 

Show  Card  sent  with  every  order. 

Make    a    window    display    of   them    and    get   the 
business. 

Price  $2.00  per  dozen. 

PUGH  SPECIALTY  CO. 

LIMITED 

Specialists  in  Specialties 

38-42  Clifford  Street,      Toronto,  Canada 

P.S. — Travellers   are  covering   Canada.     See  our 
line  when  you  are  called  on. 


G 


ranes 


The  demand  for  Crane's  Linen  Lawn 

will  be  as  steady  as  ever.  But,  due 
to  unusual  transportation  difficulties, 
you  may  find  it  impossible  to  secure 
delivery  as  promptly  as  heretofore. 
Food  products,  ammunition  and  troop 
movements  will  have  preference  over 
the  already  congested  transportation 
lines.  Other  shipments  may  be  de- 
layed— even  restricted  by  embargoes. 
You  can  avoid  this  serious  annoyance 
by  keeping  a  constant  check  on  your 
stock.  Do  not  wait  until  it  gets  too 
low  before  re-ordering. 
Anticipate  your  needs  well  in  ad- 
vance— place  your  orders  allowing 
ample  time  to  make  up  for  unusual 
delays  in  transit. 

By  co-operating  in  this  way  you  will 
overcome  the  annoyance  due  to  delay 
of  goods  en  route. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


BOOKSELLER  AND  STATIONER 


NATIONAL   CREDIT   FILE 


— An  Accepted  Success 


Already  a  large  number  of 
National  Credit  Files  have  been 
sold.  We  are  daily  receiving 
letters  of  endorsement.  We  are 
convinced  our  new  File  is  the 
best  system  devised  for  keeping 
charge  accounts.  The  following 
are  a  few  of  the  outstanding 
features: 

(1)  Permits  quick  balancing  of 
charge  and  received  on  ac- 
count slips. 

(2)  Provides  a  safe  place  for 
petty  charge  slips. 

(3)  Proprietor  has  personal  con- 
trol over  all  charge  accounts. 

The  National  Cash  Register 

Company  of  Canada 

Limited 

CHRISTIE   STREET 
TORONTO 


(4)  Removes  temptation. 

(5)  Compact,  fire-resisting, 
enamel-finish  cabinet.  No 
chance  of  losing  charge  slips 
as  thev  are  locked  as  se- 
curely  as  in  a  safe. 

The  National  Credit  Files  are 
made  in  different,  size  units  to  fit 
any  business  whether  the  accounts 
number  fifty  or  five  thousand. 

It  is  of  the  utmost  importance 
for  every  merchant  who  does  a 
credit  business  to  investigate  this 
new  File. 

Write  us  to-day  and  we  will  see 
that  a  demonstration  is  given  you 
by  one  of  our  representatives. 


COUPON 

NATIONAL  CASH  REGISTER  COMPANY  OF  CANADA.  LIMITED 
Please   send   me   further   information   concerning   your   new   Credit 
File.     This  request  places  me  under  no  obligation. 


Name 

Address 

Business 


No.    Charge   Accounts 


BOOKS  E L  L  E R    AND    S  T  ATI O N E R 


THE  MACMILLAN  LEADERS  FOR  FALL 

WINSTON  CHURCHILL  $i.so  THE  dwelling  place  of  light 

"The   Inside   of  the   Cup"   is   the   only   work  to   which   this  can 
be  compared  for  power  and  appeal. 

H.  G.  WELLS  $1.50  THE  sou^  OF  A  bishop  *m».i 

Right  in   line  with  "Mr.  Britling   Sees    It    Through"    and    "God 
the    Invisible    King." 

ST.  JOHN  G.  ERVINE    $1.50  changing  winds 

It  divides  with  "Mr.  Britling"  the  honour  of  being  the  most 
vital  fiction  of  the  war. 


UPTON  SINCLAIR 
JACK  LONDON 


ALICE  BROWN 


$1.50    KING   COAL      a  «„»./ 

What  "The  Jungle"  was  to  the  packing  houses,  "King  Coal"  is 
to  the  coal  mines. 

$1.50      MICHAEL  A  Dog  Story 

Has  all  the  charms  of  "Call  of  the  Wild"  and  "Jerry." 

HAMLIN  GARLAND    $1.50  A  SON  OF  THE  middle  border 

A   tale   of   the    Western   Frontier    in    the    generation    following 
the   American    Civil   War. 

$1  50    BROMLEY   NEIGHBORHOOD 

Says    an    eminent   critic:    "In   executive   and   literary   ability    I 
venture  to  put  it  alongside  Poole's  'His  Family.'  " 

BESIDE  THESE  THERE  ARE  A  DOZEN  OR  SO  YOU  OUGHT 

TO  LOOK  OUT  FOR 


TOYS— DOLLS— FANCY  GOODS 

We  are  again  listing  our  popular  assortments  These  are 
assembled  in  our  own  warehouse  and  include  Canadian, 
English,  French,  American  and  Japanese  Toys  and  Dolls. 

$50-00  Toy  and  Doll  Assortment 

This  assortment   contains  over    seventy    splendid    money-making  lines  re- 
tailing at  from  5c  to  75c  each. 

$100,00  Toy  and  Doll  Assortment 

Included  in  this  assortment  are  over  one  hundred  numbers  of  exceptional 
value,  retailing  at  from  5c  to  $2.50  each. 

Order  at  once  and  we  will  guarantee  delivery 

The  Consolidated  Stationery  &  Fancy  Goods  Co.,  Limited 

WINNIPEG 


BOOKSELLER  AND  STATIONER 


'  Phone  .Wi  re  £  Mail 


We  supply  American  and 
Canadian  magazines — not 
several  days  behind,  when 
the  demand  is  past — but 
on  the  DATE  OF  PUB- 
LICATION. Our  prices 
in  most  cases  are  lc,  1%C, 
and  in  some  cases  2c  lower 
in  price  than  other  companies, 
of  these  magazines. 


Write  us  for  any 


IMPERIAL  NEWS  CO.,  Ltd.,  Winnipeg 


SATURDAY    EVENING 

POST 
COUNTRY    GENTLEMAN 
JACK  CANUCK 
LADIES'     HOME    JOURNAL 
MOTOR 

MOTOR  BOATING 
COSMOPOLITAN  MAGAZINE 
HEARST'S   MAGAZINE 
HARPER'S  BAZAAR 
GOOD   HOUSEKEEPING 
LITERARY  DIGEST 
EVERYDAY   ENGINEERING 
RAILROAD   MAGAZINE 
ARGOSY  MAGAZINE 
MUNSEY  MAGAZINE 
ALL  STORY  MAGAZINE 
PICTORIAL  REVIEW 
PUCK  (AMERICAN) 


A  Second  Edition  of 

5000  Facts  About 
Canada 

(1917  Issue) 

is  out,  compiled  by  Frank  Yeigh 

"Selling  well,"  says  the  live  dealer  who  believes 
in  it  and  gives  it  a  chance. 

"No,  we  don't  carry  it,"  says  the  dead  dealer  in 
reply  to  inquirers.     So  we're  told. 

"I  always  have  it  on  my  desk,"  said  a   leading 
business  man. 

"1    send    several    copies    away,"  said  a  Toronto 
Lawyer. 

Your  News  Company  car- 
ries   a    stock.      So    does 

The  Canadian  Facts  Pub.  Co. 

588    Huron    Street 
TORONTO 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 
No.     1— INFANTRY. 

Drill  and  Attack. 
No.     2— INFANTRY. 

Defence   and    Protection. 
No.     3— INFANTRY. 

Night  Operations.     Inter-communication. 

Reconnaissance;    and   Questions   on   Infantry 

Training. 

No.     4 — MUSKETRY. 

Parts  of  Rifle  and  Action  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of   Arms. 

No.     5— MUSKETRY. 

Aiming  Instruction  and   Trigger   Pressing. 

No.     6— MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      Fire    Control    and    Discipline. 

No.      7— MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and  Discipline  and  Sub-Target  Machine. 

No.      8 — MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,"   etc. 

No.     9 — MUSKETRY. 

Barr   and    Stroud    Range   Finder. 

No.   10 — MUSKETRY. 

Theory   of   Rifle  Fire. 

No.   11— HYGIENE   and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.   ]•>— FIEtD   ENGINEERING. 

Ex-plosives.     Arranging    for   Explosives.     Demoli- 
tions.     Bombs.      Gfs    Attack.      Bridging. 
20c  EACH. 

All   Fully   Illustrated. 

Other    numbers    will    include    Discipline    and     Military 
Law,   Procedure  of  Courts   Martial,  etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 

HYTHE.  KENT 

McCLELLANkJ,    GOODCHILD    &  STEWART,  Ltd. 

266  King  Street  West,  TORONTO.  CANADA 


More  Profit  on 

MAGAZINES 


It  will  pay  all  booksellers  and  newsdealers  to 
actively  link  up  with  this  company. 

They  will  get  the  best  of  service  and  in  some 
cases  will  buy  periodicals  at  lower  prices  than 
from  other  wholesaler  supply  houses. 


Buy  these  from  us: 
McCALL'S 
MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 
PICTORIAL  REVIEW 
LADIES'   HOME   JOURNAL 
SATURDAY    EVENING    POST 
COUNTRY  GENTLEMAN 
LITERARY  DIGEST 
EVERYDAY  ENGINEERING 
JUNIOR  MAGAZINE 


IMPERIAL  NEWS  CO.,  LIMITED,        MONTREAL 
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BOOK  BUYERS'  GUIDE 


New  York 

LIFE 

The    leading   artistic   and   humorous   weekly   of 

the  United  States. 

On    every    news-stand    Tuesday,    10c   a    copy. 

Trade    supplied    by    American    News    Company 

and   Canadian   branches.     Write   to   them  or  to 

us   for   particulars. 

A    distribution    of    copies    of    Miniature    Life 

No.    4    will    increase    your    sales    of    Life.     We 

will   furnish   these  gratis.    How   many  can   you 

use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  -         -  Now  York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2  Amen  Corner  -  London,  E.C. 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  So  ho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 
CO.,   Limited 

1 43  University  Ave.  TORONTO 


DIRECTORY  OF  PUBLISHERS. 

Fiction.  » 

Thomas    Allen,    215.  Victoria    St.,    Toronto,    Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto, 
Ont. 

Cassell   &   Co.,    55   Bay   St.,   Toronto,   Ont. 

Copp,     Clark     Co.,    517     Wellington    St.     W.,     To- 
ronto,   Ont. 

J.  M.  Dent  &  Sons,  27  Melinda  St.,  Toronto,  Ont. 

S.   B.   Gundy,   25   Richmond  St.   W.,   Toronto,   Ont. 

Hodder    &    Stoughton,    17    Wilton    Ave.,    Toronto, 
Ont. 

Thomas    Langton,    23   Scott   St.,   Toronto,    Ont. 

Life    Publishing    Co.,    17    West    31st    Street,    New 
York  City. 

Macmillan    Co.   of   Canada,    70   Bond    St.,   Toronto, 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 
W.,  Toronto,  Ont. 

Geo.  J.  McLeod,   Ltd.,   266   King   St.   W.,   Toronto, 
Ont. 

Musson   Book   Co.,    17    Wilton   Ave.,   Toronto,    Ont. 

Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 
Toronto,    Ont. 

MacLean's    Magazine,    143    University    Ave.,    Tor- 
onto,   Canada. 

Imperial    News    Agency,    Toronto,    Montreal    and 
Winnipeg. 

Business    Books 

Musson   Book  Co.,   17  Wilton   Ave.,   Toronto. 

Morton     Phillips     &     Co.,     115     Notre    Dame     St., 
New   York    City. 

Wycil  &   Co.,   85   Fulton  St.,  New  York  City. 

Periodicals 

Life,    17    W.    31    St.,   New   York    City. 

MacLeiin's  Magazine,   143  University  Ave.,  Toronto 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  \h  in. 

for 

$25  a  year. 

Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at  many   Expositions. 


Wycil  &  Company 

85  Fulton   Street,   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 

Importers  Sterling 
Advance  Tables 

Showing  laid  down 
cost  in  Canadian  cur- 
rency of  any  article 
purchased  in  Sterling 
currency. 

Advances  added  from 
2~y2%  to  100%  advanc- 
ing by  1/o%. 


Morton,  Phillips  &  Co. 

PUBLISHERS 
115  Notre  Dame  St.  West,   MONTREAL 

SELL 

MACLEANS 


THE 

MAGAZINE 

FOR 

CANADIANS 


15c  A  COPY 


Fully    Returnable 
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MADE 


_    CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made   in   America 

Solidhed   Tack  Co. 

Makers 

38  Murray:,  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew,  Ltd. 


Publishers  of  the 
Famous"  ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART    SUPPLIES. 

Artists'   Supply  Co.,  77   York  St.,  Toronto. 
A.   Ramsay   &  Sod  Co.,  Montreal. 
BLOTTING    PAPERS. 

TUe   Albemarle  Paper  Co.,   Richmond,   Va. 
Beveridge  Paper  Co.,  Ltd.,  Montreal,  Que. 
Eaton-Dikeman    Co.,    Lee,   Mass. 
Standard    Paper   Mfg.   Co.,   Richmond,    Va. 

BLANK     BOOKS. 
Boorum  &  Pease  Co.,   Brooklyn,   N.Y. 
Brown    Bros.,   Ltd.,   Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
National   Blank   Book   Co.,  Holyoke,  Mass. 
The  Copp,   Clark  Co.,  Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn   Bros.,   266   King   St.   W.,   Toronto. 
A.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
J.  H.  Jost,  Halifax,  N.S. 
Menzies  &  Co.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &  Sons,  Toronto  and  Montreal. 

CODE   BOOKS. 
The   American   Code   Co.,    83    Nassau    St.,    New 
York. 

CRAYONS. 
Binney  &   Smith.   New   York. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

EYELETTING    MACHINES 
Elbe    File   and   Binder   Co.  New    York,    N.Y. 
ideal    Specialties  Mfg.    Corporation,   552   Pearl 
St.,   N.Y.   City. 

ENVELOPES. 
Beveridge  Paner  Co.,   Ltd.,  Montreal,  Que. 
Brown  Bros.,   Limited,  Toronto. 
Buntin,    Gillies   &   Co.,    Hamilton. 
Copp,   Clark   Co.,   Toronto. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
Menzies  &    Co..   Limited,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

ERASERS. 
St.   Mungo   Mfg.   Co.,  Glasgow,   Scotland. 
Weldon   Roberts   Rubber  Co.,   Newark,   N.J. 
FANCY   PAPERS,   TISSUES  AND  BOXES. 
Beveridge  Paper  Co.,  Montreal,  Que. 
Dennlson    Mfg.    Co.,    Boston. 
Menzies    &    Co.,    Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W., 
Toronto. 

FOREIGN  TEXT  BOOKS. 
Wycil  &  Co.,  S3  Fulton  St.,  New  York. 

FOUNTAIN     PENS. 
Arthur  A.  Waterman   Co.,   Ltd.,   New   York. 
Sanford    &    Bennett    Co.,    51-53    Maiden     Lane, 

New    York. 
A.     R.    McDougall    &    Co..     266    King     St.     W.. 

Toronto. 
Paul  E.  Wirt  Co.,  Brown  Bros.,  Ltd.,  Toronto. 
Canadian    Agents. 

INKS.  MUCILAGE  AND  GUMS. 
Chas.   M.    Higgins  &   Co..   Brooklyn,   N.>. 
The   Carter's   Ink   Co..    Montreal. 
W..    V.    Dawson,    Limited.    Mrntreal,    Toronto. 

Winnipeg. 
S.    S.    Stafford    Co..    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King 

St.    W..    Toronto. 
"Glurlne,"    Menzies    &    Co.,    Limited,    431)    King 
St.  W.,  Toronto. 

INDELIBLE     INK. 
farter's    Ink   Co..    Montreal. 
Pavson's    Indelible    Ink. 
S.    S.    Stafford   Co..   Toronto. 

INKSTANDS. 
The   Scngbusch   Co..   Milwaukee. 

LANGUAGE    BOOKS. 
Wycil    &    Co.,   S3    Fulton    Street,    New    York. 

LEAD    AND    COPYING    PENCILS. 
American   Pencil   Co.,   New   York. 
Wm.  Cane  &  Sons,  Newmarket,  Ont. 
A.     R.    McDougall    &    Co.,    266     King     St.    W. 
Toronto. 

LOOSE     LEAF     BOOKS.     BINDERS     AND 
HOLDERS. 
The   Brown    Bros.,    Ltd.,   Toronto. 
Boorum    &    Pease    Co.,    Brooklyn. 
Buntin,    Gillies   &   Co.,    Hamilton. 
W.    V.    Dawson,    Limited,    Montreal,    Toronto 

Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 
Luckett     Loose     Leaf,     Limited,     215    Victoria 

St.,  Toronto. 
National    Blank    Book    Co..    Holvnke,    Mass. 
Rockhill  &   Victor,  22  Cliff  St..  New   York  City. 
Warwick  Bros.  &  Rutter,  Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    onr    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and   Paper  Goods  in  all  lines, 
White  and  Colored  Tissues. 

Blottings,   Napkins    and    Lunch    Sets. 

SPECIAL   SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of  all  styles 


Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.   N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE 


BRAND 


MARK 


SEALING  WAX 


."actory: 
Wanistcn  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


Wm.  Sinclair  & 
Sons,  Limited 

STATIONERS 

Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.   Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  htc. 


If    you    are    looking    for    a    pad    of 
class   then    order    my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 
I.  SMIGEL,  Mfr.,   166  William  St.,  NEW  YORK 

A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian   Representatives 
266  KING  STREET  WEST,  TORONTO 


Stationers'  Loose  Leaf  Co.,  203  Broadway, 
N.Y.,  and   Milwaukee,   Wis. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  12»  Lafayette  St.,  New 
York. 

LEATHER  AND  FANCY  GOODS. 

iirowu    Bros.,    Ltd.,   Toronto. 

MAP     PUBLISHERS. 

Uand,    McNally    &    Co.,    Chicago. 
the   Copp,   Clark   Co.,   Toronto. 
The  Scarborough  Co.,  of  Canada,  Hamilton,  Ont. 

METAL,    PARTS    FOR    LOOSE     LEAF 
BINDERS. 

Wilson-Jones  Loose  Leaf  Company,  3021  Car- 
roll Ave.,  Chicago ;  129  Lafayette  St.,  New 
York. 

MILITARY    SPECIALTIES 

Geo.  Clark,   Southam   Bldg.,  Montreal,   Que. 
I'ugh  Specialty  Co.,  Toronto. 

NEWS    COMPANIES. 

Imperial    News    Co.,    Montreal,    Toronto,    Win- 
nipeg. 
Toronto    News   Co. 
Montreal  News  Co. 
Winnipeg    News    Co. 

PAPER    FASTENERS. 

Bump  Paper  Fastener  Co.,  La  Crosse,  Wis. 
Meal    Specialties    Mfg.    Corp.,    552    Pearl    St., 

New    York    City. 
O.K.    Manufacturing  Co.,   Syracuse,   N.Y. 

PAPETERIES    AND    WRITING    PAPERS. 
Beveridge  Paper  Co.,  Montreal,  Que. 
>V.     V.    Dawson,    Limited,    Montreal,    Toronto, 

Winnipeg. 
rhe   Brown   Bros..   Ltd.,   Toronto. 
Warwick  Bros.  &  Rutter,  Toronto. 

PERIODICALS 
Life    Publishing    Co.,    17    West    31    Street,    New 
York   City. 

PLAYING     CARDS. 

(ioodall's   English   Playing  Cards,   A.  O.   Hurst, 

32  Front  St.  W.,  Toronto. 
Menzies  &   Co.,   Limited,   Toronto. 
U.  S.  Playing  Card  Co.,  Toronto,  Canada. 

POST  CARDS,  GREETING  CARDS,  ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell      Road, 

London,  E.'C. 
X.  O.  Hurst,  Canadian  representative,  32  Front 

St.  W.,  Toronto. 
Philip  O.   Hunt  &  Co.,  332  Balbam   High   Rd., 

London,  Eng. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Ritchie  &   Sons,   Ltd.,   William. 
Valentine  &   Sons   Publishing   Co.,   Montreal. 

SCHOOL    AND    OFFICE    RULERS 

Lucas-Tuttle  Mfg.   Co.,   Silver  Springs,   N.Y. 
The  Up-to-Date  Co.,  Canister,  N.Y. 
Wescott-Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET     MUSIC. 

Anglo-Canadian    Music    Pub.    Assn.,    144    Vic- 
toria   St.,   Toronto. 
Chappell  Co.,  348  Yonge  St.,  Toronto. 
Hawkes  &  Harris  Co.,  Toronto. 
MoKlnley   Music   Co.,   1501-15  East    Fifty-Fifth 
St.,   Chicago. 

STANDARD   COMMERCIAL   PUBLICATIONS. 

Morton,  Phillips  &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,  Que. 

Brown      Bros.,      Ltd.,      Wholesale      Stationers. 

Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,     Wnolesale    Stationers 

Toronto. 
Clark  Bros.  &   Co.,  Ltd.,  Winnipeg,   Man. 
W..    V.    Dawson,    Limited,    Montreal,    Toronto. 

Winnipeg. 
Warwick  Bros.  &  Rutter,  Toronto. 

STEEL     WRITING     PENS. 

John    Heath,    8    St.    Bride    St.,    E.C.,    London, 

Flinks.   Wells  &   Co.,   Birmingham,   Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Tor- 
onto,  Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.. 
Toronto. 

Spencerian  Pen  Co.,  New  York,  N.Y. 
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ELBE  FILE  &   BINDER   CO. 


97  Reade  Street 


N 


York 


ew  T  or 


McFarlane  Sod  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO,  U.S.A. 


OPINION 

NO  BETTER  THAN 

INFORMATION 

FORTUNES  have  been  lost,  and 
are  being  lost,  by  men  who  have 
made  or  make  bad  investments, 
because  of  insufficient  information, 
who  take  capricious  opinion — their 
own  or  others' — as  their  guide  in  buy- 
ing or  selling. 

"A  man's  opinions  is  no  better  than 
his  information." 

Paste  this  in  your  hat,  on  your  desk — 
anywhere  and  everywhere  as  a  good 
working  principle. 

Then  follow  the  lead  of  this  saying  by 
having  each  week  The  Financial  Post 
of  Canada. 

There  you  will  get  informed  opinion — 
by  many  men  trained  to  get  at  facts, 
to  get  ample  information,  and  to  in- 
terpret their  knowledge  lucidly. 
In  THE  POST  each  week,  you  will 
find  authoritative  and  well  informed 
opinion — lots  of  it — grouped  under 
these  and  other  heads — Steel,  Milling, 
Transportation,  Pulp  and  Paper,  Light 
and  Power,  Textiles. 
You  will  find  much  else  bearing  on  in- 
vestments. THE  POST  will  help  you 
to  acquire  the  broad  and  balancing 
mind  of  the  well-informed  banker  or 
business  man. 

Issued   every    Saturday.    $3    per    year.      Sample 
;opy    gladly    sent    on    request. 

THE    FINANCIAL    POST    OF    CANADA 

143-153     University     Avenue,    Toronto. 

Telephone    Main    7324. 


BOOKSELLER  AND  STATIONER 


s 
s 


Your  Fall  Leaders 

Here  they  are — The  Authors' Names  are  in  most  cases 

a  Guarantee  of  Big  Selling 

Read  them  over — get  acquainted  with  the  titles — it's  well  worth  it. 


Net 
MARTIE.     By  Kathleen  Norris  -         -  $1.35 

THE  MANNEQUIN.  By  Julie  M.  Lippmann     1.25 

Author   "Martha  by  the  Day." 

CALVARY  ALLEY.    By  Alice  Hegan  Rice     1.35 

Author   "Mrs.   Wiggs." 

LADIES    MUST    LIVE.      By    Alice    Duer 

Miller  - 1.25 

Author   "Come  Out  of  the  Kitchen." 

GREEN  FANCY.  By  Geo.  Barr  McCutcheon     1.35 

Author   "Graustark." 

THE  MYSTERY  OF  THE  HASTY  ARROW. 

By  Anna   Katherine   Green  -         -     1.35 

Author   "The   Leavenworth   Case." 

CAP'N  ABE,  STOREKEEPER.  By  Jas.  A. 
Cooper.  A  story  of  Cape  Cod,  remini- 
scent of  Joe  Lincoln      ...         -     1.25 

THE     LIGHT     BEYOND.       By     Maurice 

Maeterlinck 2.00 

Author   "The   Blue   Bird." 

MRS.  ALLEN'S  COOK  BOOK.    This  is  the 

newest  and  best  Cook  Book  in  the  world     2.00 

GREEN  TRAILS  AND  UPLAND  PAS- 
TURES.    By  Walter   Pritchard   Eaton     1.60 

IN  CANADA'S  WONDERFUL  NORTH- 
LAND.    By  W.  Tees  Curran         -         -     2.50 

UNCONQUERED.       By   Maud   Diver         -     1.35 

Author    "Captain   Desmond." 

THE  HORNET'S  NEST.     By  Mrs.  Wilson 

Woodrow       ------     1.35 


Net 
CAMP  JOLLY.    By  Frances  Little      -         -  $1.25 

Author    "Lady   of  the   Decoration." 

A    GREEN    TENT    IN    FLANDERS.      By 

Maude  Mortimer.       A  book  like  "The 
Hilltop   on   the    Marne"         -         -         -     1.25 

GOG.   By  Arthur  Fetterless.     The  Story  of 

an  Officer  and  Gentleman      ...     1.25 

THE  SOUL  OF  ULSTER.    By  Lord  Ernest 

Hamilton        ------     1.00 

SIR  OLIVER  LODGE.  Proofs  of  Life  After 
Death.  A  Symposium  by  Sir  Oliver 
Lodge   and   Others         -  2.00 

THE  WHITE  LADIES  OF  WORCESTER. 

By  Florence  L.  Barclay         ...     1.50 

Author  "The  Rosary." 

OVER  THE  TOP.      By  Arthur  Guy  Empie     1.50 

FROM  NILE  TO  TIGRIS.'  By  Capt.  Brere- 

eton  -  -  -  1.50 

A  NEW  WAR  NOVEL.   By  Capt.  Brereton     1.25 
THE  SHELL  AND  OTHER  POEMS.     By 

A.  C.  Stewart        -----       .75 

THE  ROMANCE  OF  WESTERN  CAN- 
ADA. (Title  may  be  changed).  By 
R.  G.  MacBeth 1.50 

THE  BROWN   BRETHREN.       By  Patrick 

MacGill  - 1.25 

RUSSIAN  COURT  MEMOIRS     -         -         -     3.50 

A  FIFE  FISHERGIRL.   By  Amplia  E.  Barr     1.50 


THE  NEW   METHODIST   HYMN   BOOK 

Our  travellers  will  carry  a  full  line  of  samples  of  the  New  Methodist  Hymn 
Book  on  their  Fall  trips.     This  will  mean  big  business  for  you. 


s 

s 


WILLIAM    BRIGGS 

PUBLISHER 

TORONTO,  ONTARIO 
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Not  Too  Late  to  Order 

School  Supplies  and  Fine 
Stationery  from  the  Up- 
to-date  House  of  the  West 


THE  TRADE  MARK  OF  QUALITY 
MERCHANDISE 


CLARK  BROS.  &  CO.,  Limited 


WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 
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i.  m  is* 


fKv  LM  I  W 


STATEMENT    OF    THE 
BUSINESS    MANAGER 


AUGUST,  1917 


VOL.  XXXII— No.  8 


A  Letter  that 
Speaks  for 
Itself: 


Arthur  J.  Blake 


MASS  HALL.  TEXAS 


May  14th,  1917. 


The  HacLean  Publishing  Co. 
Toronto,  Canada. 

Oentleaeni 


ATTHBTIOU  plaasa ,  Mr.  Weaver. 


Snolosed  70a  will  please    find   I.T.    Brohange   for  $12.00   In 
payment    for    the  enclosed   display   advertisement,   the  same 
to  be   Inserted  on  a  quarter  of  a  page   In  your  next    Issue 
•f  the  Bookseller . 

I  am  pleased  to  say  that  I  have  rsoelved  several    Inquiries 
from  Oanada  directly   from  my  ad  In  your  magazine.  iTith  reg- 
ular advertising  la  your  magazine,    I  am  sure  the  number   of 
Inquiries  will    inoreaee    from  time  to   time.    I  am  also  pleased 
to  say,    that    from  these   Inquiries,    I  have    Just  sold  three 
Records   to  parties  In  Oanada-  With  those  that   I  had  sold 
some  time  ago,   and  these  three1  just   sold,    It  gives  me  a  very 
nloe  start    In  Oanada.    I  till  say  however,    from  my  experlenoe 
In  advertising   that    I  rarely  make  very  many   sales    from  my 
first   ad  In  a  magazine^    It    Is'  generally    from  the    seoond    Issue 
and    on,    that   my   orders    start    owning    In. 

I   am  reoelvlng  letters   every   day  from  all  parts   of  the 
oountry,    from  parties  who  have  pnrohased  the  Reoord,    stat- 
ing how  muah  they  like   It.  Suoh  appreciation   from  dealers, 
I  assure  you  Is    lndssd  gratifying  to  me* 


With  beet  wishes ,    I  4a, 


Cordially  yours 


^>£<^^^^JUy 


In  a  subsequent  letter  from  Mr.  Blake,  in  June,  he  says:  "Since 
writing  you  on  May  14  1  have  received  four  more  Canadian  orders, 
three  of  which    came  directly    from    my    ad.  in    your  magazine." 
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5  FALL  SELLERS 

ON  THE 

ALLEN  LINE 


a 


Long  Live  the  King" 

By  Mary  Roberts  Rinehart 
Author  of  "K." 

"The  Next  of  Kin" 

By  Nellie  L.  McClung 

"High  Adventure" 

By  James  Norman  Hall 
Author  of  "Kitchener's  Mob." 


a 


Mary  Regan" 

By  Le  Roy  Scott 


"Polly  and  the  Princess" 

By  Emma  C.  Dowd 
Author  of  "Polly  of  the  Hospital  Staff." 


HOUGHTON  MIFFLIN  COMPANY,  BOSTON,  MASSACHUSETTS,  U.S.A. 


THOS.  ALLEN,  Publisher 


{BOOKS  OF  MERIT))  [BOOKS  OF  MERIT 

T*T  215-219  VICTORIA  STREET,  TORONTO 
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WE  SEEK  THE  BEST 

— the  motto  of  the  house 


I 


T'S   a   simple   motto,   but  it   has   a  big   meaning   for 

booksellers. 


If  As  to  how  we  have  succeeded  for  the  ensuing  season, 
just  think  of  such  books  as: 

"THE      MAJOR"      BY  RALPH  CONNOR 

"ANNE'S  HOUSE  OF  DREAMS" 

BY  L.  M.  MONTGOMERY 

Two  authors  who  are  the  most  conspicuously  successful 
of  Canadian  writers  of  fiction. 

^f  We  offer  you  equally  meritorious  novels  by  other 
famous  authors. 

IT  In  war  books  leaders  are : 

DONALD  HANKEY'S  NEW  BOOK 

"A  STUDENT  IN  ARMS"  second  series 

"MORE   LETTERS  FROM   BILLY"— 

THE  SUNNY  SUBALTERN 

See  List  on  Page  19. 

If  In  our  new  catalogue  of  116  pages  are  set  forth  THE 
BEST  BOOKS  FOR  THE  AUTUMN  AND  WINTER 
BOOK  SEASON  1917—1918. 

This  list  is  now  ready — be  sure  that  you  get  it  and  use  it. 
It  is  especially  strong  in  fiction,  Candian  books,  War  Books 
and  Holiday  Gift  Books. 

Booksellers  who  want  the  best  will  wait  for  a  M.  G.  &  S. 
traveler — they  are  now  on  the  road. 

Yours- for  a  record  book  seasan, 

McClelland,  Goodchild  &  Stewart,  Ltd. 
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First  Fall  Announcement 


NEW  FICTION 


THE  MAJOR 

ANNE'S  HOUSE  OF  DREAMS    -  - 
UNDER  SEALED  ORDERS 
THE   CINEMA  MURDER       - 
UP  THE  HILL  AND  OVER  Is 

Second  Canadian 
THE  LONG  LANE'S  TURNING 
RED  PEPPER'S  PATIENTS      -      - 
THE  KENTUCKY  WARBLER      -       - 
Author  of  "The  Choir 
THE  WHISTLING  MOTHER      -    -      - 


By  Ralph  Connor 

Bv  L.  M.  Montgomery 

-     II.  A.  Cody 

By  E.  P.  Oppeiihciiii 

abel  Ecclestone  Mackay 

Edition. 

Hallie    Erminie   Rives 

By  Grace  S.  Richmond 

James  Love  Allen 

Invincible." 

By  Grace  S.  Richmond 


NEW  WAR  BOOKS 

MORE  LETTERS  FROM  BILLY        By  the  author  of  "A  Sunny 

Subaltern."       -.  -  

A  STUDENT  IN  ARMS— SECOND  SERIES  By  Donald  Hankey 
MY  HOME  IN  THE  FIELD  OF  MERCY. 

By  Frances  Wilson  Huard 
(Author  of  "My  Home  in  the  Field  of  Honor") 
THE  INVINCIBLE  HOSTS    -    BvCol.  Geo.  C.  Nasmith,  C.M.G. 
THE  FIRST  CANADIANS  IN  FRANCE. 

Bv  Col.  F.  McKelvey  Bell 
GRAPES  OF  WRATH      -  By   Boyd   Cable 

NEW  CANADIAN  BOOKS 

THE  NORTH  AMERICAN  IDEA     -      By  James  A.  Macdonald 
IRISH  LYRICS  AND  BALLADS  -       Bv  Father  Dollard 

THE  PIPER  AND  THE  REED      -     -  Bv  Robert  Norwood 

CONFEDERATION  AND  ITS  LEADERS  -  Bv  M.  O.  Hammond 
A  CANADIAN  TWILIGHT  AND  OTHER  POEMS 

By  Bernard  Freeman  Trotter 

SPECIAL 


$1.50 
1.50 
1.35 
1.35 
1.35 

1.50 
1.35 
1.35 

.50 


$1.00 
1.50 

1.35 

1.50 

1.35 
1.50 


$1.35 
1.35 
1.35 
2.50 

1.25 


GREAT  LOVES  OF  THE  BIBLE   -  By  Billy  Sunday    $1.50 

(Billv  Sunday's  First  Book) 
FAMILIAR  WAYS      Bv  the  author  of  "The  Worn  Doorstep."       1.25 
BOOKS  AND  PERSONS By  Arnold  Bennett       2.00 

SEND  FOR  NEW  REVISED  CATALOGUE— 116  PAGES 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  V  266-268  King  Street  West  v  TORONTO 
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ARO-AYAC 


SELLING  DIPECT  FROM  FACTORIES' 


AROAVAC 

Li  rsjcs 


.?.  l> [  / 


SUNDRIES 


SUNDRIES 


TORONTO 


No.  205.     Retail  2c. 


"Artco."     Retail  10c. 


School  Crayons  in  pack- 
ages to  sell 
at  2c.  to  10c.  each 


recom- 

"    and 


Besides    those    illustrated    we 
mend   for   your    stock    "Cray el 
"Crestlight." 

Have  you  ordered  an  adequate  supply 
of  white  and  yellow  enameled 

School  Chalk 

Better  anticipate  your  requirements  by 
further  orders  to  ensure  having  them 
when  you  need  them. 

Omega  Dustless  Chalk 

The  Acme  of  Perfection.  Erases  easily. 
Free  from  grit,  will  not  scratch  board. 
It  will  pay  you  to  double  or  treble  your 
regular  orders. 


These  chalks  are  made  of  Nova  Scotia 
Plaster,  the  highest  grade  known  for 
the  purpose. 


DIXON'S 

ELDORADO 

The  Master  Drawing 
Pencil 


Dixon's  Eldorado  represents  the 
most  scientific  achievement  in 
pencil  making.  The  leads 
have  a  perfect  balance  of 
smoothness,  strength  and. wear- 
ing quality  in  relation  to  each 
degree  of  hardness  or  softness. 

The  wood  is  the  softest,  straight- 
est-grained  and  most  easily  cut 
cedar  obtainable   anywhere. 

17  DEGREES:  6B,  5B,  4B, 

3B,  B,  HB,  F,  H,  2H,  3H, 

4H,  5H,  6H,   7H,  8H,  9H. 

RETAIL  10c  EACH 


DIXON'S 

SOVEREIGN 

The  Five  cent  Pencil 

for  Canadian 

Dealers  to  Push 


Yellow  Finish,  Smooth  Edge, 
Pleasing-  to  the  Fingers,  Strong, 
Smooth  Leads. 

Made  Expressly  for 

Canadian  Trade 

Five  Grades  Tipped,  Six  Grades 
Untipped.  Compare  Dixon's 
Sovereign  Pencil  with  any  other 
Five-Cent  Pencil  for  smooth 
writing  and  strength  of  leads. 


AT\         Hjf  1"\  11       ©  t**  I     •  *J.  Canadian  Representatives: 

.   K.  MaCl/OUgall  &  lO.,  Limited,  266  King  st.w., Toronto 
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'XROAYAC 


SUNDRIES 


8ELLINO  DIRECT  FROM  FACTORIES" 


ARO/HAC 

'— .  L.  I  ISI E.  ? 

/  -'    ^2c 

SUNDRIES 


TORONTO 


rhelDE/IL  ") 

I  V#      SANITARY       T\  I 

IMoisteneR  f 


"> 


Bigger  Profits  for  you 

Don't  wait  till  asked  for  the  Sengbusch 
Self-Closing  Inkstand,  or  Ideal  Sanitary 
Moistener.  Offer  them  every  time  an 
inkstand,  or  a  moistener,  is  wanted. 
Each  of  them  will  make  good  friends 
and  bigger  profits  for  you. 

The  "Seoiabusck"  is  the  PoPular>  Automatic, 
Self^Icremg,  Non-Evaporating  Inkstand  de- 
serving of  a  place  in  every  well  furnished 
office.  It  cuts  ink  bills  75 %.  Saves  pens  too, 
and  keeps  ink  clean  and  fresh.  Prevents 
evaporation  of  red  ink.  Works  perfectly 
with  copying  ink. 

ra/n^^lfsy%ayw'r'oF^u^in'g  mcZy?  moist 
ening  fingers,  stamps,  envelopes,  etc.,  etc. 
Made  of  glazed  white  porcelain.  Bearings 
of  polished  nickel;  can't  squeak,  bind,  or 
wear  out. 

Get  our  catalog,  circulars,  etc.,  with  your 
imprint — free.  Also  attractive  set  of  six  dis- 
play cards — in  colors.     They  boost  sales. 


J 


Your  Customers  will  buy 

VUL-COTS 

We  are  so  sure  that  your  customers  will  buy 
Vul-Cot  Guaranteed  Waste  Baskets  that  ,we 
agree  to  take  them  off  your  hands  any  time  you 
are  dissatisfied. 

Vul-Cot  Waste  Baskets  won't  sag,  won't  lose 
their  shape,  will  keep  their  color,  their  smooth- 
ness and  their  attractiveness. 


Other  Advantages 

Solid  sides  and  bottoms.    No  projections  to  mar 
furniture  or  tear  clothing.  Fireproof.  Sanitary. 


...u.i  with  o' 


WftJa  ff*«-JS  to******    "to* 

period  o}  J1^ /sU  basket-    «  s  dejeciw 

P \j  only  aS  a        ,h  sennce  m  r"  MrVi  return 

used  omy  ,j,  sen^     satisfactory-  a  new 

°ffalK"  label  attached  and  a 
iwith  thxs  ™«         piud. 


The  VUL-COT  Guarantee 

warrants  Vul-Cot  Waste  Baskets  for  five  years' 
wear.  That  guarantee  means  business — good 
business  for  you.  It  means  that  we  assume  the 
burden  of  responsibility  instead  of  asking  you 
or  your  customer  to  take  a  single  chance. 

Vul-Cot  Baskets  are  practically  indestructible. 
You  surely  can  sell  such  a  basket  as  this — over 
and  over  again.  Vul-Cots  are  the  only  nation- 
ally known,  trade-marked,  guaranteed  waste 
baskets. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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We  Carry  in  Stock  inToronto 

Ready  to  fill  your  orders 

The  following  well  known  lines 

CHICAGO  PENCIL  SHARPENER 

Retails  for  $1.50 

GIANT  PENCIL  SHARPENER 

Retails  for  $2.25 

DEXTER  PENCIL  SHARPENER 

Retails  for  $5.00 

Easthampton  Rubber  Bands 

In  all  sizes.  Packed  in  ^4- lb,  boxes.  Also  assorted  sizes  in  x/±  lb.  boxes. 


The  "Cliplox" 


The  "CLIPLOX" — a  new  invention  for  fastening  together  two  or  more  sheets 
of  paper  without  the  use  of  metal  clips,  staples,  rivets,  or  pins. 
The  "CLIPLOX"  makes  its  own  fastening;  is  most  economical,  neat,  light, 
inexpensive  and  will  last  a  life-time. 

No  more  lost  or  misplaced  valuable  pieces  of  paper.     When  you  fasten  with 
a  "CLIPLOX"  they  stay  fastened  until  you  wish  to  separate  them. 
The  "CLIPLOX"  really  locks,  saves  time,  expense,  trouble  and  35<%   filing 
space.    Lays  flat,  no  bumps. 

Get  a  "CLIPLOX" — there    are    a    hundred  daily  uses  for  it  in  your  office — 
Price,  $3.00. 


ERIE   ART 
METAL 

Waste  Baskets 

Letter  Trays 
Cash  Boxes 

Strong  Boxes 

Fast  Selling  Lines 


mproved  Superior  Paper  Fasteners       Jrussel  Loose  Leaf 


tcnjAt.  size  Improved  Aug.,  1914. 

ARE  APPROPRIATELY  NAMED.   THEY 
ARE  SUPERIOR  TO  ALL  OTHERS. 

Improved    Superior    Paper    Fasteners    have   double   prongs,    two 
(2)    piercing    points    tend    to   prevent   papers    from    twisting. 

Improved  Superior  Paper  Fast- 
eners have  closed  prong  hous- 
ings which  protect  fingers 
from  being  lacerated ;  this  is1 
not  so  with  the  open  sleeve 
kind. 

Recent  Improvements  (i.e.) 
deeper  double  prongs  and 
prong  housings  and  the  new 
chamfered  edges,  each  an 
added  efficiency,  have  made 
the  Improved  Superior  Paper 
Fasteners  Fit  the  paper.  They 
are  by  far  the  peer1  of  all 
others. 


SEE  THOSE 
PRONGS? 


TRADE  MARK 


Memos,        Price  Books,        Diaries 

Smiggel  Desk  Pads 

19,'x24"  and  12nxl9" 

WE  are  Canadian  representatives  for 
the  manufacturers  of  all  these  lines. 
We  will  he  glad  to  have  your  husi- 
ness,  and  when  you  get  the  goods  you  will 
he  glad  you  placed  these  orders. 


A.  R.  MacDougall  &  Company,  Limited 


266  King  Street  West 


MANUFACTURERS'  REPRESENTATIVES 


TORONTO,  ONTARIO 
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Mildred  Aldrich's  Famous 
home  on  the  hilltop  over- 
looking the  Marne. 

"One  the  Edge  of  the  War 
Zone,"  is  a  continuation  of 
"A  Hilltop  on  the  Marne." 

It's  twice  as  good  as  the  form- 
er book  because  its  twice  as 
long. 


rge 


Hlnot 


ThATreasure     ^  ^^ 
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ildred  Aldrich' 

new  .book;,,  the  long-awaited  sequel  to  "A  Hilltop  on  the 

i  Maxne/'  is  called  ,^ON  THE  EDGE  QF  THE  WAR 

with  this  interesting  sub-title:  "From  the  Battle 

Iji'^r  the  Marne  to  the  Coming  of  the  S,tars  and  Stripes.5' 

'  I   Hilltop   on   the  Marne/'  t  ::the   hew   book  is  a 

^collection   of,  letters   written   to' ,,a   friend,  in    America. 

,  The  author  tells  in   these   letters,  the   first  of  which  i< 

dated    September     16th.,     1914,     what    has    happened 

about  her  now  famous  house  on  the  hilltop  on  the  Marne 

since  the  Germans  Were  turned  back  almost  at  her  very: 

door.    In  the  last  letter,  dated  April  8th,  1917,  she  tells 

jhe   never-to-be-forgotten,    moment,,   when    the    news 

ehed  France  that  the  United  States  had  entered  the  war. 

Misa  Alrlrich  •went   out  to   her  quaint  old  French 
ieountry-house  in  June,  1914,  expecting  that  she  had  found 
a^qhiet  haven  where  she  could  live  in  peace,  with  her  books 
writing,  near  the  Paris  that  she  loved  so  well. 

1,111,^4  ^Hilltop  on  the  Muyne,"  and  now  further  in 
itiX  new  book,  "On  The  Edge  of  the  War  Zone,  she  relates 
t  differently  things  turned  out  for  her  and  what  became 
>eace  and  quiet ! 

new  book  has  all  the  vividness  of  the  earlier  one, 
'and!  the  author  pictures  war-time  France1  as  it  has  been 
Isince  the  Battle  of  the  Marne.  It  is  a  wonderful  portrayal 
of  France  and  the  spirit  of  the  French  people. 

"On  The  Edge  of  the  War  Zone"  is  nearly  twice  as 

:!;long  as  ''A  Hilltop  on  the  Marne."    Itiis  uniform  in  size 
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Editorial  Chronicle  and  Comment 


SAVING  BY  SPENDING 

AS  the  booksellers  of  Canada  in  the  great  ma- 
jority of  cases  sell  numerous  other  items  of 
merchandise,  they  will  find  much  to  inspire  them  in 
the  reading  of  Bolton  Hall's  remarkable  new  book 
entitled  "Thrift."  In  these  days  when  so  many 
would-be  sages  are  giving  such  counsel  as  would  turn 
us  into  a  nation  of  parsimonious  ineffectuals,  the 
philosophy  of  saving  by  spending  which,  is  ably  ex- 
pounded by  this  writer,  is  most  appropriate  and 
timely. 

Here  are  some  significant  extracts: 

"If  I  were  an  editor  (which  God  forbid)  I  should 
not  advocate  thrift  unless  the  public  demanded  it 
and  threatened  to  withdraw  its  advertising.  I'd  tell 
the  people  to  buy,  buy,  buy,  to  go  into  debt  if  neces- 
sary for  typewriters,  duplicators,  filing  systems, 
telephones,  printing,  modern  ways  of  bookkeeping, 
card  indexes,  lessons  in  how  to  do  things,  and  every- 
thing else,  especially  books  like  this  (that  advertise 
with  me),  which  will  help  to  save  time,  money,  or 
labor.  I'd  tell  a  waiting  world  that  only  cheap 
workers  can  afford  to  do  without  modern  appliances 
or  to  spend  five  minutes  saving  five  cents. 

Ben  Franklin  said,  "Put  your  money  into  your 
head" — meaning  to  spend  money  and  time,  some 
of  which  is  money,  to  learn.  I  would  add  to  that, 
if  I  were  an  editor,  to  put  your  money  into  your 
legs  by  buying  a  motor  car,  and  into  your  hands  by 
getting  a  dictaphone.  Also  put  some  into  your 
stomach  by  buying  a  tireless  cooker  and  prepared 
"hand  me  down"  foods  that  save  fuel  and  time  and 
temper.     Fifty-seven  varieties  of  them. 

Then,  lest  the  coal  man  be  offended,  I'd  add  that 
it  pays  to  take  trouble  and  cash  to  make  yourself 
and  your  wife  comfortable.  Don't  live  in  cold 
rooms.  Get  the  best  heater  and  gas  stove  and  range 
and  washing  machine  and  fireless  cooker  and  pneu- 
matic sweeper.  The  heat  wasted  in  a  range  gets 
into  the  cook's  temper.  Get  acquainted  with  your 
wife  before  she  is  worn  out.  You  will  find  that 
she  is  better  employed  as  a  help  mate  to  you  than 
in  scrubbing  floors  because  she  has  no  mop.  Even 
if  the  floor  is  not  quite  so  clean  as  if  she  had 
scrubbed  it,  she  will  be  cleaner  and  will  have  more 
time  to  attend  to  you.    You  probably  need  it. 

What  you  really  need,  you  pay  for,  whether  you 
get  it  or  not ;  because  it  costs  more  to  do  without  a 


thing  that  you  ought  to  have  than  it  does  to  pi 
it," 


ly  for 


WARNING  TO  RETAILERS 

IT  HAS  been  brought  to  the  attention  of  Book- 
seller and  Stationer,  that  a  new  scheme  is  in 
operation  in  a  number  of  towns  and  cities  in  Ontario, 
which  from  a  cursory  examination  would  appear  to 
be  a  direct  contravention  of  the  Trading  Stamp  Act. 
The  scheme  is  one  which  has  very  recently  been 
placed  before  the  trade,  and  has  been  taken  on  by  a 
number  of  retail  merchants.  The  matter  is  being 
thoroughly  investigated,  and  it  is  expected  that  de- 
velopments will  follow  within  a  few  days.  In  the 
meantime  it  would  be  advisable  for  retailers  to  decline 
to  enter  into  any  contract  or  agreement  connected 
with  a  trading  stamp  scheme  unless  they  are  positive- 
ly certain  that  the  scheme  is  legal.  The  trading  stamp 
act  in  brief  provides  that  any  trading  stamp,  cash 
receipt,  or  premium  ticket  "which  does  not  show  upon 
its  face  the  place  of  its  delivery ;"  that  is  to  say,  that 
does  not  bear  upon  it  the  name  and  address  of  the 
merchant  who  gives  it  to  the  customer;  "the  mer- 
chantable value  thereof ;"  meaning,  that  there  must 
appear  upon  the  premium  slip  or  receipt  the  exact 
amount  that  may  actually  be  received  for  the  indi- 
vidual receipt;  "or  is-  not  redeemable  at  any  time;" 
meaning  that  the  value  of  each  individual  ticket  or 
receipt  must  be  obtainable  by  the  holder  at  any  time 
he  may  demand  it ;  is  a  direct  violation  of  the  law. 

There  can  be  no  stipulation  that  it  is  necessary 
for  the  customer  to  collect  a  certain  number  of  stamps 
before  they  are  redeemable.  Each  stamp  must  have 
a  certain  value  shown  thereon,  and  be  redeemable, 
individually,  if  desired,  at  any  time. 

Any  premium  ticket,  receipt,  coupon  or  other 
device  that  does  not  live  up  to  these  provisions  is  a 
direct  infringement  of  the  Trading  Stamp  Act  and  as 
such  provides  a  penalty  : — 

For  the  manufacturer,  "One  year  imprisonment, 
and  a  fine  not  exceeding  five  hundred  dollars." 

For  the  merchant :  "Six  months  imprisonment 
and  a  fine  not  exceeding  two  hundred  dollars." 

For  the  purchaser,  "A  fine  not  exceeding  twenty 
dollars." 

It  would  be  advisable  for  any  merchant  who  has 
any  doubtful  scheme  presented  to  him  to  bring  it  to 
the  attention  of  his  lawyer,  or  consult  his  trade  paper 
before  taking  any  action  that  may  well  cause  him 
serious  difficulty. 
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MENACE  OF  OVERDUE  ACCOUNTS 

NURTURED  by  war  activities,  conditions  that  in 
early  1914  had  become  dull  and  depressed, 
have  reverted  again,  to  normal,  and  from  that  in 
many  instances  have  climbed  beyond  the  normal 
into  a  very  exceptional  prosperity.  With  the  pass- 
ing of.  the  idea  that  the  war  would  be  over  in  six 
months;  and  the  gradual  realization  that  it  has  lasted 
three  years  and  may  possibly  go  on  for  another  two 
years,  there  has  grown  up  a  feeling  of  confidence  in 
the  stability  of  present  conditions. 

It  is  not  the  mission  of  this  publication  to  say  a 
word  that  would  in  any  way  disturb  the  public  con- 
fidence. It  is  not  the  mission  of  this  publication  to 
disseminate  gloomy  views,  or  to  urge  the  curtailment 
of  business  activities  There  is  this  to  be  said,  how- 
ever, by  way  of  warning,  that  these  present  appear- 
ances of  prosperity  are  built  up  on  war  and  war's 
activities;  are  built  up  on  waste  instead  of  conserva- 
tion and  progress,  and, that  prosperity  so  built  is  on 
no  very  sure  foundation.  More  than  that  we  have 
no  teaching  of  experience  to  guide  us.  The  world 
has  never  known  a  catastrophe  of  such  magnitude. 
All  foretellings  of  the  future  are  merely  guesswork. 
There  are  men  who  bespeak  an  even  increased  pros- 
perity in  the  years  of  reconstruction  to  follow  the 
war.  There  are  others  who  can  see  only  a  calami- 
tous paying  up  for  all  the  great  wastage  of  blood  and 
treasure.  Either  one  may  be  right.  But  in  these 
times  it  is  not  well  to  gamble  too  much  on  possibili- 
ties. 

What  can  the  merchant  do?  He  certainly  can- 
not discontinue  business  or  adopt  any  half-hearted 
methods.  All  he  can  do  is  to  adopt  the  standpoint 
that  the  best  conditions  will  follow  the  war,  and  then 
provide  against  the  possibility  that  he  may  be  wrong. 
For  one  thing  he  may  wisely  keep  a  firm  hand  on 
all  financial  matters.  Take  the  matter  of  accounts. 
Whatever  the  result  of  the  war  it  is  not  going  to  be 
well  for  the  overdue  account.  Here  is  the  man,  for 
instance  who  a  week  or  so  ago  bought  flour  at 
$14.00,  suppose  that  account  is  let  run  until  that 
same  flour  is  worth  at  market  quotations  say  $7.00, 
such  things  might  well  be  if  the  rosiest  dreams  are 
realized.  Just  how  ready  will  this  man  be  'to  pay 
this  long  deferred  bill,  just  what  measure  of  friend- 
ship will  the  merchant^have  stored  up  for  himself? 
For  his  long  patience,  he  will  have  earned  a  reputa- 
tion of  a  conscienceless  profiteer  and  be  fortunate  if 
he  can  collect  his  account.  In  times  like  these  with 
prices  far  above  normal,  which  means  s,ooner  or  later 
that  they  must  decline  sharply,  it  is  suicidal  to  let 
accounts  run.  The  purchaser  should  pay,  when  he 
is  in  the  same  humor  that  he  was  when  he  made  the 
purchase,  and  before  he  has  grown  to  think  that  the 
charge  is  extortionate.  Or  suppose  things  are  not 
quite  as  rosy,  and  there  comes  upon  us  a  season  of 
harder  times.'      What  then?       In  these  days  most 


people  have  been  earning  up  to  their  maximum 
capacity.  They  can  probably  pay  now  if  they  ever 
can,  and  the  merchant  should  make  sure  of  this.  If 
the  customer  cannot  pay,  it  is  always  possible  to  get 
small  regular  payments  on  account.  We  are  now 
half  way  through  the  year.  If  you  as  a  merchant 
have  been  carrying  accounts  for  extended  periods,  it 
is  time  to  cry  a  halt  in  this  dangerous  practice.  A 
good  account  is  an  asset,  a  delayed  account  quickly 
ceases  to  be  so.  To  carry  accounts  over  into  the  sec- 
ond half  of  the  year  is  to  tempt  conditions  too  far. 
Clean  up  your  business  and  keep  it  cleaned  up.  Keep 
your  credit  with  your  wholesaler  good,  and  your  cus- 
tomers' credit  with  you  equally  so.  In  that  way, 
whether  the  optimist  or  the  pessimist  is  right,  your 
business  should  weather  future  storms. 


PAPER  COVERS  FOR  BOOKS? 

IN  the  June  ksue  Bookseller  and  Stationer 
referred  to  the  probability  of  books  being  bound 
in  paper  covers  unless  conditions  improve.  Discuss- 
ing this  prospect  the  London  Chronicle  says : 

"The  French  publish  most  of  their  books  in  that 
form,  leaving  it  to  individual  buyers  to  bind  them  in 
their  own  fashion.  With  us,  however,  there  has 
always  been  a  prejudice  against  the  paper  binding, 
although  the  old-time  'yellow  back'  was  only  one 
degree  removed.  Now  the  war,  in  this  small  matter, 
as  in  greater  affairs,  is  bringing  us  into  line  with  our 
Allies,  the  French." 

Of  the  paper  shortage,  an  English  trade  paper 
says : 

"It  is  reported  that  a  large  number  of  paper  mills 
in  the  North  of  England  have  been  compelled  to 
close  down  whilst  a  number  of  other  mills  are  kept 
going  on  previous  stocks.  With  the  exhaustion  of 
these,  the  shortage  will  be  so  accentuated  that  the 
price  of  every  kind  of  paper  will  increase  enor- 
mously." 


POST  OFFICE  AS  A  DELIVERY  SYSTEM 

THERE  is  a  move  on  foot  in  New  York  City  in 
which  all  the  large  stores  are  interested  with  the 
idea  of  eliminating  private  delivery  system  and  turn- 
ing the  whole  work  over  to  the  postal  department. 
When  the  size  of  the  city  to  be  served  is  remembered, 
and  in  conjunction  with  that,  the  fact  that  nowhere 
in  the  world  has  the  delivery  system  with  all  its  un- 
necessary overlapping  and  waste  obtained  so  firm  a 
hold  as  it  has  in  Greater  New  York,  it  is  easily  seen 
what  an  epochal  change  such  an  arrangement  would 
be.  Yet  it  is  understood  that  the  New  York  Post 
Office  has  signified  its  willingness  to  take  over  this 
monumental  task.  Whether  this  move  will  actually 
materialize  or  not  is  hard  to  say,  but  the  very  sug- 
gestion is  of  moment.  If  it  is  a  possibility  in  New 
York,  it  might  be  far  more  easily  arranged  in  many 
Canadian  cities. 
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A.  M.  Glenesk  has  been  appointed  sup- 
erintendent of  the  North  Bay  Toy  Co. 

The  Western  Sporting  Goods  Co.,  Cal- 
gary, have  moved  their  store  to  106A,  8th 
avenue  East. 

Ronald  Wilkinson  representing  English 
publishers  had  an  exceptionally  success- 
ful trip  to  Newfoundland  in  July.  An 
indication  of  the  satisfactory  conditions 
in  the  ancient  colony  is  the  fact  that  Mr. 
Wilkinson  did  three  times  as  much  busi- 
ness as  on  his  previous  trip  there. 

"Before  the  war  the  paper  in  one  copy, 
of  a  6s.  novel,  which  weighs  nearly  11  lb., 
cost  2%d.;  to-day  we  have  to  pay  from 
8^d.  upwards.  The  change  in  the  qual- 
ity of  paper  will  mean  thinner  books  and 
a  shorter  life  for  them."  So  said  John 
Lane,  the  London  publisher,  to  a  English 
newspaper  representative. 

A  copy  of  "The  Tower  Spirit"  has 
reached  the  editor  of  BOOKSELLER 
AND  STATIONER.  This  is  a  house-or- 
gan for  circulation  among  the  employees 
of  the  Tower  Mfg.  &  Novelty  Co.  of  New 
York,  and  its  interesting  and  inspir- 
ational contents  are  a  credit  to  its  edit- 
ors. 

E.  B.  McLaughlin  has  been  engaged 
by  the  Polar  Mfg.  Co.  of  Philadelphia,  to 
cover  Canada  and  some  of  the  Western 
States  in  selling  their  line  of  office  spe- 
cialties. Mr.  McLaughlin  continues  his 
connection  with  the  Ideal  Specialty  Co.  of 
Chicago.  McLaughlin  is  one  of  the  best 
known  road  men  in  the  Western  States 
among  the  stationers,  being  generally 
known  as  "Happy  Mac." 

After  sixteen  years  on  the  road  as 
salesman  and  sales  manager  for  the  West- 
cott-Jewell  Company,  W.  S.  Tuttle  has 
accepted  a  position  with  the  Up-to-Date 
Advertising  Company  of  Canisteo,  N.Y. 
New  buildings  have  just  been  erected  for 
this  concern  and  $25,000  worth  of  ma- 
chinery installed.  As  soon  as  these  im- 
provements are  completed  the  firm  will 
proceed  to  put  a  new  line  of  School  and 
Office  Rulers  on  the  market. 


WOULD  BAN  WINDOW  ENVELOPES 

Winnipeg,  Man.,  July  14.— Postal  au- 
thorities will  be  asked  to  prohibit  "win- 
dow" envelopes,  using  either  a  hole  in 
the  envelope  to  show  the  address  on  com- 
munication inside  or  transparency  for 
same  purpose,  according  to  resolution  by 
the  postal  clerks'  association  passed  yes- 
terday. Hundreds  of  "window"  letters 
do  not  show  address  through  aperture, 
they  claim,  and  envelopes  with  holes  to 
show  address  are  torn  and  catch  other 
letters  while  passing  through  stamp  can- 
celling machines. 


Geo.  Smithers  a  Benedict 

George  Smithers,  who  recently  joined 
the  Macmillan  staff  of  travelers  is  now  a 
benedict.  The  wedding  took  place  on 
June  28,  when  he  took  as  his  bride  Miss 
Hildred  Rose,  daughter  of  Fred  Rose,  of 
the  Hunter  Rose  Co.,  Toronto.  BOOK- 
SELLER AND  STATIONER  joins  the 
many  members  of  the  trade  in  extending 
congratulations  to  Mr.  Smithers. 


branches.     The  firm  recently  opened     a 
new  envelope  factory  at  Winnipeg. 


New   Envelope  Plant 

A  new  envelope  factory  has  been  open- 
ed up  in  Winnipeg  by  Barber-Ellis  of 
Toronto,  which  will  work  up  to  a  capacity 
of  500,000  envelopes  daily.  A  representa- 
tive of  the  firm  stated  to  BOOKSELLER 
AND  STATIONER  that  this  factory  was 
intended  to  look  after  the  trade  of  West- 
ern Canada.  J.  F.  Ellis,  the  new  president 
of  the  firm,  who  succeeded  the  late  John 
R.Barber,  is  now  in  the  West  visiting 
the  Winnipeg,  Calgary  and  Vancouver 
branches. 


Salary  Advances 

Advanced  salary  reflects  advanced  wis- 
dom. And  it's  as  much  fun  for  an  em- 
ployer to  give  it  as  it  is  for  an  employee 
to  get  it.  It  is  the  exchange  of  value  for 
value  received. 

Advanced  salary  means  more  than 
merely  a  "raise  in  pay."  It  is  your  em- 
ployer's way  of  telling  you  that  he  likes 
your  work  and  the  way  you  are  doing  it. 

It  is  your  signal  that  you  are  on  the 
right  road. — The  Tower  Spirit. 

J.  F.  Ellis,  new  president  of  Barber- 
Ellis,  Ltd.,  who  succeeded  the  late  John 
R.  Barber,  has  been  in  the  West  visiting 
the     Winnipeg,  Calgary  and     Vancouver 


"RED    MEAT" 

Red  Deer,  Alta, 

June  22,  1917. 
The    BOOKSELLER    AND    STA- 
TIONER, Toronto,  Ont.. 
Gentlemen: — 

We  enclose  herewith  money  order 
for  $1  for  renewal  subscription  to 
BOOKSELLER  AND  STATION- 
ER for  one  year,  as  per  invoice  en- 
closed. We  might  say  we  think  the 
$1  enclosed  is  one  of  the  best  in- 
vestments we  make  in  the  course  of 
a  year's  business,  as  we  find  a  good 
deal  of  "red  meat"  in  the  BOOK- 
SELLER. 

Yours  very  truly, 
Gaetz  Cornett  Drug 

and  Book  Co. 


Building  permits  granted  in  Toronto 
last  week-end  included  one  for  a  $40,000 
factory  for  the  Dominion  Envelope  Com- 
pany, 90  Ontario  Street,  to  be  built  in 
Duchess  street,  west  of  Ontario  street. 


JOHN  MORGAN  WITH  GIBSON  ART 

John  Morgan,  who  for  a  number  of 
years  has  been  manager  of  the  Canadian 
branch  of  Raphael  Tuck  &  Sons,  is 
severing  his  connections  with  that  firm, 
and  on  September  1  begins  new  duties  as 
Canadian  representative  of  the  Gibson 
Art  Co.  of  Cincinnati,  O. 

The  Raphael  Tuck  Company  are  clos- 
ing their  Montreal  branch,  and  this  field 
will  in  future  be  looked  after  directly 
from  the  firm's  New  York  and  London 
headquarters. 


A  BREAKDOWN  THAT  PAID. 

The  American  railroads  are  economiz- 
ing for  war-time  efficiency,  and  fewer 
trains  and  poorer  service  generally  are 
common,  especially  in  the  more  sparsely 
settled  districts.  Walter  F.  DeGroot  of 
the  Weldon  Roberts  Rubber  Company 
was  in  western  Pennsylvania  lately.  He 
was  scheduled  to  spend  a  day  in  a  certain 
town,  but  finding  bad  train  connections 
would  make  this  inadvisable,  had  con- 
cluded not  to  stop.  When  the  train 
reached  the  town  in  question,  he  found 
there  would  be  twenty  minutes  delay  on 
account  of  a  minor  accident.  He  jumped 
into  a  station  flivver,  drove  to  his  cus- 
tomer's store,  found  he  was  at  lunch, 
hustled  again  to  the  man's  home,  caught 
him  at  the  dining  table,  explained  his 
hurry — and  took  the  best  order  he'  has 
ever  taken  from  this  dealer.  He  got  back 
to  the  station  when  the  train  was  already 
in  motion,  boarded  the  last  car  out  of 
breath. 

"That  customer  was  pleased  at  my  ef- 
fort to  see  him,"  says  Mr.  DeGroot,  "and 
while  he  usually  keeps  me  for  hours,  in 
this  instance  I  did  the  business  in  five 
minutes — and  got  a  bigger  order  than  I 
am  likely  to  get  for  some  time."  In  peace 
or  war.  seizing  the  opportunity  that  pre- 
sents itself  is  often  the  difference  be- 
tween failure  and  success. 


Card  Index  Signals 

To  answer  an  enquiry  as  to  who  makes 
card  index  signals  the  following  list  is 
given: 

George  B.  Graff  Company,  294  Wash- 
ington Street,  Boston,  Mass.;  The  Macey 
Company,  Grand  Rapids,  Mich.;  Charles 
C.  Smith,  Exeter,  Neb.;  R.  A.  Simonson 
&  Company,  129  South  Michigan  Avenue, 
Chicago,   111. 
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Stationery   Displays  in    Western  Canada 

Visits  to  Stores  in  Vancouver,  Calgary  and  Regina  —  Some 
Particularly  Fine  Windows. 

Specially  written  for  Bookseller  and  Stationer  by  W.  E.   Stoddard. 


IN  order  to  attract  attention  in  these 
days  of  strong  competition,  the  sta- 
tioner must  have  a  display  that 
stands  out  from  the  crowd.  A  single  line 
well  displayed,  with  catchy  cards,  and 
an  attractive  background,  will  sell  more 
merchandise  in  a  day  than  a  miscellan- 
eous conglomeration  will  in  a  week.  This 
may  seem  a  rather  strong  assertion,  but 
as  a  matter  of  fact,  the  window  filled 
with  a  dozen  lines  promotes  no  sales  at 
all,  as  nobody  stops  to  look  at  it,  whereas 
the  attractive  single  line  window  is  noted 
by  the  majority,  and  if  they  do  not  pur- 
chase at  the  time,  they  at  least  have  it  im- 
presed  on  their  mind,  and  know  where  to 
look  for  it  when  they  are  in  the  market. 

One  of  the  best  displays  as  a  publicity 
promoter  was  recently  shown  by  the  Wil- 
son Stationery  Co.,  Ltd.,  Calgary.  Alta. 
It  was  during  the  week  of  Canada's  cele- 
bration of  fifty  years  of  confederation, 
and  the  central  part  of  the  window  show- 
ed a  leafy  background  and  towards  the 
front  the  stump  of  a  big  tree  gnawed 
nearly  through  by  a  beaver — which  busy 
animal  (a  stuffed  one)  was  still  at  work. 
A  large  card  in  front  said: 

Canada's  Birthday— 1867-1917. 

Large  spaces  at  either  end  of  the  win- 
dow were  draped  with  the  red  Canadian 
flag  in  striking  contrast  to  the  green 
centre.  White  pillars  were  draped  with 
garlands  of  maple  leaves.  In  one  corner, 
on  a  rack,  were  shown  a  number  of  In- 
dian arrows  and  war  clubs,  made  by  the 
Sarce  and  Blackfoot  Indians,  while  near- 
by were  shells  made  by  a  leading  firm  of 
machinists.  Card  attached  s->id:  "The 
evolution  of  Canadian  Manufacturing." 
One  of  the  windows  was  filled  with  social, 
the  other  with  commercial  stationery.  In 
the  part  devoted  to  commercial  stationery 
were  large  plain  envelopes  and  linen  let- 
ter heads  with  card:  "The  Stationery  of 
a  Gentleman."  Each  group  of  stationery 
had  a  little  card  indicating  the  price. 

The  Bookshop,  Vancouver,  had  a  can- 
vas drop  background,  representing  a  vista 
of  Vancouver  forest.  On  a  pedestal  drap- 
ed with  the  British  flag  was  a  framed  pic- 
ture of  the  King,  the  frame  studded  with 
tiny  electric  bulbs  and  many  small  flags 
of  all  the  allies.  Across  the  top  of  the 
window  were  strung  a  line  of  small  flags 
of  the  allies.  In  one  corner  was  a  large 
French  flag  and  graceful  spray  of  fleur 
de  lis;  while  in  the  other  was  an  Ameri- 
can flag:  and  cluster  of  golden  rod.  Group- 
ed in  front  of  the  French  flag  were  books 
of  fiction  and  science  by  French  authors; 
while  in  front  of  the  States  flag  were 
books  by  native  sons  and  daughters  of  the 
States.  Down  in  front  were  several 
framed  pictures  of  warships,  and  the  lat- 
est books  on  the  war. 

F.  E.  Osborne,  Calgary,  Alta.,  had  two 

distinctive  windows — one  featuring  flags, 

the  other  dolls.     In  the  former  the  back- 

.  ground  was  hung  with  two  large  British 

flags,  while  a  great  Canadian  flag  was 


spread  on  the  floor.  Metal  and  wicker 
waste  baskets  at  either  end  were  filled 
with  flags — British,  American  and 
French.  A  large  card,  bordered  with  tiny 
flags  suggested: 

Show  Your  Colors! 

Wear  a  Flag.  Decorate  Your  Home  and 

Office. 

Get  Your  Flags  and  Bunting  Here. 

On  a  stand  at  one  side  were  boxes  of 
stationery,  correspondence  cards  and  en- 
velopes of  linen,  with  crossed  British  and 
Canadian  flags  in  the  upper  corner; 
while  pedestal  at  the  other  held  enamel 
flag  buttons  for  the  coat  lapel  and  also 
in  the  form  of  brooches.  The  doll  window 
attracted  all  children  and  resulted  in 
many  sales.  It  was  arranged  in  the  form 
of  a  great  pyramid,  with  circular  shelves 
running  around  it,  covered  with  bright 
gieen  crepe  paper.  On  top  was  a  Kiddie 
Kar,  on  which  was  seated  a  big  indestruc- 
to  doll,  and  card  suggested: 

THE  KIDDIE  KAR. 

For  boys  and  girls  up  to  eight.  Sport  for 
the  kiddies  all  day.  Good  everywhere,  in- 
doors and  out.  No  sharp  corners.  Safe 
for  the  tiniest  tots — The  distance  to  the 
ground  is  less  than  when  standing.  Let 
the  kiddies  joy  ride  all  day  long.  "Made 
in  Canada." 

The  dolls  shown  were  dressed  as  boys 
and  girls,  soldiers,  nurses,  cowboys  and 
Indians,  and  instead  of  standing  stiffly, 
were  soon  engaged  in  all  pastimes — play- 
ing ball,  knitting,  dancing,  etc.  A  card 
with  a  picture  of  "Dimples"  was  cap- 
tioned: "The  Children  want  you  to  bring 
them  something  from  Osborne's  doll,  toy 
or  game  department."  "Did  you  ever  see 
such  pretty  dolls  as  these?  Taken  at 
random  from  our  immense  stock."  Some 
of  the  dolls  held  fla.q:s  of  Great  Britain, 
Canada  and  the  Allies. 

Picnic    Specialties 

This  is  the  season  of  the  year  when 
everybody  goes  picnicking.  It  should  be 
the  harvest  time  of  the  stationer  in  lunch 
sets  and  supplies  of  all  descriptions,  and 
surely  will  be  if  they  are  given  publicity 
as  effectively  as  did  the  Canada  Book"  Co., 
Regina,  Sask.  Hung  from  the  ceiling 
were  many  pennants  of  gay  hue,  mingled 
with  gay  Japanese  lanterns.  The  win- 
dow was  arranged  as  a  large  pyramid, 
with  shelves  about  a  foot  apart,  on  the 
top  being  a  stand  of  flags.  On  the  top 
shelf  were  pails,  shovels,  and  tin  dishes 
for  children;  on  the  next  wooden  and 
paper  dishes,  packages  of  crepe  napkins 
put  up  in  oiled  paper  and  paper  cups. 
Down  in  front  in  one  corner  was  a  wood- 
en box  packed  with  small  flags,  sponges, 
paper  plates,  fibre  napkins,  bathing  cap, 
tin  foils,  hair  brush  and  comb,  coil  of 
rope,  tube  of  waxed  paper,  aluminum 
salts,  rubber  ball,  tennis  racquet  and 
hammer,  and  card  says:  "Ready  for  the 
Camp."  At  the  other  end  was  a  market 
28 


basket  holding  bottles  of  grape  juice, 
fibre  plates  and  dishes,  paper  napkins, 
fibre  tablecloth,  tin  knives,  forks  and 
spoons,  tennis  racquet  and  ball,  with  tin 
coffee  pot  and  cups  fastened  to  the  side 
by  a  stout  cord,  a  card  advising:  "Ready 
for  the  picnic."  Other  cards  suggested: 
"Oh,  look!  A  few  necessities  for  your 
summer  camp!"  "Cold  cream,  15c  a  jar, 
is  fine  for  sun  burn";  "Wax  paper,  5c  a 
roll,  keeps  your  lunch  fresh";  "Don't  for- 
get to  put  a  package  of  gum  in  the  picnic 
basket.  Everybody  chews  gum  in  the 
country;"  and  "No  outing  is  successful 
without  sand  pails  and  shovels  for  the 
children."  The  comprehensive  display  of 
picnic  supplies  and  the  catchy  cards  call- 
ing attention  to  them  made  the  window 
very  popular,  and  everybody  looking 
therein  found  something  to  add  to  his 
own  supply  of  comforts  and  necessities 
for  picnic  or  camp. 


A  Good  Plan 

The  following  wording  for  a  special 
postcard  to  advise  customers  of  the  ar- 
rival of  books  ordered  affords  a  sug- 
gestion that  may  well  be  adopted  by  other 
booksellers.  BOOKSELLER  AND  STA- 
TIONER will  be  glad  to  receive  particu- 
lars about  other  merchandising  methods 
for  reproduction  in  this  department  of 
the  paper  and  would  again  remind  re- 
tailers that  in  thus  co-operating  with  the 
editor  they  will  be  benefiting  themselves 
by  encouraging  emulation  on  the  part  of 
others  thus  eliciting  ideas  that  they  them- 
selves may  profitably  adopt. 

Established  1880 

Russell,  Lang  &  Co.,  Limited 

Importers  and  Dealers  in 

Everything  in  Books,  Stationery,  Kodaks, 

Photo   Supplies,   Magic   Lanterns, 

School  and  Church  Supplies,  Etc. 

298   Portage   Avenue,   Somerset  Bldg., 

Winnipeg 

Winnipeg 191 

Manitoba 
The  book  ordered  specially  for  you  is 
just  to  hand  will  you  call  for  same? 
'Title   

Price    

Deposit   

Balance  

Yours  very  truly 
Russell,  Lang  &  Co.,  Ltd. 


Department   Store   Merchandising   has 

just  issued  the  first  five  volumes  in  a 
valuable  new  series  of  some  twenty-five 
Department  Store  Merchandising  Man- 
uals. The  Department  Store  Education 
Association  has  been  investigating  the 
need  for  better  training  of  salespeople, 
and  as  the  upshot  of  this  investigation 
several  members  of  the  Association  are 
now  preparing  this  series  of  25  manuals 
under  the  direction  of  Miss  B.  E.  Ken- 
nard,  director  of  department  store  courses 
at  New  York  University.  The  five  titles 
now  ready  are:  "The  Stationery  Depart- 
ment"; "The  Leather  Goods  Depart- 
ment"; "The  Notion  Department";  "The 
Jewelry  Department";  and  "The  Cotton 
and  Linen  Department." 


BOOKSELLER  AND  STATIONER 


Selling  Value  of  Window  Displays 

Show   Windows   Index   of   Store   Contents  —  Poor   Displays 

Counteract  Other  Advertising  and  Slovenly  Windows 

Point  to  Shiftless  Management — No  Place  For 

"Freak"  Combinations. 


THERE  has  been  much  said  upon 
the  subject  of  show  windows  and 
much  space  in  trade  journals  has 
been  devoted  to  the  subject  of  impressing 
upon  the  modern  retail  merchant  the  ne- 
cessity of  keeping  his  windows  clean  and 
full  of  goods  with  the  prices  on  them, 
but  there  are  yet  many  merchants  who 
do  not  realize  to  the  fullest  extent  that 
it  pays  to  use  their  windows,  just  as 
there  are  a  certain  number  who  do  not 
believe  that  advertising  pays.  For  the 
principle  nothing  can  be  said,  as  it  is  too 
well  established,  but  for  the  merchant 
who  hesitates  to  apply  the  principle,  it 
can  only  be  said  that  his  front  door  will 
seldom  be  battered  by  the  hammering  of 
fortune. 

The  show  window  furnishes  the  means 
by  which  a  store  looks  out  upon  the 
world,  and  just  as  human  features  are 
the  truest  indication  of  the  mind  and 
soul  behind  them,  so  is  the  window  of  a 
mercantile  establishment  the  best  index 
of  the  character  of  the  organization  be- 
hind it.  A  slovenly  window  points  to  a 
shiftless  store  as  certainly  as  unkempt 
features  reveal  an  indolent  mind.  The 
most  energetic  sales  force  on  earth 
would  have  difficulty  in  overcoming  the 
handicap  placed  upon  a  store  by  a 
sloppy  display  window,  and  when  it  is 
accompanied  by  only  ordinary  selling  ef- 
forts the  result  is  really  "trade-suicide." 
Prospective  customers  judge  a  store  by 
the  appearance  of  its  windows.  If  they 
are  inviting,  trade  will  profit  thereby, 
but  if  they  have  a  repulsive  appearance 
the  effect  upon  the  buying  public  is  about 
as  appealing  as  the  "gentle"  persuasion 
of  a  low-browed  bully  with  a  club. 
Poor  Windows  Counteract  Other  Adver- 
tising 

An  applicant  for  a  position  clothes 
himself  in  his  Sunday  best  and  tries  to 
give  a  favorable  impression  to  a  prospec- 
tive employer,  but  many  storekeepers  ex- 
pect trade  to  be  attracted  by  a  seedy 
show  window.  A  display  window  tells  a 
stronger  story  than  a  thousand  circular 
letters,  and  if  poor,  is  powerful  enough 
to  counteract  any  good  impression  made 
by  newspaper  advertisements.  A  real 
estate  dealer  might  put  people  in  a  buy- 
ing mood  by  means  of  glowing  descrip- 
tion, but  if  the  property  for  sale  failed 
to  live  up  to  the  expectations  aroused 
by  the  publicity  campaign,  all  advertis- 
ing appropriations  would  be  dead  loss. 

Many  storekeepers,  however,  fill  their 
hand  bills,  letters,  and  newspapers,  with 
high-sounding  phrases,  and  continue  to 
allow .  their  loudest  talking  assistant  to 
go  completely  to  seed.  Few  persons  would 
believe  the  statement  of  a  bloated  look- 
ing man  who  claimed  that  he  was  a  tee- 
totaler, and,  likewise,  few  persons  be- 
lieve the  ads  of  a  store  which  backs  up 
extravagant  talk  with  neglected  show 
windows.     A  man  who  allows  weeds  to 


spring  up  in  his  front  yard  is  dubbed  an 
idler  by  all  his  neighbors,  and  a  parkway 
full  of  rubbish  would  almost  give  the 
lie  to  a  palace.  Why,  then,  do  merch- 
ants expect  a  critical  public  to  place  a 
high  value  upon  the  character  of  a  store 
whose  "front  yard"  is  only  a  dumping 
ground  for  mildewed  stock  accumula- 
tions? 

No  Need  for  "Freaks" 

The  idea  that  window  dressings  which 
do  not  enbrace  freaks  of  some  sort,  are 
useless  for  drawing  trade,  is  a  most 
glaring  misconception  of  the  principles 
of  window  display.  Freak  shows  are  all 
right  as  freak  shows,  but  they  are  not 
great  successes  as  window  exhibits,  and 
they  cost  money  out  of  proportion  to 
their  value.  There  is  another  common 
mistake  equally  prevalent  to  the  fore- 
going, and  that  is  the  practice  of  leav- 
ing the  prices  off  articles  displayed.  Even 
if  it  is  some  odd  article  set  down  in  one 
corner  of  the  window,  a  price  should  be 
put  upon  it.  It  may  mean  the  difference 
between  sale  and  no  sale.  It  is  a  notable 
tendency  of  human  nature  that  con- 
strains one  to  hesitate  to  enter  a  store 
and  ask  how  much  things  are  and  not 
buy.  This  may  be  false  pride,  but  it 
keeps  people  out,  whatever  the  cause,  and 
.the  effect  upon  the  dealer  is  the  same  in 
any  event. 

Windows   Not   Looked   "At,"   but 
"Through" 

Another  mistake  which  is  common,  is 
the  regarding  of  the  glass  in  windows  as 
something  to  be  looked  "at,"  instead  of 
"through."  Too  many  storekeepers  cover 
their  glass  with  window  strips  until  the 
folks  outside  cannot  see  in,  and  those 
inside  cannot  see  out.  Windows  were 
first  made  to  let  in  light,  and  some  mer- 
chants use  that  original  fact  as  an  ex- 
cuse or  explanation  nowadays  of  their 
failure  to  make  them  do  more.  In  the 
present  age  nothing  is  more  out  of  place 
than  the  way  things  were  "originally" 
done,  and  unless  the  store  is  still  being 
lighted  with  candles  and  heated  with  a 
fire-place,  then  it  is  inconsistent  to  res- 
trict the  use  of  windows  to  merely  let- 
ting in  the  light. 

Any   Windows   Can   Draw    Trade 

Some  merchants  become  discouraged 
about  their  windows  and  neglect  them  be- 
cause they  are  not  plate  glass.  While  it 
is  recognized  that  plate  glass  is  the  best, 
yet  it  can  be  done  without;  and  in  mak- 
ing the  best  use  of  material  at  hand,  it 
will  be  found  that  windows  that  are  big 
enough  to  let  in  light  are  equally  big 
enough  to  let  in  trade.  To  this  end  the 
windows  should  be  kept  talking  with 
plain  window  signs  and  good  goods,  and 
the  result  will  be  that  they  will  draw 
much  business. 

To  be  successful  as  an  advertiser,  the 
merchant     must     change     his     windows 
often.      If  business   is   being  done  in    a 
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small  town,  once  a  week  will  generally 
suffice.  It  should  be  borne  in  mind  that 
anything  put  in  the  window  is  very  apt 
to  be  injured  more  or  less  by  the  light, 
and  the  most  delicate  things  should  be 
protected  as  much  as  possible.  If  for 
no  other  reason,  it  would  be  well  to 
change  windows  often  on  this  latter  ac- 
count. 

Change  Windows  Often 

If  the  merchant  .were  paying  good 
money  for  advertising  space  in  a  news- 
paper he  would  not  think  of  allowing  it 
to  remain  vacant  for  weeks  at  a  time, 
yet  some  dealers  leave  window  space  dis- 
play empty,  or  worse.  Often  it  is  more 
the  result  of  thoughtlessness  than  of  any- 
thing else,  but  it  should  never  be  allowed 
to  occur.  The  windows  of  a  store  should 
be  recognized  as  an  index  to  the  contents 
of  that  store — not  all  at  once,  but  week 
by  week.  They  should  show  one  line  at 
a  time,  but  they  ought  to  cover  the 
whole  stock  by  degrees. 

In  dressing  the  windows,  there  are 
many  little  tricks  in  combining  various 
lines  of  goods  which  will  result  in  sales 
of  the  combinations  where  the  individual 
items  would  not  have  attracted  attention. 
Such  plans  are  often  of  value  in  getting 
rid  of  unsaleable  goods.  But  it  should 
be  emphasized  that  whatever  is  done  in 
this  line,  it  should  be  made  plain  to  the 
people  what  they  are  getting  and  what 
it  will  cost.  The  price  has  much  to  do 
with  the  selling. 

Rights    and    Wrongs    of    Display 

That  it  pays  to  display  goods  in  show 
windows,  has  been  established,  but  there 
should  be  unanimity  of  opinion  also  as 
regards  the  rights  and  wrongs  of  dis- 
play. The  right  way  is  to  put  in  only 
one  kind  of  goods  at  a  time,  and  not  to 
think  that  because  a  great  variety  of 
goods  are  stocked  that  they  must  be  put 
in  the  window  for  fear  people  will  not 
know  that  the  rest  are  in  stock.  A  win- 
dow full  of  one  class  of  goods  will  make 
a  greater  impression  on  the  passerby 
than  a  combination  of  the  various  varie- 
ties stocked  in  the  store,  and  in  fact,  the 
combination  window  would  probably 
never  make  any  sales.  One  thing  at  a 
time  is  about  all  that  most  of  us  are  cap- 
able of  taking  in  intelligently,  and  if 
there  is  any  doubt  as  to  the  planning  of 
a  window,  its  effect  on  any  one  indivi- 
dual should  be  taken  as  an  example  of  its 
effect  in  general. 

A  window  should  compel  attention,  it 
should  arrest  the  eye,  and  make  the  pas- 
serby look  again  for  some  specific  reas- 
son.  One  of  the  easiest  and  simplest  rea- 
sons will  be  because  there  is  only  one 
kind  of  goods  in  it.  There  may  be  a  big 
lot  of  the  same  kind  of  goods,  or  only  a 
few,  but  if  there  is  only  one  kind,  one 
good  clear  impression  is  conveyed,  and 
it  is  not  forgotten. 

Positive  and  complete  rules  cannot  be 
laid  down  in  making  a  display  of  .any 
kind  of  goods,  as  much  depends  upon  the 
neighborhood,  location  of  the  store,  and 
the  shape  and  size  of  the  windows.  But 
goods  suitable  to  the  different  seasons  of 
the  year  can  be  used,  and  to  help  to  do 
this  systematically  and  intelligently,  a 
calendar  of  window  displays  throughout 
the  year  should  be  kept. 


BOOKSELLER  AND  STATIONER 


Suggestions    for   Seasonable   Windows 


This  novel  display  of  baseball  supplies  furnishes  a  number  of  splendid  ideas  for  the  window  trimmer.  The  back- 
ground is  unusually  attractive.  The  ball  game  in  progress  would  attract  many  people,  especially  young  boys. 
The  figures  representing  players  are  dolls  which  were  secured  from  a  store  in  which  toys  are  sold.  A  wide  range 
of  baseball  supplies  is  shown  in  the  display.     The  use  of  show  cards  is  another  commendable  feature. 


A  decidedly  novel,  yet  practical  display  of  fishing  tackle.  An  unusual  touch  of  realism  is  added  by  the  canoe 
containing  two  (large  doll)  fishermen.  The  scene  represents  a  river  with  banks,  etc.,  and  would  attract  all  the 
disciples  of  Isaak  Walton.  The  novel  has  not  been  allowed  to  outshine  the  practical  feature  of  the  display.  The 
splendid  assortment  of  fishing  tackle  and  camper's  supplies  stands  out  prominently  in  the  display.  The  ideas 
in  the  above  display  could  be  easily  carried  out  in  whole  or  in  part  by  windoiv  trimmers  in  all  parts  of  Canada. 
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The  Store,  Window,  Advertisement 

A  Few  Suggestions  Upon  Three  Related  Subjects   Which   Are    Vital  to  Success  in 

Merchandising. 


ALL  three  sections  of  this  article  are 
aimed  straight  at  the  false  concep- 
tion of  arbitrariness  in  merchan- 
dising policy.  We  are  going  gunning  af- 
ter tyrannical  traditions  that  make  mer- 
chants do  the  same  things  in  precisely 
the  same  ways  world  without  end.  We 
are  going,  if  possible,  to  knock  the  props 
from  under  the  delusion  that  no  change 
for  the  better  is  possible  in  the  arrange- 
ment and  policy  which  sometimes  pre- 
vail for  no  better  reason  than  that  they 
have  always  prevailed. 

Take,  first,  the  matter  of  arrangement 
of  stock  itself.  In  many  stores  it  never 
varies.  Grant  a  certain  general  uniform- 
ity of  articles  of  the  same  class.  How 
many  merchants  in  cities,  small  or  great, 
alter  the  details?  Stock  must  be  dusted 
regularly.  How  much  better,  then,  to 
shift  the  minor  items — even  radically— 
within  the  same  general  classifications. 

Your  own  clerks  will  be  more  interest- 
ed in  a  stock  which  is  altered  in  arrange- 
ment. Sameness  in  stock  produces  same- 
ness in  service — the  wrong  kind  of  same- 
ness. Variety  stimulates  originality. 
Both  make  sales. 

A  store  is  a  larger  display  window.  It 
is  also  a  larger  page  advertisement  for 
itself.  The  principles  of  change  which 
apply  in  window  dressing  and  in  adver- 
tising apply,  in  slightly  less  degree,  to 
the  store  itself.  Very  few  customers  en- 
ter a  stationery  store,  for  instance,  know- 
ing exactly  where  to  look  for  an  article. 
They  leave  that  to  the  salesman.  Their 
first  thought  is  for  him — and  for  his  ser- 
vice in  suiting  their  needs.'  In  the  mean- 
time a  happy  arrangement  may  strike 
the  eye  and  produce  a  sale  not  contem- 
plated. This  is  the  stuff  of  which  new 
business  is  made. 

Lighting  arrangements — in  climates 
where  dark  days  are  frequent — are  too 
much  neglected.  There  is  no  stronger 
deterrent  of  interest  in  stock  than  a 
dark  and  half-hidden  display.  The  same 
is  true  of  ventilation,  in  its  effect  upon 
the  buyer  who  lingers  no  less  than  upon 
the  salesmen.  Entering  a  stuffy  store 
from  the  open  air,  the  prospect  is  affect- 
ed by  physical  conditions  very  acutely.  A 
little  thing,  .but  important. 

Constant  demonstration  of  some  new 
quality  product  is  a  dependable  method 
of  keeping  the  sales  atmosphere  alive. 
With  the  daily  development  of  new  office 
appliances  this  is  not  difficult.  Most 
manufacturers  will  be  eager  to  co-oper- 
ate with  a  dealer  interested  in  this  sort 
of  on-the-spot  publicity.  And  one  paid 
demonstrator  will  set  the  pace  for  more 
and  better  demonstration  by  the  sales 
force  in  meeting  the  trade. 

The  great  defect  in  most  store  arrange- 
ments is  simply    too  much    exhibit.       A 


clutter  of  articles  on  the  top  of  the  show 
case  attracts  no  one.  It  suggests  the 
five-and-ten-cent  store — however  far  re- 
moved be  the  price  tags.  Choose  a  few 
articles  wisely.  Let  them  be  typical  of 
your  line.  Then  display  them  in  a  way 
to  invite  leisurely  selection.  Office  equip- 
ment buyers  commonly  take  their  time. 
The  looks  of  the  top  of  the  show  case 
should  make  this  natural. 

Individual  tables  for  articles  worth  spe- 
cial emphasis  are  coming  into  favor. 
They  may  be  placed  outside  the  show 
case,  in  or  on  the  edge  of  an  aisle.  The 
nearest  salesman  may  have  them  in  con- 
stant watch.  Some  buyers  are  more  apt 
to  stop  and  examine  critically  an  article, 
if  it  is  not  under  the  constant  cerberus- 
watch  of  a  man  who  is  bent  on  selling  it. 
In  any  case,  the  wise  salesman  is  he  who 
lets  the  prospect  take  his  time  in  ex- 
amination. A  sure  way  to  spoil  a  sale  is 
sometimes  to  speak  before  the  buyer  is 
ready  to  cease  his  scrutiny — sometimes, 
even  before  he  addresses  the  salesman. 
"They  also  serve  who  only  stand  and 
wait." 

Study  the  buyer.  How  old  this  advice 
is,  and  yet  how  few  salesmen  practice  it 
consistently!  Some  never  seem  to  think 
of  looking  the  prospect  full  in  the  eye. 
They  seem  to  be  studying  his  styles  in 
clothing.  You  can  tell  more,  usually, 
from  the  dress  and  carriage  of  a  buyer, 
as  to  what  will  suit  his  real  needs,  than 
from  what  he  says.  And  you  can  derive 
infinitely  more  human  satisfaction  from 
your  daily  work. 

The  Window 

A  display  window  is  simply  a  page  ad- 
vertisement magnified  by  the  telescope 
of  reality,  and  with  printed  signs  taking 
the  place  of  type.  All  the  psychology 
of  advertising  applies,  making  allowance 
for  the  different  angle  of  the  viewer's 
vision.  It  should  make,  first  of  all,  one 
distinct  and  concrete  impression.  It  is 
not  a  collection  of  appeals,  but  ONE  ap- 
peal. There  should  be  balance,  as  in  ad- 
vertising copy,  rather  than  mere  static 
symmetry.  And,  what  is  too  commonly 
neglected,  there  should  be  what  the  name 
implies— DISPLAY. 

The  average  window  dresser,  until  re- 
cently, seemed  bent  on  cramming  all  the 
goods  in  the  store  into  his  window.  The 
more  stuff  he  could  hurl  at  the  passer-by, 
the  better  he  was  satisfied.  One  would 
think  the  idea  was  that  the  minute  an 
article  was  creviced  into  the  display,  it 
was  as  good  as  sold.  It  was  the  store,  in- 
stead, that  was  sold.  And  the  window 
dresser. 

Rest  the  eye.     Leave  the  same  lare:e 

spaces    of   background   that   delight   the 

traveler   viewing   mountain    scenery — or, 

to  be  more  practical,  which  correspond  to 
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the  wide  uses  of  white  in  a  large  news- 
paper or  magazine  advertisemem.  Dis- 
play is  not  waste:  it  is  the  silence  be- 
tween talking  points  in  the  mute  sales 
proposition  of  the  window.  It  gives  the 
looker  time  to  think  it  over.  It  also 
prompts  the  second — and  the  third — look 
of  the  busy  passer-by. 

Not  only  is  there  a  glut  of  articles  in 
the  average  window:  there  is  also  too 
much  of  the  same  kind.  Mere  bulk  seems 
the  frequent  idea.  And,  again,  there  is 
too  great  variety.  The  department  stores, 
even,  have  long  ago  given  this  up — even 
in  dealing  with  a  feminine  taste  in  buy- 
ing supposed  (we  believe  irrationally)  to 
delight  in  visually  rummaging  for  knick- 
knacks  and  odds  and  ends.  Simplicity  is 
the  keynote  of  the  newer  merchandising 
— from  the  manner  of  the  clerk  in  ap- 
proaching the  customer  to  the  style  of 
the  advertising  campaign.  The  display 
window  should  speak  the  same  language. 

But  color  use  is  the  real  test  of  win- 
dow efficiency.  Here  there  is  absolutely 
no  lasting  substitute  for  artistic  taste. 
We  would  judge  a  window  dresser,  ap- 
plying for  a  position,  first  and  finally,  on 
his  judgment  of  color  values.  The  win- 
dow has  been  compared  to  a  page  adver- 
tisement: in  this  aspect,  it  is  on  a  par 
with  all  art,  all  painting.  You  are  paint- 
ing a  picture,  with  concrete  things — a 
panorama  —  which  shall  interest  the 
thousands  who  rush  by  every  day.  Don't 
send  oranges  and  greens  to  war  with 
each  other.  Don't  do  impressionist 
stunts  in  Prussian  blue  and  dove  color. 
Be  startling,  if  necessary — but  not  stun- 
ning.    Leave  the  rest  to  the  futurists. 

The  best  method  in  color  selection  is  to 
study  the  styles  in  current  dress.  Study — 
not  necessarily  imitate — and  adapt.  .The 
shades  in  use  on  the  street  can  be  used, 
with  necessary  differences,  in  the  win- 
dow. Their  similarity  to  what  the  ob- 
server has  already  seen  is  a  point  of 
value.  Worth's  color  schemes  can  be  im- 
pressed into  service  to  serve  your  busi- 
ness. Women  purchasers  especially, 
will  be  favorably  impressed  with  what 
appears  to  have  been  suggested  by  their 
own  taste  in  color. 

Slathers  of  ribbon  have  been  used  in 
some  window  displays — to  absolutely  no 
practical  purpose  whatever.  The  carnival 
idea  does  not  sell  goods — except  perhaps 
wet  goods.  Dress  the  kind  of  window 
that  would  attract  you,  if  you  were  the 
buyer.  Feature  the  goods — don't  hide 
them  with  waves  of  color-synchronv 
which  give  the  impression  of  garnish 
lavishness  rather  than  service. 

Use  the  principles  of  perspective.  Dis- 
play windows  are  first  conceived — then 
drawn — then  built.  Background,  in  the 
sense  of  the  third  dimension,  is  essential. 
Reduce  the  scaffolding  to  the  minimum, 
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but  gain  the  effect  of  distance  by  judi- 
cious use  of  space. 

Dress  your  window.  Re-dress  it.  Re- 
dress it  again.  Walk  around  it,  and  look 
it  over,  critically.  Do  it  every  day — every 
spare  moment  of  the  day.  Study  the 
crowds  as  they  watch  it.  Try  to  see  what 
they  like,  and  don't  like,  and  why.  Seek 
defects  in  your  work.  Don't  wait  until 
they  hunt  you  up.  Mr.  Barrie  tells  a 
story  of  a  school-boy  who  spent  two 
hours  thinking  up  the  One  Right  Word 
for  a  class-room  theme.  And  found  it. 
Try  the  idea  on  your  window.  Be  your 
own  worst  critic — and  you  need  fear  no 
other  criticism. 

At  the  Elbow  of  the  Advertiser 

In  a  large  city  paper  recently  all  the 
dealers  in  a  particular  line  united  to  pur- 
chase a  page  for  co-operative  advertise- 
ment. Each  had  a  section  of  the  "ad," 
all  these  individual  divisions  being  united 
under  the  publicity  devoted  to  the  merits 
of  products  which  all  featured.  The  idea 
has  been  somewhat  widely  adopted.  It 
has  the  support  of  leading  manufac- 
turers, who  see  in  it  another  logical  step 
in  the  closer  cementing  of  the  various 
elements  of  business  into  a  co-ordinating 
unity. 

Here  is  an  opportunity  for  the  dealers 
in  the  smaller  cities  to  adopt  a  progres- 
sive idea  of  mutual  benefit  quite  indepen- 
dently of  the  manufacturer,  and  in  their 
own  way.  Get  together  and  decide  what 
line  is  to  be  featured.  Then  choose  ad- 
vertising representatives  from  all  the 
companies,  assisted  if  desired  by  an  ad- 
vertising man  outside  the  particular  line, 
but  in  the  same  city,  who  can  act  as  re- 
feree in  case  of  disagreement.  Unite  on 
certain  broad,  definite  selling  points  for 
main  mention,  which  equally  benefit 
every  party  to  the  publicity.  Underneath, 
line  up  the  individual  concerns,  in  separ- 
ate sales  talks  over  their  individual 
name-plates.  The  result  will  be  more 
than  actual  advertising  value,  though 
that  is  proving  great  wherever  the 
scheme  is  tried.  The  larger  return  will 
be  in  good  will — the  silent  dynamo  be- 
hind every  commercial  expansion. 
■  The  dealer  is  running  his  own  business. 
No  "closer  relationship  of  the  trade,"  of 
which  so  much  is  written,  can  alter  that 
fact.  But  the  dealer  is  often  too  ready  to 
be  skeptical  of  the  motives  of  the  manu- 
facturer in  sending  him  advertising  copy 
for  use  over  the  dealer's  firm  name.  In 
stage  parlance  this  is  "old  stuff."  We 
have  advanced  beyond  this  ideal  to-day. 
The  only  sane  and  permanent  interest  of 
the  manufacturer  is  in  really  serving  the 
dealer,  precisely  as  the  only  real  interest 
of  a  successful  dealer  lies  in  serving  his 
customers. 

The  same  point  holds  as  to  the  general 
character  of  the  dealer's  advertising. 
Don't  strive  to  be  too  original  in  the 
sense  of  individualistic.  Don't  be  afraid 
to  follow  the  policy  in  publicity  of  the 
house  from  which  your  goods  are  pur- 
chased. You  are  part  of  a  commercial 
armv  of  many  dealers  throughout  the 
world  who  handle  the  same  products. 
Any  ideas  which  benefit  one  benefit  all, 
allowing  for  local  differences. — Office  Ap- 
pliances. 


RETAIL  STORE  MANAGEMENT 

Exhaustive  Treatise  on  This  Subject  is 
Paul  Nystrom's  Book 

THE  amount  of  attention  that  is 
now  being  devoted  to  the  efficiency 
'if  retailing  is  remarkable.  The 
work  of  il.e  Harvard  Graduate  School  of 
Business  Administration  is  already  well 
known.  Recently  the  U.  S.  Federal  Trade 
Commission  has  taken  a  hatnl  in  showing 
merchants  Vm  to  figuxe  rosts.  The  Na- 
tional Wholesale  Grocers'  Association  has 
employed  its  own  educational  director  for 
this  work.  Innumerable  private  efforts 
are  being  made  along  the  same  line. 

This  gives  special  interest  to  a  book 
just  published  by  the  LaSalle  Extension 
University  on  Retail  Store  Management, 
by  Paul  H.  Nystrom,  which  summarizes 
in  an  organized,  practical  way  the  known 
principles  of  successful  retail  store  man- 
agement. 

Dr.  Nystrom  approaches  his  task  as  a 
practical  retail  store  man,  as  an  economic 
investigator,  and  as  a  teacher.  He  pos- 
sesses unusually  keen  powers  for  grasp- 
ing the  essentials  in  a  situation.  He  was 
formerly  Assistant  Professor  of  Politi- 
cal Economy,  University  of  Wisconsin.  In 
that  position  he  organized  retail  courses 
for  extension  work  and  went  to  many  of 
the  important  cities  of  the  state  as  an 
expert  merchandising  counsel.  He  then 
went  to  the  University  of  Minnesota  as 
Associate  Professor  of  Economics,  in 
charge  of  the  courses  in  retail  merchan- 
dising. He  has  taught  store  classes  in 
a  number  of  cities,  conducted  courses  for 
merchants,  and  lectured  before  mer- 
chants' associations.  He  has  snent  much 
time  in  investigation  and  study  at  var- 
ious stores  throughout  the  country  and 
is  now  serving  as  a  merchandising  ex- 
pert to  the  United  States  Rubber  Com- 
pany. 

Retail  Store  Management  is  a  well- 
rounded  discussion  of  the  whole  subject 
of  practical  retailing.  It  treats  in  suc- 
cession of  the  development  of  retailing 
science;  accounting;  sales;  the  receiving 
department;  location;  buvine  a  business; 
store  organization;  purchasing;  prices; 
policies;  emoloyinq-  help:  wages;  educa- 
tion for  salespeople;  welfare  work;  de- 
mocracy in  the  store. 

Under  these  general  heads  a  multitude 
of  interesting  topics  are  introduced,  such 
as  the  relative  advantages  of  different 
streets  and  different  parts  of  the  same 
street;  the  buying  power  of  the  people; 
the  nature  of  goodwill;  organization 
charts;  handling  novelties:  job  lots;  per- 
petual inventories;  unpacking  and  storing 
goods;  chemical  tests;  the  mathematics 
of  nricing:  "the  customer  is  always 
right";  employees  obtained  through  the 
schools;  the  right  man  in  the  right  place; 
ouota  and  bonus;  apprenticeship  and  class 
instruction;  psychology  of  selling;  effi- 
ciency records;  the  interests  of  the  em- 
ployee. 

The  interest  of  newspaper  publishers 
in  this  book  is  indirect,  yet  can  be  real. 
Newsnaper  publishers  have  to  rely  on 
retailers  for  the  greater  part  of  their  ad- 
vertising; and  so  publishers  should  make 
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themselves  very  familiar  with  the  pro- 
blems and  work  of  retailers — especially 
solicitors  of  newspapers.  If  those  solicit- 
ing retail  advertising  can  talk  to  retailers 
intelligently — and  helpfully — it  is  certain 
that  they  can  get  more  advertising  from 
them. 

From  this  point  of  view  a  copy  of  Dr. 
Nystrom's  book  would  be  a  valuable  ad- 
dition to  a  publisher's  library — for  fre- 
quent consultations  by  the  advertising 
manager  and  his  soliciting  staff.  Service 
is  the  key  to  pocket-books  and  favor,  and 
when  publishers  serve  retailers  in  help- 
ful, profit-making  ways,  they  can  surely 
rely  on  getting  well  paid — this  in  the 
form  of  advertising  contracts.  The 
money  which  this  book  costs  is  a  baga- 
telle in  comparison  with  its  worth  to  a 
good  solicitor. 


NO  WASTE  CIRCULATION 

THERE  is  no  reason  why  manufac- 
turers of  office  equipment  should 
not  advertise  their  products 
through  the  medium  of  the  business  press, 
because  only  in  this  way  can  they  be 
sure  of  eliminating  waste  circulation  and 
hitting  the  bull's  eye  of  reader  interest 
with  every  shot. 

The  Irving-Pitt  Manufacturing  Com- 
pany, of  Kansas  City,  has  been  using  a 
list  of  trade  journals  with  excellent  suc- 
cess, and  the  Elliott-Fisher  Company,  of 
Harrisburg,  Pa.,  which  manufactures 
writing-adding  machines,  is  inclining  in 
that  direction  also. 

On  the  subject  of  the  use  of  trade 
journals  in  this  field,  Robinsn  Murray,  of 
the  advertising  department  of  the  Elliott- 
Fisher  Company,  wrote  as  follows: 

"As  we  see  it,  the  value  of  all  trade 
paper  advertising  depends  on  its  ability 
to  particularly  reach  a  certain  class  of  I 
prospects  and  to  cut  out  circulation 
among  people  or  concerns  who  would  in  | 
all  probability  not  be  immediate  pros- 
pects for  our  product." 

"Then  the  readers  of  any  magazine  (of  I 
the  tradepaper  type)  are  more  or  less! 
bound  together  by  some  common  interest! 
of  a  business  nature,  and  when  our  pro-| 
duct  touches  on  this  common  interest  inl 
some  way,  it  stands  to  reason  that  suchl 
a  magazine  becomes  a  desirable  medium| 
for  our  publicity.  Its  value  varies  direct- 
ly according  to  the  closeness  with  whicl" 
the  interest  of  the  readers  in  the  maga-| 
zine  is  knit  with  our  product. 

If  every  manufacturer  of  office  equip^ 
ment  really  believed  these  common-sense 
statements,  lists  of  that  kind  would  in-l 
elude  a  big  proportion  of  trade  papersj 
That  they  do  not,  as  a  rule,  is  a  reflectior 
on  the  common  sense  of  those  who  are! 
spending  the  money. 


It  is  announced  that  the  Dictionary  01 
National  Biographv  has  been  presented 
to  the  University  of  Oxford  by  the  famiN 
of  the  late  George  M.  Smith,  the  initiato] 
and  first  publisher,  and  this  work  will  if 
future  be  published  by  the  Oxford  Unif 
versity  Press. 


Taking  Goods  on  Consignment 

Legal  Phases  of  the  Question — Retailer  Must  be   Careful  What  Arrangement  He 
Makes  in  Accepting  the  Goods — If  the  Manufacturer  Goes  Bankrupt  — 

If  the  Retailer  Does. 

By   WALTER   E.   LEAR. 
Registered   in   accordance   with   the   Copyright   Act   by    W.   E.    Lear. 


Editor's  Note. — Have  you  ever  taken  in  goods  on  consignment  and 
had  difficulty  in  straightening  matters  out  afterward?  For  instance,  have 
you  had  difficulty  in  getting  the  manufacturer  to  take  back  such  of  the 
supply  as  you  were  unable  to  dispose  of?  Have  you  suffered  loss  by  fire 
and  experienced  difficulty  in  getting  the  insurance  side  settled  because  of 
damage  to  uninsured  consignment  stock?  Probably  every  merchant  at 
some  time  or  other  has  faced  some  angle  of  this  question.  Mr.  Lear'$ 
article,  therefore,  will  be  of  special  interest. 
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OOD  morning,  Mr.  Merchant.  I 
am  Mr.  Wind  j  amber,  repre- 
senting the  the  Great  Wind- 
jambing  Manufacturing  Company,  Ltd. 
I  have  here  samples  of  our  latest  pro- 
duct, the  'Windjainber  double-back  ac- 
tion peanut  cracker,'  and  I  would  like 
to  load  you  up  with  a  ear  lot  or  two." 

All  our  readers  know  the  rest  of  the 
story  off  by  heart.  They  have  heard  it 
over  and  over  again,  and  told  in  as  many 
different  ways  as  different  windjambers 
have  called  upon  them.  Nowadays  a 
merchant  seldom  lets  a  windjamber  load 
him  up  with  a  lot  of  any  kind  of  "extra 
specials,"  notwithstanding  the  solemn 
warning  that  the  "moss  of  antiquity" 
will  soon  envine  his  business,  if  he  does 
not  lay  in  a  full  line  of  Windjamber's 
latest  products. 

While  the  modern  store  is  no  longer 
decorated  with  the  famous  checker- 
board, the  ash  box  and  chair  warmers, 
likewise  the  modern  windjamber  [lias 
adopted  new  methods  of  working  off  his 
goods.  When  the  merchant  refuses  to 
buy,  the  modern  windjamber,  like  the 
Good  Samaritan,  offers  to  help  the  mer- 
chant out  of  the  utter  ruin  which  awaits 
him,  by  leaving  a  quantity  of  his  "Coney 
Island  red-hots"  with  the  merchant,  to 
be  sold  on  commission.  New  bait  often 
catches  a  fish. 

Now  the  question  arises,  what  are  the 
legal  rights  and  liabilities  of  the  mer- 
chant if  he  bites  the  hook?  In  the  first 
place,  the  merchant  does  not  buy  the 
goods,  therefore  he  does  not  own  them. 
He  simply  has  the  right  to  sell  them  for 
the  owner;  he  is,  in  fact,  only  an  agent 
of  the  owner;  therefore,  the  law  applic- 
able is  that  of  principal  and  agent. 
Whenever  a  dispute  arises  between  the 
principal  owner  and  the  agent  merchant, 
it  must  be  decided  according  to  the 
terms  of  the  agreement  entered  into  be- 
tween the  parties. 

As  no  two  of  these  consignment  agree- 
ments are  the  same,  it  is  impossible  for 
me  to  give  you  definite  advice  regarding 
them.  However.  I  hope  to  give  you  some 


general  advice  which  will  be  useful  to 
you  in  such  cases.  Some  agreements  are 
verbal  only.  These  are  always  unsatis- 
factory to  both  parties,  and  in  case  of 
dispute,  a  judge  will  have  to  decide  on 


WALTER  E.  LEAR. 

the  oral  evidence  of  the  parties.  It  is 
better  by  far  to  put  your  agreements  in 
writing,  but  here  let  me  warn  the  mer- 
chant that  the  printed  contracts,  car- 
ried by  the  different  windjambers,  have 
all  been  drafted  by  expert  lawyers,  and 
you  may  rest  assured  that  the'  interests 
of  the  principal  owner  have  not  been 
overlooked.  They  are  all  made  to  look 
perfectly  fair  and  reasonable,  but  be- 
fore you  sign  one  I  would  advise  you  to 
step  around  the  corner  and  consult  your 
solicitor.  Any  lawyer  can  keep  you  out 
of  trouble,  but  it  takes  a  mighty  good 
one  to  get  you  out  of  a  bad  bargain  af- 
ter you  have  entered  into  it  in  writing. 
These  printed  contracts  are  often  un- 
reasonable. While  in  all  cases  of  taking 
goods  for  sale  on  consignment  the  mer- 
chant should  keep  accurate  account  of 
all  goods  received  and  sold,  and  should 
remit  promptly  in  accordance  with  his 
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agreement  with  the  principal  owner,  still 
some  of  these  agreements  provide  that 
in  case  the  merchant  fails  so  to  do,  then 
the  principal  owner  has  the  right  to  treat 
the  consignment  as  an  actual  sale  and 
demand  payment  in  full  for  the  entire 
consignment.  Then  the  merchant  finds 
that  he  has  bought  a  lot  of  goods  which 
he  never  intended  to  buy. 

Question  of  Insurance 

The  question  of  insurance  may  also 
become  a  burden  to  the  merchant.  Many 
consignment  agreements  provide  that 
the  merchant  will  insure  the  goods  on 
consignment.  An  ordinary  merchant 
will  reason  with  himself  that  he  carries 
sufficient  insurance,  but  most  policies  do 
not  cover  goods  belonging  to  a  person 
other  than  the  insured.  In  case  of  fire 
the  merchant  finds  that  the  goods  he  had 
on  consignment  were  not  covered  by  his 
insurance,  and,  as  they  were  destroyed, 
he  has  to  pay  for  them  out  of  his  own 
pocket.  A  good  plan  for  the  merchant 
to  adopt  would  be  to  tell  the  principal 
owner  to  insure  the  goods  himself  if  he 
wants  them  insured. 

Some  consignment  agreements  provide 
that  in  case  the  agent  merchant  becomes 
insolvent  or  makes  an  assignment  for 
benefit  of  creditors,  then  the  principal 
owner  may  elect  to  treat  the  consign- 
ment as  a  sale  and  rank  on  the  estate  as 
a  creditor.  In  case  the  principal  owner 
were  in  deep  water,  or  if  the  liabilities 
of  the  agent  merchant  were  not  great, 
and  if  the  goods  were  invoiced  at  a  high 
price,  then  it  might  be  profitable  for  the 
principal  owner  to  elect  to  become  a 
creditor.  In  such  case  the  agent  mer- 
chant may  be  placed  in  a  much  worse 
position  than  he  had  anticipated. 

Agitation  for  Registration 

Notwithstanding  the  care  with  which 
many  of  these  consignment  agreements 
have  been  prepared,  there  is  an  agita- 
tion in  favor  of  seeking  legislation,  pro- 
viding for  the  registration  of  them  in 
the  same  manner  as  chattel  mortgages 
are  recorded.  I  think  that  merchants 
will  be  well  advised  if  they  oppose  any- 
such  legislation.  Consignment  vendors 
have  already  more  protection  under  the 
law  than  to  my  mind  seems  fair.  Their 
goods  cannot  be  seized  for  the  debts  of 
the  atyeut  merchant,  and  in  case  of  an 
assignment  for  benefit  of  creditors,  they 
can  take  their  goods  out  of  the  stock. 
This  should  not  be  permitted.  They 
(Continued  on  page  41.) 


Office  Furniture  in  Stationery  Stores 

By  Tom   E.  Hines,  Manager,  Department  of  Filing  Devices,  Thorp  &  Martin  Co., 

Boston,  Mass. 


(From  Office  Appliances.) 


LESS  than  two  years  ago  we  added 
to  our  already  long-established 
stationery  and  office  supply  busi- 
ness one  of  the  leading  lines  of  wood  fil- 
ing cabinets  and  their  supplies  and  also 
one  of  the  leading  lines  of  steel  cabinets, 
and  to-day  this  is  one  of  the  largest  and 
the  most  profitable  departments  of  our 
business. 

We  are  encouraged  to  obtain  more 
space  to  go  into  office  furniture  on  a  much 
larger  scale  and  intend  doing  so  just  as 
soon  as  the  additional  space  can  be  se- 
cured. 

It  has  been  the  means  of  not  only  in- 
creasing our  business  with  our  old  cus- 
tomers, but  adding  many  new  accounts, 
who  not  only  purchase  filing  devices,  but 
other  items  from  us  as  well,  and  this  in 
spite  of  the  fact  that  already  there  were 
established  in  our  city  seven  branch 
stores  of  the  leading  manufacturers  of 
filing  cabinets  and  office  furniture. 

A  stationery  store  (so-called)  should 
mean  "Office  Equippers."  Some  do  claim 
this  service,  but  it  is  a  misnomer  very 
often  because  the  average  stationer  is 
too  conservative  in  selecting  his  stock  of 
office  equipment.  Stationers  have  more 
opportunity  to  sell  office  furniture  than 
strictly  office  furniture  houses.    Why? 

When  new  offices  are  to  be  opened  or 
an  extension  or  improvements  made,  the 
buyer  seeks  his  requirements  either  in 
the  stationery  store  or  the  office  furni- 
ture store  first,  and  it  is  a  safe  bet  that 
the  stationer  receives  the  first  considera- 
tion in  the  majority  of  cases. 

Now  then,  Mr.  Buyer,  selects  his  ink 
stands,  desk  pads,  blank  books,  printing, 
etc.  (if  the  stationer  does  not  handle 
office  furniture),  and  then  goes  to  the 
office  furniture  store  for  the  balance — or 
larger  part  of  his  equipment. 

Suppose  he  gets  into  the  office  furni- 
ture store  first?  Do  you  know,  Mr.  Sta- 
tioner, that  most  of  these  dealers  to-day 
also  sell  ink  stands,  desk  pads,  waste 
baskets  and  even  loose  leaf  ledgers? 

It  is  a  fact  that  most  purchasing 
agents,  office  managers,  etc.,  prefer  to 
confine  their  purchases  to  as  few  firms  as 
possible,  and  if  the  stationer  who  is  re- 
ceiving all  or  most  of  their  office  sunply 
business  could  also  furnish  them  their 
office  furniture  they  would  be  very  apt 
to  give  him  the  preference. 

A  desk  is  the  "home"  of  the  ink  st^.nd, 
blotter  pad,  etc.  A  filing'  cabinet  is  "first 
cousin"  to  a  loose  leaf  binder.  Why  dis- 
criminate? 

We  appreciate,  Mr.  Stationer,  that  in 
most  of  the  principal  cities  many  of  the 
office  furniture  manufacturers  operate 
their  own  branches,  but  all  of  them  do 
not.  and  even  to-day  in  these  same  cities 
high-grade  agencies  are  still  available, 
and,  provided  you  can  secure  a  good  line, 
you  should  have  no  more  trouble  in  com- 


peting with  the  established  branches  or 
agencies  than  you  have  in  any  other  de- 
partment of  your  business. 

Outside  of  these  few  principal  cities  I 
know  that  the  field  is  cultivated  in  a  very 
few  spots  only,  and  you  can  get  the  pick 
of  the  best  lines  on  the  market  if  you 
want  them. 

If  you  are  located  in  a  city  where  there 
is  no  strictly  office  furniture  dealer  and 
no  stationer  handling  these  goods,  your 
local  buyers  go  to  the  nearest  metropolis 
and  are  quite  apt  to  place  their  orders 
for  office  supplies  other  than  office  furni- 
ture as  well. 

Remember,  too,  that  the  supplies  for 
filing  cabinets,  such  as  guides,  folders, 
record  cards,  and  indexing  systems  is  the 
best  end  of  the  business  for  the  stationer 
who  carries  a  large  stock  and  variety  of 
these  items  and  you  can  sell  these  sup- 
plies to  people  who  have  already  bought 
other  makes  of  filing  cabinets — but  you 
will  not  get  very  much  of  this  supply 
business  if  you  fail  to  stock  the  cabinets 
themselves  to  go  with  them  or  to  display 
the  supplies  in  them  and  to  lend  prestige, 
as  it  were,  to  the  line. 

If  you  are  handicapped  for  space  and 
you  cannot  make  a  good  display  of  the 
entire  line  of  office  furniture,  including 
desks,  tables  and  chairs,  at  present,  you 
will  surely  be  able  to  find  room  for  at 
least  a  sample  of  a  four-drawer  letter  file 
wood  or  steel  (both  preferably)  in  at 
least  two  grades,  a  stack  or  two  of  sec- 
tionettes  or  small  units  that  build  up  for 
a  variety  of  purposes,  a  stack  of  four 
wood  transfer  units,  a  stack  of  four  stnel 
transfer  units,  and  an  assortment  of  card 
index  cabinets  and  trays. 

Your  samples  of  guides,  folders  and  re- 
cord cards  can  be  arranged  conveniently 
in  the  drawers  of  these  cabinets  and  the 
stock  kept  in  the  stock  room  in  a  com- 
paratively small  space. 

The  stock  of  cabinets,  of  course,  must 
be  regulated  by  the  amount  of  storage 
space,  but  you  will  find  you  can  afford  to 
make  this  space  because  the  entire  list  is 
one  of  the  most  profitable  in  your  entire 
stock. 

An  occasional  window  display,  circular 
letters,  newspaper  advertising  and  im- 
printed circulars,  furnished  by  the  manu- 
facturer, going  out  with  your  statements, 
invoices  and  letters  will  soon  give  you 
the  desired  publicity  and  you  will  be  very 
agreeably  surprised  with  the  results  of 
your  efforts. 

Remember  the  history  of  the  loose  leaf 
business  ?  Fifteen  years  ago  it  was  al- 
most impossible  to  get  a  stationer  en- 
thused on  loose  leaf,  but  to-day  where  is 
the  stationer  who  is  not  doing  a  large 
loose  leaf  business  ? 

With  the  demand  constantly  growing 
for  modern  office  eouipment  necessary  to 
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efficient  methods  of  conducting  business, 
the  success  of  the  "Office  Equipper"  is 
assured. 


The  office  furniture  business  has  been 
a  source  of  much  profit  and  has  abund- 
antly justified  the  time,  money  and 
energy  we  have  put  into  it.  The  pres- 
ence of  a  line  of  fine  office  furniture  in 
an  office  equipment  store  rs  not  only  a 
profitable  source  of  income  in  itself,  but 
helps  to  increase  business  in  staple  sta- 
tionery. How  it  does  this  is  perfectly  ob- 
vious to  any  dealer  who  has  ever  sold  a 
desk  or  file.  Both  the  stationery  depart- 
ments and  the  office  furniture  depart- 
ments work  very  profitably  together  and 
act  as  feeders  for  each  other,  customers 
going  from  one  department  to  another 
readily,  and  being  interested  in  all  they 
see.  Every  business  man  is  interested  in 
a  fine  showing  of  office  furniture  and  if 
he  does  not  buy  at  the  time  of  his  call, 
the  presence  of  an  attractively  displayed 
line  in  the  store  fixes  itself  in  his  mind, 
and  at  some  time  or  other  he  will  give 
you  a  chance  to  see  what  you  can  do  for 
him  if  he  is  in  the  market  for  office  furni- 
ture. 

"The  dealer  contemplating  putting  in 
an  office  furniture  department  should  not 
expect  to  become  rich  immediately  upon 
the  installation  of  his  first  furniture 
stock. 

The  success  of  an  office  furniture  de- 
partment is  dependent  very  largely  up- 
on the  proper  allotment  of  space  for  an 
adequate  display.  For  this,  considerable 
room  is  required,  often,  indeed,  a  whole 
floor  being  given  over  to  this  branch 
of  the  business.  Well  trained  men  are 
needed  to  handle  an  office  furniture  de- 
partment— men  who  can  suggest  the 
proper  equipment  for  an  office  and  who 
know  their  line  as  well  as  the  actual 
uses  of  the  many  filing  systems.  In- 
dexes and  equipments  for  films:  should 
be  kept  near  the  main  office  furniture 
stock  so  that  methods  of  indexing  found 
most  popular  and  practical  can  be  de- 
monstrated to  the  customer. 

Office  furniture  should  be  displayed  in 
such  a  manner  as  to  enable  the  customer 
to  see  the  goods  on  all  sides.  In  other 
words,  when  the  customer  is  shown  a 
desk  that  has  a  quartered  oak  top  and 
plain  oak  sides  and  back,  he  should  be 
able  to  see  these  variations  in  finish 
without  having  to  pull  the  desk  out  from 
the  wall  to  show  them. 

Office  furniture  salesmen  should  know 
not  only  their  own  goods  but  those  of 
manufacturers  producing  a  like  line,  and 
should  understand  the  relative  prices  of 
the  two  lines. 


Retailers'  Interests  Studied  by  A.  A.Glubs 

Valuable  Addresses  Delivered  at  the  Big  Convention  Held  in  St.  Louis. 


EVERY  interest  in  the  business 
world  is  benefited  by  the  work 
being  done  by  the  Associated 
Advertising  Clubs  of  the  World,  and  a 
big  force  in  generating  increased  acti- 
vity looking  toward  better  business  me- 
thods is  the  annual  convention.  This 
year's  convention  was  held  in  St.  Louis 
in  June.  In  the  following  columns  are 
given  brief  reports  of  some  of  the  ad- 
dresses which  have  special  application 
to  the  business  of  retail  merchants  and 
the  trade  press: — 

About    Distribution 

Considering  the  retailer  as  the  termi- 
nal of  distribution  the  manufacturers' 
obligation  to  him  is  to  provide  store  ar- 
rangements and  window  display  methods 
and  selling  plans  by  which  he  can  distri- 
bute his  merchandize  with  greater  ra- 
pidity. This  means  definite  knowledge  of 
profits  and  turnover,  intelligent  store  ar- 
rangement and  effective  use  of  advertis- 
ing, said  Frank  Stockdale,  of  Indianapo- 
lis, business  lecturer  for  the  Associated 
Advertising  Clubs,  in  addressing  a  gen- 
eral session  at  the  St.  Louis  convention. 

He  said  the  retailer  desires  informa- 
tion. He  attends  merchants'  institutes, 
reads  books  and  trade  publications — al- 
ways seeking  to  make  himself  a  better 
distributor.  If  the  manufacturer  will 
take  cognizance  of  this,  he  can  help  the 
retailer;  he  can  create  a  better  "termi- 
nal" for  his  own  products,  and  broaden 
the  entire  retail  distribution  field. 

Store  Rooms  and  Sales  Rooms 

Too  many  merchants  conduct  store 
rooms  instead  of  sales  rooms,  Mr.  Stock- 
dale  suggested.  One  merchant  in  a  New 
York  town  of  20,000  corrected  this  fault, 
stored  his  surplus  stock  in  the  stock 
room,  made  his  store  into  a  display  and 
sales  room  and  profited  instantly  by  the 
change.  In  Oklahoma,  110  merchants 
were  brought  to  devote  careful  attention 
to  window  display.  The  result  of  their 
efforts  attracted  unprecedented  attention. 
The  fact  is,  Mr.  Stockdale  pointed  out, 
only  one  out  of  every  four  persons  walks 
more  than  half  way  to  the  back  of  a 
store.  This  conclusion  was  based  on  tes- 
timony of  550  representative  merchants. 

In  Montana,  he  said,  forty  housewives 
were  prevailed  on  to  tell  why  they  bought 
goods  away  from  home.  Two  major  rea- 
sons were  given:  local  merchants  were 
neither  specific  in  price,  nor  did  they 
give  understandable  information  about 
their  goods.  Too  much  retail  advertis- 
ing is  generality  advertising,  said  the 
speaker;  it  is  negative,  weak  and  non- 
constructive. 


EDITOR'S  NOTE.— As  the  source  of  the  in- 
formation presented  above  we  are  indebted  to 
"Associated  Advertising."  the  official  organ  of 
the    Associated    Advertising    Clubs    of    the    world. 


Strong  evidence  for  their  publication.-, 
was  adduced  by  the  business  press  with 
such  definite  history  as  the  fact  that  thir- 
teen pages  in  a  trade  publication,  repre- 
senting an  advertising  investment  of 
$659,  sold  motor  trucks  to  a  total  of 
$100,000;  that  nine  months1'  use  of  ad- 
vertising in  one  medium  to  an  amount  of 
$1,980,  made  traceable  sales  to  power 
plants  amounting  to  $9,999.98;  that 
through  a  medium  reaching  steel  mills, 
in  twelve  months  an  advertiser  made 
$40,000  in  sales  from  an  advertising  in- 
vestment of  $1,500.  In  nine  months,  ac- 
cording to  one  display  card,  an  advertis- 
er in  the  women's  specialty  field  develop- 
ed $160,000  in  new  business  from  an  ad- 
vertising appropriation  of  $1,800. 

In  the  paper  exhibit,  advertisers  gain- 
ed new  knowledge  about  paper  and  its 
proper  use.  The  exhibit  was  a  graphic 
display  of  the  right  paper  for  the  desired 
purpose.  The  display  was  accompanied 
by  photographs,  showing,  for  example, 
that  offset  printing  requires  a  short  fibre 
paper  to  produce  the  desired  effect,  and 
that  supercalendered  and  English  mach- 
ine finish  papers  were  desirable  where 
cost  is  a  factor. 

With  figures  of  strong  significance,  the 
agricultural  press  exhibit  pointed  out  the 
immense  field  it  covers — 6,361,502  farm 
families,  49,348,000  rural  population,  and 
a  1916  income  of  $13,499,000,000. 

In  original  size,  painted  display  boards 
bordered  the  entrance  corridor  to  the  ex- 
hibit, underlined  with  phrases  epitomiz- 
ing outdoor  display  service. 

Business  Books  Galore 

Near  the  centre  of  things  in  the  exhi- 
bit was  such  a  collection  of  business 
books  as  had  never  before  been  assem- 
bled^— more  than  1,600  volumes.  Guy  E. 
Marion,  of  the  Pilgrim  Publicity  Associ- 
ation, Boston,  presided  over  the  display, 
having  rounded  it  up  on  the  invitation  of" 
Llewelyn  E.  Pratt,  chairman  of  the  Na- 
tional Educational   Committee. 

Scores  of  business  men  examined  the 
library  during  the  convention,  making 
memorandums  of  books,  of  chapter  head- 
ings and  of  pertinent  information.  Out 
came  notebooks  again  at  the  direct  mail 
display  in  the  next  exhibit — nor  were  the 
notebooks  relieved  from  use  all  the  while 
the  visitors  browsed  among  the  exhibit- 
crowded  corridors  of  the  City  Hall. 

Another  big-  book  on  advertising  is  to 
come.  It  will  be  called  "Advertising- 
Lowers  the  Cost  of  Distribution,"  and 
the  author  will  be  Harry  Tipper,  former 
president  of  the  Advertising:  Club  of  New 
York,  who  was  commissioned  at  the  re- 
cent convention  of  the  Associated  Adver- 
tising Clubs  of  the  World  to  perform 
this  duty. 

She   Liked   Busy  Days 

Mr.  Stockdale's  talk  was  rich  in  actual 
incidents  illustrating  the  failure  of  mer- 
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chants  to  serve  the  public.  Among  others 
was  a  story  of  an  Iowa  woman  who  told 
him  after  one  of  his  lectures  that  she 
liked  to  go  into  a  store  in  her  home  town 
on  a  busy  day  because  the  clerks  were 
then  so  busy  they  left  the  goods  down 
where  she  could  see  them. 

If  a  store  were  properly  managed,  he 
said,  goods  would  be  where  the  custo- 
mers could  see  them  at  all  times,  for 
numerous  women  who  had  attended  his 
lectures  had  told  him  that  while  they 
knew  they  were  privileged  to  have  goods 
shown  without  buying,  clerks  always 
look  disappointed  when  they  fail  to  buy. 

Accounting  for  Small  Stores 

By  its  very  bigness  the  big  store  has 
many  advantages  over  its  smaller  com- 
petitor, but  accurate  accounting  methods 
will  place  the  little  store  in  splendid  stra- 
tegic position  to  occupy  a  strong  position 
in  the  retail  field,  said  William  H.  In- 
gersoll,  of  Robert  H.  Ingersoll  &  Bro., 
New  York,  chairman  of  the  Cost  Account- 
ing Systems  and  Retail  Service  Commit- 
tee of  the  Associated  Advertising  Clubs. 

At  the  St.  Louis  convention,  Mr.  Inger- 
soll spoke  on  "Democracy  in  Merchan- 
dizing," and  insisted  advertising  blazed 
the  trail  for  such  democracy,  and  that 
the  large  store  has  become  large  because 
it  has  been  able  to  take  advantage  of  its 
possibilities.  But  the  small  store,  he 
added,  needs  help — it  must  be  raised  to 
an  accurate  basis  of  knowledge  of  its 
own  business,  if  retail  democracy  is  to 
exist. 

Training  School  Is  Needed 

While  the  big  store  has  capital,  sys- 
tem, accounting  methods,  variety  of 
stocks,  special  talent  for  display  of 
goods,  big  purchasing  power  and  the  im- 
portant insurance  of  good  advertising, 
the  small  store  is  in  position  to  specia- 
lize; it  can  offer  more  personal  selling  at- 
tention, has  a  more  intimate  knowledge 
of  its  needs  and  operates  on  a  lower  cost. 
The  small  store,  he  said,  needs  a  train- 
ing school  that  it  may  occupy  in  its 
more  circumscribed  influence,  a  position 
equivalent  to  that  of  the  bigger  enter- 
prise in  its  bigger  sphere. 

Promote  Retail  Democracy 

The  special  business  systems  which  the 
Associated  Advertising  Clubs  offer  re- 
tailers are  applied  to  hardware,  shoe 
dealers  and  jewelers.  By  taking  these 
systems  and  applying  them,  he  empha- 
sized, the  small  retailer  can  the  more 
powerfully  exert  his  influence  to  make 
the  retail  world  "safe  for  a  retail  demo- 
cracy." 

Quoting  Edward  N.  Hurley,  former 
chairman  of  the  Federal  Trade  Commis- 
sion, Mr.  Ingersoll  said  that  official  had 
declared  this  activity  of  the  Associated 
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Clubs  "the  greatest  piece  of  constructive 
work  going  on  in  American  trade." 

Trade  Paper  Advertisements 

That  trade  paper  advertisements  have 
such  news  value  that  the  trade  paper 
which  fails  to  carry  a  representative  line 
of  advertising  in  its  field  is  not  doing  all 
it  should  for  its  readers,  was  the  asser- 
tion of  W.  D.  Gregory,  circulation  mana- 
ger of  David  Williams  Co.,  New  York. 
Speaking  before  the  trade  paper  men  at 
the  convention  of  the  Associated  Adver- 
tising Clubs  of  the  World  at  St.  Louis, 
he  said: — 

"The  subscribers  of  to-day  want  and 
expect  manufacturers  to  keep  them  in- 
formed through  their  business  papers, 
concerning  all  merchandize  and  service 
in  their  respective  lines;  and  no  matter 
how  excellent  may  be  the  editorial  con- 
tents of  any  paper,  that  paper  is  not  per- 
forming its  full  function  in  its  field  nor 
is  it  satisfying  the  legitimate  demands  of 
its  subscribers  unless  it  also  regularly 
carried  the  advertisements  of  a  goodly 
number  of  representative  supply  firms  in 
that  field." 

Concentrate  Stocks 

Concentration  in  stocks  and  more  ra- 
pid turnover  of  smaller  stocks  is  the 
manufacturer's  advice  to  the  retailer, 
and  pursuit  of  this  policy  brings  greater 
benefit  to  both  elements  in  distribution, 
said  John  A.  Bush,  St.  Louis,  in  address- 
ing a  general  session  of  the  St.  Louis 
convention. 

There  is  an  apt  story  illustrating  this, 
said  the  speaker,  in  introducing  a  brief 
narrative  taken  from  a  retail  shoe  ex- 
perience. He  said  one  Texas  merchant 
started  in  business  with  $750,  and  made 
a  connection  with  one  shoe  house,  one 
dry  goods  house  and  one  hat  house  as 
his  sources  of  supply.  Within  five  years 
he  was  doing  $300,000  a  year  gross  and 
he  started  a  series  of  stores.  His  first 
shoe  purchase  was  $350.  His  1916  fall 
purchase  was  $12,000. 

Another  merchant  in  another  town 
scattered  his  orders,  dividing  his  shoe 
business  alone  among  ten  houses.  The 
buyer  carried  a  $10,000  stock  and  "the 
specialty  habit,"  making  annual  sales  of 
$12,000 — but  making  no  money. 

Last  year,  the  merchant  made  a  radi- 
cal change  and  concentrated  his  business 
with  one  shoe  house.  He  installed  a 
stock  of  $2,800  and  developed  a  gross 
business  of  $16,000,  enjoying  six  turn- 
overs with  an  obvious  profit.  Most  of 
this  man's  orders  are  small,  forwarded 
every  two  weeks  on  counsel  of  the  shoe 
house.  This  principle  of  concentration, 
or  "few  kinds"  has  resulted  in  many 
successes,  said  Mr.  Bush. 


Allow  Cedar  Into  Britain  and  Pencil  Work- 
ers Would  Forego  Tea 

Sporting  Offer  of  the  Manager  of  Big  Pencil  Factory — Interest- 
ing Facts  Brought  Out  in  Speeches  at 
Roaney's  Annual  Dinner. 


Advertising  is  the  guarantee  to  the 
consumer  that  he  is  to  receive  a  full 
return  for  his  expenditure.  It  is  like- 
wise a  means  of  lessening  the  price  and 
heightening  their  value.  For  the  more 
an  article  is  advertised  the  larger  is  its 
sale;  the  larger  the  sale,  the  greater  is 
production;  the  larger  the  production, 
the  cheaper  is  the  price. 


ON  Saturday  evening  the  9th  June 
about  300  sat  down  to  dinner  in 
the  International  Hall  of  the  Moni- 
co,  London,  England,  the  occasion  being 
the  65th  Annual  Dinner  of  Messrs.  George 
Rowney  &  Co.,  the  world  renowned  pencil 
manufacturers. 

The  pleasure  of  the  staff  was  enhanc- 
ed by  the  presence  of  Mr.  and  Mrs.  Arthur 
Rowney,  Mr.  and  Mrs.  Walter  Rowney, 
Captain  N.  W.  Rowney  (back  from  the 
front)  and  Mrs.  N.  M.  Rowney,  and  a 
number  of  distinguished  visitors  includ- 
ing the  Rt.  Hon.  W.  H.  Dickinson,  M.P., 
Captain  R.  W.  Barnett,  M.P.,  Mr.  Charles 
Coleing,  J. P.  (Chairman  of  the  St.  Pan- 
eras  War  Savings  and  Food  Control  Com- 
mittee), Mr.  Percy  Barringer  (President 
of  the  Stationers'  Association  of  the 
United  Kingdom)  and  Mr.  Meadmore 
(Board  of  Trade). 

The  loyal  toast  having  been  duly  hon- 
ored, Mr.  Percy  Barringer  proposed 
"George  Rowney  and  Co."  Messrs.  George 
Rowney  had,  he  said,  been  in  the  fore- 
most ranks  of  British  commerce  for  over 
a  century  and  a  quarter.  The  house  had 
achieved  fame  in  the  earliest  days  of  its 
career,  and  had  added  lustre  as  time  went 
on.  Three  essentials  were  required  to 
make  a  house  great  in  the  hierarchy  of 
British  commerce.  Firstly,  they  must 
produce  an  article  of  distinction,  as  much 
better  as  possible  than  that  of  any  com- 
petitor; secondly,  they  must  establish 
friendly  relations  with  trade  customers; 
thirdly,  they  must  establish  such  friend- 
ly relations  with  their  staff  of  workers  as 
should  spur  them  on  to  give  of  their 
best.  All  of  these  essentials  the  firm  of 
George  Rowney  and  Co.,  had  achieved. 
(Hear,  hear.)  This  the  sixty-fifth  an- 
nual gathering  of  that  nature  was  ample 
testimony  in  support  of  the  third  point. 

The  chairman,  Mr.  Arthur  Rowney,  res- 
ponding, took  the  opportunity  of  saying 
how  greatly  the  firm  appreciated  the  fact 
that  so  large  a  number  of  their  employees 
had  been  able  to  attend.  Mr.  Rowney 
then  went  on  to  refer  to  the  position  of 
the  firm  and  British  commerce  after  the 
war.  British  manufacturers  had  been 
told  by  recent  speakers  that  they  will 
need  a  lot  more  enterprise  and  audacity. 
Traditions  obtaining  before  the  war  were 
all  gone,  and  people  who  were  wishing  for 
the  old  times  were  praying  for  their  own 
undoing.  They  were  further  told  that 
they  must  alter  their  methods  or  they 
would  not  be  able  to  capture  the  market 
left  by  the  Germans.  What  was  spoken 
of  as  the  new  democracy,  commented  Mr. 
Rowney,  probably  meant  greater  co-oper- 
ation between  capital  and  labor.  Where 
the  British  manufacturer  failed,  he 
thought,  was  that  he  was  too  depart- 
mental. He  occupied  himself  with  too 
many  details  that  he  might  leave  to  sub- 
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ordinates.  That  sort  of  thing  could  not 
go  on  under  the  new  conditions.  Finan- 
cial questions  required  considerable  per- 
sonal attention.  Then  there  must  be  enor- 
mous developments  of  the  commercial 
side,  the  selling  of  the  goods.  The  work- 
ers, too,  must  realize  that  they  were 
working  not  only  for  the  firm  but  for  the 
honor  and  glory  of  the  country. 

Mr.  Frank  P.  Dorizzi,  the  firm's  man- 
ager, submitted  the  toast  of  "The  Visit- 
ors" and  in  doing  so  said  he  should  risk 
the  danger  of  being  invidious  because  he 
felt  he  must  refer  in  particular  to  two, 
viz.,  Mrs.  Arthur  and  Mrs.  Walter  Rown- 
ey. (Cheers.)  He  did  not  know  any- 
thing that  could  be  counted  upon  to  make 
the  evening  such  a  success  as  their  pre- 
sence and  that  of  Captain  and  Mrs.  N. 
M.  Rowney.  He  referred  also  with  pleas- 
ure to  the  presence  of  Mr.  Percy  Barrin- 
ger, President  of  the  Stationers'  Associa- 
tion of  the  United  Kingdom,  than  whom 
no  man  stood  for  more  in  the  stationery 
trade,  and  Mr.  Charles  Coleing  whom 
they  all  knew  very  well,  for  he  had  been 
to  their  works  in  Maiden  Crescent  and 
had  most  usefully  exhorted  them  to  in- 
vest money  in  War  Savings  and  pointed 
out  the 'necessity  for  eating  less,  bread. 
Mr.  Dorizzi  also  mentioned  the  name  of 
Mr.  Meadmore,  an  official  of  the  Intelli- 
gence Department  of  the  Board  of  Trade, 
and  Mr.  Johnson  of  the  firm  of  B.  S.  Cohen 
one  of  their  competitors.  Captain  Barn- 
ett and  Mr.  Dickinson  had.  said  Mr.  Dor- 
izzi, been  working  hard  during  the  last 
few  months  to  heln  them  to  secure  cedar 
wood  supplies,  and  they  were  grateful  to 
them  for  their  kindlv  offices.  In  fact  it 
was  due  to  their  efforts  that  thev  were 
able  to  get  supplies  to  last  them  for  the 
next  six  months,  but  even  now  they  were 
onlv  getting  sixtv  rpr  cent,  of  their  re- 
quirements. He  would  make  the  Govern- 
ment a  sporting  offer.  If  thev  would  al- 
low all  the  cedar  wood  to  be  imported 
that  their  firm  reciuired  he  knew  that  all 
their  workers  would  be  willing:  to  forego 
their  tea  and  thev  would  close  the  works 
half  an  hour  earlier  thus  effecting:  a  big 
savins:  of  fuel,  etc. 

Mr.  Dickinson  said  the  war  had  taught 
ns  to  be  helnful  to  one  another.  As  to 
the  nencil  industry,  it  was  started  in  Eng- 
land, and  it  had  led  the  world.  The  old 
people  had  done  their  share  and  now  it 
was  up  to  the  young  folk  to  do  their 
part.  It  was  youth  that  was  winning 
this  war,  and  it  was  youth  they  must 
look  to  win  the  commercial  war  of  the 
future.  Other  speeches  followed  by  a 
good  musical  programme  and  a  happy  in- 
cident was  when  the  chairman  handed  to 
Mr.  Dorizzi  a  gold  watch  subscribed  for 
by  every  department  of  the  firm. 


How  to  Get  and  Keep  Business 

Brief  Essays  by  Western  Merchants  Describing  the  Means  They  Have  Found  Effective 
in  Meeting  Outside  Competition — Advertising,  Service  and  Quality  Generally  Con- 
sidered the  Greatest  Arguments 


JTjDITOR'S  NOTE.— At  the  time  the 
f~1j  Manitoba  Retail  Merchants'  Asso- 
ciation was  in  convention  at  Winni- 
peg, Russel  Lang  and  Company,  booksel- 
lers and  stationers  of  that  city,  as  an  in- 
centive to  a  better  understanding  of 
the  problems  the  cities,  towns  and 
country  places  had  to  meet  in  facing  the 
competition  of  the  Mail  Order  House,  of- 
fered a  prize  for  the  ten  best  papers  on 
the  general  topic  "How  We  Get  and  Keep, 
Business  in  Our  Town."  We  publish 
herewith  three  of  the  essays  in  the  belief 
that  they  will  be  a  stimulating  influence 
to  other  merchants,  to  make  their  home 
town  or  district  a  real  buying  centre. 


PUBLICITY,  SERVICE,  QUALITY, 
PRICE 

The    Best    Means    of    Holding    Business 

— How  These  Four  Items  Protect 

Against   Mail   Order   House 

Competition. 

By  H.   M.   Dunham,   of   Brown's,   Limited,    Portage 
la   Prairie,    winner   of   the   first   prize. 

"VJ  OW  to  meet  extraneous  competition 
-i-^  is  one  of  the  hardest  problems  that 
confront  the  merchant  in  the  small  cities, 
town  and  villages  in  this  Western 
country. 

We  have  given  the  subject  a  great  deal 
of  study,  and  have  made  many  experi- 
ments, which  have  convinced  us  that  the 
solution  of  the  trouble  is  in  the  manner 
in  which  we  conduct  our  own  business. 
We  find  that  the  getting  and  holding  of 
business  depends  upon: 

Publicity,  Service,  Quality  and  Price, 
in  the  order  of  importance  in  which  they 
are  mentioned,  and  which  I  will  deal  with 
separately,  as  from  our  own  experience. 

Publicity — Good  local  newspaper  ad- 
vertising, supported  by  well  distributed 
circularizing  and  personal  canvass,  is  the 
strongest  check  on  the  mail  order  cata- 
logue. 

Service — Efficient  and  courteous  sales 
and  delivery  service,  and  the  use  of 
every  possible  means  that  will  facilitate 
the  comfort  and  convenience  of  the 
shopper.  Prompt  adjustment  of  com- 
plaints, and  willing  exchange  of  unsat- 
isfactory goods.  We  try  to  make  it  a 
pleasure  for  people  to  shop  in  our  store 
so  that  they  will  want  to  deal  there. 

Quality — We  stock  only  dependable 
goods,  bought  from  manufacturers  and 
wholesalers  of  proven  dependability. 
The  source  of  the  supply  is  particularly 
important. 

Price — The  price  is  also  an  important 
factor,  but  not  the  most  important.  Our 
buying  is  carefully  done,  and  we  can 
compete  successfully  with  the  catalogue. 
We  may  not  be  able  to  meet  all  the 
"leaders"  in  the  catalogue,  but  we  can 
have  eaually  as  good  "leaders"  of  our 
own.      If   the    customer    with    the    mail 


order  inclination  will  give  us  an  oppor- 
tunity we  can  usually  fill  his  order,  in 
aggregate,  for  equal  to,  or  less  than,  the 
catalogue  house. 

We  feel  that  we  have  the  catalogue 
beaten  in  this  district,  and  while  per- 
haps twenty  per  cent,  of  the  business 
gets  away,  we  think  that  this  percent- 
age will  gradually  decrease. 


ADVERTISING    BY   SERVICE    AND 
DISPLAY 

All    Kinds    of   Advertising    of    Benefit — 

Encouraging    Good    Feeling    Among 

the    Merchants,  —   Stimulating 

Local  Loyalty. 

By  H.  G.  Prior,  of  Portage  la  Prairie,  Man. 

IN  the  first  place  we  advertise.  Truth- 
ful advertisements  intelligently  written 
and  attractively  displayed,  backed  up  by 
merchandise  that  is  dependable,  and  as 
described  in  the  advertisement,  is  to  us 
one  of  the  most  effective  ways  of  get- 
ting and  keeping  business  at  home. 

People  to-day,  and  especially  the 
ladies,  take  great  interest  in  the  differ- 
ent news  items  submitted  by  the  merch- 
ants, learning  therefrom  what  is  the  pre- 
vailing style,  where  it  can  be  procured, 
and  what  it  will  cost.  As  a  firm  we 
make  ourselves  known  to  more  people, 
and  more  people  become  acquainted  with 
our  store  through  advertising  in  our 
local  paper,  than  in  anv  other  way.  To 
be  well  and  favorably  known  means  an 
increase  of  business  for  us. 

An  efficient  staff  of  employees  is  a 
very  strong  factor  in  the  getting  of 
business  and  of  keeping  it  at  home. 
Service  is  the  key-note  of  this  store. 
Many  of  our  customers  consider  the 
service  rendered  by  our  staff,  more  than 
our  prices,  though  we  give  careful  at- 
tention to  both. 

The  appearance  of  our  store  has  been 
a  big  drawing  card.  A  stock  well  kept 
shows  that  life  exists  in  the  store.  Goods 
arranged  for  display  in  windows,  on 
ledges  and  in  show  cases  attract  many 
people  to  the  store  who  eventually  be- 
come regular  customers. 

A  feeling  of  good-will  and  patriotism 
toward  other  merchants  in  our  city,  has 
been  of  great  value  in  the  building  up 
of  our  home  trade. 

If  we,  as  merchants,  do  not  loyally 
support  our  fellow  merchants  when  re- 
quiring lines  such  as  they  sell,  we  can- 
not in  return  expect  to  receive  the  pat- 
ronage of  them,  nor  will  we  receive  the 
support  from  the  people  of  the  commun- 
ity that  we  would  otherwise  receive.  We 
advocate  buy  at  home,  and  we  must 
practise  it.  Co-operation  between  cus- 
tomer and  merchant  is  most  necessary. 
If  each  day  we  show  a  spirit  of  brother- 
hood toward  our  customers,  show  them 
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that  we  are  interested  in  the  welfare  of 
men  generally,  interested  also  in  the 
development  of  the  city  in  which  we 
live,  and  not  live  to  ourselves  alone,  we 
in  this  way  gain  the  confidence  of  the 
people  and  receive  the  support  of  many 
who  otherwise  might  be  inclined  to  send 
their  money  and  business  out  of  the  city. 
Eliminating  the  credit  system  is  help- 
ing our  business  at  home.  The  credit 
system  has  too  many  leak  holes.  The 
cash  system  has  many  advantages.  By 
adopting  the  cash  system  we  reduce 
overhead  charges,  dispose  of  bad  debts, 
avoid  mistakes  in  connection  with  ac- 
counts, remove  the  temptation  of  the 
fraudulent  customer  who  procures  goods 
under  false  pretences,  governs  the  buyer 
who  has  a  limited  income,  enables  the 
merchant  to  pay  cash  for  his  stock  of 
merchandise,  which  means  lower  prices 
to  merchant  and  customer,  and  closer 
prices  mean  a  bigger  volume  of  busi- 
ness in  our  home  store  and  city. 


COMPLETENESS     OF     STOCK     THE 
BEST  ARGUMENT 

Having   the   Goods    Demanded   the   Best 

Way  of  Meeting  Competition.  Value 

of    a    Cash    and    Credit    Price. 

The    Place    of    Advertising 

By   C.   W.   Whitman,   Emerson,   Man. 

OUR  experience  is  that  the  foundation 
of  sales  results  in  the  stock  carried. 
We  believe  in  carrying  a  complete  stock 
of  the  goods  our  customers  want.  Have 
you  ever  heard  your  customers  say: 
"Oh  it's  no  use  going  there,  they  never 
have  anything  you  want."  We  believe 
that  much  country  business  goes  to  the 
city  in  lines  that  country  merchants 
overlook  because  they  do  not  realize  the 
demand.  Our  policy  is,  find  out  what 
our  customers  want,  and  what  new  de- 
mands can  be  created,  and  stock  those 
goods. 

The  second  point  we  have  found  worth 
while,  is  to  promptly  obtain  any  item 
out  of  stock.  This  applies  especially  to 
articles  for  which  the  demand  is  not 
heavy  enough  to  keep.  How  does  a 
customer  feel,  on  going  in  one  store  for 
an  article  and  being  told,  "we  are  out" 
with  no  further  offer  of  service,  and 
then  going  to  the  next  store  and  getting 
the  answer,  "we  are  out,  but  we  can 
have  it  down  next  mail."  Which  store 
drives  its  customers  to  the  mail  order 
people?  We  try  to  get  the  reputation 
of  keeping  everything  our  customers 
want,  or  if  out,  of  getting  it  at  once. 

The  next  point  is  giving  discounts  for 
cash.  Our  goods  are  practically  all 
marked  two  prices,  cash  and  credit.  The 
difference  varies  from  5  per  cent,  to  10 
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per  cent.  All  goods  are  charged  at 
charge  price,  but  payment  inside  thirty 
days  gives  our  customer  the  cash  price. 
Our  customers  appreciate  this  as  much 
as  we  do.  Cash  is  worth  money,  we 
make  it  worth  while  for  our  customers 
to  pay  cash,  and  thus  help  keep  business 
at  home. 

Of  course  we  find  it  necessary  to 
successfully  compete  with  mail  order 
prices  on  staples.  And  we  can  compete 
to  a  large  extent,  as  every  hardware 
man  knows.  This  sometimes  leaves  a 
small  margin  but  keeps  business.  This 
year  we  believe  we  have  practically 
eliminated  mail  order  business  in  woven 
and  barbed  wire  fencing,  and  paint.  In 
fencing  especially  we  do  not  keep  a 
stock  but  forward  our  orders  and  buy 
and  sell  for  cash.  We  have  side-tracked 
paint  orders  on  the  way  to  the  post 
office.  These  conspicuous  examples  ap- 
pear to  stand  out  in  our  customers  minds 
and  the  result  is  they  get  the  habit  of 
buying  their  hardware  from  us. 

Another  point  of  importance  necessary 
to  link  up  a  well  assorted  stock,  cash  dis- 
counts and  mail  order  prices  is  adver- 
tising. We  can't  keep  business  at  home 
unless  our  customers  know  what  service 
we  have  to  offer.  They  all  know  what 
the  mail  order  people  have  to  offer. 
Advertising  in  the  local  weekly,  mailed 
circulars,  letters,  etc.,  personal  solici- 
tation all  combine  in  selling  our  goods 
and  services  to  our  customers. 

To  sum  it  up,  we  find  it  necessary  to 
have  the  goods,  to  give  our  customers 
actual  service  in  supplying  what  they 
want,  to  give  equal  value  to  every  one, 
so  that  the  man  who  buys  on  time  pays 
for  it,  and  the  man  who  pays  cash 
doesn't,  and  to  let  our  customers  know 
about  the  goods  and  services  we  have  to 
offer. 


New  Customs  Ruling 

Not  More  Than  25  Per  Cent,  to  be  Added  to  Market  Value  of 

Goods  at  Time  of  Purchase  When  Imported  Within 

Nine  Months — Result  of  Importers' 

Protest  a  Year  Ago. 


Opportunity   waits    for    the    merchant 
who  is  ready  to  seize  it. 


A  CUSTOMS  Regulation  that  has 
just  been  issued  recognizes  to  a 
certain  extent  a  contention  made 
by  Canadian  importers  about  a  year 
ago  when  they  protested  to  the  depart- 
ment against  paying  duty  on  the  price 
of  goods  based  on  the  market  value  at 
the  time  of  shipment.  They  maintained 
that  they  should  pay  duty  on  the  "con- 
tract" price  which  may  have  been  fixed 
six  or  eight  months  before.  The  Cus- 
toms Department  has  given  in  to  the 
extent  that  not  more  than  twenty-five  per 
cent,  shall  be  added  to  the  purchase  value 
to  represent  the  advance  in  price  in  the 
meantime. 

The  Regulation 

"During  the  period  of  the  war,  until 
otherwise  ordered,  Customs  duties  on 
imported  goods  subject  to  an  ad  va- 
lorem rate  may  be  accepted  by  Collec- 
tors of  Customs  in  Canada  at  the  fair 
market  value  of  the  goods  at  the  time 
of  purchase  in  the  country  whence  ex- 
ported directly  to  Canada,  with  an  ad- 
dition to  such  value  of  not  more  than 
twenty-five  per  centum  when  imported 
within  nine  months  from  the  date  on 
which  such  goods  have  been  contracted 
for  or  ordered  to  be  shipped  to  Canada, 
notwithstanding  any  greater  advance  in 
the  value  of  the  goods  prior  to  their 
exportation  to  Canada. 

Rudolphe  Boudreau, 
Clerk  of  the  Privy  Council." 

The  argument  of  the  importers  last 
year  when  the  rule  that  duty  must  be 
paid  on  the  value  "at  the  time  of  ship- 


ment" began  to  be  enforced  strictly  for 
the  first  time,  was  that  this  was  an  in- 
justice to  them.  For  instance,  the  whole- 
salers bought  goods  at  a  certain  contract 
price,  say,  in  April,  and  allowing  for  duty 
on  this  purchase  price,  at  once  turned 
and  disposed  of  these  goods  to  the  re- 
tailer. In  July  or  August  or  later  when 
the  goods  were  being  shipped  they  were 
charged  a  duty  say  of  30  per  cent, 
on  an  increased  valuation  since  the  goods 
were  bought.  If  this  amounted  to  50 
per  cent,  the  extra  duty  would  be  15 
per  cent.,  which  would  wipe  out  the  mar- . 
gin  of  profit,  and  more.  On  a  25  per  cent, 
increase  the  extra  duty  would  add  7% 
per  cent,  to  the  cost  of  the  goods,  for  20 
per  cent,  it  would  be  6  per  cent,  more,  and 
so  on.  The  Department  at  last  consents 
to  a  maximum  increase  of  25  per  cent, 
over  the  purchase  price  when  goods  are 
imported  within  9  months. 

War  conditons  are,  of  course,  the 
occasion  of  the  regulation  being  noticed 
at  all.  In  normal  times  the  two  columns, 
one  for  the  purchase  price  and  the  other 
for  the  "market"  price  at  time  of  ship- 
ment, were  invariably  the  same,  and  the 
average  importer  duplicated  the  figures 
without  a  thought  of  their  significance. 

Win  When  Market  Drops 

The  Customs  authorities  state  that 
when  the  market  is  on  the  downgrade  the 
importer  will  be  paying  only  at  the  lower 
price  when  the  goods  are  being  shipped 
not  at  the  higher  purchase  price.  "May- 
be so,"  the  importer  remarks,  "but  that 
time  is  afar  off." 


HOW  TO  ESTIMATE  YOUR  WALLPAPER  NEEDS 


Height  of  Ceiling 


7  ft. 


8  ft. 


9  ft. 


10  ft. 


12  ft. 


14  ft. 


Yards 


Rolls 


Size  of  Room  Rolls 

8x12  or  10x10 I  9 

8x14  or  10x12 |  10 

12x12  or  10x14 |  11 

12x14  or  10x16 |  12 

12x16  or  14x14 |  13 

14x16  or  12x18 |  14 

16x16  or  14x18 I  15 


Rolls 

10 

11 

12 
13 
14 
15 
16 


Rolls 
11 

12 
14 
15 
16 
17 
18 


Rolls 

Rolls 

Rolls 

Border 

13 

15 

18 

15 

14 

16 

19 

16 

i     15 

18 

20 

18 

16 

19 

22 

19 

17 

21 

24 

20 

19 

22 

26 

22 

20 

24 

28 

23 

Ceiling- 

4 
4 

6 
6 
8 
8 
10 


Deduct  one  single  roll  of  sidewall  for  every  two  ordinary  sized  openings.  The  amount 
of  border  or  ceiling  is  correct  as  indicated  on  the  table. 
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SOMETHING   NEW    FOR   THE   CARDWRITER 

A  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 

By  R.  T.  D.  Edwards 


THE  main  feature  of  this  new  card- 
writing  series  is  to  give  the  card- 
writer,  experienced  or  inexperi- 
enced, new  types  of  letter  .formations, 
and,  while  these  lessons  are  of  an  ad- 
vanced nature,  we  are  endeavoring  to 
make  them  as  beneficial  to  the  beginner 
as  possible.  The  formations  of  these 
alphabets  are  new  to  all  readers,  but 
with  diligent  practice  can  be  formed  just 
as  readily  as  the  simpler  ones  of  last 
year's  lessons. 

The  construction  of  these  alphabets  is 
of  the  most  practical  nature,  one  stroke 
of  the  pen  or  brush  being  all  that  is  ne- 
cessary for  their  formation,  and  they  are 
of  the  most  readable  and  artistic  types. 

The  chart  of  this  lesson  shows  one  of 
the  most  practical  types  for  a  good  class 
of  show  card,  though,  of  course,  this 
formation  is  not  to  be  used  for  sale  pur- 
poses when  a  plainer  formation  is  re- 
quired. 

The  alphabet  has  no  particular  name, 
but  is  partly  script  and  partly  an 
italicized  Roman  alphabet.  This  will  be 
noticed  by  a  close  study  of  the  chart. 

Before  starting  to  practise  this  letter 
formation,  one  should  study  it  thor- 
oughly. There  are  many  features  and 
characteristics  which  appear  and  reap- 
pear throughout  the  whole  alphabet,  and 
when  these  have  been  recognized  and 
carefully  studied,  it  will  assist  one  ma- 
terially in  the  execution  of  the  lesson. 
One  feature  of  this  alphabet  which  ap- 
pears throughout  the  whole  series  is  the 
upturned  points  of  the  lower  ends  of  the 
down  strokes  (note  the  chart).  This  is 
really  the  feature  of  the  alphabet,  and  is 
one  which  adds  quiet  speed  to  its  execu- 
tion, as  it  eliminates  the  finishing  off  of 
the  ends  of  a  stroke  that  is  brought  down 
even  with  the  guide  line.  Another  not- 
able feature  is  that  many  of  the  strokes 
commence  pointed,  instead  of  a  heavy 
brush  width,  as  in  the  previous  alphabet. 
This  also  adds  great  speed  to  the  work. 

Practice  Work 

In  order  that  the  best  results  may  be 
attained,   it   is    desirous    that   tools    and 


colors  be  in  the  best  of  condition.  Here 
is  a  little  review  that  will  probably  assist 
the  cardwriter  and  also  be  of  great  value 
to  the  beginner. 

Cardwriters'  black,  or  color  of  any 
kind,  is  inclined  to  settle  to  the  bottom, 
so,  with  a  small  wooden  ladle,  this  should 
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be  thoroughly  mixed  before  using.  If 
the  color  is  too  thick,  add  small  portions 
of  water  until  the  proper  flowing  con- 
sistency is  reached.  It  is  best  to  keep  all 
color  covered  to  avoid  evaporation.  If 
one  has  been  faithful  in  keeping  brushes 
thoroughly  clean,  they  should  last  a  long 
time;  but  if  the  color  is  allowed  to  dry 
in  them,  it  has  a  tendency  to  loosen  the 
hair  from  the  ferrule. 

Do  not  dip  the  brush  into  the  color 
deep  enough  to  touch  the  ferrule;  then 
work  it  back  and  forth  on  a  piece  of 
waste  cardboard  or  glass  until  the  brush 
is  the  desired  width  and  the  color  flows 
from  it  freely.  Lay  out  the  practice 
work  minutely  with  a  lead  pencil  and 
ruler,  as  shown  in  Fig.  1.  Rule  the  guide 
lines  about  two  inches  apart,  and  the 
middle  guide  line  about  two-thirds  the 
distance  from  the  bottom  line.  In  order 
to  get  a  uniform  slant  to  all  the  letters, 
angler  lines  should  be  drawn  as  indi- 
cated. These  should  always  be  used  at 
first  when  practising  slant  letters,  but  as 


one  becomes  more  proficient  they  can  be 
discarded. 

The  top  line  of  Fig.  1  shows  four  dif- 
ferent sets  of  strokes,  which  appear  fre- 
quently in  the  upper  case  alphabet  shown 
in  the  chart.  All  the  strokes  in  the  alpha- 
bet should  be  practised  in  this  manner 
as  many  times  as  is  necessary  to  make 
them  perfectly. 

The  lower  line  shows  four  strokes 
that  appear  frequently  in  the  lower  case 
alphabet,  and  which  need  much  practice. 

When  all  is  ready  for  work,  place  the 
card  on  the  slant  top  desk  with  the  bot- 
tom of  the  card  turned  to  the  right.  This 
assists  one  to  make  the  slant  letter 
easier.  Work  should  be  done  with  a  free 
arm  movement  without  cramping  the 
fingers. 

To  get  the  best  results  in  forming 
these  letters  hold  the  brush  as  indicated 
in  Fig.  2,  and  keep  the  elbow  more  to 
the  right.  This  turns  the  brush  in  such 
a  position  as  to  enable  the  placing  of 
narrow  and  wide  strokes  in  the  desired 
position. 

THE  CHART 

Upper  Case 

"A"  shows  much  room  for  practice,  as 
it  contains  four  separate  strokes,  al- 
though strokes  2  and  4  are  similar. 
Stroke  3  of  the  letter  "B"  will  require  a 
great  deal  of  practice  in  order  to  make 
it  easily. 

Stroke  2  of  "C"  is  similar  to  the  same  . 
number  in  the  previous  letter.    Practise 
the  long  sweeping  stroke  1  often. 

"D"  shows  a  much  different  formation 
to  any  "D"  we  have  previously  shown. 
Stroke  2  is  the  hardest,  and  should  be 
practised  many  times.  It  starts  at  the 
top  with  the  full  width  of  the  brush,  and 
gradually  narrows  as  it  comes  down. 

It  will  be  found  that  "E"  needs  much 
practice  to  get  the  effect  required. 

Strokes  2,  3,  and  4  must  be  given  spe- 
cial attention  (note  the  relation  they 
bear  to  one  another). 

"F"  has  one  less  stroke  than  the  "E."' 
Practise  stroke  1  many  times. 

Strokes  2  and  4  of  "G"  are  of  similar 


Stroke     I  of  "A 


Stroke    I  or  R 


Stroke    3  of  Q" 


Stroke     I  of  "F 
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formation.  It  will  be  found  that  this 
entire  letter  will  need  a  lot  of  attention. 

All  the  strokes  in  the  "H"  have  been 
used  in  previous  letters.  Note  that  stroke 
3  is  nearer  the  top  of  the  letter  than  the 
bottom. 

"I"— This  stroke  is  shown  in  the  "H." 

"J's"  formation  is  a  little  different,  as 
stroke  1  curves  in  the  opposite  direction. 
Much  practice   is   required   on  this   one. 

Note  that  strokes  2  and  3  of  "K"  join 
stroke  1  nearer  the  top  than  the  bottom. 
This  entire  letter  should  be  practised 
many  times. 

"L"  is  the  same  formation  as  is  found 
in  "E."    It  is  the  1  and  4  combination. 

Strokes  1  and  4  of  "M"  are  the  same, 
while  2  and  3  are  the  wide  and  narrow 
variety.    Practise  many  times. 

"N"  also  shows  the  same  two  outside 
strokes  as  the  "M."  Both  of  these  letters 
will  require  much  attention.  (Note  where 
the  narrow  parts  of  this  letter  come.) 
This  is  unlike  a  Roman  formation,  where 
the  two  narrow  sections  come  directly  at 
the  top  and  bottom. 

Stroke  3  of  "P"  is  the  only  new  stroke 
in  the  letter,  and  it  requires  much  prac- 
tice in  order  to  properly  master  its 
formation. 

"Q"  is  just  a  repetition  of  the  "0," 
with  stroke  4  added.     Practise  often. 

In  "R"  is  shown  the  same  letter  as 
"P,"  with  stroke  4  added.  This  combina- 
tion of  strokes  requires  a  lot  of  practice, 
in  order  that  it  may  be  perfected. 

"S"  is  a  similar  formation  as  we  have 
shown  in  some  previous  alphabets,  ex- 
cept that  it  is  slanting  to  the  right. 
Practise  this  letter  often,  as  it  is  one 
that  is  used  frequently. 

Both  the  "T"  strokes   occur  in  other 


letters,  and  stroke  1  makes  a  good  prac- 
tice stroke. 

The  two  strokes  which  form  the  "U" 
are  similar  to  those  of  the  letter  "H." 
Stroke  1  is  made  a  little  longer  in  order 
to  join  up  with  stroke  2. 

Strokes  1  and  2  of  "V"  are  entirely 
new  ones,  and  need  much  practice,  espe- 
cially stroke  2. 
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"W"  is  the  same  as  the  "V,"  with 
stroke  1  added.     Practise  often. 

The  "X"  is  a  three-stroke  letter,  stroke 
1  being  at  a  different  angle  to  similar 
strokes  throughout  the  alphabet. 

Stroke  1  of  "Y"  appears  often.  For 
variety  sake  this  stroke  is  brought  down 
below  the  others,  but  this  is  not  neces- 
sary. The  letter  can  be  made  shorter 
with  stroke  3  resting  on  the  lower  guide 
line. 

"Z"  shows  many  new  lines  which  need 
a  lot  of  practice. 

The  lower  case  alphabet  shows  several 
strokes  which  do  not  appear  in  the  up- 
per case  formation,  and  which  demand 
a  lot  of  time  in  practice. 

The  more  practice  work  given  these 
the  better;  but  as  the  majority  of  the 
strokes  used  are  ones  similar  to  those  in 
the  upper  case  alphabet,  they  do  not  re- 
quire individual  explanation. 

The  numerals  are  not  difficult. 

In  last  month's  lesson  we  gave  a  good 
demonstration  of  the  use  of  the  tooth 
brush  for  decorating  the  show  card,  and 
this  month  we  are  continuing  the  work, 
as  shown  in  Fig.  3.  This  work  is  known 
as  spatter  drawings,  and  is  a  quick  way 
of  obtaining  a  stippled  effect.  In  all 
cases  it  is  necessary  to  use  stencils. 
First  make  the  drawing  on  a  heavy 
Manila  paper  and  then  cut  out  the  por- 
tion you  wish  to  stipple  with  a  sharp 
knife.  This  is  then  a  stencil  and  should 
be  laid  flat  on  the  card  with  small 
weights  and  pins.  It  is  important  that 
the  stencil  be  kept  tight  to  the  surface  to 
insure  a  clean  cut  outline.  Holding  the 
tooth  brush  in  the  left  hand  with  a  small 
stick  in  the  other,  dip  the  stick  in  your 
pen  ink  and  draw  it  gently  over  the  ends 
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of  the  bristles  of  the  tooth  brush,  mak- 
ing sure  to  hold  the  brush  close  to  the 
card.  Repeat  this  operation  until  the 
drawing  is  complete. 

In  Fig.  3  are  shown  a  few  illustrations 
which  will  assist  in  doing  this  work. 

"A"  shows  the  word  "styles."  This 
was  done  in  the  usual  way  with  black 
ink  and  afterwards  shaded  with  a  black 
pen  stroke.  There  are  many  other  color 
combinations  which  can  be  used  with 
good  effect,  such  as  blue  ink  with  a  black 
or  dark  blue  shading,  brown  ink  with  a 
black  or  dark  brown  shade,  or  green  ink 
with  a  black  or  dark  green  shade.  The 
word  styles  is  only  given  as  a  demonstra- 
tion, and  any  other  word  or  words  can 
be  made  into  a  stencil  in  the  same 
manner. 

"B"  shows  a  dainty  scroll  work,  which 
can  be  used  in  many  ways  on  the  show 
card.  Many  different  color  combinations 
can  be  used  to  suit  the  card  on  which  it 
is  to  be  used. 

"C"  shows  a  two-tone  drawing  of  a 
star.  First  make  a  drawing  of  a  star 
as  shown,  marking  it  out  plainly  with  a 
pencil.  Make  a  stencil  of  half  the  star 
by  cutting  out  only  the  portions  which 
are  shown  as  dark  on  the  drawing.  When 
this  is  stippled  on  the  card,  the  stencil 
can  be  turned  over  and  made  to  fit  on 
the  other  part  of  the  star.  This,  as  can 
be  seen,  gives  the  drawing  an  embossed 
effect,  and  many  different  color  combina- 
tions can  be  used  effectively. 

"'D"  shows  another  two-tone  spatter 
drawing,  made  with  the  tooth  brush. 
This  is  only  one  of  the  many  drawings 
which  can  be  obtained  from  journals, 
which  will  be  of  great  aid  in  this  work. 
This  drawing  was  simply  pasted  on  stiff 
paper,  and  cut  out  with  a  sharp  stencil 
knife,  thus  saving  much  time  with  an 
effect  just  as  good.  The  round  back- 
giound  stencil  is  first  applied  quite  light- 
ly and  the  tiger  is  put  on  much  heavier. 
*E" — This  small  floral  drawing  is  ex- 
ceptionally adaptable  to  this  season  of 
the  year,  and  is  very  easily  made,  two 
siyuII  stencils  beine:  all  that  is  required. 
The  flower  should  be  made  pink  and  the 
leaf  green,  with  a  black  outline  and  stem. 
Tie  accompanying  cards  give  a  fair 
idea  of  how  the  alphabet  in  this  month's 
lessox  appears  when  in  use.  These  cards 
do  net  illustrate  work  which  has  taken 
hours  to  execute,  but  cards  that  were 
made  in  a  very  short  time,  and  they 
illustrate  how  fancy  cards  can  be  made 
quickly  and  effectively. 


CHIEF  SOURCES  OF  INSPIRATION. 

To  sun  up  the  chief  sources  of  in- 
formatioi  which  I  have  found  retailers 
using  in  building  more  interesting  and 
better   advertisements   they   are: 

1.  Advertisements   of  other  stores. 

2.  Visits  to  other  stores  in  other 
cities. 

3.  Trade  paper  advertisements  and 
editorial  mater. 

4.  Consuner  advertisements  inserted 
by  manufacturers. 

5.  Mail  orcer  house  catalogues. 

6.  Viewpoins  of  salespeople  (younger 
men,  women,  ec.). 

7.  Sales  talk?  by  clerks. 


8.  Comments  of  customers  when  in 
the  store. 

9.  Traveling  salesmen. 

10.  Trips  to  market. 

11.  Public  libraries. 

One  of  the  things  in  this  old  world 
which  a  man  can  have  his  fill  of — and 
no  one  will  care  how  much  he  carries 
away — is  knowledge,  education.  And  the 
retail  merchant  who  is  alert  is  educat- 
ing himself,  then  using  his  advertising 
for  the  purpose  it  ought  to  serve — as  a 
"system  of  education,"  in  the  words  of 
Mr.  Kingsbury. 

It  is  up  to  the  rest  of  us  to  inspire  him 
to  want  to  know,  then  to  give  him  the  in- 
formation. Most  of  us  are  top-heavy 
with  inspiration.  As  a  matter  of  fact, 
the  right  sort  of  information  carries  its 
own   inspiration. — Frank   Stockton. 

Don't  judge  a  green  applicant  for  a 
job  entirely  by  what  he  does  not  know. 
What  he  wants  to  know  is  more  im- 
portant. 

Soft  snaps  come  only  with  hard  work. 

A  good  all-round  man  can  be  on  the 
square. 

A  beam  in  the  hand  is  worth  two 
motes  in  the  eye. 

A  part  of  knowledge  is  in  knowing 
what  not  to  know. 

It  is  generally  the  poorest  workman 
who  feels  he  is  too  good  for  his  job. 

Luck  will  do  a  lot  for  a  man,  but  it 
generally  balks  at  pushing  him  up  hill. 


OPPOSE  FREIGHT  ADVANCE 

The  railways  found  solid  opposition  at 
the  hearings  before  the  Board  of  Rail- 
way Commissioners  held  at  Winnipeg 
last  week,  for  the  purpose  of  considering 
a  proposed  freight  increase  of  15  per 
cent.,  and  a  new  freight  classification. 
Representatives  of  every  important  in- 
dustry in  Winnipeg  presented  evidence 
of  a  convincing  character  against  the 
increase  and  in  many  cases  the  proof  was 
so  strong  as  to  indicate  paralysis  of  busi- 
ness in  certain  lines.  So  many  witnesses 
had  to  be  heard  on  the  subject  of  revis- 
ing the  demurrage  rules  and  on  the  re- 
classification plan  that  the  commission 
was  not  able  to  take  up  the  percentage 
increase  asked  by  the  roads.  It  was 
shown  by  nearly  every  industry  that  the 
proposed  new  classification,  in  itself,  was 
an  increase  in  rates  more  to  be  feared 
than  the  percentage  increase.  On  the 
demurrage  question  all  shippers  stood 
firmly  for  an  equitable  rate,  but  none 
believed  the  $3  a  day  as  a  starter  after 
the  two  free  days  was  justifiable.  The 
Canadian  Manufacturers'  Association 
approved  of  the  proposed  increase  in 
freight  rates. 

SALESMANSHIP 

When  you  aim  to  sell  a  hobby  horse 
put  the  child  on  it. 

When  selling  a  toy  gun  put  it  in  the 
hands  of  the  boy. 

When  selling  a  doll  see  that  the  little 
girl  has  a  chance  to  caress  it. 

This  creates  the  desire  for  ownership 
and  clinches  the  sale. — From  "Play- 
things". 
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JAPAN'S  TOY  TRADE 

Japan's  trade  in  toys  in  1916  was  over 
four  times  as  great  as  in  1912.  Its  total 
value  in  the  former  year  was  $915,000; 
in  the  latter  it  was  $3,800,000.  Exports 
of  Japanese  toys  to  the  United  States 
rose  in  value  from  $314,000  in  1912,  to 
$1,090,000  in  1916. 

American  buyers  now  in  Japan  state 
that  the  great  prosperity  of  the  Japanese 
toy  industry  will  not  outlast  the  war,  as 
the  Japanese  article,  they  say,  is  infer- 
ior to  European  toys.  But  it  is  acknow- 
ledged that  the  Japanese  will  probably 
keep  a  good  part  of  the  increased  toy 
trade,  especially  in  the  lower  grades  of 
toys,  which  cheapness  of  labor  and  other 
conditions  allow  them  to  produce  at  low 
cost.  A  skilled  Japanese  toymaker  re- 
ceives a  daily  wage  of  only  37  cents  and 
overhead  charges  are  limited  because 
many  of  the  toys  are  made  by  the  work- 
ers at  their  homes. 


TAKING  GOODS  ON  CONSIGNMENT 

(Continued  from  page  33.) 
have  no  more  moral  right  to  take  their 
goods  out  of  a  stock  than  has  any  other 
unpaid  vendor  of  goods  who  can  identify 
the  goods  sold  by  him. 

Few  merchants  would  care  to  have  any 
kind  of  a  lien,  charge  or  agreement  re- 
gistered against  their  stock.  It  would 
hurt  their  credit  and  considerably  inter- 
fere with  their  business;  and,  besides, 
no  good  reason  can  be  advanced  why  a 
firm  selling  on  consignment  should  stand 
on  any  higher  plane  than  a  firm  selling 
on  credit  in  the  ordinary  way. 

The  subject  of  consignment  goods  has 
many  other  legal  aspects  which  I  might 
have  discussed,  but  have  refrained  from 
so  doing  because  they  do  not  particu- 
larly interest  the  retail  merchant.  In 
closing,  I  wish  to  state  that  some  lines 
of  goods,  especially  seeds,  could  hardly 
be  handled  in  any  other  way  than  by 
consignment  for  sale  on  commission. 
Such  exceptions  have  no  bearing  on  the 
general  advice  here  given.  And  now, 
finally,  I  do  not  wish  to  be  understood  as 
advising  merchants  not  to  handle  goods 
on  consignment  provided  they  get  a 
square  deal. 


The  death  recently  of  Mr.  Leopold  de 
Rothschild  recalls  a  good  story  that  used 
to  be  told  concerning  his>  generous  treat- 
ment of  an  old  hansom  cab  driver  who 
always  took  him  to  his  office  in  the 
morning  and  back  home  again  at  night, 
and  whom  he  rewarded  on  each  occasion 
with  five  shillings,  the  legal  fare  being 
only  one. 

Once  it  happened  that  old  Baron  de 
Rothschild— "Mr.  Leo's"  father  —  took 
the  cab  which  was  waiting  for  h:s  son, 
and  at  the  end  of  the  journey  rewarded 
the  driver  with  eighteenpence. 

"Beg  pardon,  my  Lord,"  said  the  dis- 
appointed cabby.  "Mr.  Leopold  always 
gives  me  five  shillings!" 

"Very  likely,"  said  the  old  Baron.  "He 
can  afford  it.  He's  got  a  rich  father;  I 
haven't." 


Increasing  Kodak  Sales  Five  Hundred  per  cent. 

Remarkable  Success  of  the  "Kodak  Club"  Method  of  Selling  Cameras  —  Over  250 

Sold  Within  a  Year  at  $12  Each. 


RUSSELL  LANG  &  CO.,  Winnipeg, 
were  afraid'  when  the  war  broke 
out  that  they  were  going  to  lose 
their  kodak  trade,  which  was  consider- 
able. It  was  natural  to  expect  that  there 
would  be  a  falling  off  in  this  business, 
but  by  using  unusual  methods,  instead  of 
there  being  a  decrease,  there  was  an  in- 
crease in  their  sales  of  over  500  per  cent. 
They  argued  that  their  business  must 
come  from  young  men  and  women  earn- 
ing in  the  neighborhood  of  fourteen  or 
fifteen  dollars  a  week,  and  that  instead 
of  expecting  to  do  business  on  the  cash 
basis,  they  must  offer  some  unusual  in- 
ducement. It  was  decided  to  form  a  kodak 
club,  and  this  fact  was  made  very  plain 
through  means  of  window  displays  and 
prominent  cards  calling  on  the  public  to 
"Join  Our  Kodak  Club?"  The  club  con- 
sisted of  people  who  were  willing  to  sign 
an  agreement  to  the  effect  that  they 
would  buy  a  camera  and  pay  $1.00  down 
and  $1.00  per  week,  or  whatever  the  per- 
son could  pay. 

A  contract  form  was  filled  in,  the  cus- 
tomer agreeing  that  the  kodak  would  re- 
main the  sole  property  of  Russell  Lang  & 
Co.  until  payments  were  all  made.  In 
consideration  of  this  they  allowed  the 
customer  the  use  of  it,  but  no  attempt 
was  to  be  made  to  dispose  of  it  or  allow  it 
out  of  the  customer's  possession  until 
entirely  paid  for. 

On  the  contract  there  were  spaces  for 
the  signature,  home  address,  and  busi- 
ness address.  The  latter  was  necessary, 
as  in  cases  where  payments  were  not 
made,  it  was  easy  to  get  in  touch  with 
the  party  in  the  city  by  telephone.  Under 
such  an  arrangement  it  was  natural  to 
expect  that  a  loss  would  be  suffered,  and 
that  some  people  would  disappear  with 
the  camera  before  they  had  paid  for  it. 
In  order  to  make  an  allowance  for  this 
possible  loss,  an  extra  dollar  was  added 
to  the  cost  of  the  camera.  They  spe- 
cialized on  an  eleven  dollar  camera, 
which  was  considered  about  the  price  the 
average  person  would  pav.  and  the  con- 
tract was  made  out  for  $12.00. 

Sold  Over  250  Cameras 

The  fact  that  they  sold  over  250  cam- 
eras in  the  first  year  showed  that  the 
scheme  was  a  success.  However,  out  of 
this  large  amount  only  twelve  cameras 
were  lost,  and  some  of  these  had  been 
partly  paid  for.  As  the  firm  netted  over 
$250.00  extra  for  the  cameras  sold,  they 
did  not  lose  anything  on  the  deal. 

Great  care  was  exercised  in  choosing 
people  who  could  be  trusted  to  live  up 
to  the  conditions  of  this  contract.  How 
careful  they  were  can  be  erathered  from 
the  fact  that  in  one  month  out  of  forty 
applicants,  only  a  little  over  twenty  were 
accepted.  The  custom  was  to  ask  for 
some  reference.     This   is  a  matter  that 


can  always  be  dealt  with  carefully,  with- 
out annoying  the  customer. 

It  was  customary  for  a  person  to  give 
the  name  of  a  firm  where  he  or  she  was 
employed.  The  parties  were  called  up, 
and  the  answer  would  usually  be  "oh, 
yes,  he  is  a  pretty  straight  chap,  and 
you  can  trust  him  with  anything."  Or 
the  reply  might  be  to  the  effect  that  the 
applicant  had  been  buying  a  lot  of  things 
on  that  basis,  and  might  be  risky. 

Did  Not  Annoy  Customer 

In  cases  where  it  was  agreed  to  sell  a 
camera,  the  customer  was  told  that  the 
reference  had  been  looked  up  and  the 
firm  had  spoken  very  highly  of  him.  This 
made  the  customer  feel  good.  If  the  re- 
sult had  been  otherwise,  it  was  easy  to 
inform   the  customer   that  they   did  not 


This  year  instead  of  taking  an  eleven 
dollar  camera,  they  have  concentrated  on 
a  more  expensive  one.  While  they  have 
not  sold  as  large  a  number,  they  expect 
to  sell  at  least  two  hundred  this  year, 
and  at  the  higher  price  the  volume  of 
money  spent  will  be  much  larger. 

Under  this  system  it  is  necessary  to 
keep  after  the  customers  occasionally  so 
that  they  will  keep  up  with  their  pay- 
ments. This  work  is  usually  given  to 
one  of  the  clerks  on  a  rainy  day  when 
business  is  slack,  calling  up  each  one  at 
home  or  at  business  office,  as  the  case 
may  be.  Invariably  the  customer  offers 
to  come  down  the  following  morning, 
and  expresses  regret  that  the  payments 
have  been  neglected.  A  day  on  the  tele- 
phone like  this  usually  brings  in  a  large 
crowd  of  people  the  following  mornine 
and  that  helps  to  stimulate  business. 


Date 

I  hereby  agree  to  purchase  from  Russell  Lang  &  Co.,  Ltd.,  an  Eastman  Kodak  No 

known    as    their    ,. 

I  agree  to  pay  $ down   and  $ per  week   for    weeks, 

making   a   total   of   $ 

This  Kodak  is  to  remain  the  sole  property  of  the  saifl  Russell  Lang  &  Co.  until  payments 
are  completely  made  by  me.  In  consideration  of  Russell  Lang  &  Co.  letting  me  have  the 
use  of  it  I  will  not  attempt  to  dispose  of  it  or  allow  it  out  of  my  possession  until  entirely 
paid   for. 

Signed    

My    home    address     

My    business    address    


wish  to  let  any  more  cameras  out  on  that 
basis  just  now,  without  giving  the  im- 
pression the  employer  had  given  an  ad- 
verse decision.  In  almost  every  case  it 
was  possible  to  let  customer  go  away 
without  feeling  displeased. 

The  sale  of  the  camera  was  not  the 
most  important  feature.  Every  person 
who  bought  a  camera  also  bought  a  roll 
of  films  for  Sunday.  They  probably 
spoiled  them,  but  this  only  meant  another 
roll  later  on;  then  there  was  the  develop- 
ing and  the  making  of  prints,  which  all 
meant  extra  business.  Very  few  people 
went  elsewhere  for  their  supplies.  They 
seemed  to  think  that  now  they  were 
members  of  the  camera  club,  it  was 
necessary  and  incumbent  upon  them  to 
buy  their  supplies  in  the  store.  Further- 
more the  customer  invariably  wandered 
through  the  store  and  bought  either 
books  or  stationery.  The  sales  of  photo- 
graphic supplies  has  also  jumped  up. 
They  have  sold  more  tags  this  year  than 
ever  before  in  their  history. 
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Extemporized  Backgrounds 

So  often  is  a  background  extemporized 
out  of  a  shawl  or  a  blanket,  that  it  is 
surprising  that  this  very  simple  rrethod 
of  concealing  all  creases,  irregulrrities, 
etc.,   in   such   a   ground   is  not  usd  far 
more  often.    It  can  be  described  h  three 
words — Shake  the  background.    Portraits 
are  usually  time  exposures,  and  i'  is  easy 
enough  to  get  some  third  party  to  keep 
the  background  moving  during  che  time 
of  exposure,  so  that  all  texture  md  other 
details  on  it  will  be  invisible  aid  will  bel 
in    smooth    even    tint.  If    thee    is    notl 
third    party   to   do   what    is   squired,    al 
string   may    be     fastened     to   the    polel 
which  carries  the  backgrounc  and  gives| 
a  few  sharp  pulls. 


Big  successes  have  been  nade  in  smail| 
towns,  because  men  realizec  this  truth. 

If  business  is  worth  haviig,  it  is  worth| 
going  after.     The  more  r  merchant  re- 
alizes this  fact,  the  hard<r  he  will  work] 
for  it — that  is,  providing  he  wants  busi-f 
ness  enough  to  will  it. 


THE  NEW  ERA  IN  CANADA. 

A  new  Canadian  book  of  extraordinary 
interest  is  "The  New  Era  in  Canada." 
This  volume  includes  a  series  of  contri- 
butions by  noted  Canadians.  The  first  is 
"Democracy  and  Social  Progress,"  by 
Stephen  Leacock,  who  contributes  also 
"Our  National  Organization  for  War." 
The  other  contributions  are:  "The  Foun- 
dations of  the  New  Era,"  by  Sir  Clifford 
Sifton;  "Our  National  Heritage"  by 
Professor  Adams  of  McGill  University; 
"Immigration  and  Settlement,"  by  Sir 
John  Willison;  "East  and  West,"  by  Sir 
Edmund  Walker;  "National  Ideals  in  In- 
dustry." By  G.  F.  Beer  of  Toronto; 
"Canadian  National  Unity,"  by  the  Arch- 
bishop of  Toronto;  "Women  and  the 
Nation,"  by  Marjory  MacMurchy;  "The 
Bi-Lingual  Question,"  by  Professor 
Wrong  of  Toronto  University;  "Our 
Future  in  the  Empire:  Central  Author- 
ity," by  A.  J.  Glazebrook,  Canadian  edi- 
tor of  the  Round  Table  Magazine;  "Our 
Future  in  the  Empire:  Alliance  Under 
the  Crown,"  by  J.  W.  Dafoe;  "Some 
Thoughts  on  the  Suffrage  in  Canada,"  by 
Mrs.  Plumptre;  "Public  Opinion  and  Po- 
litical Life,"  by  Peter  McArthur;  "The 
Better  Government  of  Our  Cities,"  by 
Principal  Miller  of  Ridley  College;  "The 
Outlook  for  Religious  Faith,"  by  Dr.  Sy- 
monds  of  Montreal. 

The  purpose  of  the  book  is  to  arouse  an 
interest  in  the  great  problems  confront- 
ing Canadians  as  a  nation;  second,  to 
urge  willing  service  to  the  state  and  to 
point  out  opportunities  for  that  service. 

"THE  NEXT  OF  KIN." 

In  the  foreword  of  her  new  book, 
"Next  of  Kin,"  Nellie  L.  McClung,  tells 
how  she  came  to  write  it;  how  the  wo- 
men of  a  country  neighborhood  where  she 
was  speaking  for  the  Red  Cross  at  an  in- 
formal meeting  afterwards  as  they  sat 
around  the  stove  discussed  the  wo- 
man's outlook  on  the  world  at  the  present 
time  and  expressed  the  wish  that  it  be 
written  down  as  a  record  for  the  years 
to  come,  a  plain  story  without  frills  or 
varnish,  showing  how  war  looks  to  wo- 
men. 

The  result  is  a  very  human  book,  writ- 
ten mostly  in  the  first  person,  but  in  it 
the  author  tells  many  stories  besides  her 
own.  She  shows  how  the  war,  with  its 
searching  tests,  has  revealed  the  heroism 
in  many  of  our  people,  whose  dull  grey 
lives  seamed  to  be  utterly  devoid  of  spir- 
itual passion.  Also  how  pitifully  some  of 
those  who  appeared  to  be  the  bravest 
have  fallen  back  when  the  real  test  came. 


The  stories  cover  a  wide  range  and  fol- 
low the  line  of  character  sketches 
strongly  and  truthfully  drawn,  and 
touched  with  many  a  fine  flash  of  humor. 
There  is  the  soldier's  wife  who  never  be- 
fore was  able  to  have  her  own  way  and 
went  on  "one  grand  tear  of  fine  clothes, 
theatres,  and  late  suppers  and  said  that 
she  hoped  the  war  would  last  forever," 
There  is  the  Slacker  in  uniform,  whom 
unfortunately,  we  all  know,  who  parades 
the  streets,  so  neat  and  trim,  and  lets 
the  days  pass  in  idleness  while  the  war 
drags  wearily  on,  and  the  call  for  men 
grows  more  and  more  urgent. 

A  ROUND  THE  WORLD  CRUISE 

Frank  Carrel  is  ever  a  man  of  energy 
and  action.  His  life  is  lived  intensely. 
Easy  chairs  are  not  his  lure.  He  is 
broad-minded,  which  means  that  his  life 
is  not  being  lived  selfishly  or  narrowly. 
He  is  a  citizen — a  man  bearing  seekingly 
the  full  burden  which  fine  citizenship  im- 
poses— Also,  Mr.  Carrel  is  a  man  of  cul- 
ture— this  by  reading,  study  and  travel. 

Understanding  all  this,  one  can  under- 
stand Mr.  Carrel's  book,  recently  pub- 
lished, "A  Round  the  World  Cruise."  This 
book  is  the  well-written  record  of  a  cruise 
taken  by  Mr.  Carrel,  with  land  journeys 
added.  The  world  tour  began  at  Quebec, 
by  rail  to  San  Francisco.  Then  Honolulu 
was  visited,  then  Japan.  From  Japan, 
China  was  visited.  Manila,  Java,  Ran- 
goon, Burmah,  India  and  Egypt  were 
visited. 


BEST  SELLING  BOOKS 
IN   CANADA 

BEST   SELLERS    IN    CANADA. 

Fiction. 

1— Red   Planet.    Wm.  J.   Locke 88 

2— The  100th  Chance.  Ethel  M.  Dell.  56 
3— Mr.    Brittling    Sees   It   Through.     H. 

G.    Wells    38 

4 — The  Road  to  Understanding.  Porter  34 
5 — The   Light   in   the   Clearing.    Bachel- 

ler     20 

6 — Changing    Winds.      Ervine    20 

Non-Fiction.  , 

"A   Student   in    Arms."      Hankey. 


Mr.  Carrel  in  his  book  shows  himself 
to  be  an  ideal  tourist.  His  mind  was 
alert,  inquisitive,  observant.  It  has  that 
hungering  quality  that  demands  ample 
information,  that  is  not  satisfied  with 
superficial  knowledge  or  by  the  intakings 
of  mere  eyesight.  And  the  result  has 
been  a  book  extremely  rich  in  informing 
material  and  the  records  of  intelligent, 
wide-eyed  and  penetrating  observation. 

This  volume  by  Mr.  Carrel  was  a  labor 
of  love.  In  it  he  sets  down  minutely  the 
sights,  impressions  and  gleanings  of  his 
journeying.  He  has  recorded  history  and 
incident  agreeably,  and  made  his  book  a 
really  valuable  contribution  to  the  library 
of  travel.  Those  planning  to  visit  the 
same  cities,  lands  and  scenes  as  did  Mr. 
Carrel  will  find  in  the  author's  book  the 
material  necessary  for  their  more  com- 
plete appreciation  and  enjoyment  of  what 
they  will  see. 

Mr.  Carrel  writes  easily — his  is  the  pen 
of  a  ready  writer.  There  is  no  attempt  to 
do  fine  writing.  The  style  is  narrative. 
Yet  this  book  is  well  written,  and  never 
collapses.  Japan,  Java  and  India  are 
dealt  with  at  length. 

Mr.  Carrel  has  made  his  book  a  more 
vivid  and  revealing  volume  by  the  in- 
corporation of  many  excellent  photo- 
grophic  illustrations,  well  engraved  and 
printed.  Incidentally  it  is  to  be  remark- 
ed that  the  volume  as  a  piece  of  book- 
making  is  well  produced. 


SOME  COW! 

(From    a    Southern    Weekly) 

For  Sale:  A  good  milk  cow  giving 
about  three  gallons  of  milk,  also  two 
tons  of  hay,  a  wheelbarrow  and  a 
Democrat  wagon. 


FRANK   CARREL 

Publisher  of  the  Quebec  Telegraph,  and 
author  of  "A  Round  the  World  Cruise," 
which  is  reviewed  on  this  page. 
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Reporter:  Dil  you  ever  get  $1  a  word 
for  what  you  wrote?  Author:  Once  I 
wrote  "Please  remit,"  and  a  fellow  paid 
me  $2  that  he  owed  me. 


BOOKS  POLLER    AND   STATIONER 


BAB,   A   SUB-DEB 

Mary  Roberts  Rinehart  is  one  of  the 
most  popular  of  American  novelists  and 
of  late  she  has  achieved  a  reputation  as 
a  humorous  writer,  good  prdof  of  which 
is  afforded  by  her  new  book  just  publish- 
ed by  the  Copp,  Clark  Co.,  entitled,  "Bab, 
a  Sub-Deb."  Now,  some  people  will  have 
to  be  told  just  what  a  Sub-Deb  is  before 
they  will  be  able  to  appreciate  what  is 
in  store  for  the  reader  who  delves  into 
this  volume.  It  means  a  girl  "somewhere 
in  her  teens."  The  author  of  "Bunker 
Bean"  calls  her  "a  flapper."  A  Sub-Deb 
is  an  effervescent  and  entertaining  young 
person  just  ready  for  life,  yet  theoreti- 
cally an  onlooker,  because  she  has  not 
made  her  social  debut.  But  this  particu- 
lar Sub-Deb.,  Bab,  was  not  only  an  on- 
looker. She  is  an  adventurous,  romantic, 
loyal,  girl-woman,  intensely  alive. 

Bab  is  a  most  engaging  character — one 
of  the  sort  that  everybody  just  naturally 
loves.  Mrs.  Rinehart  presents  a  girl  who 
has  reached  about  the  same  age  as  the 
principal  of  Booth  Tarkington's  book, 
"Seventeen." 

Not  the  least  point  of  merit  of  this 
book  is  the  work  of  the  illustrator,  May 
Wilson  Preston.  These  illustrations  are 
in  color. 

A  VOCATION  COUNSELLOR 

"Choosing  the  Right  Vocation"  is  the 
title  of  a  new  book  which  comes  from 
Funk  &  Wagnalls  Company.  The  au- 
thor is  a  vocational  counselor,  Holmes 
W.  Merton.  It  is  a  volume  of  over  300 
pages  containing  a  practical  method  of 
self-appraisement  so  that  one  may  learn 
for  what  vocation  in  life  he  or  she  is 
best  qualified.  Over  fourteen  hundred 
professions,  trades  and  occupations  are 
listed,  with  the  possibilities  and  cardi- 
nal requirements  for  success  in  each. 
Every  one  who  thinks  himself  a  square 
peg  in  a  round  hole,  should  have  this 
book.  Young  men  and  women  starting 
out  in  life  may  save  years  of  wasted 
effort  and  bitter  disappointment  by  fol- 
lowing the  instructions  of  this  expert 
vocational  adviser. 

The  book  is  written  so  that  one  may 
learn,  and  make  use  in  his  own  life,  of 
the  expert  knowledge  which  this  author 
has  gained  after  years  of  study  and 
practical  work  in  the  field  of  vocational 
guidance.  In  this  day,  when  the  highly 
organized  efficiency  of  industries  and  of 
nations  is  so  imperative,  this  book  car- 
ries a  message  which  is  not  only  vital 
to  the  individual,  but  one  of  great  im- 
port and  potentiality  to  the  nation  as 
well. 

THE    JUNIUS  TTONTROVERSY 

"Junius  Finally  Discovered,"  is  the 
title  of  a  book  by  W.  H.  Graves,  of  Bir- 
mingham, Alabama,  in  which  it  is  sought 
to  prove  that  Tom  Paine  and  not  Sir 
Philip  Francis  was  the  real  author  of 
the  "Letters  of  Junius."  Facsimiles  of 
leters  are  bound  in  with  the  text  in 
support  of  the  author's  representations. 
The  book  is  dedicated  to  the  "Thomas 
Paine   National   Historical   Association." 


NOTES  ABOUT  NEW  BOOKS. 

A  topical  book  by  Harold  Hodge,  who 
edited  The  Saturday  Review  from  1898 
to  1913,  entitled  "In  the  Wake  of  the 
War:  Parliament  or  Imperial  Govern- 
ment?" is  in  preparation. 

From  London  comes  the  announcement 
for  immediate  issue  of  a  book  by  Ernest 
Psichari,  a  young  French  officer  who  fell 
in  the  early  months  of  the  war,  entitled 
"A  Soldier's  Pilgrimage."  It  is  the  au- 
thor's story  of  his  conversion  from  ma- 
terialism to  the  old  faith  in  the  desert  of 
Sahara,  where  he  had  been  on  Colonial 
service  in  1913.  Apart  from  the  literary 
quality  of  the  book,  it  has  a  piquant  in- 
terest from  the  fact  that  Psichari  was  a 
grandson  of  the  famous  French  unbeliev- 
er, Renan. 

"Cartoons,"  by  Bradley,  is  a  new  book 
of  drawings  by  the  cartoonist  of  The 
Chicago  Daily  News.  There  is  also  a 
biographical  sketch  and  appreciation  of 
Bradley. 

Frederick  Palmer,  war  correspondent 
and  author  of  "My  Year  of  the  Great 
War,"  has  been  appointed  by  Major- 
Pershing  to  his  staff  in  the  Intelligence 
Department,  where  he  will  have  general 
charge  of  the  army's  relations  with  the 
American  press.  The  appointment  car- 
ries the  rank  of  major. 

Mary  Roberts  Rinehart's  "Bab:  a  Sub- 
Deb"  is  now  being  filmed  at  Greenwich, 
Cal.,  by  the  Famous  Players  with  Mar- 
guerite Clark  as  the  Sub-Deb. 

A  trap  for  elusive  pennies  which, 
when  caught,  roll  themselves  into 
pounds,  has  been  devised  in  the  form  of. 
a  conveniently  arranged  expense  account 
book.  "The  Fraser  Budget  for  Personal 
or  Family  Expenses"  provides  a  system- 
atic plan  for  setting  aside  each  month 
from  the  known  income  a  specific  sum 
for  each  class  of  expense.  The  book  has 
spaces  for  daily  and  monthly  records  and 
a  yearly  summary.  It  should  be  of  great 
value  to  housewives  and  families  in  these 
times  of  soaring  prices. 

"You  Are  the  Hope  of  the  World"  is 
the  title  of  a  new  book  by  Hermann 
Hagedorn  which  is  announced  for  imme- 
diate publication.  The  volume  is  an  ap- 
peal to  the  girls  and  boys  of  America, 
pointing  out  that  in  view  of  the  slaughter 
of  the  youth  of  Europe,  they  are  largely 
the  "hope  of  the  world"  in  the  years  to 
come  and  indicating  the  ideals  by  which 
they  should  be  guided  in  the  face  of  this 
responsibility. 

"The  Lady  With  the  Do?"  by  Anton 
Chekhov  is  the  third  volume  in  the  new 
series  of  Chekhov's  tales  translated  from 
the  Russian  by  Constance  Garnett.  The 
two  titles  previously  published  are  "The 
Duel  and  Other  Stories,"  and  "The  Dar- 
ling and  Other  Stories." 

Larry  Evans,  owing  to  illness,  was  un- 
able to  complete  his  book,  "His  Own 
Home  Town,"  so  as  to  have  it  appear  on 
schedule,  so  it  has  been  postponed  for 
autumn  publication. 

The  theatrical  rights  of  Joseph  Con- 
rad's famous  novel,  "Victory,"  have  been 
sold  to  H.  B.  Irving  and  the  play  will  be 
presented  in  London  this  fall.  The  dra- 
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matization  has  been  done  by  Macdonald 
Hastings. 

The  Copp,  Clark  Co.,  report  as  their 
best  sellers  in  fiction  the  following  in  the 
order  named:  "Bab,  a  Sub-Deb,"  "The 
Adventures  of  Jimmie  Dale,"  and  "Mis- 
tress Anne." 

In  non-fiction,  the  best  seller  is  re- 
ported as  Ackerman's  "Germany  the 
next  Republic?" 

Joan  Avanel,  by  Dora  S.  Forgan,  is  a 
recent  addition  to  Fisher  Unwin's  First 
Novel  Library,  and  is  a  credit. to  it. 

"The  Tower  of  Ivory,"  by  Gertrude 
Atherton,  has  been  brought  out  in  a 
shilling  edition,  a  copy  of  which  has 
come  to  BOOKSELLER  AND  STATION- 
ER, from  John  Murray,  the  London  pub- 
lisher. Similar  editions  of  L.  Allen  Har- 
ker's  "Mrs.  Wincherly's  Wards," 
"Freckles,"  by  Gene  Stratton-Porter,  and 
"Loot,"  by  Horace  A.  Vachell,  have  come 
from  the  same  house. 

The  plot  and  characters  of  Mr.  Phill- 
potts'  new  novel,  "The  Banks  of  Colne," 
are  drawn  from  two  intensely  interesting 
industries  of  the  Devonshire  country — 
a  great  flower  nursery  and  landscape 
gardening  concern,  and  the  oyster  fish- 
eries on  the  coast. 

Owen  Johnson,  the  novelist,  was  mar- 
ried on  July  2  to  Cecile  Denis  de  Lagarde, 
who  has  been  in  Red  Cross  service  in 
France  as  a  volunteer  nurse  during  the 
war. 

"Bromley  Neighborhood"  bids  fair  to 
be  Alice  Brown's  best  novel.  The  heroine 
of  the  story  is  Ellen,  a  repressed,  self- 
conscious,  yet  deep  feeling  New  England 
girl,  who  instinctively  shrinks  from 
everything  connected  with  love  but  to 
whom  love  comes  in  an  instant  and  for- 
ever. The  story  is  crowded  with  New 
England  atmosphere  and,  as  its  title  im- 
plies, is  not  merely  the  story  of  Ellen  but 
of  an  entire  New  England  neighborhood. 

ELLA  WHEELER  WILCOX. 

A  London  publishing  house  has  in  pre- 
paration a  selected  series  of  ten  volumes 
of  Ella  Wheeler  Wilcox's  Poems,  in  a 
cheap  binding;  also  "Watchwords,"  in  the 
Langnam  Booklets;  a  French  translation 
of  "The  Bubaiyat  of  Omar  Khayyam"  in 
the  French  Booklets;  two  new  volumes  in 
the  Vest  Pocket  series  of  Dictionaries, 
Nederlandsch-Fransch  and  Francais-Fla- 
mand;  and  "The  Russian  in  Britain"  is  to 
be  added  to  the  Briton  Abroad  Series. 

EMPIRE  TOPICS 

There  is  in  press  a  series  of  books  de- 
signed to  provide  authentic  information 
on  Imperial  matters  which  are  now  com- 
ing up  so  prominently  for  discussion,  and 
which  cannot  be  adequately  debated  or 
properly  decided  without  a  sound  knowl- 
edge of  the  constitution,  history  and  re- 
sources of  the  Empire.  This  will  be 
known  as  "The  Imperial  Studies  Series," 
as  it  will  be  under  the  general  editorship 
of  Dr.  A.  P.  Newton,  the  well-known  Sec- 
retary of  the  Imperial  Studies  Committee 
of  the  University  of  London,  and  is  in- 
tended to  represent  the  many  and  varied 
activities  of  that  influential  body. 


BOOKSELLER     AND     STATIONER 


BARONESS    ORCZY'S   NEW   BOOK. 

Another  new  book  by  Baroness  Orczy, 
entitled  "A  Sheaf  of  Bluebells,"  comes 
from  Briggs.  This  author  is  noted  most 
for  her  famous  Imperial  stories.  To  mea- 
sure the  extraordinary  popularity  of 
those  stories,  it  may  be  mentioned  that 
one  of  these  books  has  reached  its 
314th  thousand.  This  new  tale  is  sug- 
gestive of  the  Pimpernel  tales  in  the  man- 
ner in  which  the  plot  is  worked  out.  It 
is  a  long  and  fascinating  romance  telling 
of  the  intrigues  that  are  necessary  for 
Madame  la  Marquise  de  Mortain  to  em- 
ploy in  her  endeavor  to  control  her  son 
and  to  stop  his  factory  for  the  making  of 
arms. 

ETHEL  M.  DELL. 

"The  Hundredth  Chance,"  by  Ethel  M. 
Dell,  published  by  William  Briggs,  deals 
with  the  marriage  between  the  aristo- 
cratic Maud  Brian  and  Jack  Bolton,  a 
trainer  of  race  horses.  She  accepts  him 
for  what  her  mother  considers  sufficient 
reason,  while  her  affections  are  centered 
on  Lord  Saltash,  who  soon  proposes  to  be 
the  third  in  a  triangle.  As  matters  de- 
velop, Maud  endures  much  and  is  al- 
most morally  shipwrecked.  Her  hus- 
band's rough  exterior  blinds  her  to  all  his 
good  qualities.  He,  on  the  contrary,  un- 
derstands her,  and  relies  on  his  deep  love 
for  her.  It  is  the  hundredth  chance,  his 
sporting  instinct  tells  him;  he  stakes 
everything  on  it  and  wins. 

LIFE  OF  SWINBURNE. 

A  noteworthy  addition  to  literary  his- 
tory is  Edmund  Gosse's  Life  of  Alger- 
non C.  Swinburne,  upon  which  Mr.  Gosse 
has  been  engaged  for  six  or  seven  years. 
This  is  the  first  and  the  official  bio- 
graphy of  the  poet  and  no  one  is  better 
fitted  than  is  Mr.  Gosse  to  add  to  the 
scholarly  work  of  the  biographer  the 
genuine  interest  and  appreciation  of  the 
friend.  Gosse,  the  biographer,  has  made 
use  of  a  large  collection  of  sources,  docu- 
ments, letters,  memoirs  and  the  always 
illuminating  personal  recollections  of  the 
rapidly  decreasing  number  of  those  who 
"knew  Swinburne."  Men  like  Lord 
Redesdale.  Lord  Bryce,  and  Lord  Mor- 
ley  who  knew  Swinburne  at  Eaton,  at 
Oxford,  and  in  London,  have  contributed 
a  vast  amount  of  valuable  material. 

BOOK  FOR  "FORDITES." 

Another  new  automobile  book  is  H.  P. 
Manly's  "The  Ford  Motor  Car  and  Truck 
and  Tractor  Attachments,"  being  a  com- 
plete instruction  book  on  every  feature 
of  the  Ford  car.  Special  attention  is  giv- 
en to  adjustments  and  repairs,  upkeep 
and  care.  The  following  chapter  head- 
ings show  its  scope:  The  Ford  power 
plant;  transmission  system;  running 
gear;  control;  adjustment  and  repair; 
upkeep  and  care;  trouble  symptoms  and 
remedies;  driving;  starting  and  lighting; 
truck  attachments;  tractor  attachments. 

THE  ENGLISH-SPEAKING  PEOPLES. 

George  Louis  Beer's     important     new 

book,  "The  English-Speaking  Peoples,"  is 

a  plea  for  a  closer  political  union  of  all 

I  the  English-speaking  peoples,  as  the  logi- 


cal outcome  of  their  identity  in  language 
and  culture,  and  the  only  security  for 
peaceful  development. 

When  Admiral  Mahan  discussed  the 
question  of  closer  political  relations  be- 
tween the  English-speaking  peoples  in 
1894,  the  project  was  dismissed  as  vis- 
ionary. Neither  in  the  United  States  nor 
in  Great  Britain  was  their  closer  interde- 
pendence realized.  The  question  has  now, 
however,  become  of  paramount  import- 
ance. 

Mr.  Beer's  book  is  a  searching  analysis 
of  this  question,  in  which  every  aspect  of 
the  matter  is  shrewdly  examined.  The 
nature  of  the  established  international 
system  is  exhaustively  reviewed  and  the 
urgent  problem  of  securing  the  future 
peace  of  the  world  is  analysed  in  a  dis- 
tinctly new  spirit.  In  a  historical  survey 
of  the  past  decades  the  fundamental  aims 
of  German  policy  are  elucidated,  and  the 
openly  expressed  hostility  of  influential 
Germans  to  the  "Anglo-Saxon  block"  is 
linked  up  with  that  policy. 


War  Books 


HIGH  ADVENTURE. 

It  will  be  recalled  that  a  report  was 
published  in  BOOKSELLER  AND  STA- 
TIONER to  the  effect  that  James  Norman 
Hall,  author  of  "Kitchener's  Mob"  had 
been  killed  in  action.  This  was  based  on 
a  cable  despatch  to  that  effect  which 
reached  Toronto  at  that  time  but  it 
transpires  that  the  report  was  erroneous 
although  he  was  very  seriously  wounded 
and  is  not  yet  out  of  danger.  Corporal 
Hall  is  in  the  American  Flying  Corps  and 
it  is  interesting  to  observe  that  his  new 
book  with  the  significant  title  "High  Ad- 
venture," which  is  to  come  shortly,  deals 
with  experiences  in  flying  and  in  fight- 
ing the  aircraft  of  the  enemy. 

A  GENERAL  TO  HIS  SON 

Of  "A  General's  Letters  to  His  Son," 
the  author  of  which  is  a  senior  general 
officer  of  wide  experience  who  is  on  the 
active  list  and  who  has  sons  holding  com- 
missions, General  Sir  H.  L.  Smith-Dor- 
rien  says:  "These  letters  give  all  neces- 
sary information,  and  if  young  officers 
will  only  study  them  carefully  and  shape 
their  conduct  accordingly  they  need  have 
no  fear  of  proving  unworthy  of  His 
Majesty's   Commission." 

The  book  has  just  been  published  by 
Cassels.  It  includes  letters  on  "Discip- 
lines." "The  Temptations  of  London" 
"Billets  and  Care  of  Men,"  "The  Art  of 
Command,"  "Training,"  "Money,"  "What 
We  Are  Fighting  For."  "Honors  and  Re- 
wards" and  "Facing  Death." 

It  is  a  volume  that  not  only  soldiers 
but  others  will  read  with  avidity  because 
of  its  timely  interest. 

"Lines  of  Communication"  comes  from 
constables  of  London.  This  is  a  six  shill- 
ing volume  of  288  pages,  the  work  of  a 
temporary  officer  in  the  Army  Service 
Corps,  Captain  James  E.  Agate. 

About  the  third  of  these  letters  ap- 
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peared  originally  in  columns  of  the  Man- 
chester Guardian. 

The  letters  are  arranged  in  an  order 
which  will  give  the  reader  some  idea  of 
logical  sequence. 

There  is  neither  attempt  at  portraiture 
nor  reference  to  individuals  in  the  let- 
ters. 

Henry  Cabot  Lodge's  "War  Addresses 
— 1915-1917"  are  being  brought  out  in 
book  form.  These  addresses  begin  with 
one  on  Mexican  affairs  in  1915,  and  end 
with  that  in  the  declaration  of  war  on 
Germany. 


Public  Library  News 


GRANTS  TO  LIBRARIES 

Oxford  County  Council  (Ontario),  at 
the  June  session,  voted  grants  of  $50 
to  each  of  the  seventeen  public  libraries 
in  that  county. 

TRAVELING  LIBRARIES 

Splendid  work  is  being  done  through- 
out Saskatchewan,  by  the  travelling  li- 
braries, according  to  information  obtain- 
ed recently.  At  present  there  are  133 
libraries  in  circulation.  Two  places  have 
had  their  libraries  changed  six  times  and 
one  place  four  times.  Ten  places  have 
had  four  libraries,  thirty-six  places  have 
had  three,  and  fifty-three  have  had  two 
libraries.  Thirty-one  are  now  enjoying 
their  first  library. 

JOHN  CRERAR   LIBRARY 

The  22nd  annual  report  of  the  John 
Crerar  Library  of  Chicago  comprises  60 
pages,  30  of  these  pages  being  devoted  to 
lists  of  donors  of  books  during  1916.  This 
institution  is  a  free  public  reference  lib- 
rary of  scientific  and  technical  literature. 
The  value  of  the  library  property  is  over 
five  million  dollars.  The  library  com- 
prises 368,508  volumes,  133,704  pamph- 
lets, and  12,285  maps,  besides  which  there 
are  nearly  4,000  periodicals  currently  re- 
ceived. During  1916  over  158,000  people 
used  the  library  for  reading  or  study. 

The  Public  Library  of  Toronto  has 
had  a  display  of  railway  time-table  fold- 
ers, illustrated  guides,  summer  resort 
booklets,  steamship  announcements,  spe- 
cial tours,  hotel  bulletins,  and  indeed 
everything  that  would  help  a  person  to 
make  up  his  mind  where  would  be  the 
most  attractive  spot  for  a  holiday.  This 
has  been  consulted  by  hundreds  of  per- 
sons attracted  by  the  announcement  in 
the  form  of  an  enquiry.  Where  will  you 
spend  the  summer? 

After  many,  many  years  of  delibera- 
tion, Montreal  is  buying  books  for  its 
municipal  library.  Already,  Montreal  is 
proprietor  of  28,000  volumes,  13,000  of 
which  came  from  the  Gagnon  collection. 
The  library  commission  is  now  engaged 
in  spending  the  $25,000  appropriated  by 
amendment  to  the  charter,  to  that  end. 
"We  are  buying  chiefly  technical  books 
and  works  of  reference,"  said  Aid.  Du- 
beau. 

The  library  will  not  be  opened  to  the 
public  till  September  1. 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


WM.  BRIGGS 
Fiction 

The  Hundredth  Chance,  Ethel  M.  Dell, 
cloth,  $1.35;  Over  the  Top,  Arthur  G. 
Empey,  cloth,  $1.50;  The  Sheaf  of  Blue- 
bells, Orczy,  cloth,  $1.25;  The  Cowboy 
Countess,   Williamson,  cloth,  $1.25. 

THOMAS  LANGTON 
Fiction 

The  Secret  of  the  Storm  Country, 
Grace  Miller  White,  cloth,  $1.35;  The 
Good  Girl,  Vincent  O'Sullivan,  cloth, 
$1.50;  Paradise  Auction,  Nalbro  Bartley, 
cloth,  $1.50. 

Non-Fiction 

Friends  in  Feathers,  Gene  Stratton 
Porter,  cloth,  $3.50  net. 

THE  MACMILLAN  CO.  OF  CAN.,  LTD. 
Fiction 

The  Empty  House,  Anonymous,  cloth, 
$1.40;  Bromley  Neighbourhood,  Alice 
Brown,  cloth,  $1.50;  My  Mother  and  I, 
E.  G.  Stern,  cloth,  $1.00;  The  Banks  of 
Colne,  Eden  Philpotts,  cloth,  $1.50. 

Non-Fiction 

The  English-Speaking  Peoples,  G.  L. 
Beer,  cloth,  $1.50;  The  Danish  West 
Indies,  Waldemar  Westegard,  cloth, 
$2.50;  Workmen's  Compensation,  J.  E. 
Rhodes,  cloth,  $1.50;  Religious  Educa- 
tion of  an  American  Citizen,  F.  G.  Pea- 
body,  cloth  $1.25;  The  nature  of  Peace, 
Thorstein  B.  Veblen,  cloth,  $2.00;  His- 
tory of  the  British  Army,  Vol.  8,  With 
Maps,  J.  W.  Fortescue,  cloth,  $9.00;  The 
Method  and  Practice  of  Exposition,  T.  E. 
Rankin,  cloth,  $1.40. 

The  Nutrition  of  Farm  Animals,  H.  P. 
Armsby,  cloth,  $2.60;  The  Christian 
Ministry  and  Social  Problems,  C.  D.  Wil- 
liams, cloth,  $1.00;  Farm  Concrete,  K.  J. 
T.  Ekblaw,  cloth,  $1.60;  The  War 
Against  War,  C.  Collin,  cloth,  75c;  Eng- 
land's Financial  Supremacy,  (A  Transla- 
tion of  "Die  Englische  Finanzvormacht, 
etc.),  cloth,  $1.00;  National  Economy,  H. 
Higprs, cloth, $1.25; Competition;  A.  Study 
of  Human  Motive,  Wood  and  others, 
cloth,  $1.00;  Higher  Education  and  the 
War,  J.  Burnet,  cloth.  $1.50;  Providence 
and  Faith,  W.  Scott  Palmer,  cloth,  90c. 

McCLELLAND.   GOODCHILD   & 
STEWART 

Fiction 

Anne's  House  of  Dreams,  L.  M.  Mont- 
gomery, cloth,  $1.50;  Up  the  Hill  and 
Over,  Isabel  Ecclestone,  cloth,  $1.35; 
Second  Edition,  Mackay;  Half  Hours 
With  the  Idiots,  John  Kendrick  Bangs, 
cloth,  $1.25;  The  Interlopers,  Julian 
Lippman,  cloth,  $1.25;  The  Cinema  Mur- 
der, E.  Phillips  Oppenheim,  cloth,  $1.35; 
Mv  Country,  John  Rockwell  Brown,  cloth, 
$1.35. 


Non- Fiction 

The  Irish  Rebellion  of  1916,  John  F. 
Boyle,  cloth,  $1.50;  Aesthetic  Criticism 
in  Canada,  Dr.  A.  E.  Loggan,  cloth,  50c; 
Inside  the  British  Isles.,  Arthur  Gleason, 
cloth,  $2.00;  The  Aeroplane  Speaks, 
Arthur  H.  Barber,  cloth,  $2.50;  An  Oral 
French  Method,  Alice  Bloom,  cloth, 
$2.00;  Abraham  Lincoln,  Lord  Cham- 
wood,  cloth,  $2.00. 

GEO.  McLEOD,  LTD. 
Fiction 

The  Painted  Woman,  Frederic  A.  Rum- 
mer, cloth,  $1.35;  His  Own  Country,  Paul 
Kester,  cloth,  $1.50. 

THE  MUSSON  BOOK  CO.,  LTD. 
Fiction 

The  Treasure  Train,  Arthur  B.  Reeve, 
cloth,  $1.35;  Kleath,  Madge  Macbeth, 
cloth,  $1.35;  The  Tale  of  a  Tank,  Harold 
Ashton,  cloth,  $1.25. 

Non-Fiction 

Confessions  of  a  War  Correspondent, 
William  G.  Shepherd,  cloth,  $1.00  net; 
Literature  in  the  Making,  Joyce  Kilmer, 
cloth,  $1.40  net;  The  Russian  Revolution, 
Isaac  Don  Levine,  cloth,  $1.00  net;  The 
Happy  Hero,  Eric  Lever  Townsend,  pap- 
er, 25c;  A.  Calendar  Box  of  Good  Din- 
ners, Fannie  Merritt  Farmer,  $2.50. 

THOS.  NELSON  &  SONS,   LTD. 

Fiction 

Paul  Patoff,  F.  Marion  Crawford,  cloth, 
35c;  Witch  of  Prague,  F.  Marion  Craw- 
ford, cloth,  35c;  Ship  of  Stars,  "Q", 
cloth,  25c;  Shrewsbury,  Stanley  J.  Wey- 
man,  cloth,  25c;  Valley  of  the  Moon, 
Jack  London,  cloth,  25c;  Mysteries  of 
Paris,  (2  vols.),  Eugene  Sue,  cloth,  25c. 
Non-Fiction 

Last  Days  of  Fort  Vaux,  Henry  Bor- 
deaux, cloth,  3/6. 


SPORTS  AND  POSTIMES 

The  following  shafts  of  satire  came 
from  a  member  of  the  road  fraternity, 
who  prefers  to  keep  his  identity  a  secret. 
Whether  or  not  his  effusions  were  insph-ed 
by  jealousy  of  the  golfing  prowess  of  Mr. 
Fowkes,  they  add  zest  to  the  somewhat 
prosaic  vocation  of  selling  books  and  con- 
sequently seem  worthy  of  the  wide  dissem- 
ination in  the  book  trade  which  BOOK- 
SELLER AND  STATIONER  affords: 

An  exciting  match  of  "Button,  button, 
who's  got  the  button?"  was  recently  play- 
ed when  Harry  Button  beat  all  comers. 
The  ardent  little  button-player  went  at 
the  thing  so  earnestly  that  he  beat  his  own 
previous  record.  This  is  playing  excellent 
"Button,  button;  who's  got  the  button?" 

The  world  will  receive  a  shock  to  hear 
that  last  week,  in  the  events  of  the  Pub- 
lishers' Tiddlywink  Contest,  Sam  Gundy 
handsomely  trimmed  John  Henry  at  this 
fascinating  pastime.  He  made  one  gigan- 
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tice  flip  with  his  tiddlywink,  making  the 
centre  of  the  ring  at  a  bound,  greatly  to 
the  chagrin  of  Mr.  Henry,  and  beating 
his  own  previous  best.  This  is  indeed 
consummate  tiddlywinking. 

A  new  international  record  in  the  ven- 
turesome and  hardy  sport  of  Parchesi 
was  recently  registered  when  the  Rever- 
end Doctor  Briggs  trimmed  William 
Brady  to  a  standstill.  This  is  all  the  more 
remarkable  since  the  reverend  gentleman 
has  only  just  turned  his  attention  to  Par- 
chesi, religious  scruples  having  made 
him  look  askance  at  such  a  wild  sport. 
So  that  this  is  indeed  excellent  parchesing. 

A  new  high-water  mark  has  been 
reached  in  the  game  of  bowls  by  Thos. 
Allen,  playing  M.  J.  Maclean.  Mr.  Allen 
played  a  superb  game,  and  afterwards 
received  the  newspapermen  and  gave 
them  a  couple  of  columns  of  reasons  why 
he  had  been  able  to  beat  his  own  record. 
Unhappily  Mr.  Maclean  was  handicap- 
ped by  a  wart  on  his  finger,  which,  ac- 
cording- to  a  recent  issue  of  BOOKSEL- 
LER AND  STATIONER,  he  says  he  got 
by  writing  orders  in  the  West. 

Frank  Wise  administered  a  heavy  de- 
feat to  Hugh  S.  Eayrs  the  other  day  at  a 
putting  match.  We  understand  that  both 
these  gentlemen  view  with  alarm  the 
prowess  of  E.  S.  Fowkes  at  golf,  and  sit 
become  perfectly  accomplished  before  one 
up  nights  putting  on  the  lawn  so  as  to 
or  both  challenges  Mr.  Fowkes. 

Jim  Murrie  has  certainly  learned  how 
to  bowl  the  hoop.  He  challenged  George 
Macleod  recently  to  a  contest  and  bowled 
so  assiduously  that  Mr.  Macleod  was  left 
a  mile  and  a  half  behind.  This  is  excel- 
lent hooping,  and  is  a  new  high  record  for 
this  enthusiastic  hooper. 

John  McClelland  and  George  Stewart 
have  been  diverting  themselves  with  a 
series  of  contests  in  the  game  of  "Up  Jen- 
kins." Mr.  Stewart  has  long  been  tra- 
veling with  a  good  supply  of  coppers,  and 
as  E.  S.  Fowkes  became  a  household  word 
throughout  the  West  in  golfing  circles,  so 
Georsce  Stewart's  prowness  in  "Up  Jen- 
kins" has  placed  him  on  the  pinnacle  of 
fame  in  this  regard.  He  recently  played 
a  game  with  Mr.  McClelland  beating  him 
badly.  This  is  playing  excellent  "Up  | 
Jenkins." 

We  understand  that  "Billie"  D'Eye  is | 
giving  much  attention  to  the  game  of  Dia- 
bolo.  It  is  rumored  that  he  has  to  havel 
special  rooms  in  all  hotels,  which  have  al 
skylight,  and  so  great  is  his  ability  at  thisl 
sport  that  he  can  throw  the  cone  sevenl 
hundred  and  sixty  times  in  successionj 
and  catch  it  again. 

Charles  Musson  has  become  adept  at 
"Hide-the-thimble,"  but  was  recentlj 
ejected  from  the  championship  by  Charlie 
Porte.  Mr.  Porte  hid  the  thimble,  in 
recent  encounter,  so  well  that  he  can'l 
even  find  it  himself.  This  is  recognized  a{ 
excellent  thimbling. 


BOOKSELLER  AND  STATIONER 


CHANGE  IN  PUBLISHERS 

By  arrangement  recently  effected  with 
the  Westminster  Company  of  Toronto, 
the  books  by  Marian  Keith  will  in  future 
be  published  by  McClelland,  Goodchild  & 
Stewart,  who  will  also  publish  this  year 
the  new  book  by  Ralph  Connor  entitled, 
"The  Major,"  which  is  a  novel  of  the 
mental  processes  and  the  pyschology 
that  is  the  history  of  the  heart  of  every 
reb-blooded  Canadian  who  in  his  soul 
loves  first  liberty  of  conscience  and  de- 
mands the  right  to  live  to  the  best  that 
is  in  every  man  and  woman  of  Canada. 

Ralph  Connor  has  been  to  the  Western 
Front  as  Chaplain  of  the  43rd  Cameron 
Highlanders — a  Sky  Pilot  of  No  Man's 
Land — his  rank  being  that  of  Major. 
From  the  trenches  Ralph  Connor  has 
looked  backward  over  the  years  to  dis- 
cover what  were  the  environment  and 
the  influence  which  went  to  the  making 
of  the  Canadian  soldier — for  he  is  the 
finest  example  of  patriotic  manhood  yet 
appearing  on  the  battle  line. 


B.  M.  Bower  has  written  a  new  novel 
entitled  "The  Look-Out  Man. 

"A  King  in  Bablon"  is  the  title  of  a 
new  book  by  Burton  E.  Stevenson. 

Geraldine  Bonner's  new  book  "Treas- 
ure and  Trouble  Therewith,"  a  tale  of 
California. 

"The  White  Ladies  of  Worcester"  is 
a  new  novel  by  Florence  M.  Barclay,  to 
come  soon. 

!  "Apron  String's"  by  Eleanor  Gates, 
author  of  "The  Poor  Little  Rich  Girl"  is 
coming  soon. 

Julie  M.  Lippmann  of  "Martha"  fame 
is  on  hand  with  a  new  book  entitled 
"The  Interlopers." 

"Amarilly  in .  Love"  is  a  sequel  to 
"Amarilly  of  Clothes  Line  Alley"  by 
Belle  K.  Maniates. 

Another  Canadian  story  down  for 
autumn  publication  is  "Old  Days  on  the 
Farm"  by  A.  C.  Wood. 

"Towards  the  Goal;  a  Woman's  Let- 
ters from  the  Front,"  is  a  new  war  book 
by  Mrs.  Humphrey  Ward. 

"The  Wishing  Ring  Man,  a  new  book 
by  Margaret  Widdemer,  is  a  sequel  to 
"The  Rose  Garden  Husband." 

"Half  Hours  With  the  Idiot"  by  John 
Kendrick  Bangs,  will  be  especially  wel- 
comed by  those  who  read  "The  Idiot." 

Another  important  book  by  Stephen 
Leacock  down  for  early  publication  is 
"Canadian  Government  and  Citizenship." 

Billy  Sunday  has  written  a  book.     It 
is    coming    out   this   fall.      The    title    is, 
The  Great  Love  Stories   of  the  Bible." 

George  Birmingham  famous  for  his 
"Spanish  Gold"  and  other  fine  tales  has 
written  a  new  book  to  appear  shortly, 
entitled  "The  Island  Mystery." 

'More  Letters  From  Billy"  is  a  new 
book  by  the  author  of  "Billy's  Letters 
From  the  Front",  which  made  quite  a  hit 
upon  its  appearance  a  year  ago. 

Andie  Cheradene  exposes  the  plans  of 
[the  junker   Germans   in   "The   Pan   Ger- 


man Plan  Exposed",  a  new  book  an- 
nounced for  early  Canadian  publication. 

"A  Canadian  Rupert  Brooke"  is  the 
way  Bernard  Freeman  Trotter  is  being 
styled.  His  book  "A  Canadian  Twilight 
and  other  Poems  of  War  and  of  Peace," 
is  down  for  early  publication. 

"Northward  Ho,"  the  boys'  book  of 
Artie  Explosion,  is  a  volume  written  by 
Robert  Bartlett  and  Ralph  T.  Hale. 
Bartlett  was  with  Peary's  successful 
expedition  and  also  with  the  later  Arctic 
Exploration  voyage  of  Stefansson  who 
was  sent  by  the  Canadian  Government. 

A  Canadian  Colonel  who  is  a  scholar 
as  well  as  a  soldier,  Col.  George  C. 
Nasmith,  has  written  a  book  entitled, 
"The  Invisible  Hosts,"  a  record  of  eight- 
een months  observation  behind  the  Brit- 
ish lines  at  the  front.  Dr.  Nasmith  was 
engaged  as  a  scientific  observer  and  ad- 
visor on  sanitation  and  water  purifica- 
tion. 

PAPER  BINDINGS 

In  connection  with  the  imminence  of 
paper  bindings  in  England  owing  to  the 
scarcity  of  straw-board  imported  from 
Holland,  the  British  Colonial  Printer  and 
Stationer  doubts  whether  a  flimsy  and  un- 
attractive paper  cover,  such  as  that 
which  is  seen  on  the  majority  of  French 
novels,  would  make  much  appeal  to  read- 
ers in  England  and  calls  attention  to  two 
Italian  paper  bindings  that  might  well 
serve  as  models:  "They  seem  to  do  these 
things  better  in  Italy,  as  witness  the 
dainty  little  series  of  small  8vo.  booklets 
entitled  'LTtalia  Monumentale'  origin- 
ally published  at  one  lira  (9%d.)  each, 
by  Bonomi,  Milan.  In  these,  the  actual 
cover  is  of  stout  white  paper,  which  is 
'jacketed'  by  a  loose  outer  cover  of  vege- 
table parchment,  on  the  front  of  which 
is  printed  an  architectural  design  ap- 
propriate to  the  series.  The  feel  and 
appearance  of  the  parchment  paper  gives 
these  little  volumes  a  quite  superior 
style.  The  jacket  forms  the  permanent 
outer  cover,  and  is  not,  as  with  us,  mere- 
ly a  protection  to  a  more  substantial  in- 
ner cover.  Other  cheap  Italian  series, 
such  as  the  'Collezione  Lamperti,'  also 
published  at  Milan,  are  issued  in  stout 
rough-surfaced  paper  covers,  on  which 
the  title  and  other  particulars  are  taste- 
fully printed  in  gold." 

A  "DUMMY"  SALESMAN 

A  dealer  has  made  use  of  a  phono- 
graph inside  a  wax  "dummy"  man  to  at- 
tract attention  to  his  store.  The  dummy 
was  placed  in  the  entrance  of  the  store. 
A  hidden  tube  led  from  the  phonograph 
to  the  dummy's  mouth,  making  it  seem 
that  the  figure  was  talking.  The  record 
described  the  goods  on  sale  at  the  store, 
and  the  prices.  The  arms  and  legs  of 
the  dummy  were  loose,  and  were  geared 
up  with  small  electric  motors  by  means 
of  pulleys,  levers  and  strings,  all  of 
which  wTere  effectively  concealed  in  the 
dummy's  clothes.  The  music  dealer 
found  that  a  crowd  collected  to  listen  to 
the  dummy,  and  that  it  brought  more 
business. — Music  Trades  Journal. 
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NELLIE    L.    McCLUNG. 
Author    of    "Next    of    Kin." 

WAR'S  EFFECT  ON  BOOK  TRADE 

"It  is  curious  how  the  war  has  influ- 
enced one  way  or  another  certain  kinds 
of  books,"  says  the  London  correspon- 
dent of  the  Glasgow  Herald.  "Thus,  works 
of  military  history  relating  to  events  be- 
fore this  great  war  have  practically 
ceased  to  sell.  Their  ineffectual  fires 
pale,  as  it  were,  before  the  great  blaze 
of  Armageddon.  On  the  other  hand,  old 
poetry  has  never  wjthin  memory  been 
so  active  a  thing  in  the  London  book 
world.  The  war  has  given  almost  a  new 
impetus  to  Shakespeare;  Coleridge  has 
been  a  high  favourite;  and  even  in  Eng- 
land there  has  been  something  like  an 
extra  demand  for  Scottish  Robert  Burns. 
Books  on  theology,  science,  and  technol- 
ogy, except  when  it  relates  to  war,  have 
all  fallen  away,  but  essays  do  better 
than  they  did  in  peace  time,  and  the  de- 
mand for  fiction  is  greater  perhaps  than 
paper  will  permit  the  supply  to  be." 


A  sequel  to  "England's  Effort"  by  Mrs. 
Humphry  Ward  is  being  published  this 
month  by  Charles  Scribner's  Sons:  "To- 
wards the  Goal,  a  Woman's  Lettei-s  from 
the  Front."  Theodore  Roosevelt  has  writ- 
ten the  introduction  and  the  book  shows 
the  fulfilment  of  the  prophecy  of  the 
earlier  volume  that  England  would  soon 
be  mobilized  for  sure  victory. 

George  Doran  &  Co.,  of  New  York 
have  made  arrangements  with  McClel- 
land, Goodchild  &  Stewart,  whereby  the 
latter  concern  will  in  future  sell  the 
Doran  books  in  Canada. 


New  Goods  Described  and  Illustrated 


"THINK  OF  IT"— BUSINESS  MEMO. 

A  special  memorandum  book  which  has 
been  prepared  by  the  Boorum  &  Pease  Co. 
This  book,  which  the  company  has  named 
"Think  of  It,"  is  a  perpetual  week-day 
diary,  with  space  for  three  days'  memor- 
andums facing  each  other,  thus  each  week 
may  be  kept  on  two  opposite  pages  with 
no  space  for  Sunday  memorandums. 

This  arrangement  of  the  book  makes  it 
very  convenient  to  find  memorandums 
easily  by  inserting  the  date  on  which  any 
particular  Monday  falls  at  the  head  of  the 
lefthand  page. 

The  diary  is  2^4x5%  inches  in  size, 
which  makes  it  convenient  for  the  vest 
pocket;  bound  in  American  Russia,  flex- 
ible, and  its  name  is  stamped  in  gold  on 
the  front  cover.  It  contains  60  leaves  of 
good  grade  paper  and  books  retail  for  35c 
each,  or  $4  a  dozen. 


board,  thereby  eliminating  any  possibility 
of  spilling  India  ink.  It  is  an  inexpensive 
holder,  but  still  has  the  earmarks  of  a 
very  high  grade  looking  inkstand.  It  is 
sturdily  constructed  of  cast  iron,  with  a 
highly  polished  bronze  finish. 

NOW  MADE  IN  CANADA 

Set  squares  of  Canadian  manufacture 
have  just  been  introduced  by  the  Copp, 
Clark  Co.  These  formerly  came  from 
Britain,  but  the  Imperial  Government 
could  not  permit  the  use  of  steel  for  this 
purpose,  and  the  result  is  these  added 
Made-in-Canada  goods.  They  are  made 
in  45  and  60  degrees. 

A  new  bridge  whist  score  pad,  called 
the  "Albany,"  is  another  new  product  of 
the  same  company.  It  includes  the  new 
count. 

Still  further  new  products  of  the  Copp, 


BROCADE  PANELED  DESK  SETS 

A  manufacturer  of  novelties  has  placed 
on  the  market  writing  desk  sets  of  brass, 
bronze,  etc.,  each  article  of  which  is  de- 
corated with  slightly  padded  panels  of 
brocade,  or  other  fabrics.  This  combina- 
tion of  cloth  with  the  hard  surfaces  gives 
a  warmth  and  color  which  other  desk  sets 
of  metal  only,  even  if  very  ornate,  cannot 
possess.  The  variety  of  effects  that  can 
be  obtained  is  only  limited  by  the  variety 
of  fabrics  available.  These  panels  of 
cloth  are  so  attached  to  the  flat  sides  and 
tops  of  the  articles  that  no  seams,  folds 
or  means  of  fastening  are  visible. 

A  NEW  NON-SPILLING   INKSTAND 

One  of  the  prominent  manufacturing 
houses  of  Dayton,  O.,  has  designed  an  ink- 
well which  can  be  fastened  to  the  desk  or 


Clark  Co.  are  new  tablets  and  papeteries 
of  "Wellington  weave,"  and  Portland 
Square  correspondence  paper  of  the  pads. 
The  former  has  a  cover  with  the  name 
embossed  in  gold  on  blue  Lafayette  cover, 
while  the  latter  has  a  cover  of  attractive 
brown  stock  with  name  embossed  in  gold. 

NEW  POSTCARD  LINE 

The  Copp,  Clark  Co.  have  been  appoint- 
ed exclusive  selling  agents  for  Canada  by 
the  Owen  Card  Co.,  of  Elmira,  N.Y.,  ex- 
tensive publishers  of  postcards.  In  this 
connection  it  is  interesting  to  observe  that 
a  new  selling  plan  is  being  introduced 
based  on  purchases  throughout  the  year 
of  postcards  of  a  similar  quality  for  the 
different  seasons,  Christmas,  New  Year's, 
Easter,  Thanksgiving,  etc.,  as  well  as 
birthday  and  other  special  event  post- 
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cards.  The  idea  is  to  have  the  year's 
total  of  the  purchases  of  all  such  cards 
regulate  the  price  on  the  quantity  basis. 
The  plan  commends  itself  for  the  better 
price  that  will  thus  be  afforded  to  re- 
tailers. 

THE  BRITAIRSHIP 

The  Britairship  is  a  new  product  of 
Scruby's,  High  Holborn,  London,  Eng- 
land. When  the  airship  is  built  up  and 
complete  it  makes  a  handsome  model  with 
a  length  of  twenty-three  inches.  The 
color  has  been  copied  from  an  actual 
piece  of  Zeppelin  fabric.  Complete 
models  of  the  Britairship  are  supplied 
for  display  and  show  purposes. 

LISTS  RECEIVED 

George  Harrap  &  Co.,  Portsmouth 
Rd.,  Kingsway,  London,  England,  have  is- 
sued a  most  attractive  illustrated  list  of 
novelties  for  the  stationery  trade.  Amon" 
the  items  listed  are  mottoes,  booklets,  wall 
calendars,  story  books,  rewards,  etc.  The 
list  comprises  of  32  pages  and  is  profuse- 
ly illustrated. 

From  the  Polar  Manufacturing  Co., 
101  S.  Marshall  St.,  Philadelphia,  comes  a 
copy  of  their  fine  next  catalogue  of  of- 
fice appliances  and  specialties.  A  whole- 
sale and  retail  price  list  is  given  on  the 
inside  of  the  cover  page,  the  list  being 
convenient  for  use  in  selling,  especially 
for  outside  men. 

From  Grassett  &  Dunlop  comes  a  list 
of  their  new  Arthur  Scott  Bailey  series 
of  Tuck-Me-in  Bird  stories  for  boys  and 
girls.  The  Titles  are:  "The  Tale  of  Jolly 
Robin,"  "The  Tale  of  Old  Mr.  Crow," 
"The  Tale  of  Solomon  Owl,"  The  Tale  of 
Jasper  Jay"  and  "The  Tale  of  Rusty 
Wren."  The  same  author-writer,  it  will 
be  recalled,  made  quite  a  hit  with  his 
Sleepy  Time  animal  stories. 

Value  of  Counter  Displays 

Many  dealers  do  not  fully  appreciate  | 
the  value  of  counter  displays.  We  ven- 
ture to  suggest,  that  were  it  possible  to  I 
pry  into  the  sales  secrets  of  many  chain  I 
stores  we  would  find  that  counter  displays! 
are  the  "silent  salesmen"  responsible  for| 
many  sales. 

Picture  a  busy  afternoon  at  your  store.) 
Your  store  is  filled  with  customers  so 
that  your  salespeople  are  taxed  to  th« 
utmost.  Customers  stand  around  await-| 
ing  their  turn  to  be  served. 

Do    they    stand    impatiently,    by   wit 
nothing  to  occupy  their  thought,  or  hav^ 
you  attractive  counter  displays  which  in-l 
vite  their  attention  and  actually  creat^ 
sales? 

We  urge  you  to  use  counter  displays  oJ 
the  different  lines  which  you  sell.  Yoif 
will  find  that  they  will  help  to  sell  goodj 
and  at  the  same  time  interest  your  cus 
tomers  so  that  they  will  not  become  ir 
patient  when  it  is  necessary  for  them  t| 
wait  their  turn. — Pull-Together. 
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WOOLWORTH  — THE   SMALL 

CHANGE  MERCHANT  PRINCE 

The    Story    of   the    Building    up    of   the    Greatest    Retailing 
Organization  in  the  World. 


THERE  are  few  names  better 
known  throughout  the  length  and 
breadth  of  Canada  and  the  United 
States  than  that  of  Woolworth — the 
•man  who  has  accumulated  one  of  the 
new  world's  big  fortunes  by  trading  with 
nickels  and  dimes,  who  has  made  him- 
self the  largest  retail  merchant  in  the 
world  by  catering  to  needs  and  wants 
which  the  average  retailer  thinks  hardly 
worth  while.  Here  is  the  story  of  the 
magic  career  of  the  five,  ten  and  fifteen 
cent  merchant  price  as  told  by  B.  C. 
Forbes  in  "Leslie's  Weekly:" 

A  barefooted  American  farm  lad  made  up 
his  mind  that  he  would  rather  work  behind  a 
counter  than  behind  the  ploy.  He  was  so 
green  and  gawky  and  awkward,  so  palpably  a 
"hayseed"  that,  try  as  he  might,  no  merchant 
would  engage  him  at  any  wage.  But  the  boy 
had  such  determination  and  doggedness  that 
he  agreed  to  serve  for  nothing,  living  mean- 
while on  his  painfully-earned  capital  of  $50. 
So  complete  a  failure  did  he  prove  at  selling 
goods  that  in  his  next  job  his  small  pay  was 
reduced  instead  of  increased.  But,  though  he 
agreed  with  his  boss  that  he  w»s  a  misfit  as  a 
salesman,  he  did  not  give  in.     He  stuck. 

To-day  he  is  the  largest  retail  merchant  in 
the  World. 

Here  are  some  of  his  last  year's  sales: 
50,000,000  pairs  of  hosiery,  89,000,000  pounds 
of  candy,  20,000,000  sheets  of  music.  12,- 
000.000  pounds  of  salted  peanuts,  6,250.000 
neckties,  42,000,000  boxes  of  safety  matches, 
9  000.000  domestic  toys,  21,000,000  sticks  of 
chewing  gum,  1,700,000  nursing  bottles,  15,- 
000,000  cakes  of  soap,  5,000,000  phonograph 
records,  5,000,000  papers  of  hairpins,  5,500.000 
rolls  of  wax  paper — enough  to  wrap  sufficient 
sandwiches  to  feed  170.000,000  people:  5,000,- 

000  napers  of  common  pins,  2.250.000  boxes  of 
crochet   and   embroidery   cottons. 

Also: 

His  customers  last  year  exceeded  700.000,- 
000.  an  average  every  day  of  over  2,250,000. 

Sales — all  over  the  counter;  no  orders  are 
filled  by  mail— last  year  exceeded  $87,000,000 
."nd  are  this  year  running  at  the  rate  of 
$100,000,000,  representing  about  1,500,000  dis- 
tinct and  separate  transactions. 

He  owns  a  store  in  every  town  in  the  United 
States  of  8,000  population  or  more. 

His  stores  in  the  United  States  and  Canada 
ag°regater  920   an  January  1st,   1917. 

He  controls  75  stores  in  Great  Britain  and 
plans  to  establish  hundreds  throughout 
Europe. 

He  employs  between  30,000  and  50,000  men 
and  women   in   his  stores. 

His  organization  is  capitalized  at  $65,000,- 
000 — and  has  a  market  value  of  millions  more. 

He  is  the  sole  owner  of  the  highest  build- 
ing in  the  world,  792  feet  high,  for  which  he 
paid  $14,000  000  cash  out  of  his  own  pocket. 

Now  you  know  who  this  is. 

"What  is  your  ambition?"  I  asked  Frank 
W.  Woolworth,  creator  of  the  5-  and  10-cent 
store. 

"To  open  a  store  in  every  civilized  town 
throughout  the  world,"  was  the  Napoleonic 
renly. 

And  when  Frank  Woolworth  sets  his  heart 
upon  doing  a  thing  he  usually  does  it,  no 
matter  how  numerous  or  how  enormous  the 
difficulties,  how  severe  the  discouragements 
or  how  complete  initial  failures. 

Looking   Ahead. 

"What    is    your    guiding    business    policy?" 

1  oueried. 

"I  look  always  ten  to  fifty  years  ahead  and 
plan  accordingly." 


"And  your  basic  principles?"  I  next  asked. 

"Give  the  people  such  value  that  they  will 
save  money  by  trading  with  you;  sand  treat 
your  employees  so  well  that  they  will  give 
your   customers   satisfactory   service." 

"What  was  your  first  important  discovery 
in  your  journey  up  the  hill  of  success?" 

"When  I  lost  my  conceit  that  nobody  could 
do  anything  as  well  as  I  could  myself  and 
learned  to  entrust  duties  to  other  people." 

"Ho  do  you  keep  in  touch  with  900  stores, 
and  how  do  you  analyze  where  new  stores 
should  be  opened?"  I  asked. 

"We  maintain  our  own  census  all  over  the 
United  States  and  Canada.  It  is  kept  up  to 
date  so  that  we  know  continually  just  which 
towns  are  growing,  which  ones  are  standing- 
still  and  which  ones  are  dwindling.  Every 
movement  of  people  is  reported  to  us  and  we 
try  to  diagnose  coming  developments.  '  For 
example,  when  the  United  States  Steel  Cor- 
poration decided  to  build  at  Gary,  Ind.,  we 
immediately  went  in,  before  fifty  houses  had 
been  erected  there,  secured  the  most  desirable 
location  and  waited  for  the  population  to 
come.  To-day  we  have  two  very  large  and 
very  successful  stores  there.  It  was  easy  to 
foresee  what  was  coming.  Then,  by  bringing 
together  every  month  representatives  from 
each  of  the  nine  districts  into  which  the 
United  States  and  Canada  are  divided  we 
keep  posted  on  what  is  doing  throughout  the 
whole  territory.  We  maintain  a  sort  of  day- 
to-day  history  of  the  two  countries.  Organi- 
zation and  co-operation  largely  explain  our 
success." 

"Isn't  your  purchase  of  a  large  site  directly 
onposite  the  Public  Library  on  Fifth  Avenue, 
New  York,  in  the  very  heart  of  the  fashion- 
able district,  a  distinct  innovation,  an  entirely 
new  departure  in  the  develonment  of  your 
business?"  I  remarked  to  Mr.  Woolworth, 
touching  a  subject  upon  which  the  newspapers 
had  been  commenting,  not  to  say  criticizing, 
verv   freely. 

"We  do  things  as  big  as  tnat  any  day,"  Mr. 
Woolworth  replied  somewhat  imoatiently. 
"The  trouble  is  the  people  in  New  York  don't 
take  a  sufficiently  broad  view.  A  few  years 
from  now  Fifth  Avenue  will  be  like  State 
Street,  Chicago.  There  are  more  department 
stores  on  State  Street  and  a  greater  volume  of 
business  done  there  than  on  Fifth  Avenue. 
Our  Fifth  Avenue  store  wi'l  be  less  costly 
than  some  of  the  others.  We  established  a 
store  eight  years  ago  in  Chestnut  Street.  Phil- 
adelphia, the  most  exclusive  hieh-nriced  street 
in  this  country:  our  store  is  right  next  to 
Caldwell  &  Company,  the  Tiffany's  of  Phila- 
delphia, and  it  has  been  verv  nrofitable.  The 
same  thing  applies  to  Washington  Street.  Bos- 
ton: Market  Street,  San  Francisco  and  Wash- 
ing-ton Avenue.  St.  Louis.  Many  people  im- 
agine that  only  the  poorer  classes  patronize 
the  5-  and  10-cent  stores.  That  was  true  un 
to  about  fifteen  years  ago.  but  since  then  all 
classes  have  come  to  our  stores  in  increasing 
numbers. 

Giving  Service. 

"The  other  evening  the  wife  of  one  of  the 
best-known  lawyers  in  New  York  told  me 
that  she  visited  our  Sixth  Avenue  store  every 
week  and  boutrht  thinirs  for  herself,  her 
children  and  grandchildren,  her  purchases 
last  year  having  totaled  over  $600.  This  is  by 
no  means  an  exceptional  case.  We  can  sell 
cheaper  than  the  department  stores  because 
of  the  tremendous  quantities  we  buy.  More 
and  more  every  year  we  are  taking  the  com- 
plete output  of  manufacturers  of  different 
kinds  of  goods:  by  keening  their  plants  run- 
ning on  full  time  from  beginning  to  end  of 
the  year  on  one  thing,  the  cost  of  production 
is  reduced  to  the  minimum,  so  that  there  are 
many  articles  we  can  sell  at  10  cents  which 
cost  25  cents  or  more  in  other  stores.  Then 
our  overhead  charge,  when  distributed  over 
49 


900   stores,    becomes   only   a   very   small   per- 
centage." 

How  He  Got  There. 

How   did   Frank   W.   Woolworth   get   there? 

This  is  the  first  time  Mr.  Woolworth  has 
been  persuaded  to  tell  in  detail  his  early 
struggles.  He  dislikes  talking  about  himself, 
but  was  finally  induced  to  relate  his  early 
hardships.  He  portrayed  neither  hero  nor 
martyr.  He  simply  narrated  just  what  he 
went  through.  Biography  contains  no  more 
typically  American   experience. 

"I  did  not  have  t«  overcome  any  handicap 
of  inherited  wealth,"  he  began.  "That  usually 
takes  all  ambition  for  achievement  out  of  a 
young  man.  I  was  born  on  a  farm  at  Rod- 
man, N.Y.,  but  we  moved  to  Great  Bend, 
N.Y.,  when  I  was  seven  years  old.  Wc 
were  so  poor  that  I  never  knew  what  it  was  to 
have  an  overcoat  in  that  terribly  cold  climate, 
I  never  knew  how  to  skate  because  I  hadn't 
the  money  to  buy  skates.  One  pair  of  cow- 
hide boots  lasted  a  year,  or  rather  six  months, 
for  the  other  six  months  I  went  barefooted. 
My  parents  and  theirs,  for  I  don't  know  how 
far  back,  were  Methodists,  and  I  was  brought 
up  under  the  strictest  discipline. 

"The  station  master  at  Great  Bend  kept  a 
two-by-four  grocery  store  in  a  corner  of  the 
freight  shed,  and  I  decided  to  work  for  him 
just  to  get  the  experience  in  selling  goods  and 
also  selling  tickets,  making  out  reports  and 
the  other  simple  office  work  that  had  to  be 
done  there.  I  became  assistant  station  mas- 
ter—without pay.  That  was  the  nearest  I 
ever  got  to  fulfilling  my  boyhood  ambition 
of  becoming  a  railroad  man  and  an  engineer. 

"When  I  went  into  the  store  they  told  me 
Mr.  Augsbury  was  at  home,  sick,  but  I  asked 
where  he  lived  and  made  straight  for  his 
house.  He  greeted  me  with  'Hello,  Bub.  What 
do  you  want — a  job?'  I  was  a  thin,  emaciated 
blonde  in  those  days,  and  I  was  wearing 
farmer's  clothes.  He  immediately  fired  such 
questions  at  me  as:  'Do  you  drink?'  'Do  you 
smoke?'  'What  do  you  do  that's  bad?'  I  told 
him  I  went  to  church  every  Sunday  and  didn't 
live  in  a  locality  where  they  did  very  bad 
things.  My  heart  fell  when  he  declared:  'You 
are  too  green;  you  have  had  no  experience.' 
He  added,  however,  that  he  would  be  in  the 
store  in  the  afternoon  and  that  I  might  go 
and  see  Mr.  Moore.  Mr.  Moore  proved  very 
discouraging.  Finally,  they  both  cross-ex- 
amined me  together.  I  imagine  I  was  about 
the  greenest  fellow  who  ever  came  off  a 
farm.  They  did  not  try  to  hide  their  opinion 
that  I  had  probably  no  ability  at  all. 

"  'What  are  you  going  to  pay  me?'    I  asked. 

"'You  don't  expect  any  pay,  do  you?'  Mr. 
Moore  flashed  at  me. 

"  'I  don't  see  how  I  am  going  to  live  with- 
out pay,'  I  explained. 

"  'That  doesn't  interest  us,'  he  snapped  back. 
'You  should  work  a  whole  year  for  nothing,  as 
a  schooling.  You  have  to  pay  tuition  when 
you  go  to  school.  We  will  not  ask  ,you  any 
tuition   fee.' 

"I  asked  him  to  wait  until  I  could  find  out 
how  little  I  could  get  board  for,  and  back  I 
came  in  an  hour  and  told  him  that  I  could 
get  a  place  for  $3.50  a  week  and  that  in  ten 
years  I  had  saved  $50 — all  the  capital  I  had 
of  any  kind.  I  said  I  was  anxious  to  meet 
them  half-way,  and  that  I  would  gladly  work 
for  nothing  for  the  first  three  months,  pro- 
viding they  would  pay  me  $3.50  for  the  second 
three  months.  Finally  they  consented,  saying, 
'We  will  give  you  a  trial  to  see  if  you  are 
any  good.'  They  told  me  to  come  the  next 
Monday  morning,  but  I  explained  that  I 
couldn't  get  to  the  store  very  early  as  I  would 
ride  down  with  my  father,  who  was  to  bring 
in  a  load  of  potatoes,  and  thus  save  33  cents 
railroad   fare. 

"After  struggling  to  get  a  heavy  load  of 
potatoes  through  snowbanks,  we  arrived  at 
Watertown  about  half  past  ten.  I  left  my 
little  bag  of  clothes  at  my  boarding  place — 
there  were  no  such  things  as  dress  suit  cases 
in  those  days — and  reported  for  duty.  Mr. 
Augsbury  was  the  first  one  I  encountered. 

"'Bub.  don't  they  wear  any  collars  in  your 
neighborhood  ?'  was  how  he  greeted  me.  I 
replied,  'No.'  'No  neckties  either?'  I  again 
replied,  'No.'  'Is  this  old  flannel  shirt  the 
best  you  have  to  wear?'  he  next  asked.    "'Yes, 
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sir,'  I  replied.  'Well,  you'd  better  go  out  and 
pot  a  white  shirt  and  a  collar  and  a  tie  be- 
fore you   begin   work.' 

"I  went  and  got  properly  rigged  up,  and 
shortly  after  I  got  back  to  the  store  Mr. 
Augsbury  went  to  lunch.  Nobody  told  me 
what  to  do.  I  hung  around,  feeling  foolish. 
Most  of  the  clerks  went  to  dinner — lunch,  as 
we  call  it  nowadays — and  in  come  an  old  farm- 
er and  said  to  me,  'Young  man,  I  want  a 
spool  of  thread.'  I  didn't  know  where  they 
kept  the  thread,  so  I  went  over  to  Mr.  Moore, 
who  was  busy  at  his  desk,  and  asked  him. 
'Right  in  front  of  your  nose,  young  man,'  he 
snapped  without  looking  up  from  his  writing. 
I  pulled  out  a  drawer  directly  in  front  of  me 
and  sure  enough  found  it  full  of  spools  of 
thread.  'I  want  number  40,'  said  the  farmer. 
I  never  knew  till  that  moment  that  thread  had 
a  number.  I  fumbled  all  around  the  drawer 
looking  for  number  40,  but  could  not  find  it.  I 
appealed  to  Mr.  Moore  to  know  if  we  kept 
number  40.  'Certainly;  right  in  the  drawer 
in  front  of  you,'  he  said  quite  sharply.  I 
had  to  tell  him,  'I  can't  find  any.'  'Just  as  I 
expected,'  he  snapped  as  he  got  down  from 
his  desk  and  showed  me  the  right  kind  of 
thread.    He  immediately  returned  to  his  desk. 

"'How  much  is  it,  young  man?'  asked  the 
farmer.  I  had  to  turn  once  more  to  Mr. 
Moore.  It  was  eight  cents.  The  farmer 
pulled  out  a  ten-cent  shinplaster.  'Mr.  Moore, 
where  do  I  get  change?'  I  had  to  ask.  'Come 
right  up  to  the  desk  and  make  out  a  ticket,' 
he  ordered  me.  I  picked  up  one  of  the  blanks 
and  studied  it  all  over  to  see  what  I  could 
do  with  it.  But  I  was  stumped.  'Mr.  Moore,  I 
don't  believe  I  know  how  to  make  this  out,' 
I  had  to  confess.  'Hand  it  to  me;  I  will  show 
you,'  he  replied.  Next  I  had  to  ask,  'Where 
do  I  get  my  change?'  'There's  the  cashier 
right  there,  can't  you  see  him?'  he  replied  im- 
patiently. 

"No  sooner  had  the  farmer  gone  out  than 
another  came  in  for  a  pair  of  mittens.  This 
time  I  knew  how  to  make  out  a  check  and 
where  to  get  change. 

"But  as  time  passed,  never  once  did  I  re- 
ceive one  word  of  sympathy  or  encourage- 
ment from  a  single  soul.  The  other  clerkc 
made  my  life  miserable  by  constantly  poking 
fun  at  my  ignorance  and  by  always  keeping 
me  in  the  back  of  the  store.  Only  one 
treated  me  with  any  consideration,  a  young 
fellow  named  Barrett,  who  later  became  a 
wealthy  merchant.  We  remained  great  friends 
right  up  to  his  death,' a  little  while  ago. 

"At  the  end  of  two  and  a  half  years — the 
name  of  the  firm  meanwhile  had  been  changed 
to  Moore  &  Smith — I  was  getting  only  $6  a 
week,  and  when  I  heard  of  a  vacancy  in  an- 
other store  I  went  to  apply.  But  when  I  saw 
how  higgledy-piggledy  everything  was  I  de- 
cided to  name  a  high  salary,  thinking  to  be 
turned  down.  I  asked  $10  a  week,  and  was 
astonished  when  the  proprietor,  Mr.  Bushnell, 
said,  'All  right,  when  will  you  commence?'  I 
took  the  job,  and  on  this  big  salary  I  felt 
justified  in  getting  married.  However,  I 
found  this  store  very  distasteful.  I  tried  to 
make  it  look  attractive  and  I  also  dressed 
the  windows,  but  Mr.  Bushnell  reprimanded 
me,  and  told  me  to  confine  myself  to  selling 
goods.     This  was  my  weakest  spot. 

"After  a  couple  of  months  he  met  me  in  the 
basement  one  day — I  had  to  sleep  in  the  base- 
ment with  another  young  fellow,  armed  with 
revolvers,  to  protect  the  store  from  burglars. 
He  unceremoniously  told  me  there  were  boys 
iretting  $6  a  week  who  sold  more  goods  than 
I.  and  that  he  could  not  continue  to  pay  me 
$10  a  week.  I  asked  if  it  would  not  be  a  good 
idea  to  keep  the  store  in  attractive  shape  and 
display  the  goods  to  the  best  advantage  so  as 
to  attract  customers.  But  he  renlied,  'I  don't 
want  you  to  do  anvthing  but  sell  goods,'  and 
he  cut  my  pay  to  $8. 

"This  was  a  terrible  blow.  I  was  almost 
tempted  to  give  up.  I  became  terribly  de- 
pressed. I  wrote  a  pitiful  letter  to  my  mother. 
She  sent  me  in  reply  the  most  lovely  letter 
anyone  ever  penned.  She  finished  up  many 
encouraging  assurances  with  this  sentence: 
'Some  day,  my  son,  you  will  be  a  rich  man.' 
Somehow  the  expression  of  her  faith  in  me 
•buoyed  me  up.  I  kept  up  the  depressing 
struggle  until   I   was  near  death's  door  from 


sickness.  For  a  year  I  was  at  home  unable 
to  do  a  stroke  of  work..  I  became  convinced 
that  I  was  not  fitted  for  mercantile  life. 

"About  the  time  I  recovered  by  strength  a 
man  sold  me  a  four-acre  farm  for  $900.  I 
had  no  money,  but  I  raised  a  $600  mortgage 
and  gave  him  my  note  for  the  other  $300.  My 
wife  and  I  began  raising  chickens,  potatoes, 
and  everything  we  could  see  a  dollar  in,  to 
make  ends  meet.  After  we  had  struggled 
along  for  about  four  months,  Moore  &  Smith 
offered  me  $10  a  week  to  come  back  and  tone 
up  the  store. 

"This  was  positively  the  first  recognition 
I  had  ever  received  for  the  hard  work  I  had 
put  in.  My  wife  remained  on  the  farm  until 
we  rented  the  place  and  took  a  three-room 
home  in  Watertown.  At  the  end  of  the  first 
year  we  had  saved  $50  in  addition  to  having 
lent  my  father,  who  was  very  hard  up,  $20, 
and  also  after  having  paid  the  bills  incidental 
to  the  birth  of  our  first  baby.  It  called  for 
frugal  management.  I  worked  from  seven 
in  the  morning  till  ten  every  night.  I  kept  on 
working  in  this  store  from  then  (1877)  until 
I  opened  my  first  five-cent  store  at  Utica, 
New  York,  on  February  22nd,  1879." 


Post  Cards    rt cards 
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PERSONAL    GREETING    CHRISTMAS 
CARDS 

The  season  has  arrived  when  the  retail 
stationer  begins  to  consider  his  outlook 
in  the  personal  Christmas  greeting  card, 
mas  greeting  card. 

Cards  with  a  person's  name  and  ad- 
dress printed  are  becoming  increasingly 
popular,  but  many  retailers  have  not  yet 
realized  the  immense  profits  to  be  made, 
whilst  others  are  reaping  a  rich  reward 
with  little  or  no  expenditure. 

There  have  been  introduced  on  the  mar- 
ket cards  of  all  classes  to  meet  the  de- 
mands of  the  public,  and  suitable  to  the 
times,  and  it  has  become  the  fashion  of 
the  people  to  greet  their  friends  in  this 
way  at  Christmas-time.  Some  firms  have 
so  equipped  themselves  that  they  are  in 
a  position  to  despatch  all  orders  within 
twenty-four  hours  of  receipt,  which  en- 
ables the  retailer  to  take  orders  right  up 
to  Christmas.  Considering  that  most 
sample  books  can  be  obtained  entirely 
free  of  charge,  and  order  books  and  mail- 
ing matter  included,  it  is  a  very  profitable 
proposition  if  only  given  the  necessary 
attention.  Numerous  retailers  are  en- 
gaging sub-agents  to  whom  they  give  a 
share  of  the  profits,  to  canvass  their 
friends  and  acquaintances,  and  in  this  way 
much  money  is  made  with  very  little 
risk,  as  there  is  no  stock  to  carry.  The 
books  are  generally  sent  carriage  paid 
to  destination  by  most  reliable  firms,  and 
■everything  being  entirely  free  it  places 
the  retailer  beyond  liability  even  if  he 
fails  to  do  any  business.  Some  publish- 
ers already  have  their  books  ready  for 
despatch,  and  stationers  will  be  well  ad- 
vised to  act  at  once,  as  the  present  state 
of  the  paper  market  will  only  allow  a 
limited  quantity  to  be  made  up  for  dis- 
posal. 

There   are  few,   if      any,   propositions 
which  will  give  such  good  profits  without 
any  expenditure  whatever. 
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DISCOUNT  YOUR  BILLS  AND 
SAVE   MONEY 

The  figures  in  this  article  will  come  as 
a  surprise  to  many  business  men — but 
they  are  absolutely  true,  and  a  serious 
consideration  of  them  will  make  you 
think  twice  before  you  overlook  a  cash 
discount. 

These  facts  apply  to  every  bill  you  in- 
cur— just  to  make  it  easy  to  grasp,  let 
us  suppose  for  a  moment  that  you  have 
purchased  from  a  manufacturer  $100 
worth  of  goods;  terms,  60  days;  2  per 
cent.,  10  days.     Here  is  the  story: 

Two  per  cent,  on  $100  paid  within  10 
days  is  $2. 

Or  you  can  have  60  days'  use  of  the 
money. 

But  you  then  pay  $2  for  the  use  of  that 
$100  for  just  50  days. 

If  50  days'  use  of  $100  is  worth  $2  to 
you,  then  360  days'  use  of  $100  must  be 
worth  $14.40  to  you. 

You  pay  14.4  per  cent,  for  the  use  of 
that  money — 

And  you  can  borrow  at  the  bank  for 
6  ner  cent. 

This  means  that  if  you  purchase  $1,000 
worth  of  material  a  year,  and  discount 
all  your  bills,  you  will  save  $144  during 
the  year.  Or,  if  you  need  money  for  the 
expansion  of  your  business,  and  have 
reasonable  securitv.  and  a  reputation  for 
discounting  your  bills,  your  bank  will  for 
that  $144  Hadly  give  you  a  full  year's 
use  of  $2,400.  And  all  that,  simply  be- 
cause you  paid  cash. 


"SAM"— SOME    STATIONER! 

Most  people  regard  the  development 
of  a  retail  stationery  and  blank  book 
business  as  a  gradual  process — especially 
if  the  venture  is  launched  in  the  staid 
city  of  Boston.  Apparently  all  accepted 
rules  and  all  recogmzed  precedent  have 
been  swept  aside  by  the  rapid  progress 
of  "Sam  the  Stationer." 

About  seven  years  ago  Sam  Narcus  of 
Boston  decided  to  be  a  stationer.  His 
capital  was  $52.00;  he  opened  a  store  on 
Stanaford  Street  with  space  approximat- 
ing 4  x  10  feet. 

They  tell  us  that  Sam  Narcus  has 
very  recently  ooened  a  new  store  at  78 
Washington  Street,  which  extends 
through  to  Friend  Street.  This  store  is 
150  feet  long,  40  feet  wide  and  20  feet 
high, — the  second  largest  stationary 
store  in  Boston!  That  is  certaily  grow- 
ing some  for  Boston  or  any  other  city. — 
The  National. 


The  Moore  Printery,  of  Hamilton,  Ont., 
has  nut  out  two  war  post  cards  of  a  dis- 
tinctive nature.  One  is  a  reproduction 
of  the  famous  picture,  "Gentleman,  Our 
Country,"  which  appeared  as  a  wall  han- 
ger last  year.  The  other  is  called  "A 
Souvenir  of  the  Entente  World  War." 
representing  the  Allies  in  the  war  for 
liberty.  The  design  has  a  wealth  of  de- 
tail, each  feature  being  significant.  A 
full  explanation  of  the  symbolic  and  em- 
blematic colors  and  designs  is  given  on 
either  side  of  the  color  plate. 
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WELDON  ROBERTS  RUBBER  ERASERS 

88  STYLES  THE  NAME  GUARANTEES  THE  QUALITY 


WE    MAKE    NOTHING    BUT    ERASERS 

Making  88  STYLES  of  fine  quality  erasers  for  every  possible  purpose  is  our  sole  business. 'Strictly 
speaking,  we  are  eraser  specialists.    We  make  nothing  else,  but  we  pride  ourselves  on  making  the 
finest  erasers  in  all  the  world.    That  all  the  world  thinks  so  is  proven  by  the  fact  that  our  products 
have  a  lai-ge  sale  in  practically  every  country  in  the  world. 
To  use  a  WR  eraser  is  to  be  satisfied  with  no  other.     Quality  is  a  wonderful  force. 

We    gladly    mail    illustrated    catalog:    to    any    stationer    on     request. 


Weldon  Roberts  Rubber  Co.    newark,New  Jersey,  U.S.A. 


SELL 

Maple  Leaf  Brand 

Writing    Inks    and 

Ink  Essentials 


Absolutely  non-corrosive  and  en- 
tirely free  from  sediment.  Tested 
to  over  150  y^ars  of  life.  The  kind 
you  caiL  recommend  for  genuine, 
all-round  satisfaction. 

The  contents  of  a  two-inch  vial  of  Ink 
Essentials  will  make  a  quart  of  excel- 
lent non-corrosive  ink  merely  by  the 
addition  of  clean  water. 

And  they  occupy  but  little  shelf 
space.    Unaffected  by  atmospheric 

conditions.  Sent  you  at  closest 
wholesale  prices  on  a  strictly 
returnable  basis. 


Get  our  price  list. 


ROYAL  INK  CO., 


53    Yonge    Street 
Toronto,     Canada 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest   and  best   Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


The  O.K.  Manufacturing  Co. 

Syracuse,  N.Y. 

Stationery  Specialties.        Sole  Licensors  and  Makers  of 

The  WASHBURNE  "O.K."  Paper  Fasteners 
The  SANITARY  "O.K."  Erasers 
The  RIES  "O.K."  Letter  Openers 


'It 
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MACLEAN'S  SEPTEMBER 


is  a  magazine  of  the  very  best  type  and  rank.  It  is  made  for 
Canadians,  and  so  has  a  value  and  appeal  to  Canadians  possessed 
by  no  other  magazine  in  the  world.  MACLEAN'S  circulation 
is  getting  greater  each  month.  It  is  now  50%  larger  than  a 
year  ago.     The  inference  is  inevitable. 


Northcliffe 

Lord  Northcliffe  will  be  a  contribu- 
tor to  the  September  MACLEAN'S. 
The  general  theme  of  his  article 
will  be  Canada's  position  at  the 
present  time  in  relation  to  the  war 
and  to  the  Empire  afterwards.  Be 
sure  to  read  what  the  brilliant  and 
dominant  man  has  to  say  about  our 
country.  Get  an  outsider's  view- 
point. 


MacLean 


John  Bayne  MacLean,  publisher,  editor, 
publicist,  clear-seeing  and  far-seeing, 
has  another  strong  article  in  the  Septem- 
ber MACLEAN'S.  Colonel  MacLean  has 
proved  himself  to  be  as  clear-sighted  as 
Kitchener  in  many  matters  pertaining  to 
the  present  war;  and  he  is  doing  a  needed 
work  now  in  THE  FINANCIAL  POST 
and  other  newspapers,  to  arouse  Cana- 
dians to  a  proper  sense  of  the  perils  that 
lie  ahead. 


Ronald 


Another  smuggling  revelation! 

A  certain  Canadian  town  offered  a  big 
bonus  to  a  factory.  An  American  sup- 
plied the  desired  factory,  smuggled  into 
Canada  the  whole  plant  required, — and 
was  afterwards  found  out  and  brought 
to  book.  J.  D.  Ronald  tells  the  whole 
amazing  story  in  the  September  MAC- 
LEAN'S. Mr.  Ronald  is  contributing  to 
MACLEAN'S  a  series  of  Canadian  "in- 
side" smuggling  stories — true  ones.  This 
is  great  stuff. 


Leacock  and  Laut 

Stephen  Leacock  and  Miss  Agnes  C.  Laut 
are  contributors  as  usual  to  the  Septem- 
ber MACLEAN'S.  Leacock's  humor  is 
bubbling,  sparkling  and  refreshing — like 
spring  water.  Miss  Laut  provides  an- 
other of  her  well-informed  vigorous,  and 
revealing  articles  on  a  phase  of  the  war 
in  relation  to  Canada  and  the  United 
States.  Miss  Laut  makes  us  think  and 
wonder! 

Jacobs  and 
McGrath 

W.  W.  Jacobs  contributes  one  of  his  in- 
imitable short  stories  to  the  September 
MACLEAN'S.  "Their  Wives  Went 
Along."  Harold  McGrath,  world  famous 
story-writer,  who  wrote  "The  Man  on  the 
Box,"  provides  a  complete  novelette.  It  is 
a  story  of  adventure  and  mystery. 

Allenson  and 
Moorhouse 

A.  C.  Allenson  contributes  a  short  story, 
"A  Flutter  in  Diamonds;"  and  Hopkins 
Moorhouse,  "Their  Tents  like  the  Arabs." 
These  two  men  are  Canadians — winning 
fame,  and  adding  lustre  to  Canada's 
record  for  producing  short  story  writers 
of  the  first-class. 


Hendryx 


James  B.  Hendryx's  serial,  "The  Gun 
Brand,"  continues  in  the  September 
MACLEAN'S.  A  great  story  of  the 
Canadian  Northwest.  The  Movie-makers 
are  filming  Hendryx's  work.  So  you  can 
be  sure  that  he's  writing  the  right  sort 
of  stuff. 
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Women  and 
Their  Work 

This  is  the  title  of  a  new  department  in 
MACLEAN'S.     In  the  September  issue, 
this  department  will  contain: 
Reducing  my  household  cost. 
The  Care  of  the  Child — an  article  by  Dr. 
George  E.  Smith. 

A  sketch  of  Mrs.  W.  M.  Davidson,  a 
prominent  Western  woman,  engaged  with 
her  husband  in  editing  the  Calgary 
Albertan.  , 

Cooking  the  Cheaper  Cuts, — an  article  on 
economy  in  the  kitchen. 
This  new  department  will  prove  of  first- 
class  interest  to  all  women. 

Review  of  Reviews 

One  of  the  best  liked  and  most  valuable 
features  of  MACLEAN'S  MAGAZINE 
is  its  Review  of  Reviews  Department 
where  the  best  and  most  significant  arti- 
cles appearing  in  current  literature  are 
condensed  for  the  busy  reader,  and  for 
the  one  who  wants  to  know  what  other 
magazines  are  printing.  Here  one  gets 
a  cross-section  of  the  world's  best 
thought. 


BOOKSELLERS 
OF  CANADA: 

MACLEAN'S  MAGAZINE  de- 
serves, by  the  merit  of  its  contents, 
your  best  favor.  Canadian  quality 
should  appeal  to  you,  as  it  will  to 
your  customers.  You  can  sell 
MACLEAN'S  in  addition,  if  you 
will  draw  the  attention  of  maga- 
zine buyers  to  it.  Push  Canadian- 
made  Magazines. 


BOOKSELLER  AND  STATIONER 


CARTER  INX 


Quality  Products 


embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 


MADE  IN  CANADA 


The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C9   " 

ESTD.   1842.    MONTREAL. 


B  &  P  Columbia  Modern  Method 
Loose  Leaf 

Stenographer's 
Note  Book 


Will   enable   the   stenographer  to   increase  speed 

and  efficiency.     The  covers  form  a  perfect  stand 

for  transcribing. 

Has  found  a  ready  sale  wherever  its  merits  are 

shown. 

Bound   in  durable  black  cloth   and  made  in  two 

popular  sizes. 

No.  1393  4%"  x  9",  100  sheets  to  filler. 

No.  1399  6"      x  9",    50       "        "       " 

100  sheet  fillers  for  either  size. 

AT  POPULAR  RETAIL  PRICES. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard"  Blank  Books 

and  Loose  Leaf  Devices 

Home  Office: 

Front  St.   and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,   N.  Y. 
St.  Louis,  Mo. 


HOLD  THE  LINE 


Here's  the  line  to  hold — 

John    Heath's    Telephone 

Pen.    You  will  not  hold  it 

^^S|^^                 (Registered) 

long    because    it    sells    so 

quickly.     There's  quality 

about     it.      It    writes 

smoothly,  never  corrodes, 

and  lasts  long.     Get  con- 

^2 12^"  fi^.- 

nected  with  the  Telephone 

"^^«J  Hfeife^^H 

H|^    Pen  for  quick  sales. 

ISEnfex                  supi>i'<-''< 

'mZ*mak^-                     °V  all  the 

Wki-yXur^                    leadiny 

London     (Eng.) 

^Pfc^mfrS^            whole- 

Export    Agency, 

~"%iBhl., HMfrtw.                 sa i e  , 

8  St.  Bride  St., 

'k'^*Bfe^H          Tnrntltn 

LONDON,  E.C. 

~^^^Smmitt             '""' 

^^B^F'        Montreal 

We  have  a  large  stock 
of  the  following:- 


Harbutt's  Plasticine 


RAFFIA— Both  Natural  and  Colored 

REEDS  -All  Sizes 

COLOR  BOXES— Moist  or  Dry 

SPECIAL  PRICES  TO 
THE  TRADE 


In  pound  packages  and  in  fancy  boxes 
DRAWING  PAPER— White  or  Colored 
In  sizes:        6"  x  9"  12"  x  18" 

9"xl2n  24"x36n 

Geo.  M.  Hendry  Co.,  Limited 


215  VICTORIA  STREET 
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TORONTO 


B O  0 K S E LLEE    AND    STATIONER 


GET  READY  FOR  FALL  BUSINESS 

The  Fall  of  the  Year  is  Harvest  Time  in  Loose  Leaf.    There's  new  Ledgers  to 

install;  Transfer  Binders  to  sell;  new  Price  Books  for  Salesmen;  the  stocking 

•  up  for  Xmas  Rush — Memo  Books,  Recipe  Books,  Diaries,  etc.     And  NOW  is 

the  lime  to  go  over  your  stock,  get  it  in  shape  and  send  US  your  order.     We're 
better  equipped  than  ever  to  handle  your  business.     Try  us. 


SLUCKCTT'S      r^ 
TERRnG 


MADE  IN  CANADA  AND  MADE  RIGHT 

Luckett  Loose  Leaf,  Limited 

539-543  KING  ST.,  W.  TORONTO,  CANADA 


SLUCKCTT-s      «— t 
TERRnG 


Th( 


TERRY 

Pen  or  Pencil 
Clip 


■-a  sample  will  beg- 
gar description. 
Why    not    ask   fo;- 
one    NOW    -and 
terms? 

Herbert  Terry 
"  &  Sons,  Ltd. 

Spring  and  Press- 
work  Specialists 
REDDITCH, 
Eng. 


TOY  PROFIT 

There  is  good  profit  in  a  line  of  Toys— besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and  window  dressing,  where   to  buy  stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,  1,8£g$YORK,eet 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 

"Rob  Roy" 
Pen 


It    is 

made 

of     fine   steel, 

writes     easily 

and  smoothly  and 

suits     almost     any  '%rf 

hand.  "Rob  Roy"  Pens  * 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietor  : 


Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d<  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


CETTHEBEST.  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


BOOKSELLER  AND  STATIONER 


BIGGER    SALES    AND 
MORE  CUSTOMERS 


When  you  connect  with  Globe- 
Wernicke  specialties  you'll  be 
ready  to  meet  the  require- 
ments of  the  most  critical 
customer. 


Agate  Card  Index 
Outfit  No.  94 


Globe-Wemicke  equipment 
combines  handsome  appear- 
ance with  maximum  efficien- 
cy. 

Our  illustrated  catalogue  will 
show  you  the  complete  line. 
Let  us  send  you  a  copy  and 
our  latest  price  list. 


STRATFORD,  ONTARIO 


NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by     largest    houses     in     United     States    and     Canada. 


We  also  specialize  in  LOCAL   VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET  CHICAGO,  ILL. 
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HIGHEST  AWARD  ALWAYS 


TRADE 


MARK 


GOLD   MEDAL 
CRAYONS 

FOR    EVERY    USE 


DRAWING, 

PASTEL, 

MARKING, 

PRESSED 

AND  LUMBER 

CRAYONS. 


TEXTILE, 
RAILROAD, 
CARPENTERS, 
COLORED  AND 
WHITE  CHALKS, 
SLATE  PENCILS,  Etc. 


Send  for  Samples  and  Catalog 


Binney  &  Smith  Co. 

NEW  YORK 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
]t  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with' 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


J%e  O&h/  t4s~£t£  jf& 
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gives     universal     satisfaction     even     to    the 
most    fastidious    customer. 

The  Profit  On  A.A.  Fountain  Pens 

is  one  reason  why  you  should  handle  this 
line.  Many  Canadian  Dealers  are  steadily 
increasing  their  sales  of  "A.A."  Fountain 
Pens  every  year.  They  know  that  "A.A." 
Fountain  Pens  are  not  only  guaranteed  to 
give  satisfaction  but  that  they  actually  do 
so.  There  is  a  steady  and  constantly  in- 
creasing demand  for  "A.A."  Pens 
in  Canada.  Why  not  stock  this 
line? 

We  will  furnish  attractive  dis- 
play cases  free.  Each  case  con- 
tains an  attractive  assortment  of 
Self-Fillers,  Lower  End  Joint, 
Middle  Joint,  and  Safety  Foun- 
tain   Pens. 

Write  to  your  local  job- 
ber or  to  us  for  prices, 
catalogue  and  trade  dis- 
counts. 


I'vv! 


MODERN   PEN   CO. 

SUCCESSOR    TO 
ARTHUR   A.  WATERMAN   &  CO. 

170  BROADWAY,     Established  1  895     NEW  YORK  CITY 

NOT  CONNECTED  WITH  THE  L.  E.  WATERMAN  CO. 


Japanese  Pictures 

By  Old  and  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc., 
Write  to-day  for  catalogue  telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20,  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 

Special  Service    Department 


56 


BOOKSELLER    AND    STATIONER 


Get  your  customers  to 
try  them 

After  that  you'll  be  asked  for  them  right  along 
and  the  profits  on  every  sale  make  it  worth  while 
for  you  to  keep  well  stocked  all  the  time. 

Mittag  and  Volger  Typewriter  Ribbons  and 
Carbons  and  Typewriter  Supplies 

are  AT  quality — the  sort  that's  needed  to-day  in 

every  up-to-date  business  office. 

Try  their  selling  quality.  That's 
our  message  to  you  regarding 
M.  &  V.  supplies.  We  know  you'll 
like  them.  They'll  please  the 
hard-to-please. 


niTYOL 

'TYPEWRITER' 

\  CARBON 


MITTAC i 


Mittag  and  Volger, 

Head   Office   and  Factory 

Park  Ridge,  N.  J. 


P^MnHiKMM 


Bigelow  Phone  Book 
Binder 


Particularly  desirable  both  because  of 
its  usefulness  and  neatness.  It  saves  all 
the  annoyance  and  inconvenience  of  a 
torn  and  tattered  book — with  the  addi- 
tional advantage  of  looking  neat. 

Suitable  for  business  or  home  use. 

Attractive  Window-Card  and  sales- 
producing  advertising  folder  (with  room 
for  your  imprint)   sent  with  each  order. 

Send  us  one  of  your  city  telephone 
books  and  we  will  gladly  quote  you  prices 
on  any  quantity  you  can  handle. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S. A 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
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CANADA 
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Compasses 

Also  set  square*  and  protractors 


Look  through 

this  list  of 

School  Goods 


Insure  prompt  delivery  by  order- 
ing now,  before  the  last  minute 
rush. 

Scribblers  and  Exercise  Books 

New  range  of  patriotic  designs. 

Foolscap  and  Exam.  Cap 

In  all  grades. 

Blackboard  Brushes 

Also  Pointers,  Slated  Cloth  and  Liquid  Slating. 

Crayons 

New  Range  of  wax  and  chalk  boxes 

Watercolors 

Tin  and  Cardboard  Boxes — full  range 

Erasers 


Mathematical  Sets 

Compass,  divider  and  scale  to  retail  at  25  cents        Note   Books 

Drawing  Materials  Inks  and  Mucilage 


Palter.  Bonks,  Pads  and  Thumb  Tacks 

Pencil  Sharpeners    . 

Retailing  from  10c  to  $4.50  each 

School  Bags 

Leather.  Leatherette  and  Canvas  in  all  sizes 

School  Boxes 

Strong  Fibre  boxes  with  handle  and  clasp 


Pencils 
Penholders 
Rulers 

Pencil  Boxes 
Slates 
Slate  Pencils 


HAMILTON 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 


MONTREAL,    Southam    Bldg.,    128    Bleury   St. 


TORONTO,  143-153  University  Ave. 


WINNIPEG,  22  Royal  Bank  Bldg. 


LONDON,  ENG.,  88  Fleet  St.,  E.C. 


PUBLICATION     OFFICE:     TORONTO,     SEPTEMBER,      1917 


VOL.  XXXIII. 


No.  9 


S.  &B. 
GRAVITY-STTLO 


S.  &  B.  AUTOPEN 


CONFIDENCE 


So  long  as  you  have  the  confidence  of  your 
customers  you  hold  their  trade.  Protect  your 
reputation  for  fair  prices,  good  service,  and 
reliable  merchandise   by   recommending   and 


selling 


SANFORD  &  BENNETT 

FOUNTAIN  PENS 

Making  every  part  of  these  popular-priced 
pens,  we  protect  you  with  our  guarantee  that 
each  one  will  write  perfectly,  give  faithful 
service,  and  hold  the  user's  confidence. 

S  &  B  Fountain  Pens  have  exclusive  and  prac- 
tical improvements  found  in  no  other  make. 
The  workmanship  is  faultless,  the  quality  of 
materials  the  best  that  can  be  obtained.  Pens 
are  positively  non-leakable.  No  evaporation 
— always  in  condition  to  write.  S  &  B  Pens 
sell  readily,  return  you  a  good  profit,  and  help 
vou  to  hold  vonr  customers. 


Write  to-day  for  prices  and  discounts 

Sanford  &  Bennett  Co. 

51-53  Maiden  Lane,  New  York 

W.  E.  COUTTS,  Canadian  Sales  Agent 
266  King  Street  West,  Toronto,  Ont. 
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TOPAZ  PENCILS 


THERE  are  pencils  and  pencils,  some  of  them  perform  their 
mission  with  credit  to  the  maker  and  dealer  alike—  such  a 
pencil  is  the  "Topaz."  It  is  as  good  as  any  pencil  at  any  price 
and  better  than  any  other  pencil  at  the  same  price. 

A  pencil  may  be  only  a  little  thing  but  it  is  the  little  things 
that  count  and  a  pencil  is  one  of  the  most  important  little  things 
of  every  day  life.  Sell  "Topaz"  pencils  to  your  particular  cus- 
tomer— he  will  surely  come  back  for  more. 

SOLE  AGENTS  FOR  CANADA 

Warwick  Bros.  &  Rutter,  Limited 

TORONTO 


BOOKSELLER  AND  STATIONER 
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Ready  Sales  and  Good  Profits 
come  from  displays  of 

GOODALL'S 

British- Made 

PLAYING  CARDS 


Get  ready  now  to  secure  bigger  sales  of  play- 
ing cards  by  stocking  a  good  assortment  of 
the  people's  favorites — GOODALL'S. 

The  social  season  will  soon  be  here  and  card 
lovers  will  be  wanting  new  packs,  almost  im- 
mediately. 

Goodall's  Playing  Cards  are  high  class  in 
every  respect — neatly  and  artistically  exe- 
cuted in  the  very  latest  and  most  popular 
designs. 

The  latest  Patriotic  is  showing  Union  Jack 
and  Stars  and  Stripes,  which  is  having  a  good 
sale. 

The  leading  jobbers  carry  a  good  assortment. 

AUBREY  O.  HURST 

REPRESENTATIVE 

32  Front  Street  West 
TORONTO 


15  ()  ( )  K  S  K  L  L  E  R     AND     STATIONER 


FINE  LEATHER  GOODS 


H 

We  guarantee  superiority  of 
goods,  finest  material  used,  best 
workmanship,  unexcelled  value, 
newest  designs  and  styles. 


LADIES'  HAND  BAGS 

LETTER  and  CARD  CASES 
WRITING  PORTFOLIOS 
POCKET  BOOKS,  BILL  WALLETS 
PURSES,  BANKERS'  CASES 
MUSIC  CASES  and  PORTFOLIOS 
MEMORANDUM,  ADDRESS  and 

PRICE  BOOKS,  made  in  all  popular  sizes, 

OUR  SPECIALTY. 

Simcoe  Photograph   Albums,  Variety   Styles,    Scrap  Books, 
Blotting  Pads,  Leather  and  Metal  Photo  Frames. 

OFFICEand  POCKET  DIARIES  1 918 

Fifty-Fourth  Annual  Publication.     260  Varieties. 

OFFICE  DIARIES  NOW  READY. 
POCKET  DIARIES  READY  0CT0SER. 


Extra  Clolh         Clolh  Case  Amer.  Russia      Seal  Cowhide         Real  Russia  Real  Seal  Imitation  Mo 


BROWN  BROTHERS,  Limited 

MANUFACTURERS 

SIMCOE,  PEARL  and  ADELAIDE  STREETS,  TORONTO 


BOOKSELLER     AtfD     STATIONER 


The  Greatest  Asset 

any  business  can  have  is  a  constantly 
increasing  list  of   well   satisfied    customers 


The  Greatest  Assistance 

any  business  can  have  in  gaining  and  maintaining 
well  satisfied  customers  is  selling  merchandise  of 

Unfailing  Dependability 


ip 


LOOSE  1-1^  LEAF 


Is  the  trade  mark  that  insures  satisfaction  because 
it  is  backed  by  a  guarantee  that  really 

GUARANTEES 

Remember   the 
significant  phrase 

" — without  cost  to  dealer  or  consumer" 


Irving-Pitt  Manufacturing  Company 

=  LARGEST   EXCLUSIVE  LOOSE  LEAF   MANUFACTURERS  = 


Kansas  City      |loose|  J-PITeaf]      Missouri 


NEW    YORK  ::  ::  CHICAGO 

Canadian  Agents:     BROWN   BROS.,  LIMITED,  TORONTO 
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Venus 

10<  PENCIL 

i       IT  isn  't  really  neces- 
i'1         sary  to  say  much 
|l    about  VENUS pencils 
jf\    because   they    write 

I  ft' 
I.l 

I 

their  own  story  of 
perfection.     Recom- 
mend VENUS  for— 

H 

SMOOTHNESS 

LONG  LIFE 

/*! 

R 

1*1 

UNIFORMITY  OF 
DEGREES 

STRENGTH  OF 
LEAD 

ft 

IS 

FLAWLESSNESS 
OF  EVERY 
PART 

J§ 

rpHE    number 
A     users  grows 
once  a  man  or  a 
VENUS,  the  buyi 
tion    thereafter    i 
VENUS,   because 
fine  pencils  inv 
good!      17  black 
6B  softest  to    9H 
hard  and  medium 

of   VENUS 

daily.      And 

woman  uses 

ng  specifica- 

ilways    reads 

these    super- 

ariably  makt 

degrees  from 

hardest,  anc 

copying. 

> 

i 
1 

\#£t|     ■•■  Superf/neQua/ify 

TJETLjf^  Rubs  out 

6Rns€Rc/e#^rrf 

Will  not  soil  or  streak,  r  sizes, 

From  ioo  to  box. to  a  to  box. 

H 

ave  you  stocked  VENUS  eras< 
If  not,  write  to-day. 

jrs? 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and  Clapton,  London,  England 

Mercantile  Report  Folders 

Globe-Wernicke  will  build 

up  your  reputation  and 

your  profits. 

Quality  and  reasonable  prices  are  two  essentials 
to  successful  selling. 

Globe-Wernicke  supplies  for  filing  cabinets  offer 
the  dealer  both  in  large  quantities,  which  is  why 
most  up-to-date  retailers  keep  them  in  stock. 

Send  a  postcard  request  for  our  illustrated  cata- 
logue which  shows  our  complete  line.  Ask  for 
the   latest  price  list. 

STRATFORD.    ONTARIO 


Kindergarten  and  Primary   Material 
Water  Color  Boxes,  Drawing  Papers 


Reeds,     Raphia,     Hyloplate 

Johnston's  Maps  and  Globes 

Plasticine,  Slated  Cloth 


Chambers's  Gazetteer 

Imperial  Concise  Dictionary 

World  Wide  Atlas 


We  carry  in  stock  all  the  above  lines. 
Trade  orders  solicited. 

The 

George  M.  Hendry  Co. 

Limited 

School  Equipment 

215  VICTORIA  ST.    -    TORONTO 
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The  Real  Goods 

We  are  in  receipt  of  a  big  shipment  of 


Glucine 


This  is  the  original 
Liquid  Paste. 


2V4  oz.  size  retails  for   10   cents. 

5   oz.   size   retails   for   25   cents    (with   Cap 
and  Brush) 

10   oz.  size   retails   for   50   cents    (with   Cap 
and  Brush) 

30    oz.   size    (for    refilling)    retails   for    90c. 

This    line,   ordered   in   gross   lots,   gives   the 
dealer  the   best  profit  of  all. 


It  is  being  imitated  by  several 
manufacturers  BUT — They  can't 
just  get  it — OUR  product  always 
remains  clean  and  sweet.  It  never 
dries  up. 

Use  Glucine  on  your  counters,  urge  your  customers  to 
follow  suit.  Do  away  with  the  sloppy  water  well. 
Glucine — is  ready  for  use  when  you  take  the  cork  out. 

Please  send  us  your  Fall  and  Winter  order  now. 


LYONS  BANK  WAX 

The  standard  of  high  grade  sealing  wax  on  both  continents. 


MANUFACTURED    BY 


Lyons  Ink  Limited,  Manchester,  Eng. 

CANADIAN  AGENTS: 

MENZIES  &  COMPANY,  LIMITED 

Manufacturers'  Agents  Importers  Toys  and  Fancy  Goods 

Importers  Blotting  Paper  Publishers  of  Christmas  Cards 

439  King  Street  West,  Toronto,  Ont. 


BOOKS E L I E R    AND    STATIONER 


Better  Business 

In  1916  there  were  1785  failures  among  retail 
merchants  in  Canada.  Most  of  these  failures 
were  due  directly  to  one  cause — unsystematic 
business.  Most  of  the  merchants  who  failed 
were  apparently  doing  a  big  business. 
But  they  did  not  know  the  details  of  their 
business.  They  had  no  system.  They  lost 
money  through  mistakes,  through  forgotten 
charges.  They  lost  customers  through 
disputes.  A  store  with  an  annual  turnover 
of  $40,000  should  net  at  least  $4,000.00 
profit,  on  a  conservative  estimate,  yet  that 
profit  is  easily  eaten  up  by  such  losses. 


A  National  Cash  Register  System  insures 
against  loss  due  to  mistakes,  forgotten 
charges,  etc.,  and  insures  each  retail 
merchant  that  he  will  get  all  his  profit 
all  the  time — whether  he  is  in  the  store 
or  not. 


The  price  of  a  National  Gash  Register 
is  insignificant  when  the  amount  of 
information  it  gives  is  considered. 

Write  us  to-day  for  full  particulars 
which  we  will  gladly  furnish. 


THE   NATIONAL  CASH  REGISTER  CO. 
OF  CANADA,  LIMITED 

350  CHRISTIE  STREET  TORONTO,  ONTARIO 
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BUUNS     IHA1 

SELL  QUICKLY 

AND  PAY  BIG 

PROFITS 

Every  dealer  sell- 

ing       stationery, 

n 

^               sundries    or   gen- 

■L 

V            eral  merchandise, 

^L^r^^Sr5" 

vR          be     he'    ever     so 

^a 

small  in  size,  can 

W&X-&0?'' 

profitably    handle 

^k^~  '.\  -^<.-^~  >-. 

a     representative 

*X    ^     line  of  "STAND- 

b                     wk                      ^1 

■^1     ARD"       DUPLI- 

1                    *\ 

CATING     AND 

TRIPLICATING 

k_  ^91    BOOKS. 

A    Few   of   the   Principal    Sii 

tes   of   Salesmen's    Order    Books: 

No. 

Size.                       Leaves. 

5004y2     duplicating 

7^x4%                       150 

,i  DO. ■>'...     triplicating 

5020%     duplicating 

8%x5%                        150 

5021V2     triplicating 

5028yz     duplicating 

9%x5%                       150 

5029y»     triplicating 

5036%     duplicating 

10M.x8%                       150 

5037y2     triplicating 

Salesmen's  order  books  are 

used  in  large  quantities  by  stores. 

offices   and  factories.      In   fact, 

every  merchant  or  salesman   uses 

an  order  book  of  some  kind. 

See   our   Catalog   No.    44    and   Catalog   Supplement   No.   3    for 

other  sizes,   etc. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "Standard"  Blank  Books 

and  Loose  Leaf  Devices 

Real  Satisfactory 
Ink 


Real  Satisfactory  Ink — the  kind  that 
is  absolutely  non-corrosive  and  free 
from  sediment — that's  what  you  give 
your  customers  when  you  sell  them 

Maple    Leaf  Brand  Writing 
Inks  and  Ink  Essentials 

Ink  Essentials  are  put  up  in  handy 
little  vials,  occupy  a  minimum  of 
shelf  space  and  are  entirely  unaffect- 
ed by  atmospheric  conditions. 

The  contents  of  a  two-inch  vial  of 
Ink  Essentials  will  make  a  quart  of 
excellent  non-corrosive  ink  merely 
by  the  addition  of  clean  water. 

Supplied  the  trade  on  a  straight  re- 
turnable basis. 

Ask  for  price  list. 

ROYAL  INK  CO. 


53  Yonge  Street, 


Toronto 


r 
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Esterbrooh.. 

Counter  Displciij  Gases 

help  you  to  quickly  sell  the  pens  your  custo- 
mers    desire — a     comprehensive    assortment 
from  which  he  can  make  a  quick  selection. 
The  customer  is  gratified  by  the  bij>;  assort- 
ment and  the  promptness  and  efficiency  with 
which  you  have  given  him  what  he  wanted. 
He's    in    a    satisfied — receptive    mood    and    more 
susceptible  to  your  suggestions  that  he  possibly 
needs  ink,  blank  books,  etc.,  etc. 
Ten  sizes  of  Esterbrook  Display  Cases. 

Write  for  catalog. 
ESTERBROOK  PEN  MANUFACTURING  CO. 

17-80  Cooper  Street,  Camden.  N.J.,  U.S.A. 
BROWN  BROS.  &  CO..  Agent,  for  Canada,  Toronto,  Ont. 


'easiest  to  soil** 


A  REAL  MONEY-MAKER 
FOR  YOUR  NEWS  STAND 

Every  news  dealer  can  make  more  money  by  using 
"Blake's  Handy  News  Stand  Record."  It  is  of 
immense  value  in  actual  dollars  and  cents  in  cut- 
ting down  the  high  cost  of  doing  business. 
It  shows  when  magazines  and  newspapers  are 
due,  date  received,  and  time  limit  for  returns. 
It  keeps  an  accurate  check  on  all  copies  received 
and  sold,  and  will  show  errors  in  credit  memos, 
for  those  returned.  It  keeps  tab  on  re-orders, 
regulates  standing  orders,  and  keeps  a  dealer 
posted  in  cutting  down  or  increasing  same.  •  It 
shows  the  sales  and  profits;  and  makes  all  maga- 
zine information  instantly  available. 
The  method  is  easily  understood,  simple  to  apply 
and  EFFECTIVE  in  its  power  to  make  a  news 
stand  PAY  BETTER  DIVIDENDS.  This  plan 
can  be  applied  by  YOU — the  Record  is  for  your 
use  to  MAKE  MORE  DOLLARS.  It  has  been 
tested  and  proved  by  some  of  America's  most 
enterprising  and  keenest  dealers. 

The  Record  only 
costs  $4.50  com- 
plete, and  will 
be  mailed  post- 
age prepaid  for 
this  amount. 
DON'T  WAIT— 
write  for  full  particulars  TO-DAY.  An  inquiry 
commits  you  to  nothing,  obligates  you  to  nothing. 
The  outcome  of  that  inquiry  may  mean  to  you 
everything.  BETTER  GET  IT  OFF  IN  THE 
VERY  NEXT  MAIL. 

ARTHUR  J.  BLAKE,  TESXHAASLL 


BOOKSELLER  AND  STATIONER 


NEW  ITEMS 


Diaries 


Four  popular  sizes — Perpetual,  good  for  any  year. 
No  dead  stock  You  won't  have  to  sell  these  at  re- 
duced prices  for  if  any  should  be  left  over  they  are 
good  for  the  next  year  and  they  sell  the  year  round. 


Recipe  Book 


White  washable  material,  inside  and  out.  22  Index 
Tabs.  Sheets  ruled  for  pen  or  typewriter.  Clippings 
from  papers  and  magazines  can  be  pasted  in.  This 
book  will  appeal  to  your  lady  customers.  It  makes 
an  ideal  gift  for  weddings,  birthdays  and  Xmas. 

Slotted  Metal  Post  Binders 

A  new,  neat,  practical  metal  that  locks  and  unlocks 
by  a  slight  movement  of  a  button  in  the  centre.  The 
metal  is  slotted  at  the  back  that  permits  the  top 
cover  to  be  removed  instantly.  Every  stationer 
should  have  a  stock  of  these  binders. 


Ledgers 


Three  new  styles — RGL  is  a  new  Round  Back  Ledger 
to  retail  at  a  moderate  price.  Carried  in  all  popular 
sizes.  CSL  is  a  low-priced  ledged  carried  in  three 
sizes  to  retail  at  $5.50  and  $7.35  for  the  complete 
outfit.  CPL  is  a  Full  Cloth  Ledger  in  two  sizes  to 
retail  at  $4.00  complete. 

New  Sizes 

In  addition  to  the  above  we  are  adding  a  number  of 
new  sizes  in  our  regular  lines  of  Ledgers  'and  Post 
Binders  that  will  enable  you  to  fill  many  orders  from 
our  stock  at  stock  prices. 

New  Catalog 

Our  new  catalog  is  now  being  printed  and  will  be 
ready  for  distribution  soon.  If  you  are  not  on  our 
regular  list,  write  us  at  once  and  we  will  see  that 
you  get  your  copy.  All  prices  in  our  catalog  are 
list  and  we  allow  a  liberal  discount  to  the  trade. 
Don't  put  in  your  Fall  stock  without  first  investigat- 
ing our  line.    Write  us  or  see  our  traveller. 


terlinQ 


OUR  COMPANY  IS  STRICTLY  CANADIAN 

Luckett  Loose  Leaf.  Limited 


STARVING 


539-543  KING  ST.  W. 


TORONTO,  ONTARIO 


WHEN  ORDERING  ERASER  RUBBERS 

.,  SPECIFY   THE 

'Cb&n&V-    BRITISH    MADE    BRAND 

AND   SUPPORT  THE  INDUSTRY   AND  CAPITAL  OF  THE  BRITISH  EMPIRE 

"Colonel"  

Typewriter  Erasers  „„  .        „, 

Colonel 

'Colonel"  Pencil  EraserS 


Ink  and  Pencil  Eraser 

ink's* 


No.  1390.     Small  Size 
No.  1400.     Medium   Size 
No.  1410.     Large  Size 


PENCIL 


ERASER 


MADE    IN    BRITAIN 


Made    in    Circular,    Hexagon  Made  in  Three  Colours:  White, 

and  Bevel  Shapes  Green  and  Red- 

THE  "COLONEL"  GREEN  BEVEL  RUBBER  is  specially  suitable  for  use  on  Tracing 

Cloth. 

THE  "COLONEL"  ERASERS,  made  by  the  manufacturers  of  the  famous  "Colonel" 

Golf  Balls,  are  receiving  the  support  of  the  Trade  in  all  parts  of  the  world.     They 

are  acknowledged  Superior  to  the  Foreign  Made  Erasers  so  largely 

purchased  hitherto. 

ST.   MUNGO   MANUFACTURING  COMPANY,  LIMITED,  GLASGOW,  SCOTLAND 

And  at  37.  WALBROOK,  LONDON.  E.C. 
Distributors  for   Canada— Menzies  &  Company,   Limited,  439  King  Street   West,   Toronto 


BOOKSELLER    AND    STATIONER 


X 


E[ 


ra 


x 


A  Little  Bit  of  Heaven 


I 


ViX 


The  interest  of  dealers  in  pictures  is  centered  on  this  subject, 
it  is  the  talk  of  the  trade;  not  within  ten  years  has  a  picture 
been  published  that  can  boast  such  a  selling  record.  This  is 
only  one  of  the  rapid  selling  photogravures  in  our  line  which 
is  familiarly  known  as  the  Gutmann  Record  Seller  Line  on 
account  of  the  great  number  of  "winners"  it  contains. 


! 


We  take  pleasure  to  announce  that 

A.  R.  MacDougall  &  Co.,  Limited 

266  King  Street  West,  Toronto,  Ont. 

represent   us  in  Canada  as  sole    agents,  and  will 
show  our  complete  line  to  the  trade   this  month. 


GUTMANN  &  GUTMANN 

116  West  32nd  Street  -  -  NEW  YORK 


liOOKSELLER    AND    STATION  E  It 


-Toy  and  Doll 
$30.00 


Assortments- 
$100.00 


If  you  wi 
We  carry 

Sundries, 


These  popular  assortments  include  Canadian,  English,  French,  Ameri- 
can and  Japanese  Toys  and  Dolls.  The  $50.00  assortment  contains 
over  seventy  lines,  retailing  at  from  5c  to  75c  each.  The  $100.00 
assortment  includes  over  one  hundred  numbers  which  will  retail  pro- 
fitably at  from  5c  to  $2.50  each. 

These  assortments  are  assembled  in  our  own  warehouse,  and  we  can 
assure  .you  that  none  but  really  saleable  articles  are  included,  and  that 
there  is  a  good  margin  of  profit  for  you. 

1  give  us  your  order  now  we  will  guarantee  delivery  in  good  time. 

a  complete  line  of  Toys,  Dolls,  Leather  Goods,   Fancy  Goods,  Sporting  Goods,  Drug 

and  High  Class  Stationery. 


The  Consolidated  Stationery 
Fancy  Goods  Company,  Limited, 

Winnipeg 


You  Should  Sell 

Bax  Will  Forms 


Bax  Will  Forms  are  catching  on  in 
every  community  as  being  the  simp- 
les) and  best  means  of  drawing  up 
wills  at  home. 

Remind  your  customer  of  them  by 
displaying    a    "Bax"    Card    in    your 
store.     The  profits  are  really  good,  - 
and  customer-satisfaction  is  assured. 

Printed  in  English  and  French. 

Specify  Bax  from  your  Wholesale 
Stationer. 

Retail  Price.  35c  each,  or  3  for  $1.00;  ' 
One   Doz.    Lots.   $2.7.",;    Three   Doz. 
Lots.  $2.65  doz.      Display  Cards  sent 
with  each  order. 

Bax  Will  Form  Company 

163  College  St.,  Toronto 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
\   Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best   Inks  and  Adhesives 

T^liese  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 
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Buy   Your    Postcards 


IN 


CLUB  ORDERS 


T 


HIS  new  postcard  proposition  applies  to  the  most  comprehensive  range 
on  the  market. 

OWEN  POSTCARDS 

he  line  includes  all  seasons  and  "regular" 


As  will  he  seen  by  the  table  below 
series — postcards  for  all  occasions. 

The  designs  are  most  artistic  and  in  good  taste,  with  plenty  of  originality  in 
treatment  to  make  them  popular  sellers. 

There  are  various  finishes,  glazed,  pebbled,  white,  and  the  stock  is  a  pure  white,  a 
welcome  change  from  the  many  cards  printed  on  stock  of  sort  of  a  dirty  white. 

There  are  two  lines — one  grade  of  cards  to  sell  at  one  cent  each  and  a  better 
GOLD  EDGE  LINE— good  2-for-5c  or  3-for-5c  cards. 

THE  CLUB  ORDER  IDEA 

CLUB  ORDERS  prices  for  Owen  postcards  for  quantities  to  be  taken  at  stated 
periods  during  1917-18,  dating  for  each  separate  season,  viz: 

XMAS  and  NEW  YEAR— December  1st,  net  30  days 
HALLOWE'EN— October  1st,  net  30  days 
THANKSGIVING— November  1st,  net  30  days 
VALENTINE— February  1st,  net  30  days 
ST.  PATRICK— March  1st,  net  30  days 
EASTER-  April  1st,  net  30  days 
*REGULAR— net  30  days 

♦Regular  is  the  term  for  such  cards  as  birthday'  greetings  and  cards  for  all  occasions,  such  as  wedding 
congratulations,   anniversaries,   etc. 

If  a  dealer  will  place  a  signed  order  for  a  stipulated  quantity  of  postcards,  dis- 
tributed over  all  seasons  and  regular  lines,  he  gets  the  advantage  of  the  closest 
price,  based  on  total  amount  of  card-  bought.  The  prices  are  graded  according 
to  total  orders  of  1,000.  5.000.  10,000,  25,000,  50,000  and  100,000. 

Total  quantity  must  be  ordered  AT  ONE  TIME  to  determine  the  price. 


THIS 

IS     A     MONEY-MAKING 

PROPOSITION 

FOR 

ENERGETIC  RETAILERS. 

IT  COMPRISES 

1917-1918  PURCHASES. 

OUR 

TRAVELLERS  ARE  NOW 

OUT  SHOWING  THIS 

LINE. 

The  Copp,  Clark  Company,  Limited 

517  WELLINGTON  STREET  WEST  -  TORONTO,  CAN. 
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BOOKSELLER  AND  STATIONER 


ST.  VALENTINE 

ST.  PATRICK'S  DAY 

EASTER  CARDS 


NOW  SHOWING 


St.  Valentine's  Day  Greeting  Cards. 
Booklets  and  Novelties 

Lace  novelties  will  be  shown  at  lc  to  25c  retail.  PnlLs  at  5c  to  20c  retail.  Boxed 
novelties  10c  to  50c  retail.  The  latter  this  year  will  come  in  attractive  red  boxes 
instead  of  the  rough  Manila  boxes  heretofore  used. 

Entirely  new  this  year  is  a  bio-  range  of  TISSUE  PULLS  opening  in  different 
ways.  These  novelties  are  made  to  stand  and  they  are  very  striking  by  reason 
of  the  tissue  paper  in  different  colors  (similar  to  Christmas  bells),  showing 
when  the  cards  are  opened  up  ready  to  stand. 

Another  line  that  all  dealers  will  want  is  a  series  of  cut-out  comics  to  sell  at 
2  for  5c. 

There  are  also  many  of  the  Valentines  known  as  "mechanical,"  with  big  designs 
suggestive  of  dolls. 

The  popular  red  hearts  in  different  sizes  are  again  available,  as  well  as  small 
heart-shaped  cards  in  colored  designs. 

Sheet  comics. are  offered  in  both  English  and  French  wording. 

As  regards  the  small  booklets  and  cards  these  are  in  keeping  with  the  Easter 
numbers,  descriptions  of  which  are  given  on  this  page. 

Valentine  postcards  are  dealt  with  elsewhere  in  connection  with  the  SPECIAL 
POSTCARD  PROPOSITION. 

St.  Patrick's  Day  Greeting  Cards 

An  attractive  series  of  booklets  and  folders  as  well  as  panels  in  both  art  and 
comic  designs.  A  special  line  of  St.  Patrick's  Day  Tally  Cards.  St.  Patrick's 
postcards  elsewhere  described. 

Easter  Greeting  Cards  and  Booklets 

The  1918  line  comprises  a  most  extensive  showing,  including  several  decided 
novelties.  The  line  is  so  complete  that  from  it  any  dealer  may  make  selections 
that  will  meet  every  requirement  of  his  customers. 

In  the  booklets,  tied  with  blue,  white  and  purple  ribbons,  most  of  them  with 
die-stamped  greetings  and  many  with  hand-colored  designs,  there  are  many 
different  series  in  each  of  the  different  grades  to  retail  at  5c  to  25c  each. 

A  distinctive  feature  this  year  are  the  many  miniature  booklets  with  die-stamped 
greetings  and  daintily  colored  designs. 

In  the  cards  are  included  many  novelty  fold-overs  and  also  gold-edge  cards. 
Something  decidedly  along  new  lines  is  the  series  of  cards  with  the  designs 
worked  in  by  means  of  embroidery  on  silk  netting.  This  is  a  line  to  retail  at 
25c  each  and  dealers  should  push  these  because  of  the  extra  money  they  will 
make  in  selling  25c  cards  to  people  who  might  otherwise  purchase  the  ordinary 
cards  at  five  or  ten  cents  each. 

EASTER  POSTCARDS  are  dealt  with  elsewhere  in  connection  with  SPECIAL 
CLUB  ORDER  POSTCARD  PROPOSITION. 

The  Copp,  Clark  Company,  Limited 


517  WELLINGTON  STREET  WEST 


TORONTO,  CAN. 
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This  Swansdown  Assortment  will  increase 

your  stationery  sales 

jV/f  AKE  your  stationery  department  a  bigger  source  of  profit 
L**  by  stocking  this  High  Class  Fabric  Stationery  that  you  can 
suggest  to  the  most  particular  people  knowing  that  its  many  good 
qualities  will  bring  them  back  for  more. 

The  assortment  shown  includes  the  following: — 
8vo  Pads. 

Salisbury  Pads,  Fly-leaf. 
Quarto  Pads. 
Letterette  Pads. 
1  lb.  Packages  Note  Paper. 
25c  Packages  Note  Paper,  Society  Weight. 
25c  Packages  Note  Paper.  Overseas  Weight. 
Note  Paper  in  *4  Ream  Boxes 
Note  Paper  in  V4  Ream  Packages. 
Envelopes. 

Papeteries,  Plain  Salisbury. 
Papeteries,  Initial  Salisbury. 
Papeteries,  Louvain,  New  Shape. 

Envelopes.  3  x  G1/*,  sheets.  0%  x  G. 
Correspondence  Cards.  Salisbury.  Plain  Edge. 
Correspondence  Cards,  Salisbury,  Gilt  Edge. 
Correspondence  Cards,  Regina,  Plain  Edge. 
Correspondence  Cards,  Regina,  Gilt  Edge. 

An  eye-catching,  easel-back  Display  Card,  size  13  x  18,  with  the 
above. 

Prompt  satisfactory  service  given  every  order. 

The  Copp,  Clark  Company,  Limited 

517  WELLINGTON  STREET  WEST,  TORONTO 
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BUYERS'   GUIDE 


,     MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made   in    America 

Solidhed   Tack  Co. 

Makers 

38  Murrays.  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew, Ltd. 

Publishers  of  the 
Famous"  ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART   SUPPLIES. 

Artists'    Supply   Co.,    77    York    St.,    Toronto. 
A.   Ramsay   &   Son   Co.,   Montreal. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co.,    Richmond,    Va. 
Beveridge    Paper    Co.,    Ltd..    Montreal,    Que. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

BLANK    BOOKS. 

Boorum   &    Pease   Co.,   Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin,    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,   Clark   Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 

CHRISTMAS    AND    PICTURE    POST    CARDS. 

Birn   Bros.,   266   King  St.   W.,   Toronto. 

A.    O.    Hurst,    Canadian    representative,    32    Front 

St.    W.,    Toronto. 
J.   H.   Jost,   Halifax,   N.S. 
Menzies    &    Co.,    Toronto. 
Ritchie    &    Sons,    Ltd.,    William. 
Valentine    &    Sons,    Toronto    and    Montreal. 

CODE   BOOKS. 

The     American     Code     Co.,     83     Nassau     St.,     New 


York. 


CRAYONS. 


King     St.     W., 


Binney    &    Smith,   New   York. 
A.     R.     MacDougall     &     Co.,     266 
Toronto. 

EYELETTING   MACHINES. 

Elbe   File   and   Binder   Co.,   New   York,   N.Y. 

Ideal   Specialties    Mfg.   Corporation,   552   Pearl   St., 
New   York    City. 

ENVELOPES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,   Que. 

Brown    Bros.,    Limited,    Toronto. 

Buntin,    Gillies   &   Co.,   Hamilton. 

Copp,    Clark    Co.,    Toronto. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 

Menzies   &   Co.,   Limited,   Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 

ERASERS. 

St.    Mungo    Mfg.    Co.,    Glasgow,    Scotland. 
Weldon    Roberts    Rubber    Co.,    Newark,    N.J. 

FANCY    PAPERS,    TISSUES    AND    BOXES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,   Que. 
Dennison   Mfg.   Co.,   Boston. 
Menzies   &  Co.,  Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W.,    To- 
ronto. 

FOREIGN   TEXT   BOOKS. 

Wycil    &   Co.,   83   Fulton   St.,   New   York. 

FOUNTAIN   PENS. 
Arthur  A.   Waterman    Co.,   Ltd.,   New   York. 
Sanford   &   Bennett  Co.,   51-53   Maiden    Lane,   New 

York. 
A.     R.     MacDougall     &     Co.,     266     King    St.     W., 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros„    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,   MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins    &   Co.,    Brooklyn,   N.Y. 

The  Carter's   Ink   Co.,   Montreal. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Cloy,"    A.    R.    MacDougall    &    Co.,    266    King    St. 

W.,   Toronto. 
"Glucine,"   Menzies    &   Co.,    Limited,    439    King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

The   Sengbusch   Co.,   Milwaukee. 

LANGUAGE  BOOKS. 

Wycil   &  Co.,   83  Fulton   Street,   New  York. 
LEAD   AND   COPYING    PENCILS. 

American    Pencil   Co.,   New  York. 
Wm.    Cane    &    Sons,    Newmarket.    Ont. 
A.     R.     McDougall     &     Co.,     266     King     St.     W., 
Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Moat  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and  Paper  Goods   in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL  SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.   N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 
Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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BOOKSELLER    AND    STATIONER 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  SenJ  your  address 
that  we  ma)r  mail  catalog,  price  list 
and  samples  as  soon  as  read}'. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


Wm.  Sinclair  & 
Sons,  Limited 

STATIONERS 

Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.  Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  Etc. 


If    you    are    looking    for    a    pad    of 
J   class   then    order   my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian   Representatives 
266  KING  STREET  WEST,  TORONTO 


LOOSE    LEAF   BOOKS,    BINDERS    AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorum   &    Pease   Co.,    Brooklyn. 

Iiuntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg.  s 

The  Copp.   Clark   Co.,   Toronto. 
Luckett    Loose    Leaf,    Limited,    215    Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Victor,   22   Cliff   St.,   New  York   City. 
Warwick    Bros.    &    Rutter,    Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 
Wilson-Jones    Loose    Leaf    Company,    3021    Carroll 

Ave.,    Chicago ;    129    Lafayette   St.,   New   York. 
LEATHER   AND   FANCY   GOODS. 
Brown   Bros.,    Ltd.,   Toronto. 

MAP   PUBLISHERS. 
Rand,   McNally    &    Co.,    Chicago. 
The   Copp,   Clark   Co.,   Toronto. 

The    Scarborough    Co.    of    Canada,    Hamilton,    Ont. 
METAL    PARTS    FOR    LOOSE    LEAF    BINDERS. 

Wilson-Jones    Loose    Leaf    Company,    3021    Carroll 

Ave.,   Chicago ;    129   Lafayette   St.,   New   York. 

MILITARY   SPECIALTIES. 

Geo.    Clark,    Southam    Bldg.,    Montreal,    Que. 

Pugh    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 

Imperial   News   Co.,   Montreal,   Toronto,    Winnipeg. 

Toronto   News   Co. 

Montreal  News  Co. 

Winnipeg  News   Co. 

PAPER   FASTENERS. 

Bump    Paper    Fastener    Co.,    La    Crosse,    Wis. 

Ideal    Specialties   Mfg.    Corp.,    552    Pearl    St.,   New 
York    City. 

O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 
PAPETERIES   AND   WRITING   PAPERS. 

Beveridge   Paper   Co.,   Montreal,   Que. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,   Win- 
nipeg. 

The  Brown   Bros..   Ltd.,   Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PERIODICALS. 

Life  Publishing  Co.,  17  West  31  Street,  New  York 
City. 

PLAYING  CARDS. 

Goodall's   English   Playing   Cards,   A.   O.   Hurst,   32 
Front   St.   W.,   Toronto. 

Menzies   &    Co.,   Limited,   Toronto. 

U.    S.    Playing    Card    Co.,    Toronto,    Canada. 
POST    CARDS,    GREETING   CARDS,    ETC. 

Hildesheimer,    Ltd.,     93,     Clerkenwell    Road,     Lon- 
don,   E.C. 

A.    O.    Hurst,    Canadian    representative,    32    Front 
St.    W..    Toronto. 

Philip    G.    Hunt    &    Co.,    332    Balham    High    Rd., 
London,    Eng. 

Pugh    Specialty   Co.,   38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine    &    Sons    Publishing   Co.,    Montreal. 
SCHOOL   AND    OFFICE   RULERS. 

Lucas-Tuttle   Mfg.    Co.,    Silver   Springs,   N.Y. 

The   Up-to-Date   Co.,    Canister,   N.Y. 

Westcott-Jewell   Co.,    Seneca   Falls,    N.Y. 
SHEET   MUSIC. 

Anglo-Canadian    Music    Pub.    Assn.,    144    Victoria 
St.,    Toronto. 

Chappell   Co.,   348   Yonge   St.,   Toronto. 

Hawkes    &    Harris    Co.,   Toronto. 

McKinley  Music   Co.,    1501-15   East  Fifty-Fifth   St.. 
Chicago. 
STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,   Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale   Stationers,   Toronto. 

Buntin,   Gillies   &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
•   ronto. 

Clark    Bros.    &   Co.,    Ltd.,    Winnipeg,   Man. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,   Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,   Wells   &   Co.,   Birmingham,   Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian   Representatives. 

A.    R.    MacDougall    &    Co.,    2G6    King   St.    W..    To- 
ronto. 

Spencerian    Pen   Co.,   New   York,    N.Y. 


ELBE  FILE   &   BINDER    CO. 

97  Reade  Street         -         New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO,  U.S.A. 


OPINION 

NO  BETTER  THAN 

INFORMATION 

FORTUNES  have  been  lost,  and 
are  being  lost,  by  men  who  have 
made  or  make  bad  investments, 
because  of  insufficient  information, 
who  take  capricious  opinion — their 
own  or  others' — as  their  guide  in  buy- 
ing or  selling. 

"A  man's  opinions  is  no  better  than 
his  information." 

Paste  this  in  your  hat,  on  your  desk — 
anywhere  and  everywhere  as  a  good 
working  principle. 

Then  follow  the  lead  of  this  saying  by 
having  each  week  The  Financial  Post 
of  Canada. 

There  you  will  get  informed  opinion — 
by  many  men  trained  to  get  at  facts, 
to  get  ample  information,  and  to  in- 
terpret their  knowledge  lucidly. 
In  THE  POST  each  week,  you  will 
find  authoritative  and  well  informed 
opinion — lots  of  it — grouped  under 
these  and  other  heads — Steel,  Milling, 
Transportation,  Pulp  and  Paper,  Light 
and  Power,  Textiles. 
You  will  find  much  else  bearing  on  in- 
vestments. THE  POST  will  help  you 
to  acquire  the  broad  and  balancing 
mind  of  the  well-informed  banker  or 
business  man. 

Issued  every  Saturday,  $3  per  year.  Sample 
copy    gladly    sent   on    request. 

THE    FINANCIAL    POST    OF    CANADA 

143-153     University    Avenue,    Toronto. 

Telephone    Mam    7324. 
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HOOK  SELLER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


New  York 

LIFE 

The   leading    artistic   and   humorous    weekly   of 

the  United   States. 

On    every    news-stand    Tuesday,    10c    a    copy. 

Trade    supplied    by    American    News    Company 

and   Canadian   branches.     Write  to  them   or  to 

us    for  particulars. 

A     distribution    of    copies    of    Miniature     Life 

No.    4    will    increase    your    sales    of    Life.     We 

will   furnish   these  gratis.    How   many  can   you 

use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  -  New  York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 


2  A 


men  Corner 


London,  E.C 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  S-juare,  London,  and 
339  High  Sireet,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &:  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 

CO.,   Limited 
1 43  University  Ave.         TORONTO 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto. 
Ont. 

Cassell   &   Co.,   55   Bay   St.,   Toronto,   Ont. 

Copp,   Clark   Co.,   517   Wellington   St.   W.,   Toronto, 
Ont. 

J.  M.  Dent  &   Sons,   27  Melinda  St.,   Toronto,   Ont. 

S.    B.    Gundy.   25    Richmond  St.   W.,   Toronto,    Ont. 

Hodder    &    Stoughton,    17    Wilton    Ave.,    Toronto, 
Ont.       • 

Thomas    Langton,   23    Scott   St.,   Toronto,   Ont. 

Macmillan    Co.    of   Canada,    70   Bond    St.,    Toronto, 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,   Toronto,    Ont. 
Geo.   J.   McLeod,    Ltd.,   266   King   St.   W.,    Toronto, 

Ont. 
Musson   Book    Co.,    17    Wilton   Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto,    Ont. 
Imperial    News     Agency,    Toronto,    Montreal    and 

Winnipeg. 

Business   Books. 
Musson    Book    Co.,    17    Wilton    Ave.,    Toronto. 
Morton     Phillips     &     Co..     115     Notre     Dame     St., 

New   York   City. 
Wycil    &    Co.,   85   Fulton   St.,   New   York    City. 

Periodicals. 

Life,    17   W.   31   St.,   New  York   City. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  IH  in. 

for 

$25  a  year. 

Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at   many   Expositions. 


Wycil  &  Company 

85  Fulton   Street,    New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

of  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


Hughes'  Interest  Tables  and  Book  of 
Days  Combined  (3%  to  8')     $5.00 

Hughes'  Supplementary  Interest 
Table $2.00 

Matte's  Interest  Tables  (4'<  to 
10%)       - $3.00 

Matte's  Interest  Table,  3%       -     $3.00 
Buchan's     Exchange     Tables     (Cana- 
dian)             $4.00 

Import  Costs       -       -       -       -       $1.50 

Canadian  Customs  Tariff       -       $1.00 

Importers'     Sterling     Advance 

Table $2.00 

Quantity  Discount  to  the  Trade  on  the 
above  prices. 


Morton,  Phillips  &  Co. 

PUBLISHERS 
115  Notre  Dame  St.  West,   MONTREAL 


SELL 

MACLEAN'S 


THE 
MAGAZINE 

FOR 
CANADIANS 


15c  A  COPY 


Fully    Returnable 
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B  OGKS  E  L  L  E  R    A  X  I)    S  T  A  T  1  O  N  E  R 


EXPERIENCE 

has  taught  many  dealers  from  Coast  to  Coast  the  wisdom  of  stocking  only  Standard  Makes  of  Fountain 
Pens.  The  outbreak  of  war  found  many  dealers  with  stocks  of  various  assortments  which  they  had  been 
unable  to  clear,  but  the  unprecedented  demand  for  Fountain  Pens  enabled  a  general  clearance,  and  stimu- 
lated the  demand  for  the  best  brands  only  and  particularly  for 

^"SWAM 'LEVER  SELF-FILLING  FOUNTAIN  PEN 

which  fills  with  a  flip  of  the  finger,  writes  instantly,  sells  readily. 
Made  in  all  sizes,  to  retail  from  $2.50  up. 


G) 


WAN 


rj 


has  stood  the  test  of  time,  under  the  most  trying  conditions    all    over   the   world,    in    the    School    Room, 
Office  and  on  the  Battlefields  of  Europe. 

Catalogue  and  Trade  Terms  on  request. 
The  illustration  below  shows  a  view  of  a  portion  of  our 

TORONTO    FACTORY 


This  shows  the  polishing  and  grinding  of  gold  pen  points. 

MABIE,    TODD    &    COMPANY 

243  COLLEGE  STREET  -  -  TORONTO,  ONT. 

London        Paris       Sydney        Johannesburg       Zurich       Chicago        New  York 


yyy////////////////////////////////////////////,/////////////^////////////////////////////////////////////////////////////////////////  ///////////////,//////////////////////////////, 
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I 


You  Can  Get 

Raphael  Tuck  &  Sons' 

5,  10  and  15  Cent  Lines 

FROM  THE 

IMPERIAL  NEWS 
COMPANY,  LTD. 

Montreal 

All  Dealers  know  what  TUCK'S  CARDS 
STAND  FOR.  IT'S  TIME  TO  BE  LOOK- 
ING OVER  YOUR  STOCK  THERE 
WILL  LIKELY  BE  A  SHORTAGE  IN 
SOME  LINES. 

We  have  purchased  the  greatest  part  of  the 
stock  of  Tuck's  5,  10  and  15-cent  Christmas 
Cards  and  offer  them  to  you  at  prices  lower 
than  pre-war  rates.  It  is  doubtful  that  you 
will  ever  have  such  an  opportunity  again.  To 
import  these  cards  to-day  you  would  have  to 
pay  at  least  100%  more  for  them. 

WE  WANT  ALL  DEALERS  TO  SHARE 
IN  THIS  GREAT  BARGAIN. 

Small  selected  shipments  will  be  made,  as  no 
exception  is  made  on  quantity.  Say  what, 
cards  you  want — 5c,  10c  or  15c,  and  we  will 
send  you  a  sample  order  of  100  each. 

Write  now — do  not  delay  until  the  best  have 
gone. 

Do  not  forget  that  we  are  handling  the  fol- 
lowing magazines: 

McCALL'S 
MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 
PICTORIAL  REVIEW 
LADIES*  HOME  JOURNAL 
SATURDAY  EVENING  POST 
COUNTRY  GENTLEMAN 
LITERARY  DIGEST 
EVERYDAY  ENGINEERING 
JUNIOR  MAGAZINE 

Link  up  with  this  company.  You  will  get 
the  best  of  service  and  in  some  cases  will  buy 
periodicals  at  lower  prices  than  from  other 
wholesaler  supply  houses. 

The 

Imperial  News  Co.,  Ltd. 

254  Lagauchetiere  Street 
MONTREAL,  QUE. 


Oxford 

Texts  for  Ontario 

Requirements 


1917-1918 


Caesar  in  Britain.  (Gallic  War  Book  IV.,  Chaps. 
20-38,  Book  V.).  Edited  with  an  introduction, 
notes,  vocabulary  and  maps,  by  T.  Rice  Holmes, 
D.Litt.    20  cents. 

Virgil  /Eneid,  Book  1.  Edited  with  an  introduction, 
notes,  vocabulary  and  dictionary  of  proper 
names,  by  C.  S.  Jerram,  M.A.    20  cents. 

Xenophon,  Easy  Selections  From.  Edited  by  Phil- 
potts  and  Jerram.    50  cents. 

Wordsworth  and  Tennyson,  Selected  Poems  of. 
Edited  with  notes,  suggestive  questions  and 
passages  for  sight  work  by  E.  A.  Hardy,  B.A. 
20  cents. 

Shakespeare,  Merchant  of  Venice.  Edited  by  Clark 
&  Wright.     25  cents. 

Shakespeare,  Henry  IV.  Part  I.  Edited  by  W.  Aldis 
Wright,  M.A.    40  cents. 

Daudet,  La  Belle  Nivernaise.  Illustrated.  Edited 
with  an  introduction,  notes,  and  vocabulary  by 
J.  Boielle,  B.A.     25  cents. 

Erckmann-Chatrian,  Madame  Therese.  Edited  with 
notes,  vocabulary  and  questionnaire,  by  S.  Tin- 
dall,  M.A.     25  cents. 

Books  in  Constant  Demand 

The  Innar  Door.  By  Alan  Sullivan.  With  Frontis- 
piece in  Color.     $1.35  net. 

A  poignant  love  story  enacted  against  a  back- 
ground of  the  ever-present  war  between  capital 
and  labor 

"This  book  places  its  author  in  the  front  rank  of 
American  authors." — Toronto  Globe. 

The  Letters  and  Diary  of  Alan  Seeger.  $1.25  net. 
The  expression  of  a  brave,  sensitive  soul,  meet- 
ing gladly  and  with  superb  courage  all  the 
vicissitudes    and    tragedies    of   the    Great   War. 

Poems.  By  Alan  Seeger.  With  an  introduction  by 
William  Archer.    $1.25  net. 

"Full  of  fine,  ringing  lines  and  bits  of  glittering 
imagery,  of  splendid  vigor  and  elemental  eager- 
ness."—N.  Y.  Tribune. 

Carry  On.    By  Coningsby  Dawson.    $1.00  net. 

"They  have  interest  and  charm,  that  vital  some- 
thing which  marks  so  many  books  coming  from 
the  trenches,  significant  passages,  haunting  de- 
scriptions and  they  give  a  vivid  idea  of  the  grim- 
ness  and  hellish  horrors  of  modern  war." — Mani- 
toba Free  Press. 

Doreen  and  the  Sentimental  Bloke.  By  C.  J.  Dennis. 
75  cents. 

"Abounds  in  sparkling  humor,  homely  sentiment, 
gems  of  wisdom,  profound  philosophy,  deep, 
spiritual  insight."    100,000  sold  in  Australia. 

SEND  FOR  QUOTATIONS 

S.  B.  GUNDY, 

TORONTO    -    CANADA 

Publisher  in    Canada  for   Humphrey   Milford 
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"It  is  written 
a  lucid  cxphina 
tion  of  outstanding  events^  such  as  the  battles  of 


Loos,  and  many  memorable  incidents 
crowded.    It  is  well  balanced,  a 

fj' Will  be  read  with  eagerness  by  al 
psband's,  a  son's,  or  a  brother's  battalion  is1!! 
feist  sight  that  there  is  in  the  world."— Times'!] 


iiter  reading  every  word  of  tlii 
tures,  as  a  professional  soldier, 

Sir  Arthur  Conan  Doyle  has  understated  the  value  of  a  book  which  will  be  of  enormous 
help  to  the  student  of  this  wondrous   war,   as  a   reliable  framewjWi 
investigations."— Col.  A.  M,  Murray,  C.B.,  in  The  Observer. 

rAj  book  which  should  appeal  to  every  Briton  and  should  shame  those  whjj 
ttf  none  effect  the  deeds  and  sacrifices  recounted  in  its  pages." — Prof.  A 
the  Daily  Chronicle. 

"Probably  it  is  the  most  painstaking  account  of  this  particular  episode  which  ha4 


appeared. 


It  is  full  of  information;  and  a  good  de 


"Sir  Arthur  Conan  Doyle's  notable  contribution  to  the  literature  of  the  war,  'The  British 
Campaign  in  France  and  Flanders,  1914,'  stands  by  itself." — Truth. 


HODDER  &  STOUGHTON,  LIMITED,  publishers 

TORONTO 


-ONDON 


tor 
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SIR  ARTHUR  CONAN  DOYLE.   CLOTH  $2.00 

With  Maps,  Plana,  and  Diagrams. 

"Through  English-speaking  lands,  in  Allied  countries 
«  here  his  name  is  a  household  word,  among  neutrals,  ajit, 
lev^n  in  enemy  circles,  the  literary  event  of  the  summer  ^i 
be  the  appearance  of  Sir  Arthur  Conan  Doyle's  secor 
volume  on  the  British  Campaign  in  France  and  Flanders. 
The  first  instalment  of  his  narrative  lives  in  the  heart  of 
every  student  of  the  war.  Now  he  turns  to  the  dark  and 
terrible  year  of  ID  15,  called  by  the  historian  'the  year  of 
equilibrium.'  .  .  .  Sir  A.  Conan  Doyle  has  taken  enormo^ 
trouble  to  disentangle  the  facts  of  the  spring  cani|| 
Facilities  have  evidently  been  granted  him  for  settjj 
crown  on  individual  regiinettts,  and  on  gallant  officer 
privates.  Hence,  his  work  has  a  unique  interest  for  familji 
a1  Sl  if  or  the  nation  at  large."— British  Weel 

fej&trained  narrative,  whio1* 
strategy  with  the  clearest  descft 
e-uve  Chapelle,  Hill  60,  Ypr^ 
.hie,,,  story;;seews;!;ciramped;' 
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BEST  NEW  BOOKS— easy  to  sell 

FALL  FICTION  LEADERS 


THE  MAJOR,  by  Ralph  Connor  (Six  Illus- 
trations)         $1.50 

This  is  without  doubt  the  finest  novel  of  Canada's 
popular  novelist,  Ralph  Connor.  It  is  a  book  that 
will  appeal  to  the  best  that  is  in  every  man  and  woman 
of  Canada.  As  such  it  will  be  pre-eminently  a  best- 
seller. Booksellers  need  only  be  reminded  of  previous 
experiences  with  Connor  books.  The  thing  to  do  now 
is    to    order   adequately. 

UNDER  SEALED  ORDERS,  by  H.  A.  Cody  $1.35 

Here  is  another  fine  new  novel  by  a  Canadian  author. 
It  is  another  big  Canadian  story  of  love,  adventure 
and  success.  Every  red-blooded  man  will  enjoy  this 
story  and  booksellers  will  be  well  advised  to  play  it 
up    as    an    ideal    story    for    boys. 

THE  CINEMA  MURDER,  by  E.  P.  Oppen- 

heim         -  -         -         -         -         -       $1.35 

What  author  is  more  generally  popular  than  Oppen- 
heim  ?  This  time  his  novel  is  a  tale  of  mystery  with 
scenes  laid  in  New  York.  Booksellers  can  do  good 
business  by  featuring  this  among  other  recent  books 
by  Oppenheim.  Why  not  put  in  a  special  window 
display    of    Oppenheim    novels  ? 

THE  KENTUCKY  WARBLER,  by  James 

Lane  Allen         -        -        -  -         -       $1.35 

This  book  by  its  very  nature  is  going  to  be  closely 
associated  with  this  author's  fine  tale  "A  Kentucky 
Cardinal."  It  is  going  to  be  a  big  seller  for  the  same 
reason  that  "A  Kentucky  Cardinal"  attained  such  wide 
and    lasting   popularity 

RED  PEPPER'S  PATIENTS,  by  Grace  S. 

Richmond         -         -         -         -         -         $1.35 

With  "Red  Pepper"  back  again  a  big  sale  is  assured 
for  the  new  Grace  Richmond  story.  As  "the  novelist 
of  the  home,"  the  writer  of  good  wholesome  stories, 
there  is  a  wonderful  scope  for  selling  her  books  and  this 
new   one   spells    "opportunity"   for    alert  booksellers. 


ANNE'S  HOUSE  OF  DREAMS,  by  L.  M. 

Montgomery        -        -        -         -        -      $1.50 

The  new  "Anne"  book  has  been  in  the  bookstores  for  a 
couple  of  weeks  and  already  repeat  orders  are  pouring 
in.  Now  in  its  second  edition,  booksellers  will  find 
that  this  book  will  be  a  big  seller  all  through  the  Fall 
with  the  biggest  sale  of  all  coming  in  the  Christmas 
season.  Do  not  be  caught  without  a  goodly  stock  of 
this   important  book. 

UP    THE    HILL    AND    OVER,    by  Isabel 

Ecclestone  Mackay  -         -         -         $1.35 

This  book  has  already  had  a  wonderful  sale  and  the 
demand  increases  as  the  season  advances.  Agnes  C. 
Laut  says  of  this  novel :  "I  think  this  story  is  one 
of  the  best  things  that  has  ever  been  done  by  a  Canadian 
author,  and  the  truest  picture  of  Canadian  life  in  a 
small  town  that  I  have  ever  read."  It  is  not  too 
much  to  say  that  this  is  one  of  the  greatest  of  all 
Canadian    novels. 

THE  LONG  LANE'S  TURNING,  by  Hallie 

Erminie  Rives  -         -         -         -        $1.50 

The    admirers    of   this    author    are    legion    and    those    who 

enjoyed     "Valiants     of     Virginia,"      "Satan  Sanderson," 

"Hearts     Courageous,"    and    her    other    fine  novels     will 

want    this    new    book,    probably    her    best.  Booksellers 

should     recommend     this     book     strongly     to  their     best 

customers.  They  will  enjoy  it  and  this  will  spread 
the    demand    for    the   book. 

THE  WHISTLING  MOTHER,  by  Grace  S. 

Richmond  - 

Author  of  "Christmas  Day  in  the  Morn- 
ing," etc. 

Here  is  a  great  little  book  that  is  said  to  be  the  finest 
thing  this  popular  author  has  done.  It  is  full  of 
heart  sentiment  and  is  going  to  be  a  highly  popular 
holiday   gift  bopk. 


50c 


THE  NEW  WAR  BOOKS 


A  STUDENT  IN  ARMS   (Second  Series)     $1.50 

The  greatest  of  war  books — "A  Student  in  Arms" — 
is  continued  in  this  second  series.  Booksellers  may 
depend  upon  it  that  this  is  going  to  be  one  of  the 
most  widely  read  books  of  the  season.  The  chapter 
entitled  "Don't  Worry"  will  carry  a  message  to  thousands 
of  burdened  hearts.  This  book  reveals  the  attitude 
of  our  soldier  boys  to  "The  Great  Mystery."  This  book 
should    go    into   every   home. 

THE  FIRST  CANADIANS   IN  FRANCE, 

by  Capt.  F.  McKelvey  Bell        -        -        $1.35 

Here  is  a  book  by  a  Canadian  captain  who  went  over 
with  the  First  Canadian  Expeditionary  force  and  he 
writes  of  what  he  actually  saw  and  heard,  the  landing 
in  France,  first  days  in  camp,  the  first  Canadian  wound- 
ed and  so  on  through  months  of  grim  experiences.  Real 
characters  and  plentiful  sidelights  of  humor  make  the 
book    most    readable    and    it    is    one    of    historical    value. 

MORE   LETTERS   FROM   BILLY,  by  the 

author  of  a  "A  Sunny  Subaltern"      -      $1.00 

Last  year  "A  Sunny  Subaltern,"  little  heralded,  won 
its  way  by  reason  of  its  brightness  and  courageous 
optimism.  Now  "More  Letters  From  Billy"  is  to  come, 
and  it  stands  to  reason  that  will  be  a  big  seller. 
Booksellers    will    know    what    to    do. 

GRAPES  OF  WRATH,  by  Boyd  Cable      -     $1.50 
Author  of  "Between  the  Lines,"  "Action 
Front." 

This  great  book  continues  in  big  demand.  Its  sale  will 
hold  throughout  the  Autumn  and  holiday  season  because 
it  is  a  wonderful  piece  of  impassioned  prose,  picturing 
the    actual    realities    of    modern    battle    and    trench    life. 


THE  FRINGE  OF  THE  GREAT  FIGHT, 

by  Col.  George  G.  Nasmith,  C.M.G.      -     $1.35 

This  Canadian  scholar-soldier  has  written  a  valuable 
estimate  of  what  has  transpired  behind  the  British  lines 
since  the  beginning  of  the  war.  For  eighteen  months 
he  was  a  scientific  observer,  having  gone  over  with 
the  First  Canadian  Contingent,  commanding  the  Can- 
adian Mobile  Laboratory.  He  was  able  to  actually 
report  the  nature  of  the  gas  used  at  Ypres  in  the 
Germans'  first  gas  attack  and  suggested  the  use  of  gas 
masks.  For  this  and  further  protective  measures  he 
was  made  a  Companion  of  the  Order  of  St.  Michael 
and  St.  George.  One  chapter  relates  his  experience 
from  the  standpoint  of„a  sightseer  of  the  second  battle 
of  Ypres,  with  shells  screaming  overhead,  watching 
the  Moroccan  troops  fleeing  past  him  in  terror  and 
the  Canadians  advancing  towards  him  in  skirmishing 
order,  until  he  was  fired  at  by  the  advancing  Germans. 
This  is  told  in  detail  forming  an  historically  valuable 
chapter    of   great   interest   to    Canadians. 

MY  HOME  IN  THE  FIELD  OF  MERCY, 

by  Frances  Wilson  Huard         -        -        $1.35 

This  is  a  remarkable  book  that  affords  a  wonderful 
chance  for  booksellers.  It  is  not  necessary  to  remind 
them  of  the  success  of  her  other  great  book  "My  Home 
in  the  Field  of  Honor,"  This  new  book  tells  of  the 
tragedy  and  humor  of  hospital  service.  The  author's 
beautiful  chateau  became  a  hospital,  a  refuge  for  wounded 
French  soldiers,  established  by  her.  The  funds  for  its 
maintenance  were  secured  by  her  own  energy  and  per- 
suasive   force.      It    is    a    real    story    of    real    experiences. 


THESE  ARE  SELECTIONS  FROM  OUR  FALL  LIST 
Our  New  Revised  Catalogue  of  116  pages  is  full  of  information  of  books  that 

you  can  readily  sell 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  V  266-268  King  Street  West  V  TORONTO 
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H  0 OKSELL E R     AND     ST  A  T IONER 


TO  BE  PUBLISHED   OCTOBER  FIRST 

The  Book  Sensation  of  the  Season — Everybody  Will  Want  It. 

AMBASSADOR 

GERARD 


zsz&assi 


MY  FOUR  YEARS  IN 

GERMANY 


A  Mr.  Gerard's  already  world-famous  work, 
^^  his  candid  testimony  of  his  experiences  in 
Germany  during  the  crucial  period  of  the 
world's  history  will  be 

The   Fall   Book   of  Huge  Sales 

Contains  letters,  important  documents  and  im- 
perial  cablegrams  which  had  not  been 
disclosed  outside  of  these  memoirs,   and 

explains  numerous  things  that  'have  puzzled 
the  world. 

FULLY  ILLUSTRATED.  OCTAVO,  $2.00 

Order  at  once,  to  be  assured  of  stock  for  publication  day. 

Published  in  Canada  by 

McClelland,  goodchild  &  stewart,  Ltd. 

266-268  KING  STREET  WEST  :-:  TORONTO 
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AR07V\AC 


SUNDRIES  ' 


SELLING  DIRECT  FROM  FACTORIES" 


ARO-AVAC 


^SUNDRIES 


TORONTO 


Express  Your  Opinion 

Your  opinion  on  the  question  of  office 
equipment  is  valuable  to  your  custo- 
.  mers. 

When  you  suggest  the  right  thing  for 
a  specific  purpose  you  have  gained  a 
customer  who  will  "come  back." 
The  Sengbusch  Self-Closing  Inkstand 
is  the  superior  way  to  keep  ink  always 
fresh  and  ready  for  use.  It  is  econ- 
omical —  clean  —  efficient.  Works 
equally  as  well  with  copying  ink  as 
with  ordinary  ink.  Prevents  evapora- 
tion with  its  consequent  waste  of  ink. 
The  Ideal  Sanitary  Moistener  is  "The 
Quick  and  Easy  Way"  for  moistening 
stamps,  envelope  flaps,  labels,  fingers, 
etc.  Made  of  glazed  white  porcelain 
with  polished  nickel  metal  parts. 
Can't  bind  or  squeak.  Nothing  to  wear 
out,  become  smelly,  or  get  out  of 
order. 

Get  our  illustrated  catalog,  set  of  six 
display  cards  and  circulars  with  your 
imprint,  free. 


VUL-COT 

Waste    Baskets 


possess  all  the  selling  power  of  a  nov- 
elty, yet  they  might  be  called  conserv- 
atives among  staples.  The  better  they 
are  known  the  more  strongly  do  they 
become  entrenched  in  public  favor. 


The  Vul-Cot  is  an  aristocrat  among 
waste  baskets.  It  has  a  distinctive 
personality  that  singles  it  out  from 
among  its  associates — wicker,  wood 
and  metal — and  gains  the  attention  of 
the  careful  buyer. 

The  five-year  guarantee  earns  his  con- 
fidence. It  appeals  to  his  sense  of 
value. 

The  fine,  neat  appearance  satisfies  his 
good  taste. 

And  his  sound  judgment  instantly 
recognizes  the  importance  of  the  num- 
erous other  features  such  as  solid 
sides  and  bottoms,  lightness,  smooth- 
ness, convenience,  fire  resistance  and 
ability  to  stand  hard  usage. 

Yet  Vul-Cots  cost  little  more  than 
ordinary  waste  baskets.  They  are 
easy  to  sell. 

A  litle  pushing,  like  an  occasional  win- 
dow display,  a  favorable  position  in- 
side the  store  and  the  calling  of  your 
customers'  attention  to  them  will 
easily  make  them  one  of  your  most 
profitable  lines. 

Guaranteed    for   5  Years 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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Q  DIXON'S      EL 


W-tnem  aster  drawing  pencil  -  H  B 


The  Story  of  the  making  and  the  marketing  of 

Dixon's  Eldorado — "The  Master  Drawing  Pencil' 


CHAPTER  1.     A  need  created  by  the  war  for  a 
high-grade  American  drawing  pencil. 

CHAPTER  2.     Two    years'    laboratory    research 
and  factory  experimenting  with  pencil  leads. 


CHAPTER  3.  Samples  of  the  leads  finally  pro- 
duced,— submitted  through  third  parties  in  unfin- 
ished cedar  casings — tested  by  representatives, 
architects,  engineers,  artists  and  draftsmen. 
CHAPTER  4.  Complete  endorsement  of  the 
leads  by  these  users. 


CHAPTER  5.     An  advertising  campaign  reaching  hundreds  of  thousands  of  users 

of  pencils  of  the  highest  type. 

You  will  create  good-will  for  YOUR  business  by  recommending  the  "Eldorado"  to 

your  customers. 

Made  in   17  degrees  with  topnotch   quality   in  wear,   smoothness,   strength   and 

uniform  grading. 

The  last  paragraph  is  the  acid  test. 


Dixon's  Sovereign — the  Five  Cent  Pencil 

for  Canadian  Dealers  to  Push 

Yellow  Finish,  Smooth  Edge,  Pleasing  to  the  fingers,  strong  smooth  Leads. 
Made  expressly  for  Canadian  Trade.  Five  grades  tipped.  Six  grades  untipped. 
Compare  Dixon's  Sovereign  Pencil  with  any  other  5  cent  pencil  for  smooth 
writing  and  strength  of  leads. 

Are  You 
Prepared? 

for  the  big  after-vacation 
demand? 

PHOTO  ALBUMS 

If  you  have  delayed  ordering,  or  if  you  need  to  sort  up 
in   any   sizes,  we  would   suggest  that  you  buy 

"HOLMAN" PHOTO  ALBUMS 

All  the  popular  sizes  can  be  had,  from  the  small  4V2x 
5%  to  the  large  11x14,  in  genuine  leather,  imitation 
leather  or  cloth  covers,  and  either  in  loose-leaf  or  bound 
style. 

Write  for  Catalogue  and 
Trade   Discount. 

Our  travelers  are  now 
out  on  their  Fall  trips, 
showing  these  books, 
also  many  other  lines  of 
interest  to   stationers. 


THE 

Artco  Pastel 


7  ASW)HTKUC()I.OBS. 
POB  SUPERIOR  PASTEL  WORK. 
C{t*a  and  Practical  »h*n  uit4 


U  CKaYG*  MT©  CO 


No.  205.     Retail  2c. 


Artco."     Retail  10c. 


These  are  two  packages  in  a  range  of 
school  crayons  selling  from  2c  to  10c. 
We  also  recommend  highly  that  you 
stock  the  "Crestlight."  Stock  up  on 
Standard  White  and  Yellow  Enameled 
School  Chalks  and  sell  the  best  of  all. 


AT*  JkM  TV  11       O  {*%  a  a,  Canadian  Representatives: 

•  K.  MacDOUgall  &  LOM  Limited,  266  King  st.  w.,  Toronto 
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(jranes 
Inert  ( 


°Q 


The  dealer  finds  pleasure 
in  selling  it,  because  it 
gives  him  a  quick  turn- 
over and  a  handsome 
profit. 

The  consumer  demands 
it,  because  she  knows  it 
to  be  a  good  paper  and 
socially  correct. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


This 


the 


Pat.   May   13,    1913 


"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer  binder   for 
all      kinds      of 
Loose       Leaf 
Records.      Ad- 
justable to  size 
•  of    paper     and 
di  i  s  t  a  n  ce  of 
punch        holes. 
Wholesale,      $2 
per    dozen. 
Send    for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 

No.      1— INFANTRY. 

Drill   and  Attack. 
No.     2— INFANTRY. 

Defence    and    Protection. 
No.     3— INFANTRY. 

Night   Operations.     Inter-communication. 

Reconnaissance;    and   Questions   on   Infantry 

Training. 
No.     4 — MUSKETRY. 

Parts   of  Rifle  and   Action  of  Mechanism.     Care 

of   Arms    and    Ammunition,    Daily    Cleaning    and 

Examination    of   Arms. 

No.     5 — MUSKETRY'. 

Aiming   Instruction   and   Trigger  Pressing. 

No.     6 — MUSKETRY. 

Firing     Instruction.       Landscape     Targets     and 
Visual    Training.      Fire    Control    and    Discipline. 

No.      7— MUSKETRY. 

Range     Finding.       Observation     of     Fire.       Fire 
Control  and  Discipline  and  Sub-Target  Machine. 

>o.     8 — MUSKETRY. 

Tests     of    Elementary    Training.       Range    Prac- 
tices,   etc. 

No.     9 — MUSKETRY. 

Barr   and    Stroud    Range   Finder. 

No.   10 — MUSKETRY. 

Theory   of   Rifle  Fire. 
No.   11— HYGIENE    and    SANITATION. 

Disease.      Hygiene     of     the     Body.       Sanitation. 
Training.     Organization   of  Medical   Units.    First 
Aid. 
No    12 — FIELD   ENGINEERING. 

Explosives.     Arranging    for   Explosives.    Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 
20c   EACH. 

All  Fully  Illustrated.  ,,....„ 

Other    numbers    will    include    Discipline    and     Military 
Law,   Procedure  of  Courts  Martial,  etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 

HYTHE,  KENT 

McCLELLANL>,    GOODCH1LD    &  STEWART,  Ltd. 

266  King  Street  West,  TORONTO,  CANADA 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys— besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and  window   dressing,  where   to  buy  stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAB  AND  FIFT\ 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,   18  nIVyork'661 


SATURDAY    EVENING 

POST 
COUNTRY    GENTLEMAN 
JACK  CANUCK 
LADIES'     HOME    JOURNAL 
MOTOR 

MOTOR  BOATING 
COSMOPOLITAN  MAGAZINE 
HEARST'S  MAGAZINE 
HARPER'S  BAZAAR 
GOOD   HOUSEKEEPING 
LITERARY  DIGEST 
EVERYDAY    ENGINEERING 
RAILROAD   MAGAZINE 
ARGOSY  MAGAZINE 
MUNSEY  MAGAZINE 
ALL  STORY  MAGAZINE 
PICTORIAL  REVIEW 
PUCK   (AMERICAN) 
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FOR  SUMMER  SALES 

Fiction 


Virginia  of  Elk  Creek  Valley  A  Place  in  the  Sun  * 

By  MARY  E.  CHASE  Or  the  Making  of  an  American 

A  sequel  to  last  year's  success,  "The  Girl  By  mrs.  henry  backus 

from  the  Big  Horn  Country."  The  big  new  patriotic  novel 

Each,  illustrated,  net  $1.35 

FICTION  FOR  YOUNG  PEOPLE 

The  House  on  the  Hill  Blue  Bonnet:  Debutante 

ByLELA  HORN  RICHARDS 

A  fifth  volume  in  the  popular  Blue  Bonnet- 
Author  of  the  famous  "Cheerful"  Books.  Series. 

Each,  Illustrated,  $1.50 


By  MARGARET  R.  PIPER 


Rosemary 


By  ALICE  E.  ALLEN 

A  new  volume  in  the  COSY  CORNER 

SERIES.  Illustrated.  50c. 


The  Barbarian 

By  BREWER  COCHRANE 

One  of  the  finest  stories  of  school  life  since 
"Tom  Rrown's  School  Days."    illustrated,  $1. so. 


A  new  "  Spell  "  Book 

THE  SPELL  OF  CHINA 

By  ARCHIE  BELL,  author  of  "  The  Spell  of  Egypt,"  etc. 

China's  awakening  to  the  call  of  modern  civilization  has  been  but  little  known  or  understood 
in  our  western  world.  Therefore  Mr.  Bell's  vivid  and  thorough  description  of  China — including 
Korea  and  Manchuria — as  it  is  to-day  is  most  timely.  illustrated,  net  $2.50.  {Now  Ready.) 

PuMuhed  The  page  Company,  53  Beacon  Street,  Boston 
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gives     universal     satisfaction     even     to     the 
most    fastidious    customer. 

The  Profit  On  A.A.  Fountain  Pens 

is  one  reason  why  you  should  handle  this 
line.  Many  Canadian  Dealers  are  steadily 
increasing  their  sales  of  "A.A."  Fountain 
Pens  every  year.  They  know  that  "A.A." 
Fountain  Pens  are  not  only  guaranteed  to 
give  satisfaction  but  that  they  actually  do 
so.  There  is  a  steady  and  constantly  in- 
creasing demand  for  "A.A."  Pens 
in  Canada.  Why  not  stock  this 
line? 

We  will  furnish  attractive  dis- 
play cases  free.  Each  case  con- 
tains an  attractive  assortment  of 
Self-Fillers.  *ower  End  Joint. 
Middle  Joint,  and  Safety  Foun- 
tain   Pens. 

Write  to  your  local  job- 
ber or  to  us  for  prices, 
catalogue  and  trade  dis- 
counts. 


MODERN   PEN   CO. 

SUCCESSOR   TO 
ARTHUR  A.  WATERMAN   &  CO. 

170  BROADWAY.     Established  1  895     NEW  YORK  CITY 

NOT  CONNECTED  WITH  THE  L.  E.  WATERMAN  CO. 


The    Ideal     Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.   blocks   and    a 

range    of    attractive 

boxes  with   Tools. 

Odourless  and 
Antiseptic 
The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted   and 
Appreciated    by 
Educational 
Authorities,    with    a 
wealth  of  testi- 
monials. 


MARK 


MODELLIT    MANUFACTURING     COMPANY 

19,  Brunswick  Street,  Bristol,  England 
Agents:  Menzies  &  Co.,  Ltd.,  439  King  Street  West,  Toronto 
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lie     hollowing 


Announcement    Contains 

Only  Our 

September  Publications 

See  Fall  Catalogue  for  Complete  List: 
FICTION 

LONG  LIVE  THE  KING 

Mary  Roberts  Rinehart        -        -       $1 .  50  net 
THE  WANDERERS 

Mary  Johnston         -         -         -         $1.75  net 
THE  YOUTH  PLUPY 

(Or,  The  Lad  with  a  Downy  Chin) 

Henry  A.  Shute         -         -         -         $1.35  net 
OUR  SQUARE  AND  THE  PEOPLE  IN  IT 

Samuel  Hopkins  Adams 
SKINNER'S  BABY 

Henry  Irving  Dodge 
TO-MORROW  MORNING 

Edith  Barnard  Delano 
A  WOMAN  OF  GENIUS 

Mary  Austin     -         -         -         - 
RODERICK  HUDSON  (New  Edition) 

Henry  James  ... 

JUVENILE 

THE  PLATTSBURGERS 

Arthur  Stanwood  Pier 
THE  GOLD  CACHE 

James  Willard  Schultz 
NORTHERN  DIAMONDS 

Frank  Lillie  Pollock 
THE  NEWCOMERS 

Elia  W.  Peattie 
CLOUD  BOAT  STORIES 

Olive  Roberts  Barton 
THE  RED  INDIAN  FAIRY  BOOK 

Frances  Jenkins  Olcott     - 
TALES  OF  THE  PERSIAN  GENII 

Frances  Jenkins  Olcott     - 
THE  DOT  SIGNAL  BOOK 

Clifford  L.  Sherman 
MUVVER  AND  ME 

Robert  Livingston 
RIVERSIDE  HOLIDAY  SERIES 

Sixteen  Titles         -         -         60c  an 


$1.40  net 
$1.25  net 
$1.35  net 
$1.40  net 
$2.00  net 


$1.25  net 
$1.25  net 
$1.25  net 
$1.25  net 
$1.50  net 
$2.00  net 
$2.00  net 
.50  net 
$1.00  net 
d  90c  each 


WAR  BOOKS 


AT  THE  FRONT  IN  A  FLIVVER 

William   Yorke   Stevenson         -         $1.25  net 
THE  RETREAT  FROM  MONS 

With    Preface    by    Field-Marshal    Lord 

French       -----  .50  net 

ON  THE  FIELD  OF  HONOR 

Hugues  Le  Roux       - 
FAITH,  WAR  AND  POLICY 

Gilbert  Murray  - 

TREASURY  OF  WAR  POETRY 

British  and  American 
THE  SANDS  OF  FATE 

Sir  Thomas  Barclay 

MISCELLANEOUS 

ENCHANTED  CIGARETTES 

Stephen  Chalmers 
THE  ANSWERING  VOICE 

(100  Love  Lyrics  by  Women) 

Selected  by  Sara  Teasdale 
HONEST  ABE 

Alonzo  Rothschild 
THE  LIFE  OF  ROBERT  E.  LEE 

J.   G.   de   Roulhac   Hamilton   and   Mary 
Thompson  Hamilton  -         -         $1.25  net 

HOUGHTON  (VIFFLIN  COMPANY.  BOSTON. 
MASSACHUSETTS,  U.S.A. 

Thomas  Allen 

215-219   Victoria  St. 
Toronto,  Canada 


.50  net 


$1.25  net 


.25  net 


$1.50  net 


.50  net 


$1.25  net 
$2.00  net 


The  Real  Mother 
Goose 

Acknowledged  to  be  the  Finest  Mother 
(loose  on' the  market  to-day. 
177  Illustrations  in  Color. 
32  Full  Page  Plates. 

By  Blanche  Fisher  Wright 

Attractive  Cover  Design  bj  Milo  Winter  with 
Sinking  Jacket. 

$1.50  Net 


"The  Goosey,  Goosey 
Gander  Series" 
4  TITLES  4 

Our  Child's  Favorites 
Tommy  Tittlemouse 
Polly  Flinders 
Little  Jack  Horner 

Illustrated  by  Blanche  Fisher  Wright.  Strik- 
ing Striped  Cover  Design,  with  Inset  Colored 
Picture.    Size,  9"  x  12". 

Price  50c  Each 


These  can  be  supplied  either 
from  Toronto  or  to  direct 
import    from  Chicago. 


For  other  Rand,McNally  &  Co.,  Publications 
Write  for  Special  Catalogue. 


Thomas  Allen 

215-219  Victoria  St. 
Toronto,  Canada 


26 


BOOKSELLER  AND  STATIONER 


Two  Potential  Best  Sellers  for 
Fall  and  Holiday  Trade    . 


Scandal 


By  COSMO  HAMILTON 

Author  of  "The  Blindness  of  Virtue"  and 
"  The  Sins  of  the  Children" 

THERE  is  no  preaching  in  Mr.  Ham- 
ilton's new  novel.  "Scandal"  is 
simply  a  story,  a  vivid,  human  story 
of  people  doing  the  things  we  see  going  on 
all  around  us.  Beatrix  Vanderdyke,  the 
central  character  of  the  tale,  exercised  the 
power  of  great  wealth  and  exceptional 
beauty  with  little  restraint.  Allowed  to 
decide  her  own  comings  and  goings,  the 
.-elf-willed  girl  ran  her  head  into  the  noose 
of  a  most  hazardous  situation.  Scandal 
was  whispered  and  Beatrix  had  to  meet  the 
anger  of  her  family.  Then  Pelham  Frank- 
lin's appearance  gave  Beatrix  the  chance 
to  save  her  face  by  perpetrating  the 
crowning  audacity  of  her  career.  "Play 
up,"  she  whispered,  "oh  please  play  up !" 
and  then  announced  her  secret  marriage 
to  him.  Franklin  played  up — but  in  a 
most  surprising  manner,  for  he  was  deter- 
mined to  teach  Beatrix  a  lesson.  He  at 
once  acknowledged  her  as  his  wife  and,  to 
her  dismay,  proceeded  to  treat  her  accord- 
ingly. How  the  situation,  after  many 
complexities,  works  out  to  a  final  happy 
ending  is  told  in  a  thoroughly  enjoyable 
story. 

Illustrations  by  Richard  Culter 
$1.50  net 

NOW  READY 


THE 

INDIAN  DRUM 


By  WILLIAM    MAC   HARG   and 
EDWIN  BALMER 

Authors  of  "The  Blind  Man's  Eyes" 

THIS  mystery  story  of  the  Great  Lakes 
is  even  more  engrossing  than  "The 
Blind  Man's  Eyes,"  by  the  same 
authors,  which  has  attained  a  tenth  print- 
ing. The  scenes  are  laid  principally  in 
present-day  Chicago,  and  the  novel  is 
based  on  a  legend  that  near  the  northern 
end  of  Lake  Michigan  a  sound  like  the 
booming  of  an  Indian  drum  is  heard 
whenever  the  lake,  takes  a  life.  But  when 
the  new  steel  freighter  "Miwaka"  with 
twenty-five  soids  on  board  went  down  in 
1895  the  drum  beat  only  twenty-four. 
Years  after  there  came  to  Chicago  from  a 
small  western  town  Alan  Conrad,  who  had 
grown  up  to  manhood  in  ignorance  of  his 
birth  and  parentage.  He  was  told  that 
he  was  the  son  of  Benjamin  Corvet,  the 
head  of  the  big  Chicago  shipping  firm  of 
Corvet.  Sherrill  &  Spearman,  but  Corvet 
had  mysteriously  disappeared,  following 
a  quarrel  with  his  junior  partner,  Spear- 
man, just  before  young  Conrad's  arrival. 
This  is  the  prelude  to  a  series  of  surprising 
incidents  which  hold  the  reader  spell- 
bound, until  the  mystery  of  Conrad's 
birth,  Corvet's  disappearance,  and  the  pari 
Spearman  plays  in  the  drama  are  revealed. 
There  is  a  conflicting  love  interest  which 
adds  to  the  romantic  features  of  this  most 
fascinating  narrative. 

Frontispiece  by  W.  T.  Benda 
$1.40  net 

READY  IN  OCTOBER 


HOUGHTON  MIFFLIN  COMPANY,  BOSTON,  MASSACHUSETTS,  U.S.A. 

THOS.  ALLEN,  Publisher 

215-219  VICTORIA  STREET,  TORONTO 
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STATEMENT  OF  THE 
BUSINESS  MANAGER 


SEPTEMBER,  1917 


VOL.  XXXII— No.  9 


Autumn  Annual 
NEXT  MONTH 


m      a 


The  next  number  of  this 
paper  will  be  the  most  com- 
prehensive issue  of  the  year. 

Retailers  always  await  the  Autumn 
Annual  with  keen  expectation  by 
reason  of  the  special  articles  and  aug- 
mented regular  editorial  departments. 

They  will  expect  to  see  in  the  adver- 
tising pages,  announcements  by  lead- 
ing wholesale  houses,  manufacturers 
of  goods  sold  in  stationery  stores  and 
book  publishing  houses. 

The  merchant  has  confidence  in  what  he  sees 
advertised  in  his  own  trade  paper,  and  in  BOOK- 
SELLER &  STATIONER  he  sees  announce- 
ments from  none  but  reputable  concerns. 

Write  NOWWHILETHISIS  BEFORE 
YOU,  and  reserve  adequate  space. 

No  increase  over  regular  rates: 

Two  pages,  $65.    Full  page,  $35.    Half  page,  $20. 

Quarter  page,  $12.    Eighth  page,  $8. 

Copy  must  reach  office  of  publication  by  Sept.  29. 
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"We  Can't  Have  Everything 

By  Rupert  Hughes  ^,:™r"  Illustrated,  $1.50 

A  brilliant  novel  of  metropolitan  life  of  a  girl  who  has  never  had  anything  and  of  a  man 
who  had  had  everything,  and  of  how  the  scales  began  to  tip  the  other  way  so 

that  her  wishes  started  to  come  true  and  his  to  be  thwarted.     An  interesting  thi 
which  Mr.  Hughes  handles  with  great  skill. 


"Donald  and  Helen 


» 


By  R. W.Campbell 


Author  of  "  Private  Spud  Tam- 
son"  "The  Mixed  Division,"  Etc, 


Cloth,  $1.35 


There  will  certainly  be  a  welcome  for  another  volume  from  a  writer  full  of  so  much 

military    enthusiasm    and    the   possessor   of   so   ready   and   lively   a   pen.  I  ials, 

ralians,  Scotsmen,  Volunteers,  he  sings  the  praises  of  them  all.    The  old  Army 

s  organization,  its  work,  and  its  personnel  before  and  at  the  opening  of  the 
Crated. — "The  London  Times." 

"The  High  Heart" 


By  Basil  King 


Author  of  "  The  Inner  Shrine" 
"The  Lifted  Veil,"  Etc. 


Illustrated,  $1.50 


This  brilliant  new  novel  by  the  author  of  "The  Inner  Shrine,"  is  a  story  of  social  life  in 
York  and  Newport.    There  are  no  problems  in  it  except  those  of  a  girl's  heart  and 
ai's — or  two  men's — love.     Mr.  King's  style  is  so  urbane,  so  easy,  that  on  the  first 
-afely  launched  into  the  smooth  current  of  his  romance. 

Ranny"   By  Howard  Brubaker   111.,  $1.25 

Every  man  in  whom  lives  a  spark  of  the  boy  he  was  will  chuckle  over  these  humorous 
ages  in  the  life  of  a  normal  American  boy.  And  every  mother  will  gain  a  new 
nathy  for  the  ways  of  boyhood.     Ranny  will   take   his   place  with   Tarkington's 

"rem 

"On  the  Edge  of  the  War  Zone" 


By  Mildred  Aldrich 


Author  of  "A  Hill  Top 
on  the  Marne,"  Etc. 


Illustrated,  $1.25 


This  is  the  long  awaited  sequel  to  the  famous  "A  Hilltop  On  The  Marne."     Like  the 

former  book,  the  new  one  is  a  collection  of  letters  written  to  a  friend  in  America.    The 

lis  in  these  letters,  the  first  of  which  is  dated  September  16th,  1914,  what  has 

1  about  her  now  famous  house  on  the  Hilltop  overlooking  the  Marne,  since  the 

'ians  were  turned  back  almost  at  her  very  door. 

T-.    iVyck  Tret  Act    Wnen  in  Toronto  visit  our  permanent  Sample  Room 
1U    Hit    lldllc    displaying  the  Best  Books  of  over  eighteen  publishers 

THE  MUSSON  BOOK  CO.,  LIMITED 

Publishers  -  -  -  TORONTO 
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Editorial  Chronicle  and  Comment 


PUT  MORE  MONEY  INTO  STATIONERY 
STOCK 

THE    stationery    business    in    the   average   city 
should  be  a  far  more  pretentious  branch  of  the 

retail  trade  than  it  is  and  by  the  same  token  there 
should  be  vastly  more  stationery  business  done  in  the 
stationery  stores  of  the  smaller  towns. 

One  great  fault  seems  to  be  lack  of  courage.  The 
stationery  trade  as  a  whole  is  looked  upon  as  a  minor 
business  and  consequently  it  is  pretty  generally  so 
classed  by  the  rank  and  file  of  the  population.  People 
usually  take  a  man  at  his  own  valuation  and  it  is  so 
with  business  houses  as  well. 

In  spite  of  this  reputation  of  the  stationery  trade, 
in  some  cities  the  names  of  leading  stationery  houses 
are  household  words  throughout  the  community. 
There  is  nothing  small  about  such  retail  concerns. 
Go  into  their  stores  and  you  see  immense  .stocks  in 
extensive  stores  well  arranged  and  with  good  forces 
of  salespeople,  so  that  these  establishments  show  up 
most  favorably  with  any  other  line  of  retail  trade. 

Now  bringing  this  home  to  the  merchants  read- 
ing this  article.  In  the  home  town  of  each,  which 
is  the  most  enterprising  store  of  the  town  and  the 
most  complete  and  up-to-date  in  its  line?  Is  it  a  dry 
goods  store,  a  grocery  store,  a  furniture  store?  Is  it 
a  stationery  store?  In  how  many  cases  in  Canada 
would  the  latter  be  the  reply?  Not  many !  Stationery 
travelers  who  get  about  the  country  from  coast  to 
coast  will  verify  that  and  they  will  be  able  to  name 
pretty  nearly  all,  if  not  every  one  of  the  stationery 
stores  that  measure  up  approximately  to  what  they 
really  ought  to  be. 

Now  this  condition  of  affairs  must  be  changed. 
More  push,  more  serious  thought  and  more  money 
must  be  put  into  the  retail  stationery  stocks  through- 
out Canada. 

"Where  is  the  money  to  come  from?"  asks  a 
stationer  who  hasn't  a  balance  in  the  bank  or  any 
assets  which  he  can  turn  into  cash  in  order  to  trans- 
fer it  to  his  business  .should  he  be  convinced  of  the 
truth  of  that  "must."  Well,  in  the  average  case  here 
is  a  way  to  get  that  capital: 

Observe  that  word  average.  The  average  book 
and  stationery  store  includes  much  more  merchan- 
dise that  is  neither  books  nor  stationery,  than  the 
total  amount  of  stock  properly  coming  under  that 
beading.  Tn  most  cases  the  grand  total  is  from 
$5,000  to  $10,000,  including  merchandise  that  is 
almost  invariably  associated  with  the  book  and  sta- 
tionery business  and    which    consequently  may  be 


properly  included  therewith.  Take  a  $5,000  stock- 
as  an  illustration.  The  legitimate  lines  will  amount 
to  two-thirds  and  possibly  (not  likely)  three  fourths, 
or  $8,750.  That  leaves  $1,250  in  stock  that  should 
really  not  be  there.  The  stationer  should  get  rid  of 
that  stock.  Sacrifice  it  if  necessary.  Even  if  lie  only 
realizes  50c  on  the  dollar,  be  should  sell  it  and  take 
that  $625.  using  it  to  build  his  stationery  .stock  big- 
ger. Every  stationer  should  think  this  over  seri- 
ously. It  is  good  advice.  That  stock,  well  bought, 
will  always  be  good.  Tt  will  make  a  business  more 
valuable  in  every  way.  It  will  increase  the  turnover, 
thus  adding  to  the  merchant's  annual  profits,  and  it 
will  materially  boost  the  value  of  a  business  as  a  sale- 
able proposition  under  the  heading  of  "business 
chances,"  should  occasion  arise  for  wishing  to  dis- 
pose of  it. 

In  advising  that  stationery  stocks  be  increased  we 
have  office  supplies  particularly  in  mind.  Every 
good-sized  town  has  its  factories  and  other  commer- 
cial concerns.  These  and  the  merchants  in  other 
branches  of  trade  are  all  good  prospects  for  the  sale 
of  office  equipment  not  now  included  in  the  average 
stationery  store. 

. *         --<    0 


TALK  THAT  IS  NOT  CHEAP 

WHAT  do  you  do  in  the  space  of  time  after  you 
have  concluded  a  .sale  of  goods  in  your  store, 
besides  wrapping  up  the  goods,  taking  payment, 
making  change,  etc.?  What  is  the  theme  of  your 
conversation  with  your  customer?  Do  you  make  hay 
while  the  sun  shines,  looking  toward  chances  for 
further  business?  Have  you  a  policy  covering  this 
valuable  time  for  your  assistants  to  follow  out? 

It  should  be  remembered  that  remarks  made  at 
such  times,  with  a  view  to  impressing  upon  the  cus- 
tomer the  genuine  value  of  the  purchase  just  made, 
will  enhance  that  satisfaction  which  is  so  important 
an  element  of  successful  selling.  This  time  also 
affords  a  good  opportunity  for  introducing  other 
goods  in  which  the  customer  may  either  immediately 
or  subsequently  become  interested,  but  with  which 
without  this  introductory  talk  they  remain  either 
altogether  unfamiliar  or  only  partially  posted. 

The  conversation  should  usually  be  of  a  casual 
nature,  but  nevertheless  succinct  and  informative,  so 
as  to  arouse  interest.  This  is  good  business  promo- 
tion and  also  leaves  a  good  impression  on  customers. 
If  you  haven't  adopted  this  policy,  do  so.  and  you 
will  speed  up  sales  and  such  sales  will  be  cumulative 
in  their  effect  upon  future  business. 
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NEWS  OF  THE  TRADE 


BURGLARS  GOT  BIG  HAUL 

For  the  second  time  within  a  year  a 
large  fountain  pen  theft  has  occurred  in 
Montreal.  On  the  night  August  16  the 
store  of  Oliver  Barwick,  155  Notre  Dame 
Street  west,  was  entered  and  over  $1,000 
worth  of  fountain  pens  and  accessories 
were  stolen.  The  door  was  forced.  The 
burglars  made  a  clean  getaway  and 
again   the  police  are  baffled. 


FIRE  LOSS 

Granger  Freres,  Limited,  booksellers 
and  stationers,  Montreal,  Que.,  suffered 
recently   fire   loss   covered  by   insurance. 

Mrs.  G.  M.  Lyons,  stationery,  Ottawa, 
Ont.,  has  been  succeeded  in  business  by 
A.  Belman. 


NEW    SALES    MANAGER 

R.  J.  Plaskett,  who  was  one  of  the  best 
known  men  on  the  road  in  Canada  sel- 
ling stationery  lines,  succeeds  M.  G. 
Hay  as  sales  manager  of  the  Copp,  Clark 
Co.  It  will  be  recalled  that  in  a  pre- 
vious issue  information  was  given  about 
Mr.  Hay's  change,  to  associate  himself 
with  his  son  in  Hay's  stationery,  Lon- 
don, Ont.  Mr.  Plaskett  in  recent  years 
has  covered  the  Western  Provinces  for 
the  Copp,  Clark  Co.,  and  he  has  traveled 
other  territories  as  well  for  this  house. 
He  thus  brings  the  best  sort  of  experi- 
ence with  him  to  his  new  post  of  sales 
manager. 

Mr.  Plaskett  is  succeeded  on  the  west- 
ern ground  by  Percy  S.  Nott,  who  is  re- 
placed in  Western  Ontario  by  H.  G. 
Warren,  formerly  of  the  city  selling  staff 
and  this  brings  about  the  promotion  to 
the  latter  staff  of  Harry  Wilkins,  for- 
merly in  the  warehouse. 


CURRENT  NEWS 

Among  the  publishers'  representatives 
who  were  in  Winnipeg  last  month  were 
Hugh  S.  Eayrs  representing  Macmillan 
Co.;  B.  A.  Clark,  representing  Ward 
Lock  Co.;  Thos.  Allen,  Toronto,  and 
George  Stewart  of  McClelland,  Good- 
child  &  Stewart. 

Thomas  Sinnott,  manager  of  the  Im- 
perial News  Co.,  Ltd.,  Winnipeg,  leaves 
shortly  for  the  United  States,  for  the 
purpose  of  interviewing  American  pub- 
lishers. He  is  calling  at  Montreal  on 
the  way,  and  will  be  joined  there  by  T. 
Swan,  manager  of  the  Montreal  branch 
of  the  Imperial  News  Co.  They  are  ex- 
pected back  about  the  middle  of  Sep- 
tember. 


PENCIL  SHARPENERS  FOR 
SCHOOLS 

Now  is  the  time  to  prepare  for  the 
demands  of  the  school  trade  which  will 
begin  next  month.  A  pencil  sharpener 
company  is  calling  attention  of  the  trade 
to  its  line  of  pencil  sharpeners  for  the 
school  trade.  There  are  six  models  re- 
tailing from  $1.00  to  $4.00  and  meeting 
the  requirements  of  every  class  of  cus- 
tomers. Every  school  room  should  have 
a  pencil  sharpener  to  prevent  the  con- 
stant whittling  of  pencils  which  attracts 
attention  from  study  or  recitation  and 
also  prevents  the  air  of  the  school  room 
from  becoming  impure  with  the  pencil 
dust  and  shavings.  In  addition  to  the 
importance  of  the  automatic  sharpener 
for  the  school  room,  it  is  just  as  neces- 
sary in  the  home  and  the  enterprising 
dealer  who  handles  the  various  styles 
will  find  his  young  customers  eager  for 
+  he  dollar  style  if  they  can  afford  some- 
thing more  expensive  when  they  pur- 
chase their  school  supplies.  Prepared- 
ness has  been  the  motto  of  the  manufac- 
turers  so  deliveries  are   assured. 


CHANGES   AT   LUCKETT'S 

The  Luckett  Loose-Leaf  Company  re- 
cently moved  from  215  Victoria  Street  to 
more  commodious  quarters  at  539  King 
Street  West,  and  were  there  for  the  be- 
ginning of  their  new  year.  Another  evi- 
dence of  the  growth  of  this  concern  is 
the  fact  that  another  traveler  has  had  to 
be  added.  In  future  C.  C.  Livesay,  form- 
erly of  Chicago  and  St.  Louis,  who  came 
to  this  concern  some  months  ago,  will 
cover  Ontario,  and  the  new  member  of 
the  staff,  J.  H.  Walker,  will  travel  the 
rest  of  Canada.  Mr.  Walker  is  well 
known  to  the  trade,  particularly  in  the 
West,  havihe;  formerly  been  in  the  retail 
trade  in  Calvary,  latterly  as  manager  of 
the  Willson  Stationery  Co.'s  branch  in 
that  city.  For  several  years  he  was  Cal- 
vary manager  for  the  United  Typewriter 
Co. 


The  Owen  Postcards  as  advertised  on 
page  11  are  controlled  for  Canada  by  the 
Copp,  Clark  Co.  This  was  to  have  been 
included  in  that  advertisement  but  was 
inadvertently  omitted. 


The  Public  Library  Board  of  the  City 
of  Ottawa   contemplates  the  erection   of 
a  branch  library,  to  cost  $15,000. 
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DOLLAR  DAY  IN  LONDON 

Dollar  Day  has  recently  been  observed 
in  London,  Ont.,  and  among  the  many 
good  advertisements  representing  the 
different  branches  of  the  retail  trade  ap- 
pearing in  the  newspapers  of  that  city 
for  the  occasion  was  that  of  Hay's  Sta- 
tionery, as  reproduced  herewith. 


Hay's  Stationery 


-Y 


WE  OFFER 

100  Snap  Shot  Albums 

All  sizes,  loose  leaf  or  tight, 
bound  in  cloth  and  leather. 
Regular  $1.25,  $1.50  $1.75, 
$2.00  and  $2.25,  for 

$1.00  each. 


Three  large  size  Khaki 
Paper  Pads,  four  packages 
Envelopes,  with  crest  of  allies 
on  each.     Regular  $1.35. 

for  $1.00. 

Soldiers'  Housewives 

In  pigskin  leather,  with  every 
need  for  clothing  repairs. 
Regular  $1.50,  for 

$1.00. 

50  Books  from  our  lending 
library,  to  clear.  .  .4  for  $1.00 

HAY'S  STATIONERY 

173  DUNDAS  STREET 
PHONE  150  and  53. 


A    good    "Dollar    Day'"    Advertisement. 


Advertising  for  Merchants  and  Manufacturers 

Futile    Methods    of   Advertising  —  Something  About  Calendars  —  The  Necessity  of 
Advertising — A  k'Post  Graduate  Course"  for  Merchants  and 

Manufacturers. 

By  M.  0.  N. 


TOO  many  men  are  in  business 
through  accident  rather  than 
choice,  and  treat  their  business  as 
a  necessary  evil — must  do  something  to 
get  by,  and  they  say  to  themselves,  "I 
may  just  as  well  be  doing  this  as  some- 
thing else."  They  accept  their  business 
along  the  same  lines  that  they  accept 
the  cold  facts  that  they  must  eat  and 
sleep  to  keep  alive,  put  on  heavier  cloth- 
ing in  cold  weather,  etc.  Now,  to  eat, 
have  a  place  to  sleep,  and  get  the  neces- 
sary clothing,  the  "business"  is  neces- 
sary, for  without  it  they  would  have  to 
hunt  up  a  new  job,  which  to  get  would 
call  upon  extra  physical  and  mental  ef- 
fort, whereas,  in  a  job,  instead  of  a 
"business,"  they  would  be  money  ahead 
at  the  end  of  the  year,  or  at  any  time, 
for  that  matter. 

When  I  speak  of  the  man  in  business- 
through-accident,  I  refer  to  (a)  the  man 
who  has  a  business  "wished"  on  him  by 
being  the  "son"  of  the  "father"  who 
started  the  business,  the  father  passing 
away — "from  father  to  son  affair";  (b) 
the  man  that  is  "pushed"  into  business 
through  relationship — the  pioneers  of 
the  business;  or  (c)  the  man  without 
executive  ability  or  business  experience 
who  is  earnest  and  ambitious,  who  saves 
up  a  few  dollars,  goes  into  business  with 
his  whole  heart  and  soul,  but  with  prac- 
tically none  of  the  real  essentials  to  sell 
his  product. 

This  latter  type  of  man  may  have  the 
practical  knowledge  of  the  business,  but 
in  most  cases  lacks  the  necessary  qual- 
ity of  the  gambler,  and  all  successful 
business  men  are  more  or  less  gamblers 
— but  he  has  not  the  ability  to  put  into 
practice,  or  push,  a  proper,  successful 
selling  policy;  neither  has  he  the  gam- 
bler spirit  to  spend  a  dollar  to  make  two. 
To  sum  this  up  in  a  few  words:  Alto- 
gether too  many  of  this  class  of  men 
are  just  making  ends  meet,  instead  of 
making  money  out  of  their  business. 
Lack  of  the  proper  knowledge  and  ex- 
perience causes  them  to  push  the  "pen- 
ny-wise-and-pound-foolish"    policy. 

Spasmodic   Methods   to  Increase   Sales 

A  few  of  the  methods  that  I  have 
noted  to  increase  sales— all  of  the  spas- 
modic order,  and  which,  by  the  way,  are 
without  aim  to  strike  a  direct  and  per- 
manent   policy,   are   these: 

"John  Smith"  feels  himself  slipping, 
must  do  something.  So  he  starts  in 
looking  over  his  work-shop,  or  store,  as 
the  case  may  be,  re-arranging  equip- 
ment, pulling  out  a  lot  of  "rubbish"  that 
has  been  accumulating  for  years  on 
shelves,  in  closets,  dark  corners,  etc.; 
upsets  everything  and  everybody  in  the 
place:    scatters    dust    everywhere;    prob- 


ably "fires"  a  few  people — and  hiring 
less  efficient  ones;  then  goes  back  to  his 
desk  and  waits  for  business  to  improve. 
Another  instance  is  the  man  with  the 
"store-front"  business,  who  puts  through 
the  "general  cleandng-up"  practice  in  the 
store,  paints  or  papers  the  walls,  re-ar- 
ranges the  window  display,  and  washes 
the  windows;  then  goes  back  to  his  chair 
and  expects  business  to  improve. 

About    Calendar    Advertising 

Then,  again,  there  is  another  class  of 
men  who  acts  against  his  own  judgment, 
thinking  that  he  must  give  away  some- 
thing with  no  returns,  at  least  once  a 
year,  to  improve  his  business.  This  man  ' 
buys  a  few  hundred  calendars,  the  pic- 
ture kind,  made  up  of  over  99  per  cent, 
color  effect  and  less  than  1  per  cent,  in 
type;  very  often  stamped  on  with  a  rub- 
ber stamp  somewhere  on  the  calendar, 
announcing — 

John  Smith, 

High-Grade    Pretzel    Twister 

721  Find  Me  Street, 

and  during  the  Yuletide  he  hands  these 
out  with  a  most  gracious  bow  and  satis- 
fying smile,  never  once  giving  a  thought 
to  the  fact  that  in  nine  cases  out  of  ten 
his  customer,  after  a  few  days,  cuts  out 
the  "lady's  head,"  or  the  "beautiful  ros- 
es," to  tack  up  in  the  "den,"  "auto  gar- 
age," "pool  room,"  or  some  other  place, 
as  a  "decoration."  This  class  of  man  be- 
lieves that  he  has  put  into  effect  a  mas- 
terpiece of  advertising. 

I  do  not  mean  to  say  that  calendar 
advertising  is  not  a  good  form  of  ad- 
vertising, if  Mr.  Business  Man  makes 
a  yearly  practice  of  using  calendars, 
gives  out  the  right  kind  of  a  calendar — 
one  with  advertising  value,  and  paves 
the  way  for  its  presentation  by  advertis- 
ing In  announcements,  through  the  "daily 
papers,  magazines,  street  car  ads,  or  by 
direct  mail  advertising." — the  medium 
most  suited  to  his  business, — that  his 
"bome-decorating  calendar,"  or  "ready 
reference  office  calendar,"  as  the  case 
may  be,  will  be  ready  on  such  and  such 
a  date — "call  and  get  yours  before  they 
are  all  gone — drop  us  a  line  and  we  will 
save  yours,"  etc. 

There  are  hundreds  of  other  methods, 
just  as  silly  as  the  house-cleaning  stunt 
and  the  picture  calendar  that  are  called 
"advertising." 

Advertising   That   is   Really   Advertising 

There  is  not  a  business  in  existence 
to-day,  no  matter  how  small  or  how 
larare,  that  cannot  be  increased  by  pro- 
perly written,  printed,  and  placed  ad- 
vertising, for  advertising  is  to  business 
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what  food  and  fresh  air  are  to  man.  A 
man  can  exist,  and  in  many  instances 
live,  a  long  time,  due  to  the  strong  ro- 
bust constitution  inherited  from  his 
forefathers,  in  poorly-ventilated  quart- 
ers, and  on  poor  food;  but  such  a  man 
is  rarely  of  impressive  appearance,  of 
an  average  mental  calibre,  or  possesses 
any  ambition.  A  business  can  exist  for 
a  long  time,  in  some  instances,  on  the 
"constitution  of  its  forefathers";  but,  as 
a  man  requires  good  food  and  fresh  air 
and  proper  association  to  improve,  so 
does  a  business  need  advertising. 

A  man  can  also  overeat  and  get  too 
much  fresh  air — 40  degrees  below  zero, 
for  instance.  A  business  man  can  get 
the  same  dose  by  (a)  patronizing,  vul- 
gar, unreliable,  fake  and  misrepresenting 
advertising  mediums;  (b)  poorly  writ- 
ten and  "put  together"  ads,  and  (c)  last, 
but  not  least,  using  sloppy,  poorly 
printed  ads,  set  with  out-of-date,  worn- 
out  type  faces. 

The   Use  of  Brains  and  Skill 

To  get  out  effective  advertising — .and 
this  is  what  one's  advertising  must  be 
— one  must  have,  in  addition  to  paper, 
type  and  ink,  brains  and  skill,  the  abil- 
ity to  blend  them  into  striking  attrac- 
tiveness. 

Reliable  newspapers  and  publications 
employ  brains  and  skill,  plus  equipment. 
Reliable  job  printing  plants  for  the  pro- 
ducing of  direct  mail  advertising  mat- 
ter, also  employ  brains  and  skill,  plus 
equipment. 

The  unreliable,  cheap,  fake-ad-carry- 
ing publications,  are  best  left  alone,  as 
is  the  "cheap  John,"  sloppy  printer  who 
cuts  prices  and  wants  you  to  believe 
that  he  gives  you  value  received. 

The  Post  Graduate  Course 

This  is  the  day  of  the  post  graduate 
course.  Doctors,  lawyers,  engineers,  etc., 
are  eager  for  such  a  course  as  they  know 
it  ds  an  added  insurance  on  their  success 
at  small  cost.  Now,  why  does  not  the 
average  merchant  and  manufacture  take 
a  "post  graduate  course"  as  an  added  in- 
surance to  growth  and  success?  Because 
the  majority  of  them  do  not  know  where 
to  find  it.  Who  are  the  "professors"  to 
teach  the  manufacturers  and  merchants 
this   course.     They  are 

The   Reliable   Publishers   and   the 
Reliable  Job  Printing  Plant. 
What  does  the  course  consist  of? 
"Advertising." 

Editor's  Note. — This  article  is  reprint- 
ed from  Printer  and  Publisher,  another 
of  the  MacLean  group  of  trade  news- 
papers. 


BOOKSELLER  AND  STATIONER 


High  Class  Stores  in   Small  Cities 

Mistake  to  Assume  That  Wealthy  People  Will  Not  Buy  Better 

Goods  in  Local  Stores. 


course,  to  a  big  sale  of  regular  books 
also.  As  a  slogan  the  manager  uses  this 
axiom  credited  to  Benjamin  Franklin: 
"An  investment  in  knowledge  pays  the 
best  interest." — American   Stationer. 


Canadian    book    and    stationery    stores 
will    do    well    to    seek. to       enhance    the 
general  appearance  of  their  stores  so  as 
to  have  them  really  deserve  -the  appela- 
tion     "high-class."      In     Toronto     stores 
that  are  in  that  class  are  Tyrrell's  and 
McAinsh's.      Such   a   store   too   is    Chap- 
man's of  Montreal  and  The  Robert  Dun- 
can Co.'s  store  in  Hamilton,  Ont.     There 
are  of  course  other  notable  examples  but 
in  the  case  of  very  many  bookstores  in 
this  country  there  is  room  for  vast  im- 
provement.     In    the    towns    and    smaller 
cities  there  is  too  much  of  an  attitude  of 
"What's  the  Use?"     The  average   book- 
seller of   such   towns   says:      There's   no 
use    trying   to    get    high-class    trade   be- 
cause all  the  rich  people  go  to  the  city 
to  shop."    Now  that  is  a  most  unfortun- 
ate   position    to    take,    unfortunate    alike 
for  the  dealer  himself  "and  for  the  well- 
to-do    people     of     his     community.      The 
citizens   of   any   town,  both  the   wealthy 
and  the  less  wealthy,  will  buy  more  high- 
class    goods   in    the   home   town    if   such 
goods   are   available   and  well   displayed. 
Certainly  if  the  goods  are  not  stocked  in 
that  town  they  must  go  elsewhere  to  get 
them  and  such  a  policy  also  encourages 
local  people  to  buy  from  the  mail  order 
houses.     In  the  last  issue   of  "Pull  To- 
gether" a  description  is  given  of  a  fine 
store  in  a  comparatively  small  city — the 
New  Jersey.     To   quote: 
subject     being     Madison's     of  Montclair, 
There  is  something  genteel  in  the  at- 
mosphere of  the  Madison  Company  store, 
from  the   attractive   windows  that  front 
on  the  main  street    right    back    to    the 
executive    office    of   the    store.      The    one 
feature   that    stands    out    so    strongly    is 
the    pleasing    personality    of    the    sales- 
persons  who    not   only   know   the    goods 
which    they    are    selling,    but    who    have 
mastered  the  art  of  salesmanship. 

This  latter  feature  no  doubt  accounts 
for  some  of  the  popularity  of  the  Madi- 
son store,  for  people  of  social  promin- 
ence like  to  trade  at  a  store  where  sales- 
persons  are  courteous  and  refined. 

Stationery,  books,  pictures,  mirrors, 
lamps,  hand  painted  china  and  other  high 
art  goods  make  the  store  a  veritable 
fairyland  that  will  delight  the  eye  of 
Milady — and  impress  upon  her  mind  that 
when  she  wants  something  that  is  dis- 
tinctive and  of  unusual  quality,  she  can 
get  it  at  the  Madison  store. 

Then  there  is  the  library.  Mr.  Bush, 
the  manager,  emphatically  declares  that 
this  is  one  of  the  most  profitable  depart- 
ments of  the  store.  The  charges  are  two 
cents  a  day  for  each  book,  with  a  mini- 
mum charge  of  six  cents  for  each  book 
loaned.  Not  only  is  the  library  profit- 
able from  the  standpoint  of  direct  profit, 
but  it  acts  as  a  medium  for  getting 
people  into  the  store  at  frequent  inter- 
vals.'   Many  sales  are  made  to  members 


of  the  library  who  have  "just  dropped  in 
to  change  my  book." 

Service — that  much  abused  word  has 
real  meaning  in  the  Madison  store  vo- 
cabulary. They  aim  to  serve  not  only 
their  customers,  but  the  ladies  of  the 
town   generally. 

For  example — the  Executive  Commit- 
tee of  the  Woman's  Home  Missionary 
Society,  the  Red  Cross,  or  any  other  so- 
ciety desire  to  meet.  The  logical  place 
for  the  meeting  is  the  Madison  "Cosy 
Corner"  designed  especially  for  the  pur- 
pose. Any  of  the  local  societies  are  wel- 
come to  its  use  free  of  cost  at  any  time. 

This  "Cosy  Corner"  is  located  in  a 
secluded  corner  of  the  store,  where  abso- 
lute privacy  is  assured.  A  writing  table, 
conveniently  placed  before  a  cheery  open 
fireplace,  is  flanked  by  high  back  benches 
which  bespeak  genuine  comfort. 

Then  again — suppose  you  were  a  lady 
living  in  Montclair  and  wanted  some  un- 
usual favors  or  decorations  for  a  party 
or  dinner.  You  would  undoubtedly  in- 
quire at  the  Madison  store  and  find  to 
your  great  delight  that  ^here  is  a  depart- 
ment devoted  exclusively  to  this.  The 
competent  young  lady  in  charge  would 
help  you  to  decide  what  you  wanted,  de- 
signing original  decorations  and  favors  if 
you  so  desired,  and  completing  the  work 
to  your  entire  satisfaction. 

These  two  features  give  you  a  compre- 
hensive idea  of  the  Madison  idea  of  Ser- 
vice. They  represent  but  two  of  the 
many  substantial  reasons  why  this  store 
has  been  able  to  earn  the  grateful  appre- 
ciation of  its  patrons.  That  satisfied 
customers  are  the  store's  best  advertise- 
ment has  been  proved  by  the  volume  of 
trade  which  the  Madison  Company  enjoy 
from  nearby  suburban  colonies  of  the 
elite. 

"You  can  get  it  at  the  Madison  Com- 
pany" seems  to  be  the  general  verdict 
in   Montclair    and    contiguous    territory. 

Distributing  Knowledge 

A  book  store'  with  many  competitors 
thrived  despite  its  ill  favored  location 
by  pushing  the  sale  of  "knowledge 
books."  Instead  of  advertising  its  latest 
novels — although  they  did  everything 
possible  along  this  line  to  further  such 
sales — the  management  used  special  sub- 
ject books  as  a  leader.  They  sent  special 
letters  to  banks,  piano  stores,  farmers, 
shop  mechanics  and"  to  people  in  every 
line  or  profession  advertising  some  par- 
ticular book  they  had  on  this  particular 
subject.  Soon  the  store  worked  up  a 
patronage  of  customers  who  came  in 
wanting  odd  books  on  all  sorts  of  special 
things.  The  store  always  accommodated, 
with  the  result  that  it  has  become  estab- 
lished as  the  most  reliable  bookstore  in 
the  city,  where  people  go  to  make  their 
peculiar  wants  known.  This  has  led,  of 
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ON   KEEPING   RECORDS 

IT   has    been    said   that   more   than   90 
per  cent,  of  the  retailers  of  the  coun- 
try show  no  net  profit  at  the  end  of 
the  year. 

Whether  or  not  this  is  an  exaggera- 
tion, it  may  safely  be  said  that  a  great 
proportion  of  this  failure  to  show  profit 
is  one  to  lack  of  records. 

A  writer  in  an  American  trade  paper 
says: — 

Too  few  dealers  realize  the  value  or 
importance  of  keeping  adequate  records. 
Many  carry  their  business  "under  their 
hats;"  they  guess  they  are  making  a 
profit,  but  can  show  no  proof  of  it.  So 
long  as  they  have  enough  money  in  the 
till  to  pay  current  bills  they  think  they 
are  getting  along.  That  is  why  the  life 
of  the  average  retailer  is  but  six  years. 
A  good  many  dealers  go  into  bank- 
ruptcy because  of  inability  to  obtain 
credit  to  tide  them  over  a  difficulty  or 
when  they  wish  to  expand.  Banks  will 
not  advance  credit  to  those  who  cannot 
furnish  an  accurate  statement  of  the 
condition  of  their  business,  and  rating 
associations  can  place  no  rating  upon 
a  merchant  who  does  not  furnish  some 
figures  as  to  the  financial  status  of  his 
business. 

Proper  records  will  disclose  losses  and 
leaks.  There  will  be  no  forgotten  charg- 
es. A  check  will  be  put  on  unwise  buy- 
ing and  overstocking.  Dishonest  and  in- 
different clerks  will  have  a  check  upon 
them.  Overdue  debts  will  be  disclosed. 
An  adequate  amount  will  be  charged 
periodically  to  depreciation. 

Dealers  are  sometimes  deceived  as  to 
their  profits  by  figuring  them  incorrect- 
ly. An  article  cost  $1.50  and  selling  for 
$2  gives  a  profit  of  25  per  cent,  and  not 
33  1-3  per  cent.  This  wrong  method  of 
figuring  profits  is  not  entirely  the  fault 
of  the  dealer,  but  is  generally  due  to  the 
zeal  of  the  manufacturer  in  his  effort 
to  make  the  dealer  believe  that  he  is 
making  a  large  profit. 

Stockkeeping  records  will  enable  the 
dealer  to  know  what  stock  is  moving  and 
what  stock  is  dead.  Rapidity  of  turn- 
over means  more  business  and  greater 
profits  on  less  capital.  Inventory  re- 
cords will  enable  a  dealer  to  eliminate 
dead  stock  and  will  show  him  that  it  is 
to  his  interest  to  stock  goods  for  which 
there  is  an  active  demand. 


Rolph  Clark  Stone  Ltd.,  has  been  in- 
corporated at  Toronto  with  a  capital 
stock  of  $3,000,000  to  carry  on  business 
of  lithographing,  book  publishing,  sta- 
tionery, etc. 

Winnipeg  Sales  Book  Company,  Ltd., 
has  'been  incorporated  at  Toronto  with 
a  capital  stock  of  $10,000  to  carry  on 
business  of  publishers,  printers,  manu- 
facturers of  stationery,  dealers  in  loose 
leaf  systems  etc. 
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ARRANGING  A  DOLL  STORY 
CONTEST 

Anything  which  will  interest  the  child- 
ren will  also  bring  the  parents  into  the 
store,  and  therefore  a  contest  of  some 
sort  will  prove  a  good  means  of  livening 
up  business,"  says  a  writer  in  the  Nov- 
elty News.  The  writer  then  goes  on  to 
outline  a  plan  for  conducting  a  doll  con- 
test, and  as  there  are  thousands  of  re- 
tail stationers  who  handle  toys  and  make 
a  special  feature  of  dolls,  the  gist  of 
the  plan  is  here  presented  for  the  bene- 
fit of  stationers  in  search  of  an  idea  for 
putting  a  little  more  life  into  their  bus- 
iness during  an  ordinarily  quiet  season 
of  the  year. 

A  successful  and  business-bringing 
contest  may  be  based  upon  a  doll  story 
to  be  written  by  girls  of  ten  and  youn- 
ger. This  story  would  be  limited  to  not 
more  than  500  words. 

Three  disinterested  parties  should 
constitute  the  judges,  who  will  award 
the  prizes.  Jewelry,  drawing  outfits  and 
books  suitable  for  young  girls  will  make 
suitable  prizes.  There  should  be  two  or. 
three   principal   prizes   awarded. 

The  contest  will  attract  more  atten- 
tion if  each  of  the  girls  participating  is 
given  some  little  souvenir,  regardless  of 
whether  she  wins  a  prize  or  not.  This 
souvenir  could  be  one  of  the  lithograph- 
ed cloth  dolls  which  are  cut  out  and 
stuffed  by  the  little  ones,  a  paper  doll 
or  something  else  that  is  comparatively 
inexpensive.  Something  of  this  sort  will 
concentrate  the  children's  attention  up- 
on the  doll  subject  and  get  both  them 
and  their  parents  interested  in  the  store 
that  conducts  the  contest. 

It  will  be  well  to  advertise  the  con- 
test in  the  local  newspapers.  Make  the 
contest  the  most  important  part  of  the 
advertisement,  and  print  with  it  a  cou- 
pon with  blank  spaces  for  the  name  and 
address  of  the  child  sending  in  the  cou- 
pon wi+h  her  doll  story,  and  room  for 
the  addresses  of  five  or  ten  parents  of 
the  child's  friends. 
ACTIVITY  OF  THE  JAPS 

Baltimore.  Aug:.  12. — Japan's  plan  to 
take  from  Germany  the  hu°re  novelty 
trade  which  Teutonic  manufacturers  had 
in  this  country  before  the  war  has  been 
made  evident  in  this  city  during  the  last 
few  weeks  bv  the  arrival  of  Japanese 
travelling-  salesmen  soliciting  business 
for  Tokin  houses. 


According  to  local  merchants,  who 
have  been  visited  by  these  salesmen, 
the  Japanese  salesmen  are  practically 
all  graduates  of  American  colleges  or 
universities  and  have  been  specially 
trained  in  salesmanship.  This  indicates 
that  even  before  the  war  the  Japanese 
had  designs  on  the  American  market 
supplied  by  Germany. 

Until  a  couple  of  months  ago  Balti- 
more merchants  had  never  seen  a  Japan- 
ese travelling  salesman. 

The  Japanese  are  confining  their  ener- 
gies mainly  to  selling  novelties  and  toys 
which  formei'ly  came  from  Germany. 

Last  year  the  Japs  sent  over  sleeping 
baby  dolls  with  bisque  heads  and  these 
proved  big  sellers.  This  year  the  line 
has  been  extended  by  including  similar 
dolls  in  a  series  of  larger  sizes. 

New   Wooden   Blocks 

A  new  line  of  wooden  blocks  is  called 
the  "Stabuilt"  blocks.  These  are  fitted 
into  a  cardboard  box.  They  are  of  solid 
wood  with  a  hole  on  each  surface  just 
deep  enough  for  a  wooden  peg  to  fit  into. 
The  other  end  of  the  peg  fits  into  the 
next  block,  so  that  the  blocks  are  held 
firmly  together  and  may  be  joined  in 
various  ways.  The  great  success  of  al- 
most every  line  of  construction  tov: 
has  increased  the  output  so  that  the 
prices  remain  about  as  last  year. 
"Everything  else  is  higher,"  added  one 
factory  goods  wholesaler. 

A  juggling  clown,  which  was  gotten 
out  by  a  Toronto  firm  last  year  to  re- 
tail at  50  cents,  proved  very  successful. 
This  year  the  same  firm  offers  the 
article  with  a  little  less  elaborate  cloth- 
ing and  finish,  to  retail  at  25  cents. 

A  GOOD  TOY  ADVERTISEMENT 

Goodwin's  Limited  of  Montreal  recent- 
ly advertised  toys  in  the  following 
striking  manner. 

Those  Wonderful  Japs 

have  sent  us  some  clever  mechanical  toys 
that  will  amuse  you  as  well  as  the  child- 
ren. 

There's  a  scissor  grinder,  and  sparks 
fly  from  his  emery  wheel  as  he  grinds. 

A  cat  walks  on  its  hind  legs  and 
pushes  a  chair  in  which  a  mouse  bounces 
up  and  down. 

A  clown  drives  a  balky  mule  which  oc- 
casionally backs  up  and  then  goes  on. 
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A  dog  of  uncertain  breed  dances  jigs 
across  the  floor. 

A  hen,  gaily  painted,  pulls  a  little  crate 
on  which   sits   a   chicken,  squawking. 

A  sort  of  ferris  wheel  on  which  are 
perched  soldiers  flying  the  flags  of  the 
Allies,  doesn't  quite  go  around,  but  plays 
see-saw. 

A  big  beetle  jumps  and  flaps  its  wings. 

A  whirlgig  rocking  boat  performs  as 
many  antics  as  one  could  wish  to  see. 

A  jointed  snake  wags  its  head  and 
tail,  runs  forward  and  back  and  wriggles 
around  in  quite  a  satisfactory  manner. 


HOUSEHOLD  BALER  A  HANDY  CON- 
TRIVANCE 

Thet  householder  baler  is  one  of  the 
latest  arrivals  in  the  paper  baler  field. 
This  new  baler  has  a  number  of  points  to 
recommend  it.  It  is  inexpensive,  yet  will 
do  the  work  of  the  balers  costing  as  high 
as  $25.  It  is  the  lowest  priced  baler  on 
the  market,  and  is  very  convenient  in 
size,  taking  up  only  about  a  third  of  the 
space  of  the  usual  paper  barrel.  It  is  good 
looking  and  well  built,  being  made  of 
solid  oak,  and  its  size  permits  it  to  be 
used  anywhere  that  a  waste  paper  basket 
could  be  used.  It  bales  as  it  collects,  and 
is  of  such  simple  construction  and  opera- 
tion that  a  boy  can  handle  it.  It  has  the 
advantage,  too,  of  being  able  to  use 
warehouse  cord  instead  of  wire. 

It  is  a  protection  against  fire,  for  baled 
paper  is  practically  inflammable.  It  is 
the  contention  of  the  makers  that  this 
handy  baler  will  pay  for  itself  in  a  very 
short  time,  and  show  a  handsome  return 
within  the  year.  It  is  manufactured  by 
the  Household  Paper  Baler  Company,  2*0 
Front  Street  East,  Toronto. 


NEW  DESK  BLOTTER  HOLDERS 

The  Luckett  Loose  Leaf  Co.  have  just 
started  to  make  a  line  of  glass-topped 
desk  blotter  holders.  This  is  a  new  line 
of  manufacture  for  Canada.  Four  styles 
have  just  been  introduced,  each  in  two 
sizes. 


NEW  ONIJA  BOARD 

The  Copp  Clark  Co.  have  just  put  out 
a  new  Ouija  board  retailing  at  $1.25. 
There  has  been  a  remarkably  increased 
demand  for  these  boards  since  the  war 
began. 


BOOKSELLER     AND     STATIONER 


WHAT'S  NEW  IN  FANCY  GOODS 

Something  About  Some  of  the  Novelties 

Being  Shown  for  the  Ensuing 

Season 

FANCY  goods  trade  so  far  as  the  Fall 
selling  campaign  of  the  wholesale 
houses  is  somewhat  later  than  usual 
owing  to  the  great  difficulty  there  has 
been  in  assembling  stocks. 

Shortage  of  many  of  the  most  import- 
ant raw  materials  continues  to  affect 
materially  the  nature  of  the  output  of 
many  lines.  Wood,  metal,  paper  and  cot- 
ton cause  continued  concern  to  manufac- 
turers. So,  too,  does  the  labor  situation, 
of  course.  However,  wholesalers  believe 
that  enough  goods  will  arrive  for  a  live 
Fall  trade  and  are  optimistic  as  to  the 
final  stages  of  the  season. 

As  usual  the  shipments  from  Japan 
carry  myriads  of  tiny  things  which  re- 
tail for  a  few  cents.  For  instance,  there 
are  6  piece  sets  of  doll's  wooden  furni- 
ture which  will  retail  at  from  5  cents 
to  25  cents  a  set,  according  to  the 
amount  of  handpainting  and  carving  on 
them. 

There  are  hundreds  of  other  little  play- 
things of  wood,  celluloid,  paper,  tin,  etc., 
similar  to  the  class  of  goods  brought 
over  in  the  past  seasons. 

A  novelty  which  is  already  selling  well 
is  the  birthday  candle-stick  holder.  These 
are  made  of  sugar,  colored  and  made 
into  tiny  roses  with  tin  centres  which 
clasp  small  candles.  The  flowers  are 
made  to  match  the  colors  of  the  candles 
and   make   very  pretty  decoration. 

Those  who  wish  to  place  orders  for 
Christmas  bells  and  other  paper  decora- 
tions, will  come  face  to  face  with  the 
vast  increase  in  the  price  of  paper.  Bells 
which  sold  at  80c  a  gross  last  year,  are 
$2.40  this  year. 

Ivory  Toilet  Articles 

Stocks  of  ivory  are  moving  more 
quickly  than  ever.  Many  people  buy  a 
few  pieces  at  a  time  in  the  good  lines  in 
order  to  gather  a  set  for  themselves. 
Sets  of  few  or  many  pieces  of  ivory 
are  also  very  popular.  Last  year  one  or 
two  firms  tried  to  push  sets  which  were 
fitted  in  colored  cardboard  boxes  with 
sateen  lining  to  match,  owing  to  the 
very  high  cost  of  the  more  elaborate 
wooden  cases  with  satin  lining,  but  the 
people  did  not  seem  to  fancy  the  cheaper 
looking  cases.  They  bought  either  the 
sets  in  good  cases  or  else  the  separate 
ivory  pieces,  and  in  several  instances 
dealers  were  left  with  the  cardboard 
cases  on  their  hands.  This  year  what 
supplies  of  the  better  cases  can  be  had, 
will,  no  doubt,  be  sold,  and  also  many  of 
the  soft  roll  leather  cases,  but  the  prob- 
ability is  that  more  than  ever  of  the 
good  quality  ivory  will  be  sold  without 
cases  at  all. 

There  is  almost  no  demand  for  the 
painted  ivory,  except  for  babies'  sets. 
Enamelled  initiating  is,  however,  very 
much  liked. 


LEATHER  GOODS. 

Soldiers'    Gifts,    Toilet    Cases    and    Hand 

Bags  the  Big   Lines   for   Fall 

Trade. 

Leather  articles  for  the  holiday  trade 
follow  similar  lines  to  those  shown  last 
year.  Soldiers'  gifts  are  important  but 
the  restricted  baggage  which  they  are 
allowed  to  carry  does  not  provide  for 
much  in  the  way  of  novel  gifts.  Mir- 
rors, sewing  kits,  brush  and  toilet  cases, 
portfolios,  money  belts,  photo  holders, 
medicine  and  toilet  cases  and  tobacco 
pouches  cover  the  line  pretty  thorough- 
ly. The  only  variation  in  these  is  some 
new  shape  or  combination  of  fittings. 
There  is  an  occasional  new  finish  on  the 
leather  used  but  the  more  familiar 
blacks  and  browns  are  preferred  for  sol- 
diers. 

In  general  gift  articles  more  variety 
finds  place.  Larger  and  more  fittings 
than  in  soldiers'  gifts  are  to  be  had  in 
the  higher  class*  toilet  roll-ups,  ivory, 
pearl,  fancy  linings,  colored  leathers 
and  bag  effects  provide  a  variety  of  at- 
tractive articles  at  almost  any  price. 

Big  Run  on  Leather  Bags 

Leather  hand  bags  are  looked  upon 
once  more  as  forming  a  very  big  pro- 
portion of  the  holiday  leather  trade. 
They  are  appearing  in  scores  of  shapes 
and  are  designed  for  use  with  any  type 
of  costume.  There  was  a  time  when  the 
leather  hand  bag  was  not  permitted  with 
a  dressy  afternoon  costume  but  that 
time  has  passed  for  there  are  bags  that 
are  quite  as  dressy  and  intricately  cut  as 
any  French  gown.  One  soft  pleated 
Morocco  bag  noted  in  a  Toronto  house 
the  other  day  had  a  panel  set  in  both 
sides  all  of  tiny  folds  of  the  leather  and 
piped  with  it.  Another  had  a  pointed 
yoke  effect  edged  with  a  real  double 
frill  of  the  leather.  A  third  was  caught 
into  a  long  tassel.  And  so  one  might 
continue  describing  bags  for  any  length 
of  time  for  scarcely  two  are  alike.  There 
is  a  predominance  of  covered  and  dull- 
finished  frames,  however,  and  the  aver- 
are  bag  is  of  medium  size  rather  than 
very   large   or  very   small. 

Strap  handle  purses  are  still  liked  and 
many  smart  curves  and  corners  are  to 
be  found  on  them.  These  are  especial- 
ly suitable  with  the  tailored  street  cos- 
tume and  since  it  promises  to  be  a 
feature  of  Fall  fashions  it  is  quite  likely 
that  neat  purses  will   sell  readily. 

Novelty   Bags 

The  vigor  of  the  trade  in  fancy  hand 
bags  continues  to  such  a  degree  that 
their  popularity  through  the  winter 
season  is  assured.  The  advent  of  tailor- 
ed suits  once  more  may  be  taken  as  a 
fair  guarantee  that  leather  bags  of  me- 
dium sizes  will  have  a  place  of  import- 
ance in  fall  fashions.  The  new  cus- 
toms of  women,  however,  demand  a  very 
large  fabric  bag.  Canada  found  uses 
for  these,  in  general,  as  knitting  bags, 
before  the  United  States  did,  but  now 
our  neighbors  are  finding  another  use 
which  we  hope  will  extend  to  Canada. 
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Over  there  the  women  are  gradually 
learning  to  carry  home  their  small  par- 
cels when  shopping,  and,  of  course,  a 
large   and   pretty   bag   is   essential. 

Variety  is  the  main  feature  of  the  fall 
lines.  Paris  has  sent  over  exquisite 
samples  of  beaded  and  embroidered  bags. 
Japan,  too,  makes  elaborate  embroid- 
ered ones,  but  perhaps  the  more  ornate 
and  unusual  types  are  those  from 
China,  made  out  of  garments  placed  on 
the  market  there  by  various  high  dig- 
nitaries. The  finest  examples  are  made 
from  the  piece  of  gold  and  silk  thread 
embroidery  which  forms  the  back  or 
shoulder  pieces  in  the  official  robe  of  a 
Mandarin. 

Bostonians  are  carrying  the  "Boston" 
bag — a  shapeless  affair  of  limp  leather, 
which  is  excellent  for  small  parcels.  It 
is  used  by  commuters,  professional  men, 
children  who  have  lunches  to  carry, 
students,  and  in  fact,  everyone  who  has 
anything  to  carry.  The  Boston  bag  is 
rarely  seen  outside  its  native  city. 

Among  the  Paris  novelties,  a  new 
moon  in  steel  beads  with  the  light  rays 
in  blue  decorates  a  blue  moire  silk  bag 
having  a  flounced  side  and  a  shirred 
bottom,  completed  with  a  huge  tassel  of 
silk.  It  is  bordered  with  several  close 
rows  of  beads,  lined  with  fancy  silk  and 
drawn  up  with  silk  strings,  beaded  to 
match  the  bag. 

Cretonne  and  tapestry  bags  in  a  host 
of  designs  and  with  novel  types  of 
handles  and  draw  strings  continue  in 
general  use. 


THE  PROOFREADER 

Kate  Douglas  Wiggin  tells  a  good 
story  illustrating  how  critical  a  Boston 
proofreader  can  be. 

In  one  of  her  stories  she  had  written 
this  sentence: 

"Rebecca  sat  by  the  window,  chopping 
hash." 

The  proofreader  put  an  interrogation 
mark  after  it.  Then  he  added,  in  pencil, 
this   suggestion: 

"As  hash  is  the  finished  product,  was 
she  not,  instead,  chopping  meat  or  pota- 
toes?" 

When  the  author  rallied  from  the  ef- 
fect of  the  comment,  she  wrote  her 
answer  under  the  question: 

"There  is  a  psychological  moment 
when  the  meat  and  the  potatoes  blend 
into  hash.  It  was  this  moment  I  had 
in  mind!" 


UNIQUE  STATIONERY 

An  American  piano  manufacturer  is 
using  a  new  letter-head,  which,  in  addi- 
tion to  carrying  the  official  correspond- 
ence of  the  house,  also  serves  as  a  sort 
of  miniature  catalogue  of  their  pianos. 
The  letter  paper,  which  is  of  a  light- 
gray  shade,  contains  four  pages,  8%xll 
ins.,  instead  of  a  single  sheet  as  ordin- 
arily used.  The  first  page  is  for  corres- 
pondence, and  the  second  and  third  pages 
have  lithographic  reproductions  of  sev- 
eral styles  of  pianos  and  player-grand 
pianos.  On  the  fourth  page  is  printed 
this  manufacturer's  creed. — Canadian 
Music  Trades  Journal. 


Something  New  for  the  Cardwriter 

A  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 


AS  you  go  from  town  to  town,  or 
from  city  street  to  city  street,  and 
observe  all  the  various  kinds  of 
show  cards  and  types  of  lettering  used 
on  these  cards — some  good  work,  some 
poor  work — it  makes  one  wonder  where 
all  these  different  varieties  of  work  or- 
iginate. 

We  are  not  speaking  now  of  that  class 
of  card  which  has  "Home  Made"  written 
all  over  it — the  kind  that  is  done  with  a 
box  worker's  outfit  or  from  a  piece  of  a 
shoe  box  with  ordinary  writing  ink 
daubed  on  with  a  five  cent  camel  hair 
brush — but  well  executed  cards  by  people 
who  really  try  to  turn  out  creditable 
work. 

Scarcely  any  greater  variety  of  cards 
could  be  found  than  right  here  in  To- 
ronto, on  Yonge  Street,  and  a  stroll  in 
that  direction  will  suffice  to  prove  this  to 
the  observant. 

Many  stores  have  ideas  in  their  show 
cards  as  well  as  in  their  business  meth- 
ods. You  will  note  a  store  that  features 
small,  neatly  lettered  cards  in  Roman 
type.  This  is  carried  out  throughout  the 
entire  series  of  windows.  Another  store 
features  large  cards,  employing  a  heavy 
style  of  Egyptian  lettering.  Smaller 
stores  vary  in  style,  some  having  many 
large  cards  with  very  elaborate  drawings 
and  air  brush  shadings  while  others 
stick  to  smaller  cards  of  a  class  of  let- 
tering which  they  try  to  keep  exclusive 
to  their  stores. 

The  professional  card  writer  has  so 
many  and  such  varied  demands  on  his 
ingenuity  in  order  that  the  cards  of  each 
customer  may  differ  from  those  of  the 
man  next  door  that  he  is  obliged  to  keep 
himself  well  posted  on  all  styles  of  let- 
tering and  show  cards. 

Make  it  your  business,  therefore,  to 
study  every  branch  of  the  art  so  that 
when  called  upon  in  an  emergency  you 
may  not  be  unprepared. 

With  this  end  in  view  we  are  compil- 
ing another  series  of  articles  on  the  sub- 
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ject.  Each  lesson  will  show  new  styles 
of  lettering  along  with  some  other  idea 
calculated  to  bring  out  your  talent  in 
this  line. 

It  is  to  your  advantage,  therefore,  not 
to  miss  a  single  lesson.  You  will  derive 
as  much  or  more  benefit  from  this  course 
as  you  would  from  one  for  which  you 
had  paid  a  fifty  or  sixty  dollar  fee. 

An  entire  outfit  is  not  necessary  to 
the  profitable  following  of  these  lessons. 
This  month's  requires  very  few  tools,  all 
of  which  have  been  used  previously. 
They  are:  Two  sizes  of  round-writing 
pens,  Nos.  2V2  and  1V2;  an  ordinary 
drawing  pen,  ruler,  carbon  paper,  water- 
proof ink,  and  transparent  colors. 

The  style  of  alphabet  we  are  featur- 
ing this  month  is  one  which  is  very  prac- 
tical for  fancy  cards.  This  form  of  let- 
tering has  an  exclusive  appearance  and 
can  be  accomplished  very  speedily  after 
the  formation  is  memorized.    The  round- 


writing  pen  is  used  for  making  these  let- 
ters and  each  stroke  is  made  with  one 
stroke  of  the  pen.  No  outlining  is  done 
at  all. 

The  Chart 

"A"  shows  a  six-stroke  letter,  all  of 
which  are  curved.  There  are  several 
familiar  strokes  in  this  which  have  been 
used  in  other  letter  formations.  You  will 
find  that  "A"  needs  a  great  deal  of  prac- 
tice. Strokes  2,  3,  and  4  require  special 
attention. 

"B"  is  another  letter  with  all  curved 
strokes.  The  four-stroke  combination,  4, 
5,  6,  and  7,  should  be  paid  special  atten- 
tion to  for  practice  work. 

The  formation  of  the  "C"  is  similar  to 
that  shown  in  previous  alphabets.  Be 
sure  to  bring  stroke  1  out  further  to  the 
right  than  the  upper  part  of  the  letter. 
This  is  important. 

Strokes  4,  5,  and  6,  of  "D"  appear  as 
one  continuous  stroke.  Note  the  small 
cross-bars  which  indicate  where  the 
strokes  should  be  joined.  Practise  this 
letter  many  times. 

"E"  is  a  letter  with  a  nice  swing  to  it, 
which  makes  it  easy  to  learn.  All  the 
strokes  of  this  letter  are  good  material 
for  practice. 

"F"  shows  an  entirely  new  letter  for- 
mation and  a  lot  of  practice  will  be  need- 
ed, in  order  to  perfect  it.  Combination 
strokes  4,  5,  and  6  are  excellent  for  prac- 
tice work. 

"G"  is  another  all  curved  letter  of 
very  graceful  formation.  Note  the  rela- 
tion strokes  1  and  2  have  with  one  an- 
other. 

"H"  shows  an  entirely  new  formation. 
It  requires  six  pen  strokes  to  complete 
this  letter.  The  combination  of  strokes 
on  the  left  hand  side  of  the  letter  should 
be  practised  quite  often  in  order  that 
they  may  be  made  correctly. 

The  strokes  which  go  to  fornvthe  let- 
ter "I"  are  shown  in  the  letter  "H." 
Practise  often. 

"J"  is  the  same  formation  as  the  left 
hand  section  of  the  "H."  These  all- 
curved  strokes  require  much  attention. 
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"S,"  like  "C,"  has  a  formation  which 
has  appeared  in  previous  alphabets,  but 
nevertheless  should  be  prastised. 

"T"  is  the  same  as  the  "F,"  without 
stroke  7.  Strokes  4,  5,  and  6  need  a  great 
deal  of  attention. 

"U"  shows  an  entirely  new  formation. 
It  will  have  to  be  practised  many  times 
in  order  to  be  made  perfectly. 

"V"  also  is  a  new  style.  Practise  often 
stroke  4. 

"W's"  formation  is  a  comhination  of 
the  "U"  and  "V."  This  letter  needs  as 
much  practice  as  any  in  the  chart,  so 
don't  neglect  it. 

"X"  is  formed  with  four  strokes  of  the 
pen.  With  practice,  strokes  3  and  4  can 
be  made  as  one  stroke. 

"Y"  shows  a  very  difficult  letter  to 
form,  and  requires  application.  Note  the 
5,  6  and  7  combinations. 

"Z"  shows  a  letter  with  eight  distinct 
strokes.  This  letter  cannot  be  mastered 
unless  much  time  is  spent  in  practising 
it.      The   lower  case  does   not  differ  as 
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"K"  shows  the  "J"  strokes  with 
strokes  6,  7,  and  8  added.  Practise  often 
the  last  three  strokes  mentioned. 

All  strokes  of  "L"  require  much  prac- 
tice. Note  how  strokes  4  and  5  break 
at  stroke  "I." 

"M"  is  an  entirely  new  formation. 
Practise  well  strokes  1,  2,  and  3.  Strokes 
4  and  5  are  the  same  formation. 

"N"  is  the  same  formation  as  the 
"M,"  with  stroke  5  omitted. 

The  three  strokes  of  "0"  are  quite 
familiar.     Practise  often. 

"P."  Stroke  1,  2,  and  3  of  this  letter 
appear  frequently  in  previous  letters. 
The  combination  strokes  4,  5,  and  6 
should  be  practised  often. 

"Q."  Here  is  a  new  style  letter  for 
you.  This  shows  a  lot  of  familiar  curve 
lines  in  a  new  letter  formation.  Practise 
combinations   strokes   1   and   2  together. 

"R"  has  six  strokes,  and  is  very  much 
like  the  "P."  The  only  difference  being 
in  the  stroke  6.     Practise  several  times. 
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widely  from  the  previous  letter  forma- 
tions as  does  the  upper  case,  so  a  de- 
tailed explanation  is  unnecessary. 

Note  where  spurs  are  used  they  are 
made  on  the  slant.  Watch  little  indivi- 
dual traits  in  this  lettering  in  order  to 
get  the  best  effects. 

Note  that  all  strokes  are  numbered 
and  each  stroke  should  be  made  in  its 
turn  according  to  its  number,  and  the 
pen  should  be  drawn  in  the  direction  in 
which  the  small  arrows  are  pointing. 

As  we  said  before,  use  a  round-writine: 
pen  to  do  this  lettering  and  use  a  black 
carbon  ink.  Wash  out  the  pen  thor- 
oughly each  time  and  the  life  of  the 
pen  will  be  doubled  besides  getting  bet- 
ter results. 

The  collection  of  completed  show  cards 
gives  a  fair  idea  of  how  the  lettering  il- 
lustrated this  month  appears  in  the  com- 
pleted work.  You  will  notice  that  the 
upper  and  lower  case  letters  are  used 
together.  Under  no  consideration  use  all 
upper  case  letters  to  complete  a  word 
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For  our  feature  this  month  we  are 
showing  on  our  show  cards  hand-drawn 
colored  work.  This  work  is  one  of  the 
most  important  branches  to  the  success- 
ful cardwriter  and  much  time  spent  on 
it  is  a  big  step  in  the  right  direction.  We 
do  not  claim  any  great  art  work  in  these 
because  they  are  all  copies  of  some  sort 
or  other.  If  not  exactly  transferred  with 
the  aid  of  carbon  paper  the  ideas  were 
gotten  from  some  paper,  magazine,  or 
journal.  So  you  can  make  them  as  well 
as  can  any  one  else.  Just  follow  these 
descriptions:  — 

The  "Daisy"  card  is  on  grey  cardboard. 
The  drawing  was  first  sketched  out 
roughly  with  pencil.  Then  the  grey  shad- 
ing was  washed  on  as  shown.  When  this 
was  dry  the  white  daisies  were  painted 
with  ordinary  cardwriter's  white.  The 
stocks  were  put  on  in  black  with  a  pen, 
and  the  centre  of  the  flowers  are  touches 
from  a  black  brush.  It  is  simple,  but 
effective. 

Continued   on  page  42 
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An  X-Ray  System  of  Accounting 

Series  of  Forms  That  Are  Simple  but  Provide  Accurate  Information  About  Your 

Business— Daily  Records  of  Sales,  Expenses,  Profits  and  Stocks— Making 

Out  Inventory  on  Paper  Each  Week. 


ARTICLE 

STOCK  TICKET 

PROM  WHOM 
PURCHASED 

DATE 

QUANTITY 

COST 

SELLING 
PRICE 

PROFIT 

PER  CENT 

REMARKS 

CLEANING  the  Augean  stables  is  perhaps  the  most  familiar  of  the 
renowned  "Labors"  of  Hercules.  History — or  tradition — does  not 
make  it  clear  whether  Hercules  could  qualify  as  a  bookkeeper  or  not. 
If  he  were  alive  to-day  we  are  confident  that  he  would  account  it  as  Labor  the 
Eighth,  if  he  were  set  the  task  of  preparing  a  set  of  forms  to  suit  all,  or  even 
a  majority  of  hardware  merchants. 

It  is  in  no  wise  with  a  purpose  of  laying  claim  to  furnishing  a  universal 
remedy  or  panacea  that  the  system  appearing  below  is  presented  to  retail  mer- 
chants. The  best  we  need  aver  as  to  any  system,  we  do  as  to  this:  that  it 
contains  points  of  excellence  that  we  believe  will  repay  adoption  by  a  wide 
circle  of  our  readers.  There  undoubtedly  will  be  a  feeling  that  it  goes  too 
much  into  details  in  its  daily  records  of  stock  on  hand,  profits,  percentages, 
inventory,  etc.  If  so,  work  it  on  a  weekly  basis,  or  a  monthly,  as  most  do. 
The  foundation  for  any  one  of  the  three  is  provided.  So  with  other  points. 
Take  out  of  them  what  you  think  best;  it  is  what  one  might  call  a  Unit 
System.  You  can  take  a  little,  half,  most  of  it,  or  all  of  it,  as  seems  fitted  to 
the  nature  of  your  business. 

Three  Bookkeeping  Forms 

The  system  appearing  here  was  in- 
stalled in  a  store  after  a  careful  study 
of  its  needs  and  an  examination  into 
many  existing  systems.  It  is  composed 
mainly  of  three  forms,  ruled  as  illus- 
trated, filling  two  pages,  22  x  14  inches. 
These  forms  are  ruled  on  both  sides,  and 
each  page  is  filled  out  for  five  weeks, 
thus  allowing  a  full  month's  record. 
Each  sheet,  therefore,  is  sufficient  for 
two  months,  and  thirty,  bound  together, 
are  enough  for  five  years. 

Four  Useful  Recording  Tickets 

With  these  are  used  four  "tickets," 
printed  on  cardboard  or  thick  paper, 
each  4y2  x  3  inches;  a  Stock  Ticket,  a 
Purchasing  Ticket,  a  Paid  Out  Ticket, 
and  a  Loss  and  Gain  Ticket.  It  may  be 
advisable  to  describe  these  first  before 
proceeding  to  the  main  "bookkeeping" 
forms. 

Records  of  Stock,  S.P.,  Profit,  Etc. 

The  "Stock  Ticket"  is  used  to  record 
every  article  purchased  through  the  re- 
gular channels  of  supplies,  entering  the 
name  of  the  article  purchased,  from 
whom  purchased,  quantity,  the  date,  the 
cost,  the  selling  price,  the  profit  and  th^> 
per  cent,  of  profit.  There  is  also  space 
at  the  bottom  for  "Remarks."  In  en- 
tering the  cost,  selling  price  and  profit, 
the  entire  amount  is  entered.  That  is, 
if  we  were  entering  an  article  which  cost 
us  $15  per  dozen,  and  was  to  be  retailed 
at  $1.75  each,  and  there  were  5  dozen  in 
the  lot,  the  cost  would  be  entered — Cost, 
$75.00;  Selling  Price,  $105.00;  Profit, 
$30.00;  Per  cent,  29  4/7.  Every  article 
is  entered  upon  a  stock  ticket  just  as 
soon  as  the  invoice  is  received  and  O.K'd 
by  the  stock-keeper. 


LOSS  and  GAIN  TICKET 


QUANTITY 
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CHARGE  TO 

EXPENSE 

DATE 

AMT.  • 

ARTICLES 

These  are  three  separate  tickets  of  calen- 
dered paper  or  cardboard,  each  4%  in.  x 
3  in.,  used  by  heads  of  departments  in 
larger  stores  and  by  clerks,  as  well,  in 
smaller.  They  all  serve  to  help  in  keeping 
accurate  records  and  avoiding  waste.  A 
fourth  card,  of  green  board,  is  identical 
with  the  stock  ticket,  except  that  the  word 
"for  whom  purchased"  is  used  instead  of 
"from  whom  purchased."  The  uses  are 
described  in  this  article. 
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Some  stores  are  content  to  enter  all 
invoices  in  detail  in  the  Stock  Purchase, 
or  Invoice  Book,  filling  out  the  selling 
price,  per  cent.,  etc.,  at  the  time. 

For  Reference  in  Buying  Again 

"The  stock  tickets  are  of  a  great  help 
in  buying,"  we  were  informed.  "They 
are  filed  alphabetically,  and  can  be  very 
easily  referred  to  when  wishing  to  place 
an  order  for  some  article.  By  referring 
to  these  stock  tickets  we  can  tell  the  ex- 
act quantity  of  an  article  we  have  sold 
during  a  certain  period  and  order  ac- 
cordingly, thereby  eliminating  the  dang- 
er.of  over-buying.  In  case  we  have  been 
stocked  on  some  article,  and  have  been 
forced  in  selling  some  at  a  reduced  price 
in  order  to  clean  up,  the  loss  ticket 
which  was  made  out  for  this  reduction 
in  price  is  filed  with  the  stock  recording 
this  purchase,  and  when  placing  an  or- 
der for  that  particular  article  at  some 
future  date,  the  presence  of  that  loss 
ticket  makes  us  more  careful  in  placing 
our  order  to  eliminate  all  loss  possible. 

Where  to  Buy  to  Best  Advantage 

"These  stock  tickets  also  keep  us' 
posted  where  we  can  buy  to  the  best  ad- 
vantage. By  referring  to  them  we  can 
very  easily  tell  from  which  firm  we  were 
able  to  get  the  best  price,  etc.  They  also 
show  us  whether  the  article  was  satisfac- 
tory or  not.  When  an  article  proves 
satisfactory  to  our  trade  and  worthy  of 
our  consideration  when  re-ordering,  this 
is  recorded  in  the  space  for  "Remarks," 
and  it  is  given  first  consideration  when 
re-ordering.  But  should  the  article  prove 
unsatisfactory,  this  is  also  recorded  and 
that  particular  article  is  shunned  when 
re-ordering." 

Special  Purchase  for  a  Customer 
The  "Purchasing  Ticket"  is  a  special 
one,  used  to  record  every  purchase  that 
is  not  purchased  through  the  regular 
channels  of  supplies.  "For  instance," 
says  the  merchant  who  runs  this  system, 
"we  offer  our  customers  special  service; 
we  offer  to  get  for  them  any  articles  in 
our  line  which  we  do  not  carry  in  stock, 
and  this  purchasing  ticket  is  used  to  re- 
cord this  purchase.  These  tickets  are 
the  same  as  the  stock  tickets,  with  the 
exception  that  they  read  'For  Whom 
Purchased'  instead  of  'From  Whom  Pur- 
chased." They  are  also  a  different  color; 
this  is  because  they  are  filed  with  the 
stock  tickets  and  help  us  to  more  readily 
find  them  if  it  is  ever  necessary  to  re- 
fer to  a  purchase  of  tkis  sort. 
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Petty  Expenses 

The  'Paid-out  Ticket'  is  used  to  record 
every  cent  paid  out  for  expenses.  The 
ticket  is  filled  out  with  the  name  of  the 
person  making  the  paid-out,  what  ex- 
pense account  it  is  to  be  charged  to,  the 
date,  the  amount,  and  the  article  for 
which  it  is  spent.  These  are  deposited  in 
the  register,  and  each  evening  they  are 
gathered  up  and  charged  to  the  expense 
account,  as  provided  for  in  our  'Daily 
Record  of  Expenses. '  This  gives  us  a 
record  of  every  cent  paid  out  and  for 
what  it  was  spent. 

"It  also  eliminates  the  useless  expen- 
diture of  the  store  money  by  the  clerks, 
for  they  must  make  out  a  ticket  for  every 
cent  that  they  pay  out.  Often  where  the 
clerks  have  the  authority  to  pay  out 
money  for  necessary  things  needed  at 
the  store,  such  as  paper,  tacks,  etc.,  used 
in  trimming  the  window,  and  various 
articles  needed  about  every  retail  store, 
they  overdo  the  thing,  and  sometimes 
spend  money  uselessly;  but  if  they  are 
required  to  make  out  a  record  of  all 
money  they  spend,  they  are  not  so  liberal 
with  the  spending  of  the  store  money." 

"Loss  and  Gain"  Tickets 

The  loss  and  gain  tickets  may  arouse 
some  opposition.  It  may  be  said  that 
in  a  large  stock  items  recording  indi- 
vidual reductions  would  entail  too  much 


labor.  Most  department  heads  are  con- 
tent, when  reducing  "slow"  sellers,  to 
put  in  a  "Reduction  Slip,"  as  it  is 
called,  containing  one  bulk  sum,  cover- 
ing all  individual  reductions  in  any  one 
line.  What  we  would  like  to  impress, 
however,  is  the  advisability  of  using 
these  reduction  slips  in  some  form  or 
other,  both  to  keep  the  "stock  record" 
straight,  and  also  to  be  able  to  refer  to 
lines  that  have  proved  weak  before  re- 
ordering for  another  season.  Here  is 
the  explanation  of  these  "loss  and 
gain"  tickets  as  given  to  us. 

"The  "Loss  and  Gain  Tickets",  we 
are  told  "are  used  to  record  every  loss 
and  gain  that  may  occur.  These  tickets 
are  printed  upon  light  weight  paper, 
and  put  up  in  pamphlet  form  and  each 
clerk  carries  a  package  of  them  with 
him  at  all  times,  and  is  required  to  make 
out  a  ticket  for  every  loss  or  gain  oc- 
curring with  him  during  the  day.  Losses 
will  occur  through  depreciation,  spoiled 
or  damaged  goods,  through  reductions 
made  for  a  special  sale  or  for  reduc- 
tions made  to  parties  making  large  pur- 
chases, etc.  Gains  occur  through  the 
advance  in  price  of  some  articles,  dis- 
counts rebates  and  miscellaneous,  the 
sale  of  boxes,  etc.  Articles  such  as  these 
costing  the  store  nothing  should  be  re- 
corded a  gain  when  sold  for  any  amount. 
All   goods   are   entered   upon   the   stock 


ticket  at  the  regular  retail  price  at  the 
time  they  were  received  and  should 
they  be  sold  for  a  less  figure,  or  a 
greater  figure,  for  any  reason,  it  should 
be  recorded  as  a  loss  or  gain  as  the 
case  may  be.  These  tickets  are  de- 
posited in  a  box  provided  for  that  pur- 
pose and  then  are  gathered  up  each 
evening  and  entered  in  the  correct  col- 
umn provided  in  the  "Daily  Record  of 
Losses  and  Gains." 

Details  as  to  Articles 

"In  entering  a  loss  or  gain  the  ticket 
is  filled  out  with  the  name  of  the  article 
upon  which  has  been  either  a  loss  or 
gain,  the  quantity,  the  date,  the  cause, 
the  regular  selling  price,  the  amount  re- 
ceived, if  any,  and  the  amount  of  loss 
or  gain  as  the  case  may  be.  Always 
drawing  a  line  through  the  word 
"Gain"  if  recording  a  loss  and  vice 
versa  if  recording  a  gain.  The  regular 
selling  price  is  always  recorded  and  not 
the  cost,  for  every  article  that  comes 
into  the  store  to  be  resold  has  been 
entered  upon  a  stock  ticket  and  sold 
at  the  retail  price  prevailing  at  the  time 
it  is  received,  and  it  is  upon  the  selling 
price  we  must  base  our  losses  and  gains, 
this  will  be  made  clear  when  we  get 
farther  into  the  working  of  this  sys- 
tem." 


Daily  Record  of  Sales,  Purchases,  Cash,  Etc. 
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NOW  for  the  main  forms.  First  of 
all  the  "daily  record  of  sales, 
purchases,  cash  on  hand,  bank  account, 
accounts  payable  and  accounts  receiv- 
able". With  this  we  know  just  how 
our  business  stands  at  the  end  of  each 
day.  In  starting  a  new  page  in  this 
system  at  the  beginning  of  the  first  of 
each  month,  we  carry  forward  in  the 
line  marked  "balance  brought  forward" 
the  different  amounts  which  we  wish  to 
carry  forward  from  month  to  month. 
Sales  and  purchases  are  never  carried 
forward  from  one  month  to  the  next, 
but .  are  only  carried  to  the  end  of  the 
month,  and  then  at  the  end  of  the  year 
the  total  amount  of  sales  of  each  month 


are  added  together  giving  us  the  total 
amount  of  sales  for  the  year,  also  the 
total  amount  of  purchases,  giving  us  the 
total  amount  of  merchandise  purchased 
during  the  year.  But  the  balance  of 
cash  on  hand  (cash  in  the  cash  drawer) 
at  the  beginning  of  the  month  is  car- 
ried forward,  also  the  balance  in  bank, 
balance  of  accounts  payable  and  ac- 
counts payable  and  accounts  receivable. 
If  the  month  comes  in  on  Tuesday,  we 
start  with  the  first  line  marked  Tuesday 
and  number  down  the  page  for  the  dates 
of  the  month  in  the  column  provided  for 
that  purpose. 

Recording  Cash  and  Record  Sales 
Under    the    heading    of    "Sales"    the 
40 


cash  sales  are  recorded  in  the  cash  col- 
umn each  day  as  they  are  taken  for  the 
register  reading  each  morning.  The 
credit  sales  are  recorded  in  the  credit 
sales  column  as  they  are  taken  from  the 
charge  slips,  which  are  made  out  for 
every  charge  sale.  This  gives  us  the 
amount  of  both  the  cash  and  credit 
sales  for  each  day.  Then  these  two 
figures  are  added  together  and  entered 
in  the  total  sales  column  giving  us  the 
total  amount  of  business  done  on  that 
particular  day.  These  figures  are  totaled 
at  the  end  of  each  week  and  entered 
on  the  line  marked  "total  for  week," 
giving  us  the  total  for  each  week,  then 
there    is    a    grand    total   for   the    month 
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which  is  set  down  on  the  line  marked 
Total  for  Month,  at  the  bottom  of  each 
page. 

Cash   and   Credit  Purchases 

Under  the  heading  "Purchases"  all 
cash  purchases  are  entered  in  the  cash 
purchase  column.  When  merchandise  is 
paid  for  by  cash  it  is  entered  upon  one 
of  the  purchasing  tickets  and  put  in 
the  register  and  each  evening  taken  out 
and  entered  in  the  cash  purchase  col- 
umn. The  credit  purchases  are  all  pur- 
chases made  through  the  regular  chan- 
nels of  supplies  and  paid  for  by  check 
when  due,  and  they  are  recorded  on  the 
stock  tickets  and  added  together  each 
evening  and  entered  in  the  credit  pur- 
chase column.  The  cash  and  credit  pur- 
chases are  then  added  together  and  set 
down  in  the  total  purchases  column. 
Purchases  are  totaled  at  the  end  of 
each  week  and  month  the  same  as  the 
sales,  giving  us  the  total  amount  of 
goods  purchased  during  the  year. 

Under  the  heading  of  "Cash  on 
Hand"  is  recorded  the  amount  received 
on  accounts,  as  shown  by  the  register, 
in   the  Rec'd    on    Acct.    column.      The 


total  amount  of  cash  received  for  the 
day,  including  amount  received  on  ac- 
counts and  cash  sales,  is  entered  in  the 
Total  Cash  Received  column.  The 
amount  deposited  in  the  bank  each  day 
is  entered  in  the  Amt.  Deposited  in 
Bank  column,  and  the  total  amount  paid 
out  for  expenses  and  cash  purchases, 
etc.,  is  entered  in  the  Total  Amount 
Paid  Out  column,  then  the  total  amount 
of  cash  received  is  added  to  the  balance 
cash  on  hand  of  the  preceding  day 
and  then  deducting  the  amount  paid  out 
plus  the  amount  deposited  gives  us  the 
total  amount  of  cash  on  hand  with  which 
we  shall  start  business  the  next  day. 

Under  the  heading  of  "Bank  Ac- 
count" is  recorded  the  amount  de- 
posited that  day,  also  the  amount  with- 
drawn, each  in  the  column  provided  for 
that  purpose,  adding  the  amount  de- 
posited to  the  balance  in  bank  on  the 
preceding  day,  and  from  that  amount 
deducting  the  amount  withdrawn,  gives 
us  the  total  amount  remaining  in  the 
bank,  which  is  entered  in  the  column 
for  "Balance  in  Bank."  This  keeps  us 
posted  on  just  how  we  stand  each  day  in 
regard  to  our  bank  account. 


Purchases,  and  Balance  of  Debts 

Under  the  heading  of  "Accounts 
Payable"  is  entered  the  amount  of 
credit  purchases  as  received  in  the 
Credit  Purchase  Column,  for  that  day, 
also  the  amount  paid  on  accounts  as 
shown  by  the  check  stubs.  Adding  the 
amount  of  the  credit  purchases  for  the 
day  to  the  balance  of  accounts  payable 
for  the  preceding  *day  and  deducting 
the  amount  paid  gives  us  the  balance 
payable  and  this  is  entered  in  the  "Bal- 
ance Accounts  Payable"  column.  We 
know  at  the  end  of  each  day  just  what 
we  owe. 

Then  with  our  record  of"  Accounts 
Receivable"  we  know  just  how  much 
we  have  out  on  the  books  at  the  end 
of  each  day.  By  entering  the  amount  of 
credit  sales  and  adding  this  amount  to 
the  balance  of  accounts  receivable  for 
the  day  before  and  deducting  the 
amount  received  on  accounts  leaves  us 
the  total  amount  due  us  at  the  end  of 
every  day.  We  are  able  to  know  each 
day  whether  we  are  allowing  our  book 
accounts  to  grow  too  large  without  any 
extra  efforts. 


Daily  Record  of  Stock 
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•NT  OW  with  the  "Daily  Record  of 
-L^  Stock"  form  we  are  able  to  know 
just  what  our  per  cent,  of  gross  profit  is 
averaging,  and  what  the  retail  value  of 
our  stock  is  each  day,  etc. 

"In  starting  this  system  of  ac- 
counts," the  explanation  is  given  "we 
first  took  an  inventory,  getting  both  the 
cost  and  retail  price  of  the  stock  on 
hand.  The  cost  as  shown  by  the  in- 
ventory was  entered  in  the  Total  Cost 
column  under  the  heading  Cost  on  the 
line  marked  Balance  Forward.  The  re- 
tail price  was  entered  in  the  column 
Total  Selling  Price  under  the  heading  of 
Selling  Price  on  line  marked  Balance 
Forward.  Then  each  day  the  cost  and 
retail  price  of  all  articles  purchased  as 
taken  from  the  Stock  and  Purchasing 
Tickets  is  entered  in  the  column  mark- 
ed Purchases  under  both  headings,  the 


cost  of  purchases  under  heading  Cost 
and  the  retail  price  under  heading  Sell- 
ing Price.  Each  of  these  amounts  are 
added  to  the  total  amount  for  the  pre- 
ceding day  and  entered  in  the  total 
amount  column  provided  under  both 
headings.  The  total  amount  is  carried 
forward  every  day,  until  the  time  of  the 
next  inventory  and  as  we  take  inventory 
every  four  months,  this  amount  is  car- 
ried forward  until  that  time.  When 
totaled  for  the  four  months,  it  gives  us 
the  cost  of  all  merchandise  purchased 
during  that  time,  including  stock  on 
hand  at  the  beginning  of  the  four 
months,  also  the  amount  that  stock 
should  have  brought  us  had  it  all  been 
sold  and  sold  at  the  price  intended  on 
the  stock  ticket  when  it  was  entered. 
Then  by  taking  our  second  inventory  at 
the  end  of  the  four  months,  taking  both 
41 


the  cost  and  the  retail  price  as  before, 
and  then  by  taking  the  cost  of  goods 
now  on  hand  from  the  total  amount  as 
shown  by  the  "Total  Cost"  column 
gives  us  the  exact  cost  of  merchandise 
sold  during  the  four  months,  and  by 
taking  the  entire  retail  price  of  stock  on 
hand  from  the  amount  as  shown  by  the 
total  selling  price  column  gives  us  the 
amount  the  goods  sold  should  have  sold 
for.  This  amount  plus  the  gains  and 
minus  the  losses  should  equal  the  total 
amount  of  sales  for  the  four  months. 
The  difference  between  the  cost  of  mer- 
chandise sold  and  the  selling  price  which 
it  should  have  brought,  plus  the  gains 
and  minus  all  losses  and  expenses  should 
be  the  actual  net  profit  for  the  four 
months.  If  this  amount  does  not  cor- 
respond with  the  actual  net  profit,  if  it 
should   be   larger   than   the   amount   we 
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actually  received,  then  the  difference 
occurs  through  forgotten  charges  or 
stolen  goods.  (These  two  figures  should 
and  will  correspond  if  everything  is 
right). 

"In  taking  inventory  all  goods  are 
taken  at  what  they  actually  cost,  and 
not  their  market  value  for  all  advances 
and  declines  have  been  entered  as  losses 
and  gains. 

The  Daily  Profits 

"You  will  also  notice  that  our  sys- 
tem will  show  us  just  what  our  per  cent. 
of  gross  profit  is  running  each  day. 
This  is  done  by  entering  under  the  head- 
ing of  "Gross  Profit"  the  total  cost  as 
shown  by  the  total  selling  price  column 
subtracting  the  cost  from  the  selling 
prices  gives  us  the  gross  profit,  this 
amount  is  entered  in  the  "Gross  Profit" 
column.  This  amount  represents  the 
total  gross  profit  that  will  be  made  on 
all  goods  purchased  to  date  including 
goods  on  hand  at  start.  By  dividing  the 
amount  of  gross  profit  by  the  total  sell- 
ing price  will  give  us  the  per  cent,  of 
gross  profit  as  it  is  running  from  day  to 
day.  With  this  system  we  are  able  to 
set  a  figure  which  we  wish  to  represent 
the  per  cent,  of  gross  profit  we  wish  to 
make  and  can  tell  each  day  just  how 
we  are  succeeding.  Under  the  old  sys- 
tem we  had  no  way  of  tellin?  just  what 
our  per  cent,  of  gross  profit  was  run- 
ning, until  we  took  our  inventory  at  the 
end   of   the   four   months.      Now   should 


our  per  cent,  of  gross  profit  drop  below 
the  figure  set,  we  can  by  putting  some 
special    efforts    on    the    more    profitable 
articles  bring  it  back  to  normal. 

Value  of  Stock  on  Hand 

"With  this  system,  we  also  can  tell 
the  retail  value  of  stock  on  the  stock 
on  hand  at  the  end  of  each  day.  In  the 
column  marked  Selling  Price  of  Stock 
under  heading  Stock  on  Hand  is  entered 
the  total  selling  price,  as  shown  by  the 
total  selling  price  column  under  heading 
Selling  Price  plus  the  gains  and  minus 
the  losses.  In  the  column  marked 
Sales  is  entered  the  total  sales  for  the 
day.  Then  this  amount  (total  sales) 
is  subtracted  from  the  amount  in  the 
preceding  column  giving  the  retail 
value  of  stock  on  hand  at  the  end  of 
the  day,  this  is  entered  in  the  column 
marked  Balance  Stock  on  Hand,  keep- 
ing us  posted  on  the  value  of  our  stock 
from  day  to  day.  To  find  the  approxi- 
mate value  of  that  stock  at  cost,  we 
take  the  per  cent,  of  gross  profit  as 
shown  by  the  Per  Cent.  Column  and  de- 
duct this  amount  from  the  balance  of 
stock  on  hand  and  this  will  give  us  the 
approximate  value  at  cost. 

"To  illustrate;  let  us  say  that  our 
stock  record  showed  us  that  the  retail 
value  of  our  stock  to-day  was  $15,000.00 
and  that  our  per  cent,  of  profit  was  run- 
ning 33  1-3  per  cent,  and  we  wish  to 
know  the  approximate  cost  of  that  stock. 


we  take  33  1-3  per  cent,  of  $15,000.00 
which  is  $5,000.00  and  deducting  that 
amount  from  $15,000.00  we  find  that  the 
approximate  value  at  cost  is  $10,000.00. 
Under  the  heading  of  Net  Profit  we 
enter  the  amount  of  gross  profit  as 
shown  by  the  Gross  Profit  column  and 
the  total  amount  of  losses  and  expenses 
and  then  this  amount  is  subtracted  from 
the  total  gross  profit,  and  the  remain- 
der is  entered  in  the  column  marked  Bal- 
ance Gross  Profit. 

Net  Profit  Column 

In  the  next  column  is  entered  the 
total  gains  and  this  is  added  to  the  bal- 
ance gross  profit  and  entered  in  the 
Net  Profit  column  and  this  amount 
represents  the  net  profit  that  should 
have  been  made  on  all  goods  purchased 
to  date  including  goods  on  hand  at  the 
time  of  starting.  This  amount  is  carried 
forward  each  month  and  at  the  end  of 
the  four  months,  this  amount  minus 
gross  profit  the  goods  on  hand  at  the 
end  of  the  four  months  should  make, 
should  be  the  actual  net  profit  for  the 
four  months. 

"The  net  profit  as  carried  forward 
each  day  does  not  represent  the  net  pro- 
fit for  that  day  nor  up  to  that  time,  for 
we  may  have  sold  up  to  that  time  the 
more  profitable  articles,  yet  it  would 
have  been  based  upon  the  average  per- 
cent, of  gross  profit,  but  it  is  merely 
carried  forward  as  a  record." 


Daily  Record  of  Expenses 
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^l^ylTH  the  Daily  Record  of  Ex- 
penses,  Losses  and  Gains,  we  are 
able  to  keep  an  accurate  record  of  all 
expenses,  etc.  Under  the  heading  of 
Expenses  we  have  our  expenses  divided 
into  nine  separate  accounts,  keeping  us 
posted  on  just  what  we  are  spending 
our  money  for,  and  also  letting  us  know 
just  how  much  we  are  spending  for 
each  expense  and  should  any  one  certain 
expense  grow  larger  than  what  we  think 
it  should,  we  can  tell  it  and  try  to  cut 
down  that  particular  expense,  each  one 
being  entered  in  the  correct  column  as 
provided. 
.  Under  the  heading  of  Losses,  all  losses 


are  recorded  as  shown  by  the  loss 
tickets  each  day.  Under  the  heading  of 
Gains  all  gains  are  entered  as  shown  by 
the  gain  tickets  each  day. 

-® 

NEW   CARDWRITING   LESSON 

Continued  from  page  38 
drawn    with    black   waterproof    ink    and 
afterwards    colored   in   bright    butterfly 
colors  with  transparent  ink. 

"Fruit  Tree"  card  shows  a  drawing  of 
apple  blossoms  across  the  bottom  of  the 
card.  The  background  of  this  drawing  is 
pale  blue;  the  blossoms  are  pink,  and  the 
leaves  are  green.  Transparent  colors 
used  for  coloring. 
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The  "Summer  Style"  card  shows  a 
very  dainty  drawing  of  a  swan  scene. 
This  was  sketched  with  pen  and  black 
ink  and  the  water  was  afterwards  col- 
ored green. 

The  "New  Style"  card  is  an  exception- 
ally fine  illustration  of  this  work.  The 
idea  for  this  was  gotten  from  a  postcard, 
but  it  is  a  free-hand  drawing.  It  was 
first  sketched  in  black.  The  leaves  and 
stalks  are  colored  in  green  and  the  flow- 
ers a  pretty  shade  of  pink.  This  makes 
an  excellent  card  for  present  season's 
showing. 

The  little  "Oriental"  card  shows  a 
drawing  of  a  Chinese  lantern.  This  is 
quite  in  line  this  season  in  view  of  the 
Oriental  tendency  in  prevailing  styles. 


BIG  DEMAND  FOR  BIBLES 

New  York,  Aug.  21. — With  publishers 
falling  daily  further  behind  in  their  or- 
ders, the  war  has  created  the  greatest 
demand  in  the  history  of  the  nation  for 
Bibles.  Publishers  here  say  that  any- 
one who  possesses  a  set  of  electrotype 
plates  for  the  New  Testament,  pocket 
size,  owns  something  almost  as  valuable 
as  a  steamship.  Many  of  the  publishers 
report  their  presses  running  from  15  to 
18  hours  a  day. 

IMPORTANT  WAR  STORY 

Sir  Conan  Doyle's  second  volume  in 
his  history  of  the  war,  "The  British 
Campaign  in  France  and  Flanders, 
1915"  has  just  been  published  by  Hod- 
der  &   Stoughton  at  $2.00. 

"Sir  Arthur  Conan  Doyle  has  the  true 
heart  of  the  military  historian  and  he 
has  a  real  sense  of  proportion  which  en- 
ables him  to  reject  the  unessential  and 
keep  things  clear.  We  imagine  that  Sir 
Arthur  Conan  Doyle  has  been  freely  giv- 
en official  information,  and  certainly  we 
have  read  nothing  about  the  second  bat- 
tle of  Ypres  and  Loos  which  can  com- 
pare for  completeness  with  the  narra- 
tives in  the  second  volume.  We  are 
promised  a  third  volume  which  will  take 
the  history  up  to  the  end  of  the  battles 
on  the  Somme.  Thus  the  author  in  three 
comparatively  short  volumes — terseness 
is  one  of  his  virtues — will  have  describ- 
ed the  year  of  defence,  the  year  of  eciuil- 
librium,  and  the  year  of  attack.  The 
second  volume  describes  the  year  of 
equilibrium." 

LETTERS  ABOUT  SHELLEY* 

An  important  new  book  which  has  just 
been  published  by*  Hodder  &  Stoughton 
is  "Letters  About  Shelley:  Interchanged 
by  Three  Friends — Edward  Dowden, 
Richard  Garnett  and  William  Michael 
Rossetti."  There  is  an  introduction  by 
R.  S.  Garnett.     It  is  a  $3.00  book. 

All  three  of  the  writers  were  ardent 
admirers  of  the  poet  and  eager  students 
of  his  life  and  work.  Professor  Dow- 
den's  "Life  of  Shelley"  is  still  a  recog- 
nized biography  and  the  Rossetti's  mem- 
oir and  edition  of  Shelley  is  well  remem- 
bered as  is  Dr.  Garnett's  "Lyrics  of 
Shelley,"   published  in  1862. 

The  correspondence  between  Garnett 
and  Dowden  forms  a  particularly  inter- 
esting feature   of  the  book. 

Both  of  these  men  write  bitterly  of  J. 
C.  Jeaffreson,  author  of  "The  Real  Shel- 
ley," a  book  almost  forgotten. 


THE  BLACK  OFFICE 

Mr.  and  Mrs.  Egerton  Castle  know  so 
well  how  to  stimulate  and  entertain  their 
readers  and  have  so  won  the  confidence 
of  the  public  that  a  new  work  of  rom- 
ance from  their  pens  is  something  of  a 
literary  event.  This  new  volume  en- 
titled "The  Black  Office"  which  has  just 
come  from  John  Murray  the  London  pub- 
lishers, is  well  calculated  to  disperse  for 
a  little  while  the  anxieties  that  trouble 
all  of  us  in  these  days  of  battle. 

THE  DARK  STAR 

Robert  W.  Chambers'  new  book  "The 
Dark  Star,"  published  by  Geo.  J.  Mc- 
Leod,  Ltd.,  is  a  thrilling  story  of  adven- 
ture based  upon  the  work  of  the  Ger- 
man and  Turkish  secret  service  and 
their  attempts  to  recover  the  lost  plans 
of  the  fortifications  of  Gallipoli  which 
were  made  by  a  German  agent  years 
before  the  present  war  broke   out. 

Pretty  Ruhannah  Carew  is  a  child  of 
the  Dark  Star.  It  is  pre-ordained,  there- 
fore, that  her  life  will  be  filled  with  ad- 
venture. An  eventful  childhood,  follow- 
ed by  an  amazing  mock  marriage  and  a 
hurried  escape  to  Paris,  fill  her  early 
life  with  excitement.  When  the  Euro- 
pean war  breaks  out  and  Ruhannah 
cables  her  childhood  friend,  Jim  Nee- 
land,  to  bring  over  to  her  a  box  her 
father  had  originally  brought  from  Gal- 
lipoli, she  unintentionally  plunges  poor 
Neeland  into  a  vortex  of  intrigue  and 
adventure  the  like  of  which  few  men 
have  ever  experienced.  His  courage,  re- 
sourcefulness and  charming  manners  en- 
able him  to  outwit  the  German  and 
Turkish  agents  repeatedly,  and  lead  to  a 
climax  as  thrilling  as  a  tale  from  the 
Arabian  Nights.  It  is  indeed  a  rare  tale 
of  romance,  adventure,  mysterv  and  in- 
trigue brought  about  by  the  European 
war. 

LABOR  AND  CAPITAL  AFTER  WAR 

In  view  of  the  long  interruption  of  the 
world's  everyday  work,  the  most  urgent 
need  after  the  war  will  be  efficiency  and 
application.  This  being  so,  it  is  of  espe- 
cial importance  that  the  relations  be- 
tween capital  and  labor  should  be  har- 
monious. Productive  power  could  not  be 
maximized  otherwise,  and  the  improve- 
ments in  organization  would  be  seriously 
impeded  to  the  los.s  of  the  community 
generally.  The  desired  end  will  un- 
doubtedly be  facilitated  by  the  publica- 
tion of  frank  and  dispassionate  state- 
ments on  the  part  of  employers  and 
work-people.  To  that  end  there  is  to  be 
published  "Problems  of  Labor  and"  Capi- 
tal After  the  War,"  written  by  a  num- 
ber of  prominent  employers,  representa- 
tives of  the  wage-earning  classes  and 
others  with  special  knowledge  of  labor 
questions.  Each  writer  deals  with  the 
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matters  that  appear  to  him  to  be  of  par- 
ticular importance. 

THE   AMATEUR   DIPLOMAT 

"The  Amateur  Diplomat"  just  publish- 
ed by  Hodder  &  Stoughton  is  a  breezy 
and  most  exciting  story  of  love,  war 
and  politics. 

There  is  a  gloriously  romantic  love  in- 
terest ending  in  a  princess  renouncing 
her  throne  to  marry  a  gallant  young 
Canadian  and  in  this  romance  is  ingen- 
iously woven  a  most  thrilling  story  of 
intrigue   and  adventure. 

This  story  is  the  work  of  two  Can- 
adian writers  Hugh  S.  Eayrs,  formerly 
associate  with  BOOKSELLER  AND 
STATIONER,  now  with  the  Macmillan 
Co.,  and  T.  B.  Costain,  editor  of  Mac- 
Lean's  Magazine.  Readers  of  "The 
Amateur  Diplomat"  will  look  for  more 
stories  from  these  authors. 

An  order  for  1,000,000  khaki  pocket 
Testaments  for  American  soldiers  and 
sailors  at  the  front  has  been  placed  with 
the  American  Bible  Society  through  the 
National  War  Work  Council  of  the 
Young  Men's  Christian  Association.  This 
was  announced  recently  by  James  Wood, 
president  of  the  society,  which  will  fur- 
nish them  to  the  Y.M.C.A.  without  cost. 
By  this  arrangement  the  Bible  Society 
becomes  the  one  large  Bible  producing 
agency  for  soldiers  and  sailors.  Presi- 
dent Wood  announced  that  the  money 
for  the  printing  of  the  Bibles  would  be 
raised  by  popular  subscription  as  a 
special  fund  for  soldiers  and  sailors.  The 
headquarters  for  the  raising  of  this 
money  will  be  the  Bible  House,  Astor 
Place,  New  York,  under  the  direction  of 
David  Hinshaw,  executive  secretary. 


The  Canadian  Annual  Review,  Ltd., 
has  been  incorporated  at  Toronto  with  a 
capital  of  $75,000  to  carry  on  general 
publishing  business  and  deal  in  pub- 
lications and  literary  undertakings. 

Midland  Free  Press,  Limited,  has  been 
incorporated  at  Midland,  Ont.,  with  a 
capital  of  $40,000  to  print  publications 
and  magazines,  and  carry  on  business  of 
booksellers  and  stationers. 


BOOKSELLER     AND     STATIONER 


A  USEFUL  VOLUME 

Children's  Stories  and  How  to  Tell 
Them  comes  from  the  Home  Correspond- 
ence School  of  Springfield,  Mass.  The 
authors  are  J.  Berg  Esenweih  and  Mar- 
ietta Stockard. 

The  imagination  of  a  child  plays  so 
vital  a  part  in  molding  its  future  for 
either  bad  or  good  that  all  educators 
agree  in  giving  wise  story-telling  a  fore- 
most place  in  the  home,  the  recreation 
center,  the  school,  and  the  Sunday- 
school.  Add  to  this  the  fact  that  the 
children's  taste  for  the  right  kinds  of 
stories  is  formed  early,  and  carries  over 
to  their  later  years,  and  the  reason  why 
this  is  an  important  book.  Everyone 
who  has  the  care  of  children  hears  con- 
stantly the  reiterated  "Tell  me  a  story!" 
but  relatively  few  are  able  to  meet  this 
eager  call  wisely  and  interestingly.  Af- 
ter exhausting  the  slender  stock  of  stor- 
ies remembered  from  childhood,  the 
mother  or  teacher  or  guardian  too  often 
is  at  a  loss  for  more  material.  Story 
books  there  are,  of  course,  a  plenty,  but 
bv  no  means  all  are  of  the  sort  that 
should  be  read  to  little  folks,  and  the 
uninstructed  story-teller  may  quite  in- 
nocently tell  or  read  a  story  which,  per- 
haps in  a  single  sentence,  may  hurt  the 
child  for  years.  The  need  for  a  prac- 
tical book  like  this  cannot  be  gainsaid 
for  a  moment. 

Dr.  Esenwein  and  Miss  Stockard  have 
had  many  years  of  experience  in  the  use 
of  fiction  in  education,  the  work  of  the 
former  for  the  short-story  in  America 
being  well-known,  and  the  latter's  car- 
eer as  a  trainer  of  teachers  in  Washing- 
ton, D.C.,  in  the  University  of  Virginia, 
and  as  a  professional  story-teller  being 
equally  approved  by  a  wide  public.  These 
experts  have  together  produced  a  book 
of  nearly  four  hundred  pages  which  not 
only  answers  every  question  of  the 
story-teller  as  to  the  choice  of  stories, 
and  methods  in  presenting  them,  but 
gives  more  than  fifty  complete  stories 
for  all  seasons  and  occasions  which  may 
be  read  or  told  to  children  and  used  as 
models  for  those  who  wish  to  tell  other 
tales  to  the  little  people,  singly  or  in 
groups. 

THE  INTERLOPERS 

Julie  Lippmann  who  gave  us  the  de- 
lightful "Martha"  tales  has  written  a 
new  story  entitled  "The  Interlopers"  in 
which  the  heroine,  Dorothy  Day,  finds  it 
difficult  to  accept  her  mother's  second 
marriage.  She  rebels  and  her  rebellion 
leads  her  into  many  adventures  of  which 
some  are  painful  and  others  quite  fun- 
ny. In  the  end  she  finds  a  way  out  of 
her  difficulties  and  everything  ends  hap- 
pily. The  book  is  published  by  McClel- 
land   Goodchild   and    Stewart. 

HINDU  MIND  TRAINING 

From  Longmans  Green  &  Co.  comes  a 
volume  entitled  "Hindu  Mind  Training," 
an  exhaustive  treatise  by  "An  Anglo- 
Saxon  Mother"  with  arguments  going  to 
show  the  Hindu  system  over  western 
methods. 


PERIODICAL  NOTES 

The  first  of  'three  articles  by  Henry  van 
Dyke,  recently  U.  S.  Minister  to  Holland, 
appears  in  the  September  Scribner.  Doc- 
tor van  Dyke  has  not  been  loath  to  ex- 
press his  views  of  the  "Potsdam  gang." 
He  has  some  interesting  things  to  say 
about  the  way  American  diplomacy  is 
conducted,  and  then  describes  the  omin- 
ous days  that  were  leading  so  palpably 
to  the  declaration  of  war  by  Austria 
and  Germany's  overrunning  Luxem- 
bourg. It  makes  plain  that  Germany 
blocked  Mr.  Bryan's  attempts  at  furth- 
ering a  peace  congress  at  The  Hague. 

WAYS  OF  WRITERS 

While  W.  W.  Jacobs  confesses  that  he 
often  sits,  pen  in  hand,  a  whole  morning 
without  putting  a  solitary  word  on  pa- 
per, Sir  Arthur  Conan  Doyle  has  writ- 
ten a  story  of  12,000  words  without  once 
leaving  his  desk.  Even  such  a  painstak- 
ing writer  as  the  late  R.  L.  Stevenson 
had  his  spasms  of  lightning  work,  in 
one  of  which  he  completed  his  famous 
"Jekyll  and  Hyde"  story  within  seven 
days,  and  Hall  Caine  wrote  the  first  and 
last  lines  of  his  "Life  of  Coleridge"  in 
three  weeks.  While  Sir  J.  M.  Barrie 
counts  five  or  six  hundred  words  a  "good 
day's  work,"  H.  G.  Wells  has  often  writ- 
ten 10,000  words  between  breakfast  and 
bed,  and  Mrs.  L.  T.  Meade  has  produc- 
ed 20,000  words  in  a  busy  day.  The 
late  Andrew  Lang,  when  in  the  mood, 
has  more  than  once  written  5,000  words 
of  a  book  between  breakfast  and  a  late 
luncheon,  and  it  is  said  that  S.  R.  Crock- 
ett wrote  the  last  half  of  "The  Stickit 
Minister"  in  40  hours.  But  all  these 
feats  of  rapid  authorship,  marvelous  as 
they  are  were  quite  eclipsed  by  the  older 
Dumas  who,  in  one  phenomenal  year,  ac- 
tually turned  out  volumes  at  the  rate 
of  one  a  week. 

SOME  AUTHORS  AND  THEIR  BOOKS 

The  heroine  of  Elizabeth  Dejean's 
novel  "The  Tiger's  Coat,"  is  a  refugee 
from  Belgium,  knows  Mexico  like  a  book 
and  is  an  actress  to  the  tips  of  her  fin- 
gers. Surround  her  with  the  allure  of 
mystery  and  we  have  a  heroine  of  com- 
manding interest. 

Ring  W.  Lardner  whose  picture  is 
among  those  included  in  this  month's 
gallery  of  literary  stars,  has  written  a 
new  book  ent-itled  "Gullible's  Travels" 
which  provides  a  fund  of  live,  laugh- 
making  episodes. 

"The  Thoroughbred"  is  a  new  novel  of 
American  life.  The  Thoroughbred  is 
the  wife  of  the  courageous  hero  of  the 
story  and  it  is  a  fine  tale  of  unaided 
courage  winning  a  struggle  with  advers- 
ity. The  author  is  Henry  Kitchell  Web- 
ster whose  picture  appears  in  this  issue. 

Among  the  half-tones  in  this  issue  is 
that  of  Talbot  Mundy  who  gained  fame 
with  his  fine  novel  "The  King  of  the 
Khyber  Rifles,"  a  swift  moving,  color- 
ful romance  of  India. 

Hohvorthy  Hall,  another  author  whose 
picture  adorns  this  issue  is  the  author 
of  "What  He  Least  Expected."  In  this 
book  a  young  Harvard  man,  thrown  out 
of  his  job  in  hard  times,  answers  a  help- 
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wanted  advertisement  in  a  New  York 
paper  and  enteio  on  a  mysterious  work, 
to  go  where  he  is  sent,  do  what  he  is 
told,  collect  information,  hold  his  tongue 
and  ask  no  questions.  The  tale  of  his 
oxpeuences  is  interesting  indeed. 

Porter  Emerson  Browne  is  represent- 
ed i\\  pictures  of  authors  in  this  issue. 
His  new  book  "Someone  and  Some- 
body," is  a  romance  of  pure  delight,  and 
King  Solomon  to  the  contrary,  it  is  a 
new  thing  under  the  sun. 

This  author  is  a  spinner  of  yarn?,  a 
kindly  philosopher, "  a  poet  >a  prjse,  a 
wizard  of  wit,  a  master  of  the  unex- 
pected, a  satirist  of  society. 

The  half-tones  of  the  author's  refer- 
red to  in  the  foregoing  paragraphs  are 
presented  through  the  courtesy  of  the 
Bobbs  Merrill  Co. 

Dixie  Carroll,  President  of  the  Ameri- 
can Anglers'  League,  has  produced  a 
most  interesting  and  delightful-to-read 
book  in  Lake  and  Stream  Game  Fishing. 
Mr.  Carroll  is  also  editor  of  the  National 
Sportsman  and  Fishing  Editor  of  the 
Chicago  Herald,  and  his  present  volume 
is  evidently  based  on  long  experience  in 
the  piscatorial  art.  Mr.  Carroll  deals 
with  the  habits  and  peculiarities  of  the 
various  types  of  game  fish,  with  tackle 
of  all  kinds,  water  conditions,  "bait"  of 
various  sorts,  together  with  one  hundred 
questions  and  answers  concerning  funda- 
mental points  in  fishing.  The  book  is 
published  by  the  Stewart  &  Ki.dd  Com- 
pany, and  will  be  found  charming  read- 
ing to  both  the  beginner  and  the  old- 
timer.  Besides  its  fine  illustrations  the 
book  is  made  additionally  attractive  by 
a  number  of  fishing  poems  by  Albert  Jay 
Cook. 

Hyatt  Verrall  has  written  a  practical 
book  which  he  calls  "The  Book  of  Camp- 
ing." He  has  been  there  himself  and 
knows  whereof  he  writes.  There  are 
chapters  on  "Preparation,"  "How  and 
Where  to  Camp,"  "Camp  Housekeep- 
ing," "Trailing  and  Tramping,"  "How  to 
Trap  and  Why,"  and  "Emergency  Hints." 
The  volume  is  appropriately  illustrated 
with  understandable  pictures. 

An  important  new  biography  just  is- 
sued is  Lord  Charnwood's  "Abraham 
Lincoln."     It  is  a  two  dollar  book. 

"My  Country,"  by  George  Rothwell 
Brown,  is  especially  interesting  by  rea- 
son of  the  fact  that  one  of  the  parents 
of  the  hero  was  German  and  the  other  a 
native  American.  Further  complications 
are  caused  by  the  fact  that  his  American 
sweetheart  was  In  Germany  when  the 
war  broke  out. 

"Those  Times  and  These"  is  a  new 
book  by  Irvin  Cobb.  The  volume  pre- 
sents a  series  of  "Old  Judge  Priest" 
stories  as  published  serially  in  Saturday 
Evening  Post. 

Boy  Scout  Tests,  which  is  said  to  be 
the  best  seller  amonsr  scout  books,  has 
just  been  brought  out  in  a  new  and  en- 
larged edition. 

Another  Patience  Worth  story  just 
ready  is  "A  Sorrv  Tale"  which  is  a  story 
of  the  time  of  Christ.  It  has  an  intro- 
duction bv  its  editor.  Caspar  S.  Yest 
who  is  editor  of  the  St.  Louis  Globe 
Democrat". 


BOOKSELLER  AND  STATIONER 


"The  Journal  of  Leo  Tolstoy,"  trans- 
lated from  the  Russian  by  Rose  Struns- 
ky,  has  just  been  published. 

George  A.  Dorsey  is  the  author  of  a 
readable  new  novel  entitled  "Young 
Low." 

"Silver  Heels"  is  a  new  horse  story. 
It  is  an  attractive  book  and  is  illustrat- 
ed.    The  author  is  Gabriell  Jackson. 

"Kitchenette  Cooking,"  by  Anna 
Merritt  East  is  a  new  book,  one  of  a 
series  on  cooking  and  serving  which  are 
of  outstanding  interest  at  this  time. 
This  particular  volume  deals  with  the 
science  of  modern  housekeeping  as  re- 
spects the  problem  of  meeting  the  diffi- 
culties of  a  new  phase  of  our  economic 
existence.  Another  especially  interest- 
ing book  of  timely  interest  is  "Canning, 
Preserving  and  Jelly  Making."  This 
contains  many  of  the  very  latest  recipes 
and  is  a  reliable  guide. 

Another  big  novel  to  come  this  month 
is  Mary  Johnston's  "The  Wanderers," 
which  is  a  dramatic  and  intense  story 
of  the  troubled  course  of  true  love. 

"A  Woman  of  Genius"  is  the  title  of 
a  new  book  by  Mary  Austin  which  is  to 
come  late  this  month. 

Those  who  so  enjoyed  Skinner's  Dress 
Suit"  will  have  a  warm  welcome  for 
"Skinner's   Baby,"  to  come  this  month. 

A  new  edition  of  Lew  Wallace's  "The 
Fair  God"  is  to  be  brought  out  this  sea- 
son. 

Arthur  Shelburne  Hardy  has  written 
a  new  novel  entitled  "No.  13  Rue  Du 
Bon  Diable."  It  is  a  detective  story  and 
is  original  in  that  instead  of  mystifying 
the  reader,  the  reader  is  taken  into  con- 
fidence from  the  start  and  the  interest, 
which  is  intense,  consists  in  watching 
the  efforts  of  the  detectives  to  arrive  at 
a  solution. 

"Our  Square  and  the  People  In  It," 
bv  Samuel  Hopkin  Adams,  is  to  come 
this  month.  It  is  a  delightful  tale  of 
human  joys  and  sorrows — of  love,  ad- 
venture, ambition,  the  comedies  and  the 
tragedies  of  a  qaint  corner  of  New  York. 

Frederick  Palmer,  whose  work  as  war 
correspondent  at  the  Western  Front  has 
attracted  considerable  interest  and  pro- 
duced two  admirable  volumes,  has  writ- 
ten a  little  work,  entitled  "With  Our 
Faces  in  the  Light."  He  expresses  some- 
thing of  the  ideal  that  has  led  America 
to  take  part  in  the  world  conflict. 

James  Lane  Allen  has  written  a  new 
book  which  is  said  to  excel  even  the 
charm  of  his  popular  work,  "The  Ken- 
tucky Cardinal." 

A  new  story  of  the  wild  has  been 
written  by  James  Oliver  Curwood  and 
will  be  published  in  the  early  fall. 

Stories  by  Booth  Tarkington,  William 
Dean  Howell s,  and  Gouverneur  Morris, 
Poems  by  Edgar  Lee  Masters,  Serviss, 
and  Alan  Seeger,  contributions  by  Julia 
Marlowe  and  Mrs.  Fiske  are  listed  in 
the  contents  of  "For  France"  to  be  pub- 
lished in  the  fall. 

The  third  of  a  trilogy  of  books  on 
American  womanhood  by  Kathleen 
Norris  is  "Martie  the  Unconquered," 
published  in  New  York  in  August.     - 


GEORGE  E.  PEARSON 

George  Eustace  Pearson,  formerly  of 
the  Princess  Pats,  whose  story  "Eng- 
lander  Schwein,"  recently  appeared  in 
the  Saturday  Evening  Post,  is  a  Can- 
adian   resident    of   Toronto,    and    on    the 


GEORGE  EUSTACE  PEARSON 
The  Saturday  Evening  Post  published  in  a  recent 
issue  a  25,000-word  story  by  Mr.  Pearson.  Mr. 
Pearson  was  "gassed"  at  St.  Julien,  and  his 
writings  since  on  war  experience  have  appeared 
in  MacLean's  Magazine  and  other  publications. 
Mr.  Pearson  is  with  the  MacLean  Publishing 
Company,   Toronto. 


staff  of  the  technical  papers  of  The  Mac- 
Lean  Publishing  Company.  The  story 
'gives  hitherto  unpublished  details  in 
connection  with  the  destruction  of  the 
regiment  on  May  8,  1915,  and  more  par- 
ticularly the  experiences  of  Corporal  Ed- 
wards of  Toronto  as  a  prisoner  in  Ger- 
many, including  the  account  of  his  suc- 
cessful escape  into  Holland. 

"Bookseller  and  Stationer"  understands 
that  an  elaboration  of  this  story  will 
shortly  appear  in  book  form  which  will 
give  the  full  details  of  Corporal  Ed- 
ward's two  earlier  and  unsuccessful  at- 
tempts at  escape,  a  detailed  description 
of  the  events  leading  up  to  the  May  8 
slaughter  and  certain  other  details  of 
his  experience  not  hitherto  published. 

Harry  H.  Moore's  new  book,  The 
Youth  and  the  Nation,  is  meeting  with 
hearty  commendation  by  the  specialists 
in  boy  study.  For  example,  Clarence  C. 
Robinson,  Secretary  of  the  Employed 
Boys'  Division  of  the  Y.  M.  C.  A.,  writes 
that  he  feels  sure  it  will  be  a  very  use- 
ful volume  in  the  hands  of  workers  with 
older  boys  and  young  men.  "The  com- 
bination of  vocational  information  and  a 
plea  for  social  uplift  has,  in  this  book, 
been  effectively  worked  out,"  he  says, 
"It  is  the  best  presentation  I  have  yet 
seen  for  the  guidance  of  boys  into  al- 
truistic professions." 

Over  seven  million  copies  of  seven- 
penny  and  shilling  books  are  said  to 
have  been  sent  from  England  to  the 
British  soldiers  at  the  front  and  in  con- 
sequence a  shortage  of  these  books  is 
reported  from  certain  cities  of  England. 

Announced  for  September  is  "The  Way 
of  the  Winepress,"  bv  W.  Riley.  This 
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story,  by  the  clever  author  of  Windy- 
ridge,  Netherleigh,  etc.,  tells  of  York- 
shire mill  life,  and  of  the  disaster  that 
befalls  a  well-to-do  spinner  whose  con- 
servatism has  blinded  him  to  the  signs 
of  change  everywhere  around  him.  Tha 
author's  skill  at  portraiture  is  again  dis- 
played in  the  homely  scenes  among  the 
villagers. 

"Unconquered"  by  Maud  Diver,  author 
of  Captain  Desmond,  V.  C,  The  Great 
Amulet,  Desmond's  Daughter,  etc.,  is 
called  by  the  author,  "an  episode  of 
1914,"  and  is  the  story  of  a  vigorous  out- 
of-doors  man  who,  severely  wounded,  is 
brought  home  in  the  early  days  of  the 
war,  and  of  the  girl  who  is  repelled  by 
the  physical  imperfections  of  her  or.r-,- 
time  handsome  and  sturdy  lover.  The 
o'her  sort  of  gi\  *s  also  in  this  tale,  the 
slacker  and  the  pacifist.  It  is  a  strong 
story,  admirably  told  by  a  master  novel- 
ist. 

CHRISTINE. 

The  Macmillan's  have  published  a  not- 
able book  in  "Christine,"  a  volume  of 
letters  written  to  Alice  Cholmondeley 
by  her  daughter  Christine'  a  violin 
student,  who  went  to  Germany  to  study, 
and  who  was  there  at  the  outbreak  of 
hostilities.  She  died  in  Stuttgart  on 
August  8,  1914.  Her  letters  were  written 
between  May  28,  1914,  and  August  6, 
1914.  These  letters  provide  striking  and 
powerful  descriptions  of  Berlin  in  the 
early  days  before  the  war.  It  is  a  grip- 
ping and  unforgetable  narrative;  human, 
fascinating,  interesting  and  significant 
in  the  new  light  it  throws  on  German 
character  and  thought. 

BRIEF  NOTES  ABOUT  NEW  BOOKS 

A  play  dealing  with  the  woman  ques- 
tion applying  the  old  story  of  the  Garden 
of  Eden,  the  Tree  of  Knowledge,  and  the 
Serpent,  to  a  group  of  seven  persons,  is 
Charles  Rann  Kennedy's  "The  Rib  of  the 
Man."  The  scene  is  set  in  the  courtyard 
of  a  villa  overlooking  the  sea  in  an 
island  of  the  Aegean. 

Algernon  Blackwood's  new  book,  "Day 
and  Night  Stories,"  includes  grotesque 
and  unusual  tales  by  a  master  of  the 
mystical. 

The  New  Carthage  by  Georges  Ech- 
houd  is  a  novel  of  Antwerp.  An  English 
translation  by  Lloyd  Morris  has  been 
published. 

Clara  Laughlin,  who  wrote  that  popu- 
lar little  story,  "Everybody's  Lonesome,'- 
is  soon  to  have  another  book  published, 
entitled  "The  Heart  of  Her  Highness." 

Alice  Hegan  Rice's  new  book,  "Cavalry 
Alley," .  which  is  to  be  published  this 
month,  will  contain,  it  is  said,  the  same 
swift  flashes  of  humorous  insight  that 
made  Mrs.  Wiggs  so  popular. 

The  American  Library  Association 
proposes  to  establish  libraries  in  the 
thirty-two  cantonments  of  the  National 
Guard  training  camps.  Special  frame 
buildings  will  be  erected  for  the  purpose, 
accommodating  from  eight  to  ten  thou- 
sand books,  newspapers,  and  magazines. 
Books  are  now  being  collected  and  a  cam- 
paign for  funds  will  be  carried  on  dur- 
ing the  week  of  September  24th. 


HENRY     KITCHELL 

WEBSTER, 

Author     of     "The 

Thoroughbred." 


PORTER  EMERSON 

BROWNE, 

Author    of    "Someone 

and   Somebody." 


HOLWORTHY 

HALL, 

Author    of    "What   He 

Least    Expected." 


RING  W.  LARDNER, 

Author   of   "Gulliver's 
Travels." 


ELIZABETH 

DEJEANS, 

Author    of    "The 

Tiger's    Coat." 


TALBOT    MUNDY, 

Author    of    "King    of 

the   Kyber   Rifles." 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


THOMAS  ALLEN 
Fiction 

Roderick  Hudson,  new  edition,  Henry 
James,  $2.00;  The  Fair  God,  new  edition, 
Lew  Wallace,  $1.50;  The  Youth  Plupy, 
H.  A.  Shute,  $1.35;  The  Clammer  and 
the  Submarine,  W.  J.  Hopkins,  $1.25 

Non-Fiction 

The  Mexican  Problem,  C.  W.  Barron, 
$1.00;  Watching  and  Waiting  on  the 
Border,  Roger  Batchelder,  $1.25; 
Brothers  in  Arms,  E.  A.  Powel,  .50c; 
The  Reserve  Officer's  Handbook,  Suther- 
land, $1.25;  War  Addresses  1915,  H. 
Cabot  Lodge,  $2.50;  The  Altar  of  Free- 
dom, .15c;  Through  the  Year  with 
Thoreau,  Gleason,  $3.00;  Henry  Thoreau 
as  remembered  by  a  young  friend,  E.  W. 
Emerson,  $1.25;  Letters  and  Writings  of 
James '  Greenleaf  iCroswell,  $2.00;  En- 
chanted Cigarettes,  .50c;  The  Marne 
Campaign,  F.  E.  Whitton,  $4.00;  The 
Retreat  from  Mons.  Field  Marchal  L. 
French,  .50c;  War  Flying,  Theta,  $1.00; 
Faith,  War  and  Policy,  Gilbert  Murray, 
$1.25;  The  Expansion  of  Europe,  Ram- 
say Muir,  $2.00;  War  Food,  A.  L.  Handy, 
.75c;  How  to  Make  the  Garden  Pay,  E. 
Morrison  &  Chas.  Brues,  .75c;  Commun- 
ity Drama,  P.  Mackae,  .50. 

Juvenile 

The  Little  Days,  Frances  Gill,  $1.50; 
The  Pittsburgers,  A.  Stanwood  Pier, 
$1.25;  The  Dot  Signal  Book,  C.  L.  Sher- 
man, .50c. 

CASSELL  &  CO. 

Fiction 

The  Gates  of  Kut,  Lindsay  Russell, 
cloth  gilt,  $1.25;  A  Maid  O'Dorset,  M.  E. 
Francis,  cloth  gilt,  $1.25;  Jock  O'Rippon, 
Charles  Swinton,  cloth  gilt,  $1.25. 

Non-Fiction 

With  Botha  and  Smuts,  in  Africa, 
Lieut. -Commander  Whittall,  cloth,  $1.75 
net;  Memoirs  of  a  Balkan  Diplomatist, 
Count  Chedomille  Mijatovich,  cloth  gilt, 
$4.00  net;  Letters  from  France,  C.  E.  W. 
Bean,  cloth,  $1.50  net. 


GEO.    J.    McLEOD   LTD. 

Fiction 

His  Own  Country,  Paul  Kester,  cloth, 
$1.50;  In  and  Out,  Edgar  Franklin,  cloth, 
$1.35;  The  Film  of  Fear,  Arnold  Freder- 
icks, cloth,  $1.35;  The  Painted  Woman, 
Frederic  A.  Kummer,  cloth,  $1.35;  The 
Tyranny  of  Weakness,  Chas.  Neville 
Buck,  cloth,  $1.35. 

THE    MACMILLAN    CO.    OF    CANADA 
Fiction 

Christine,  A.  Cholmondley,  $1.25;   The 
Empty    House,    Anonymous,    $1.40;    My 
Mother  and  I,  E.  G.  Stern,  $1.00. 
Non- Fiction 

The  Library,  the  School  &  the  Child, 
J.  W.  Emery,  $1.25;  The  Strawberry  in 
Nor.  Am.,  S.  W.  Fletcher,  $1.50;  The 
National  Budget  System,  C.  W.  Collins, 
$1.25;  Verse  Writing,  Wm.  Carruth,  80c; 
The  Rural  Teacher  and  His  Work,  H.  W. 
Foght,  $1.40;  Machine  Gun  Practice  and 
Tactics,  K.  B.  McKellar,  90c;  The  Can- 
adian Rly.  Problem,  E.  B.  Biggar,  $1.25; 
The  Salton  Sea,  G.  Kennan,  $1.00;  The 
City  Workers  World  in  America,  M.  H. 
Simkhovitch,  ,$1.25;  The  Modern  Milk 
Problem,  J.  S.  MacNutt,  $2.00. 

Juvenile 

The  South  and  the  Nation,  H.  H. 
Moore,  $1.25;.  You  are  the  Hope  of  the 
World,  Hagedorn,  50c. 


SELL   QUALITY  GOODS 

Above  all  things  the  retail  merchant 
should  strive,  year  in  and  year  out,  to 
•increase  the  sale  of  his  quality  lines. 
Not  only  does  the  sale  of  such  goods 
result  in  customer  satisfaction  but  in 
greater  profits  in  each  sale  and  increas- 
ed prestige  for  the  store. 

The  tendency  of  the  times  is  toward 
the  purchase  of  quality  goods — -the  kind 
that  give  better  service  and  satisfaction. 
This  is  common  to  almost  all  retail  lines. 
The  haberdasher  now  has  little  difficulty 
in  disposing  of  silk  shirts  at  $3,  $4,  $5 
and  $6,  and  neckwear  ranging  in  price 
from  $1  to  $3.  A  few  years  ago  he 
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would  not  have  believed  it  possible  to 
effect  these  sales. 

There  is  a  bigger  and  bigger  demand 
each  year  for  the  higher  priced  lines  in 
ready-made  clothing,  in  shoes,  in  printed 
matter.  It  is  up  to  the  wide-awake  sta- 
tioner to  follow  this  trend. 

The  business  house  of  standing  that 
uses  cheap  stationery  in  its  dealings 
with  its  customers  has  a  screw  loose 
somewhere.  Some  one  Is  using  poor 
judgment,  for  letter  and  bill  heads  are 
things  by  which  a  business  is  judged 
just  as  it  is  judged  by  the  character  of 
the  salesmen  or  clerks  who  come  into 
direct  personal  contact  with  its  custom- 
ers. 

To  the  stationer  who  wants  to  obtain 
the  quality  trade  of  his  town  or  city  we 
would  say  again  "Train  your  clerks  to 
higher  ideals.  Teach  them  to  sound  the 
quality  note  and  not  be  afraid  of  losing 
a  sale  on  price  if  they  know  that  the 
customer  is  getting  value." 

What  an  exasperating  thing  it  is  to 
use  a  watery  ink,  a  poor  pen,  cheap 
paper  on  which  the  ink  spreads  and  the 
pen  scratches,  pencils  whose  leads  break 
or  scratch,  books  whose  bindings  split 
and  crack.  Get  away  as  far  as  possible 
from  the  sale  of  this  class  of  goods — 
educate  your  customers  in  a  tactful  way. 


LIBRARY  TAG  DAY 

Blenheim  public  library  board  has  de- 
cided to  make  up  for  loss  in  finances, 
owing  to  no  county  grants  being  made 
this  year  by  the  county  council.  It  has 
planned  to  have  a  tag  day,  which  they 
expect  will  be  Saturday,  September  22. 
A  number  of  young  ladies  of  the  town 
will  be  asked  to  undertake  the  work 
to  swell  the  treasury,  so  that  the  regu- 
lar amount  of  books  may  be  provided 
for  this  institution. 


Trustees  of  the  Carnegie  Library 
Fund  are  prepared  to  spend  $75,000  on 
the  construction  of  three  public  libraries 
in  Vancouver,  B.C.,  providing  they  will 
be  maintained  by  the  city.  The  city 
council  will  ascertain  the  probable  main- 
tenance cost. 


The  Fall  Wallpaper  Trade  Opens  Well 

Year  Gives  Promise  of  Being  Best  in  History — New  Patterns  Now  Being  Shown — 

-Various  Bedroom  Types. 


Bow  to  Hang  Fabric  Effects- 


ONE  of  the  large  manufacturers  of 
wallpaper  reported  that  the  new 
line  for  1918  has  been  received 
with  great  favor,  and  that  booking  of 
business  has  been  heavy.  Travellers  were 
started  on  the  road  during  the  first  week 
in  July  with  new  samples  for  fall  de- 
livery. The  trade  during  the  first  month 
was  reported  heavier  than  any  corres- 
ponding opening  period  in  the  history  of 
the  concern.  If  the  pace  set  is  main- 
tained the  concern  in  question  asserts 
that  it  will  be  their  banner  year  so  far 
as  wallpaper  sales  are  concerned.  Prices 
have  been  increased  somewhat  due  to 
the  higher  cost  of  printing  inks,  paper, 
labor  and  other  commodities  that  go  to 
make  up  the  manufactured  article.  An 
increase  of  approximately  15  per  ■  cent. 
has  been  made  in  present  prices  over 
those  prevailing  before  new  lines  were 
shown  to  the  trade. 

Variety  of  New   Designs 

The  new  lines  that  are  now  being 
shown  represent  a  variety  of  new  ideas 
and  novel  treatments  colored  in  modish 
fancies  and  with  a  vigor  and  freshness 
that   bespeaks    the   spirit   of    the    times. 


War  conditions  have  caused  the  price  of 
all  raw  ingredients  to  increase,  and  the 
manufacturers  of  necessity  have  had  to 
increase  the  price  of  the  finished  pro- 
duct. The  assertion  is  made  by  the 
manufacturers,  however,  that  it  has  been 
their  endeavor  to  put  a  higher  standard 
of  good  taste  into  the  designs  and  color- 
ings. There  is  an  exceptionally  catchy 
range  of  ungrounded  papers  and  an  ar- 
ray of  blanks  in  all  conceivable  types  of 
designs  which  are  bright  and  cheerful. 
There  are  dainty  stripes  with  ready-cut 
borders.  In  marked  contrast  to  the  many 
forms  of  stripes  are  a  number  of  all-over 
floral  and  chintz  designs,  which  are 
shown  with  two-band  ready-cut  borders 
in  a  variety  of  effective  ideas.  In  one  of 
the  designs  a  delightful  glimpse  of  Jap- 
anese mountain  scenery  is  introduced  in- 
to a  border  that  comes  with  a  diminutive 
wistaria  design.  Branches  of  Japanese 
blossoms  add  a  quaint  touch  to  another 
pattern.  There  are  also  one-band  floral 
borders  with  new  stripe  effects  for  par- 
lor and  bedroom,  richly  colored  hall  and 
dining-room  treatments. 


In  gilt  papers  there  is  being  shown 
numerous  designs.  One  of  them  consists 
of  a  unique  gloriajstripe,  with  bright 
two-band  border  of  chrysanthemums;  an- 
other a  monotone  design,  with  sumptu- 
ous border  of  rich  peonies;  still  another 
consists  of  a  shadow-stripe,  with  large 
poppies,  and  again  one  with  foliage  in 
bright  autumnal  tints. 

Textomeals  Again  in  Favor 

Last  year  the  textomeals  were  intro- 
duced and  found  much  favor,  and  this 
year  are  again  shown  in  a  large  number 
of  brand  new  designs.  In  the  embossed 
papers  there  is  an  abundance  of  bed- 
room designs  of  high  quality,  together 
with  parlor  and  drawing-room  patterns. 
In  the  embossed  designs  there  are  also 
the  near-plain  papers  in  a  variety  of 
weave  and  stippled  effects,  each  with  a 
modern  decoration  treated  in  exquisite 
style. 

In  appearance  the  textomeals  are  as- 
serted to  possess  all  the  richness  of 
printed  duplex  oatmeals,  but  are  stated 
to  have  an  advantage  in  the  uniformity 
of  their  colorings.     They  are  printed  on 


The  Enchantress  design  in  bedroom  wallpapers  which  is 
shoum  in  a  large  range  of  modish  colorings.  New  line  being 
shown  for  fall.  Illustration  by  courtesy  of  Staunton's,  Lim- 
ited. 


Illustration  of  one  of  the  new  fall  lines  of  wallpaper 
showing  "The  Palms,"  an  independent  tapestry  design 
which  is  shoivn  in  a  large  range  of  colorings.  Repro- 
duction by  courtesy  Staunton's,  Limited. 
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specially-made  tinted  stock.  Shades  in 
which  these  textomeals  are  shown  in- 
clude grey,  fawn,  tan,  golden  brown, 
dark  brown,  rich  green,  deep  blue  and 
terra-cotta.  One  of  the  new  designs  is 
a  two-inch  double  stripe  with  gold 
tracery,  together  with  a  two-band  border 
and  base  trimmer  of  roses  in  classic 
treatment.  There  are  also  exquisite 
grass-cloth  effect's  with  a  modish  border 
in  what  might  be  termed  the  Cubist 
treatment,  but  with  the  grotesque  fea- 
tures of  this  type  of  ornamentation 
omitted.  A  stripe  with  rich  gold  tracery 
on  grass-cloth  grounds  is  presented  with 
a  border  of  flower  baskets  in  an  artistic 
vein,  and  this  same  border  is  shown  with 
similar  fabric  grounds,  over  which  is 
printed  a  monotone  design  of  rambling 
foliage. 

Ready-Trimmed  Papers  Popular 
Popularity  has  been  attained  by  the 
ready-trimmed  wallpapers  because  of 
their  obvious  advantages  over  untrimmed 
designs.  Several  of  the  largest  distri- 
butors of  wallpapers  assert  that  this 
class  of  paper  has  been  responsible  in 
large  measure  for  the  increase  in  their 
business  at  a  time  when  unusual  condi- 
tions make  it  not  easy  to  hope  for  any 
large  increase  in  trade.  Some  of  the 
points  wherein  these  lines  are  stated  to 
gain  popularity  lies  in  the  fact  that  from 
25  to  50  per  cent.,  and  even  100  per  cent., 
more  paper  can  be  hung,  as  vouchsafed 
by  mechanics.  Secondly,  the  .  selvages 
are  cut  exact  to  a  thousandth  part  of  an 
inch,  so  that  the  papers  are  easily 
matched  and  a  good  job  assured.  Thirdly, 
the  papers  are  trimmed  at  the  correct 
place,  thus  preventing  loss  from  an  em- 
ployee or  paperhanger  trimming  the 
goods  incorrectly.  Fourth,  where  the 
work  is  done  by  people  at  home  it  elim- 
inates a  long  and  tiresome  job  of  trim- 
ming with  the  scissors. 

How  to  Hang  Fabric  Effects 
The  appearance  of  fabric  effects  when 
hung  is  often  a  source  of  conjecture  to 
many.  Customers  should  be  informed 
that  small  weaved  background  patterns 
cannot  be  expected  to  avoid  some  slight 
shading  at  seams,  and  that  this  should 
not  be  considered  as  a  fault  any  more 
than  would  be  the  case  if  a  real  cloth 
were  used.  Most  of  the  shading  at  seams 
can  be  avoided  by  trimming  in  liberally 
from  the  edges,  as  a  heavier  deposit  of 
color  is  apt  to  occur  at  the  ends  of  the 
printing  roller.  A  little  care  in  this  re- 
spect will  be  well  repaid  and  avoid  many 
of  the  complaints  formerly  so  frequent. 
Reversing  alternate  strips  will  some- 
times improve  results,  providing  the  pat- 
tern permits,  but  cutting  in  a  full  inch 
from  each  edge  on  patterns  that  have  no 
matching  figure 'will  usually  produce  an  . 
even  satisfactory  surface  with  no  pro- 
nounced shading.  Cut  well  in  from  the 
edge,  hang  each  strip  as  soon  as  pasted, 
avoid  hard  brushing  and  give  plenty  of 
air  while  drying,  and  a  good  piece  of 
work,  it  is  said,  is  reasonably  sure  to 
result. 

Bedroom  Types 
All-over  patterns  in  bedroom  patterns 
are    now    quite    popular,   and   numerous 
dainty   patterns   have   been    designed    to 
fi'l  this   need 


Scores  Ontario  Educational  Department 

Cooper,  of  Clinton,  a  View  Generally  Held  in  the  Trade - 

Conditions  in  New  Brunswick  Even  Worse. 


RELATIONS  between  the  Ontario 
Educational  Department  seem  to 
be  getting  worse  rather  than  bet- 
ter as  witness  the  following  communica- 
tion which  appeared  in  the  Toronto 
Globe  on  Aug.  18: 

Scores  Department 
To  the  Editor  of  The  Globe:  There  is 
one  department  of  the   Ontario   Govern- 
ment that  needs  reorganizing,   and  that 
is  the  Education  Department. 

At  the  time  of  the  teachers'  conven- 
tion, the  Minister  of  Education  sprung  a 
surprise  on  the  teachers  and  book-sel- 
lers when  he  announced  that  there  would 
be  a  new  Ancient  History  and  Latin 
book  ready  for  the  school  opening  in 
September,'  notwithstanding  that  no  pre- 
vious notice  had  been  given  the  trade 
that  these  books  were  to  be  changed. 
This  same  Minister  now  notifies  the 
teachers  in  a  June  circular  that  he  has 
authorized  other  new  books  as  well,  viz.: 
Hinrh  School  Arithmetic  and  Public 
School  Grammar,  and  that  these  will  be 
introduced  at  once.  He  also  gives  not- 
ice that  in  future  the  Public  School  His- 
tory of  Canada  and  Public  School  His- 
tory of  England  will  be  published  in  one 
volume. 

Whv  should  such  sudden  changes  take 
place? 

Surely  the  interests  of  retail  book-sel- 
ilers  should  be  considered  sufficiently 
that  they  would  be  given  at  least  a 
year's  notice  before  new  books  are  is- 
sued in  order  to  avoid  the  unnecessary 
loss,  especially  when  at  the  present  time 
the  trade  are  acting  as  "distributors  of 
Public  School  books  without  salary," 
and  many  times  at  a  direct  loss. 

In  the  matter  of  the  new  Histories 
this  item  alone  will  mean  a  consider- 
able loss,  as  almost  every  dealer  will  be 
left  with  dozens  of  conies  of  either  the 
Canadian  or  English  History  in  single 
volume,  and  not  able  to  secure  any  more 
except  the  combined  edition. 

We  would  suggest  that  Premier 
Hearst  call  a  convention  of  school  prin- 
cipals and  retail  book-sellers  if  he  needs 
any  further' evidence  that  his  Education 
Department   needs   reorganizing. 

A.  T.  Cooper,  Bookseller. 

Clinton,  Ont. 

WORSE   THAN    IN    ONTARIO 

Under  the  heading  "School  Book  Not- 
ice" the  following  appeared  in  New 
Brunswick  newspapers  in  certain  issues 
last  month.  It  will  be  observed  that  the 
dealers  in  that  province  get  even  less 
consideration  as  regards  discounts  than 
in  Ontario: — 

Pursuant  to  the  provisions  of  an  Or- 
der-in-Council,  the  Government  School 
Book  Business  has  been  placed  on  a  cash 
basis  in  lieu  of  the  Vendorship  system, 
which  has  not  been  satisfactory. 

A  discount  of  15  per  cent,  on  the  sell- 
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ing  price  of  the  books  will  be  allowed  to 
the  dealer.  Freight  will  be  prepaid  to 
the  nearest  railway  station  by  the  De- 
partment, only  on  orders  amounting  to 
$5.00  and  over.  All  remittances  must 
be  made  to  the  Superintendent  of  the 
School  Book  Department  and  only  by 
Post  Office  Order,  Express  Money  Or- 
der, or  Cash  by  Registered  Letter.  Xo 
order   less   than   $5.00   will   be   received. 

The  present  vendors  can  return  the 
books  in  their  possession,  or,  if  they 
wish  to  retain  them,  will  be  allowed  a 
reasonable  time   to  settle  for  same. 

The  following  are  the  prices  of  books 
sold  by  the  Department,  and  the  prices 
at  which  they  are  to  be  sold  by  dealers: 

1st    Primer    3c 

2nd    Primer    7c 

1st    Reader    10c 

2nd    Reader    15c 

3rd    Reader    20c 

4th    Reader    25c 

5th    Reader    30: 

Geography      55c 

Scribblers— Nos.    1,    2,    3,    2 Sz 

Arithmetics — Nos.    1,    2,    3    10c 

Grammar      30c 

Health  Reader,  No.  1    15c 

Health   Reader,   No.   2    25c 

Geometry,   1   to   4    40c 

Geometry,    1    to    6    55c 

Copy  Books— Nos.   1,   2,  3,  4,   5 3c 

History,   England    and    Canada    ....  20c 
French  Readers, 

No.    1    12c 

No.    2    18c 

No.    3    23c 

No.    4 25c 

French    Elementary    History    of 

Canada        45c 

Augsberg's   Drawing   Books, 

Nos.   1,  2,  3,  4,  5,  6,  7,  8 10c 

Practical    Spellers    15c 

A.   D.  Thomas. 
Supt.   School   Book  Department. 
Fredericton,  N.B., 
August  2,  1917. 


Post  Cards. nrt  Cards  J 


LOW-PRICED    MACHINES   AS 
LEADERS 

"Two  stores,  at  least,  have  increased 
the  sales  of  machines  materially  by  us- 
ing the  lower-priced  machines  of  the  line 
carried  as  the  entering  wedge  for  the 
sale  of  the  more  expensive  instruments 
they  handle,  or  as  a  means  of  boosting 
the  sales  of  records. 

"This  method,  by  the  way,  should 
prove  especially  interesting  to  those  who 
were  convinced  that  the  advent  of  the 
cheaper  machine  into  the  market  would 
lessen  the  sale  of  the  higher-priced  ones. 
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Value  of  the  Trade  Press 

Cause  of  Trade  Papers  Championed  by  Expert  Before  Retail 
Merchants'  Convention  in  U.S.— Entitled  to  First  Consid- 
eration by  Business  Houses — Might}'  Influence 
in  Any  Community. 


THE  importance  of  the  trade  press 
in  regard  to  modern  retail  trade 
was  poignantly  outlined  by  Leon 
M.  Hattenbach,  before  a  recent  conven- 
tion of  the  National  Association  of  Re- 
tail Merchants  in  the  United  States.  Mr. 
Hattenbach  has  made  a  study  of  what  re- 
tail trade  owes  to  the  trade  press,  and 
states  his  ideas  in  no  uncertain  manner, 
as  will  be  seen  by  the  reading  of  the 
following  extracts  from  his  address: 

"Very  early  in  history  we  find  it  was 
deemed  advisable,  expedient,  economical 
to  use  money  to  represent  value.  It  was 
found  to  be  impossible  to  exchange  food 
for  clothing  or  amusement  for  education, 
and,  therefore,  a  scheme  was  evolved  by 
which  any  one  of  these  commodities 
could  be  bought  for  something  represent- 
ing the  other  commodities,  and  that 
something  was  called  "money." 

"So  we  find  that  the  modern  method 
of  distribution  is  really  very  old,  but 
that  contrary  to  the  usual  result  of  age 
in  most  things,  age  when  applied  to  dis- 
tributive methods  has  rejuvenated, 
strengthened  and  fortified  distributive 
plans.  In  other  words,  the  experience  of 
many  centuries  in  connection  with  the 
question  of  distribution  of  commodities 
has  finally  evolved  a  plan  which  seems 
to  be  ideal  for  the  purpose  of  bringing 
together  buyer  and  seller. 

"The  trade  press  is  of  such  great  im- 
portance to  you  and  to  every  man  con- 
nected with  the  distribution  of  commo- 
dities from  producer  to  consumer  that  I 
honestly  believe  that  the  trade  paper  is 
entitled  to  first  and.  foremost  considera- 
tion in  every  business  house  in  this  land. 
The  trade  press  is  the  educator,  the 
gruide,  the  friend  in  need,  the  bulletin, 
the  advisor,  the  inspiration.  There  is 
not  a  business  man  in  this  country  who 
is  faithful  to  the  trade  press  who  cannot, 
if  he  honestly  desires  to  do  so,  testify 
conclusively  that  the  trade  paper  has 
brought  him  more  benefits,  comparatively 
speaking,  than  any  investment  he  has  in 
his  business. 

"Generally  the  trade  paper  manager 
and  editor  is  a  philanthropist.  Very  few 
of  the  trade  papers  are  financially  suc- 
cessful, yet  they  continue  year  after 
year,  struggling  along,  working  day  and 
night  to  gather  for  you  information,,  ad- 
vice and  experience  from  the  four  quart- 
ers of  the  globe.  There  is  not  a  trade 
paper  published,  no  matter  how  poor  it 
may  be,  that  is  not  worth  one  hundred 
times  as  much  as  its  subscription  price; 
and  the  real  meritorious  papers,  the  ones 
which  stand  at  the  head  of  all  trade 
journalism,  are  worth  so  much  to  you 
that  their  value  cannot  be  estimated. 

"Our  best  merchants  throughout  the 
country  subscribe  to  trade  papers.  There 
are  retailers  in  the  United  States  who 
take  as  many  as  ten  trade  papers,  and 
invariably  such  men  are  successful  busi- 
ness men,  and  never  failures. 

"The  trade  press  is  your  great  cham- 


pion in  this  crisis.  The  trade  press  is 
fighting  your  battles  for  you.  The 
trade  papers  are  spreading  enlighten- 
ment and  information.  The  trade  papers 
are  telling  you  and  your  fellow-mer- 
chants just  exactly  what  is  being  done  by 
these  quantity  buying  powers  which  are 
usurping  your  rights.  The  trade  papers 
are  supporting  and  becoming  your  spon- 
sor for  legislative  reforms  to  protect 
you  against  this  encroachment.  Every 
reform  which  has  been  advocated  by 
your  national  and  local  association  dur- 
ing the  past  few  years,  has  originated 
and  has  been  championed,  and  has  been 
fought  for  by  the  trade  press,  and  with- 
out the  trade  press  you  would  have  been 
years  behind  in  your  progressive  battles 
to  maintain  your  rights. 

"Every  good  trade  paper  wields  a 
mighty  influence  in  its  community,  and  it 
is  this  co-operative  community  influence 
which  has  brought  you  the  great  results 
which  you  have  enjoyed.  I  care  not  how 
strong  any  one  of  you  may  have  been, 
you  would  be  as  the  proverbial  drop  of 
water  in  the  ocean  when  it  comes  to 
wielding  influence,  such  as  has  been 
wielded  through  the  great  co-operative, 
progressive  work  of  your  trade  papers. 

"It  is  certainly  a  duty  that  you  owe  to 
yourself,  to  your  fellow-merchants,  to 
your  organizations,  to  your  citizenship, 
to  support  those  who  are  supporting  you, 
to  stand  back  of  those  who  are  fia;htin°; 
for  you.  You  cannot  do  this  alone  by 
subscribing  to  the  trade  paper,  not  by 
securing  a  number  of  subscriptions  for  a 
trade  paper.  There  is  no  trade  paper  in 
existence  which  can  live  because  of  a 
large  subscription  list  alone.  Trade 
papers  must  have  advertising,  and  ad- 
vertising for  trade  papers  can  come  only 
from  manufacturers  and  jobbers.  There- 
fore, it  is  incumbent  upon  you  to  furnish 
the  ammunition,  and  wholesalers  can  be 
convinced. -that  it  is  to  their  direct  benefit 
to  patronize  the  trade  papers,  to  adver- 
tise in  them,  and  thus  to  give  them  sus- 
tenance. 

"A  gTeat  many  of  our  leading  manu- 
facturers and  wholesalers  are  fully  cog- 
nizant of  this  fact.  A  great  manv  of  our 
leading  manufacturers  and  wholesalers 
are  true  blue,  and  are  loyal  to  the  trade 
press,  which  means  that  they  are  loyal 
to  vou  for- whom  the  trade  press  stands. 
Without  exception  such  manufacturers 
and  jobbers  are  successful.  The  broad- 
minded  managements  of  these  manufac- 
turing institutions,  wise  in  their  day, 
loyal  in  their  hearts,  unsolicited  mtron- 
ize  the  trade  papers  and  thus  make  it 
possible  for  you  to  have  °t  vnur  com- 
mand the  ereat  power  which  is  '■■"irP- 
sented  by  the  trade  ropers.  But  the,-e 
are  manufacturers  ^nd  jobbers  who  are 
narrow  in  their  viewpoint  who  cmno'- 
see  that  thev  must  anneal  directlv  to  vou 
for  success  in  their  business.  Such  man- 
ufacturers believe  that  they  have  only 
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to  force  you  to  handle  their  goods  by 
creating  a  great  consumer  demand,  and 
almost  invariably  in  such  cases  when  you 
are  coerced  into  rendering  this  service 
you  are  underpaid.  If  you  will  analyze 
the  situation  closely,  you  will  find  that 
the  average  manufacturer  who  does  not 
use  trade  papers,  who  does  not  care  for 
the  retail  trade,  who  says,  as  some  of 
them  have  said  very  emphatically,  'To 
the  devil  with  the  retailer!'  are  users  of 
large  space  in  magazines  and  other  con- 
sumer mediums,  spending  hundreds  of 
thousands  of  dollars  in  this  way,  but 
spending  not  one  penny  with  the  trade 
press,  that  such  manufacturers  allow 
you  the  very  smallest  possible  margin  of 
profit,  protect  you  never  in  your  margin 
of  profit  and  treat  you  simply  as  a  servi- 
tor, forced  to  work  for  an  indecent  wage. 

"Gentleman,  stand  up  for  what  is  your 
right!  Don't  be  coerced  and  treated  as 
though  you  were  not  entitled  to  decent 
recognition.  Manifest  your  manhood, 
stand  for  what  is  rightfully  yours,  con- 
demn to  everlasting  shame  those  who 
thus  traduce  your  business.  Such  men 
as  you  sitting  in  this  audience,  the  lead- 
ers of  merchandising  in  this  country, 
know  that  what  I  have  said  is  true.  You 
are  the  broad  gauge,  intelligent,  pro- 
gressive representatives  of  the  mer- 
chandising class.  It  is  to  you  that  is  due 
what  success  has  been  attained  in  a 
financial  way  by  the  trade  press.  Not 
forgetting:,  of  course,  that  there  are 
many  loyal  manufacturers  and  jobbers 
who,  from  the  very  start,  have  co-oper- 
ated in  every  way  in  this  direction. 

"The  trade  press  is  your  greatest 
friend,  and  your  greatest  champion,  and 
is  bringing  you  all  the  benefits  which  are 
now  coming  to  you  as  the  result  of  co- 
operation. 

"There  are  such  manufacturers;  you 
know  them,  you  have  only  to  examine 
the  columns  of  the  trade  press  to  separ- 
ate the  sheep  from  the  eoats.  There  are, 
of  course.  m">nv  manufacturers  who  have 
not  yet  been  anproached,  but  they  will 
all  be  approached  ere  lon°r.  Every  manu- 
facturer and  jobber  in  the  country  w^ill 
be  given  the  opportunity  of  doin<r  his 
share  in  the  progressive  work  which  is 
beinsr  planned  for  you,  and  the  necessity 
for  which  is  the  reason  why  these  con- 
ventions are  being  held. 

"The  trade  press  is  growing  mightier 
every  day.  It  is  improving  in  every  way. 
There  are,  of  course,  some  trade  papers 
hardly  worthy  of  the  name,  perhaps; 
still  I  contend  that  there  is  not  a  sinerle 
sheet  published  as  a  trade  paper  or  bul- 
letin snvwhere  which  is  not  worth  ten 
times  the  consideration  that  is  usually 
given  it.  Give  the  trade  paper  editors 
and  managers  the  ammunition  they  need, 
and  they  will  give  you  meritorious 
papers.  It  must  be  remembered  that  it 
requires  a  man  of  particular  ability,  ex- 
perience and  intuitive  knowledge  to  pro- 
perly manage  and  edit  a  trade  paper,  or 
a  merchants'  paper  of  any  kind.  These 
men  are  not  always  easy  to  find,  and  the 
poor  pay  that  it  is  usually  possible  to 
allow  them  is  no  incentive  to  men  of  that 
s'amp,  because  their  ability  is  recognized 
in  other  lines,  where  they  are  in  de- 
mand. 


New  Goods  Described  and  Illustrated 


NEW  WRITING  PAPERS 

One  of  the  newest  ideas  in  correspond- 
ence paper  is  exemplified  in  the  Eaton 
Crane  &  Pike  Co.'s  Marginal  Fold 
papers. 

The  very  latest  idea  in  writing  paper 
is  the  Marginal  Fold.  The  undersheet 
extends  about  half  an  inch  beyond  the 
upper  one.  Correspondence  cards  are 
made  to  fold  in  the  same  way.  A  smart 
touch  is  a  monogram  designed  to  go  on 
this  extending  edge  with  the  letters 
gracefully  arranged  one  above  the  other. 
The   most   approved  form   is    the   mono- 


gram placed  thus  on  the  extending  por- 
tion of  the  third  page,  and  the  house  ad- 
dress in  the  usual  place  on  the  front 
page.  Utility  dictates  the  house  address, 
but  a  monogram  has  the  touch  of  per- 
sonality. This  new  style  gives  you  both. 
Marginal  Folds  may  be  had  edged 
with  silver  alone  or  with  colored  borders 
added.  Here,  too,  the  color  scheme  for 
the  monogram  stamp  is  suggested  by 
the  color  and  silver. 

NEW  FOUNTAIN  PENS 

The  Colonial  fountain  pen  has  been  in- 
troduced by  Buntin  Gillies  &  Co.,  of 
Hamilton.  It  is  of  the  drop-filler  type. 
Another  new  one  is  the  "Regent,"  a  self- 


filler.      Both   these    pens    are    equipped 
with  14k.  gold  nibs. 

CANADIAN-MADE   CHESSMEN 

For  many  months  in  the  Canadian 
market,  there  has  been  a  great  dearth 
of  Chessmen,  owing  to  the  fact  that  the 


cannot  be  used  effectively  with  soft  thin 
papers,  such  as  manifolds  and  other  de- 
licate sheets. 

It  is  a  combination  hard  and  soft  type- 
writer eraser,  being  capable  of  use  in 
either  respect  at  will.  As  the  edge  view 
shows,  this  eraser  has  a  three-ply  stock 
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French  factories  that  formerly  had  the 
control  of  the  market  on  the  cheaper 
grades,  had  to  suspend  operations  as 
their  employees  had  all  been  called  to 
the  colors.  In  various  centres,  since  that 
time,  strenuous  efforts  have  been  made 
to  produce  a  line.  The  Knight,  owing  to 
its  peculiar  formation,  however,  proved 
a  stumbling  block  to  the  manufacturer, 
as  the  French  had  hitherto  produced  this 
by  hand,  and  labor  in  other  markets  was 
much  too  high  to  enable  the  manufac- 
turers to  make  a  line  at  a  reasonable 
price.  It  is  interesting  to  learn  that  the 
Copp  Clark  have  now  overcome  the  diffi- 
culty and  are  offering  to  the  trade  two 
numbers.  One  at  retail  at  75c,  is  put 
up  in  a  cardboard  box,  while  the  better 
grade,  to  retail  at  $1.50,  is  boxed  simi- 
larly to  the  old-time  French  line,  in  a 
wooden  container.  The  cut  shown  gives 
a   good  idea   of  the   items   described. 

TRI-PLY  CIRCULAR  ERASER 

A  new  eraser  illustrated  herewith  has 
been  introduced  because  of  the  fact  that 


composed  of  a  thin  layer  of  harder  grade 
rubber  with  two  outside  layers  of  a  rub- 
ber that  is  soft  and  pliable.  When 
used  at  a  right  angle  to  the  paper  this 
eraser  is  firm  and  has  the  qualities 
adaptable  to  original  sheets  and  other 
papers  having  a  heavy  strong  surface. 
When  used  at  an  angle  of  45  degrees,  the 
soft  outside  edges  only  come  into  use 
thus  making  the  eraser  suitable  for  the 
thinest  and  most  delicate  manifolds  and 
other  tissue  sheets.  The  irregular  hexa- 
gon shape  is  helpful  in  effecting  difficult 
erasures. 

THE  COMFYKIT 

The    "Comfykit"    is    a    new   outfit   for 
soldiers   and    sailors    introduced    by   the 


Edge  vie>w  showing  inlay. 

typists  and  others  find  in  practice  that 
an  ordinary  eraser  which  is  suitable  for 
use    with    a    hard    surface    heavy    paper 


Nathan  Novelty  Co.,  Reade  Street,  New 
York.  It  opens  out  to  a  size  of  22^  x  9 
inches,  and  when  folded  measures  9x5 
x  2%  inches.  It  exemplifies  the  very 
essence  of  condensed  helpfulness,  consid- 
ering the  variety  of  its  contents  as  indi- 
cated by  the  illustration  herewith. 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


YOU     MUST    SATISFY    YOUR     CUSTOMER 

In  the  final  analysis  the  whole  secret  of  successful  business  can  be  summed  up  in  one  word,  Satis- 
faction. To  sell  a  poor  article  is  bad  business  always.  It  may  alienate  your  most  valuable  customer, 
who    rightly   holds    you    responsible   for   quality-    always.  » 

In  pushing  the  WELDON  ROBERTS  88  STYLES  of  erasers  you  are  guaranteeing  maximum  satisfac- 
tion   to    your   customer.      You    thus    secure   his    confidence   and    retain    his   trade. 

Superb   quality   has  made   the   WR   eraser   standard  wherever  erasers  are  used. 
We    mail    illustrated    cntaloer    to   -nv   st-<t»oner  on    request. 


Weldon  Roberts  Rubber  Co.    Newark, New  jersey,  U.S.A. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 


B  &  P  Columbia  Loose  Leaf 

Price  or  Ring  Book  Covers  with 
the  Famous  Booster  Levers 


Has  stiff  covers,  durably  bound  in  fine  silk  grain 
black  cloth,  attractively  lined. 
Specially  adapted  for  desk  use  where  a  stiff  cover 
is  preferable. 

Also  largely  used  as  a  transfer  in  connection  with 
fine  leather  price  book  covers. 
Made  in  15  standard  sizes  at  popular  prices. 
Write  us  for  sample  and  list  of  sizes. 

Boorum  &  Pease  Loose  Leaf  Book  Company 


Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and   Hudson   Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn.  N.Y. 
St.  Louis  Mo. 


■ fr^i 


IS3I 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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HOOKS  KL  L  K  R     A  N  D     ST  A  TIO  X  E  It 


: 

Standard  Brand  Blotting 

A  high-grade  blotting  paper  of  superior 
absorbency. 

Your  customers  will  come  again  after  a 
trial   of   Standard. 

Only  selected  cotton  stock  is  used  in  manu- 
facturing  Standard   Blotting. 
Suggest    it   to   the   customer   who   wants   the 
best. 

Other  sellers  we  manufacture  include: 
Standard,  Imperial,  Sterling,  Curi-Curl, 
Prismatic,  Royal  Worcester  and  Defender 
(enameled). 

Standard  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


You'll  make  good 
profits  selling 


American  Toy 
Marbles 

"The  Christensen  Lir.e" 


Here's  a  neat  line  of  Beautifully 
Colored,  Perfectly  Finished  toy 
marbles  that  will  make  a  hit  with 
every  wide-awake  youngster  in  your 
community.  Made  in  nine  sizes,  in 
eight  attractive  colors.  National 
Onyx  (four  colors)  Royal  Blue, 
American  Cornelian,  Persian,  Tur- 
iiuoise   and    Oriental    Jade. 

We  also  make  Ballot  Balls,  Crystal 
Glass  Castor  Balls,  Glass  Balls  for 
Pump  Valves,  Lithographic  Use, 
etc. 

May  we  send  you  our  free  cata- 
log and  price  list? 


The 

M.  F.  Christensen  &  Son  Co. 

Akron,  Ohio 


Do  You  Want  to  Buy  Something  That 
You  Do  Not  Know  Where  to  Get? 


E 


VERY  month  Bookseller  and  Stationer  receives  letter-  from 
subscribers  stating  that  they  are  in  the  market  for  certain  goods, 
but  that  they  do  not  know,  where  they  can  lie  procured. 

They  ask  us  if  we  can  tell  them  from  what  source  they  can  procure  the 
wanted  articles.     This  is  a  service  we  render  cheerfully. 

When  you  pay  $1  to  become  a  subscriber  to  Bookseller  and  Stationer 
this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  information  about  new  goods,  novelty 
lines,  articles  not  usually  sold  in  stationery  stores  hut  occasionally  asked 
for,  etc..  and  these  facilities  are  at  the  service  of  our  readers, 

We  are  glad  to  get  these  requests  for  information  and  no  service  could 
be  more  cheerfully  rendered. 


BOOKSELLER  &  STATIONER 


MONTREAL 


TORONTO 


WINNIPEG 
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ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London.  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


jfc  "'■  ■    .   ^IM& 

Japanese  Pictures 

By    Old    and    Modern    Great    Masters, 
Colour    Prints,    Calendars,    Christmas 
Cards,    Picture    Post    Cards,    Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned   Pen    Holders,    Pencils,    Fountain 
Pens,    Pencil    Boxes,   Celluloid    Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,    Wood    Toys,   Metal    Toys,    etc., 
Write     to-day    for     catalogue     telling 
particulars    of   what    you    require. 

S.  K.  HOSHINO  &  CO. 

20,  Yumicho,  Kyobashi-Ku    TOKYO,  JAPAN 

BOUND  AND 
LOOSE  LEAF 
BLANK  BOOKS 

Canadian  stationers  are  offered  a  first- 
class  line  of  commercial  and  school 
blank  books,  with  assurance  of  prompt 
shipment  and  satisfactory  service. 
Special  orders  can  be  handled  with 
dispatch.  Submit  your  requirements 
for  price  quotations. 

SCHOOL  AND 
COLLEGE 

EXERCISE  BOOKS 


BERTHIERVILLE,  P.Q. 
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CASH   BOOKS 

A  necessity  of  every  business,  large  or 
small,  is  a  Cash  Book.  There  is  a  Na- 
tional Cash  Book  to  meet  every  possible 
requirement.  The  line  offers  a  choice  of 
nine  stock  sizes,  with  from  one  hundred 
to  eight  hundred  pages,  and  in  2,  3,  4, 
or  6  column  rulings.  A  wide  variety  of 
bindings  and  several  grades  of  paper 
offer  a  good  range  of  prices. 


NATIONAL  BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S. A 

HOLD  THE  LINE 


(Repistercd) 


London  (Eng.) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's   quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 
supplied 
by  all  tl>t 
leading 
whole- 
sale 
bouses   in 
Toronto 

and 
Montreal 


RELIANCE 
INKS 


MANUFACTURERS    OF 


Ink  Paste 

Grip         Seals 
Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 
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HIGHEST  AWARD  ALWAYS 


TRADE 


MARK 


GOLD   MEDAL 
CRAYONS 

FOR    EVERY    USE 


DRAWING, 

PASTEL, 

MARKING, 

PRESSED 

AND  LUMBER 

CRAYONS. 


TEXTILE, 
RAILROAD, 
CARPENTERS, 
COLORED  AND 
WHITE  CHALKS, 
SLATE  PENCILS,  Etc. 


Send  for  Samples  and  Catalog 


Binney  &  Smith  Co. 

NEW  YORK 


Moore  Push-Pins 

Moore    Push -less  Hanger 

THE  HAMILTON  HARDWARE 
I'HKPORATION.  WATERBURY, 
OQNN.,  says:  'We  \vi.sh  to  state 
that  with  this  display  in  our  store 
we  sold  daily  from  20  to  50  custom- 
era  Moore  Push -Pins  who  would 
never  have  thought  of  them  were  it 
not  for  this  cabinet. 
"We  consider  this  a  splendid  adver- 
tising feature  and  the  finest  kind 
of  a  silent  salesman   for  your  line." 

STYLE  L  $12.50 
YOUR   PROFIT  $6.25 

J.  ASWDOWN  HARDWARE  00.,  WINNI- 
PEG, CANADA,  says:  "Your  Style  L  Cabinet 
has  proved  a  great  booster  on  the  sale  of  Moore 
I'usli-I'ins  and  Pushless  Hangers.  In  fact  we 
believe  it  lias  increased  our  sales  100%  since 
We  placed  this  cabinet  on  our  counter  in  view 
of  the  public.  It  attracts  their  eye  and  they 
see  exactly  what  they  want  by  the  sample 
attached   to  the  outside." 

Moire  Push-Pin  Co..  124  Berkley  St.,  Philadelphia.  Pa.  Juf  theTwLi 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service    Department 
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NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by    largest    houses    in    United     States    and     Canada. 


We  also  specialize  in  LOCAL   VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET  CHICAGO,  ILL. 


I  Are  You  Selling 
Canadian    Made 


Lead  Pencils 


7 


If  not  fall  in   line, 
form  of 


This  is  another 


PATRIOTISM    AND     PRODUCTION 

You    will    help    to    build    up    a    new 
Canadian  Industry. 

BUT— 

I  What  is  Vitally  Important  to  you,  you 

will  get  pencils  the  equal  of  any  other 
retailing  at  similar  prices  and 

I         YOUR  PROFIT  WILL  BE  GREAT- 
ER BECAUSE  YOU 
SAVE  PAYING  DUTY 

'  The  Wm.  Cane  &  Sons 
Co.,  Limited 


L 


Newmarket 


Canada 
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TERRY'S 

Patented    and    Registered 

Pen  or  Pencil  Clip 

clips   edge   of  pocket, 
pen   or   pencil   is   inserted 
into  an  expanding  spring. 
It's  a  wonderful  seller, 
and  it's  British.     Send  for 
samples — for  after   the  war. 


A  10c. 
Line 


Herbert  Terry  &  Sons,  Ltd. 

The  Spring  »nd  Presswork  Specialists 
REDDITCH      ENGLAND 


We  have  had 
over  60  years' 
experience  in 
spring  making 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


"Rob  Roy 
Pen 


)> 


It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob  Roy"  Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 

quick-sell- 

pen 


Manufactured  by  the  proprietor : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada, 
it  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Eevised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want   you   to  know   our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 
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Oppenheim 


John  Bayne 
MacLean 

GOL.  MACLEAN  contributes 
another  chapter  on  the  war 
situation  as  he  knows  it,  in  his 
forceful,  smashing  style.  These 
articles  by  Colonel  MacLean  are 
truly  startling  by  reason  of  their 
revelations. 


Germany's 
Secret  Work 
in  Canada 

GERMANY  is  plotting  in 
Canada  and  the  United 
States  right  now.  If  you  are 
curious  to  know  just  what  she 
is  doing,  learn  from  Miss  Agnes 
C.  Laut's  article  in  the  October 
MACLEAN'S,  "The  Plot  Behind 
the  Pacifists." 


THE  biggest  single  feature 
ever  seen  led  by  MAC- 
LEAN'S MAGAZINE  is  a 
serial  story  by  E.  Phillips  Oppen- 
heim, British  author  and  a  ureal 
writer  of  romantic  stories. 

The  serial  beginning  in 
MACLEAN'S  for  October 
is  "The  Pawn's  Count,"  a 
story  of  the  present  war, 
dealing  with  the  work  of 
the  secret  service  agents  of 
the  various  belligerent 
countries.  You  can  depend 
on  its  being  a  strong, 
thrilling  story,  told  by  a 
master  of  his  craft. 


BELAND 

Prisoner  of  War 


THE  HON.  LOUIS  BEL- 
AND, a  prisoner  in  Belgium 
since  the  beginning  of  the 
war,  gives  the  story  of  his  captiv- 
ity, chiefly  in  the  form  of  letters  to 
Sir  Wilfrid  Laurier,  in  whose  last 
cabinet  he  held  a  portfolio. 

The  story  is  intimate, 
vivid,  gripping,  wholly  un- 
usual, and  appears  in  the 
October  MACLEAN'S. 


Beating  the 
Customs 


AN  article  full  of  actual  occur- 
rences of  how  the  public 
attempts  to  "beat"  the  Cus- 
toms, and  of  how  the  Customs 
authorities  beat  the  public.  This 
absorbingly  interesting  narrative 
is  by  J.  D.  Ronald  who.  as  a  Cus- 
toms officer,  came  into  close  touch 
with  offenders  and  offences.  A 
semi-detective  article,  this  true 
story  makes  great  reading. 


Stringer,  Fraser, 
Leacock  and 
Hendryx 

THE  work  of  these  masters  of 
the  short  and  long  story  ap- 
pears in  the  October  MAC- 
LEAN'S. Stringers  story  is 
"The  Redeemer  of  Waste  hand-". 
W.  A.  Fraser  writes  a  love  story. 
"For  Catherine's  Sake" :  Leacock 
has  a  humorous  sketch;  and  Hen- 
dryx continues  his  captivating 
-torv  of  the  Canadian  Northwest. 
"The  Gun  Brand." 


MacLean's  Magazine 

For  OCTOBER 


Booksellers  of  Canada 


Thank  you  for  giving  MACLEAN'S  so  good  a  showing 
each  month.  You  have  the  satisfaction  of  knowing  that 
you  are  giving  buyers  of  MACLEAN'S  a  distinctive  magazine  of  the  first  rank:  of  helping  them  to  become  better 
Canadians;  and  contributing  something  to  the  forces  at  work  to  make  a  better  Canada. 
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Get  your  customers  to 
try  them 

After  that  you'll  be  asked  for  them  right  along' 
and  the  profits  on  every  sale  make  it  worth  while 
for  you  to  keep  well  stocked  all  the  time. 

Mittag  and  Volger  Typewriter  Ribbons  and 
Carbons  and  Typewriter  Supplies 

are  Al  quality — the  sort  that's  needed  to-day  in 
every  up-to-date  business  office. 

Try  their  selling  quality.  That's 
our  message  to  you  regarding 
M.  &  V.  supplies.  We  know  you'll 
like  them.  They'll  please  the 
hard-to-please. 


flITYOL 

Typewriter1 
CARBON 


ii -r  t  a  c"HT'v 


OLCER 


Mittag  and  Volger,  Inc. 

Head   Office   and  Factory: 

Park  Ridge,  N.  J. 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD  '  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in   my  presence   and   bear   my  final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement,  af- 
fection, I  make  clear,  vital  and  permanent  every  day.  I  live 
my  life  under  the  eyes  of  all  sorts  and  conditions  of  men. 
They    can    not    escape,    if   they    would,    the   message    I    convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those   busy   toilers    who   are   my   constant   friends  ?" 

MAKERS : 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
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HAMILTON 


CANADA 


Both  are  supplied  in  China  and  Striped  finish. 


To  every 

Up-to-date 
Stationer 

We  want  to  introduce  the  two 
latest  additions  to  the  "Dimity" 
Family. 

"Dimity  Colonial  Arleigh" 

an  exclusive  wallet-shaped  envelope. 

"Dimity  Feudal  Traymore" 

a  long,  narrow  envelope  with  a  semi- 
wallet  Hap. 

The  last  word  in  Society  Stationery. 


A  suggestion  for  displaying  "Dimity."      Show  cards  and  display  matter  furnished  on 

request.     Onken  Interchangeable  Younits  were  used  in  building 

this  display.       We  sell  them. 


HAMILTON 


CANADA 
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OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 


MONTREAL,   Southam    Bldg.,    128    Bleury    St. 


TORONTO,  143-153  University  Ave. 


WINNIPEG,  22  Royal  Bank  BldK. 


LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,       OCTOBER,      1917 


No.  10 


yyr    To  Attract  New  Trad 
V      and  to  Hold  It        A 


S.  &  B.  GRAVITY-STYLO 


First  quality,  perfect  writing  fountain 
pens,  that  you  can  retail  at  popular  prices, 
will  do  more  to  attract  and  hold  new  trade 
than  any  other  article  you  sell. 

SANFORD  &  BENNETT 

FOUNTAIN  PENS 

are  as  fine  as  perfect  materials  and  highly 
skilled  workmen  can  put  together.  These 
pens  are  positively  non-leakable — no  evap- 
oration— simple  in  mechanism — always 
ready  to  write.  We  make  every  part,  and 
guarantee  every  pen  to  give  long  and 
satisfactory  service. 

S.  &  B.  Fountain  Pens  sell  readily,  attract 
new  trade,  carry  a  liberal  profit,  and 
increase  your  reputation  for  selling 
articles  of  merit. 

Write  to-day  for  prices  and  discounts 


V 


& 


Sanford  &  Be 

51-53   MAIDEN   LANE, 
W.  E.  COUTTS,  Canadian  Sales  Affent,  266 


nnett  Co.  J^X\ 

NEW  YORK  ^^T 

>  King  St.  West,  Toronto,  Ont.     ^p^p 


S.  &  B.  AUTOPEN 


i:<>  OK  SELLER     AND     STATIONER 


DE  LUXE  STATIONERY 


SEASONABLE  NOVELTIES 

HERE  are  a  few  lines  of  the  better 
grades  of  Papeteries — not  too  ex- 
pensive, that  will  interest  your  trade, 
and    prove    a    profitable    investment. 

Dainty  boxes  containing  the  finest 
quality  of  paper,  and  envelopes  to 
match,  lined  with  glimmer  tissue  that 
will  appeal  to  those  who  demand  some- 
thing exclusive. 

As  an  acceptable  gift  they  have  a 
certain  coveted  distinction  all  their 
own.     Try  a  small  assortment. 

WARWICK  BROS.  &  RUTTER,  Limited 

MANUFACTURING  STATIONERS 

TORONTO 


BOOKSKLLER  AND  STATIONER 


*£■      ...       ^1 

1^ 


The   Card  Playing   Season   is 

here.      Turn  it  to  good 

account  by  showing 

GOODALL'S 

BRITISH-MADE 

PLAYING  CARDS 


A  Display  will  attract  the  card-lovers  and 
remind  them  that  you  are  ready  to  meet  all 
their  requirements  with  a  full  assortment  of 
Quality  Playing  Cards— GOOD  ALL'S. 
All  of  the  many  varied  and  different  Series  this 
Season  are  exceptionally  attractive,  and  many 
new  and  attractive  designs  are  included,  with 
the  artistic  finish  that  has  always  characterized 
GOODALL'S  PLAYING  CARDS. 

"FOR  FREEDOM"  IS  THE  LATEST 


In  the  Patriotic  Series,  an  especially  striking- 
new  design,  showing  the  Union  Jack  and  the 
Stars  and  Stripes  entwined,  an  idea  that  will 
put  this  Card  in  the  lead  of  the  "Best  Seller-." 

Imperial  Clubs — Whist 

Colonials.     Gold  edges 

Linettes.     Both  standard  and  Whist  sizes 

Salons — Society — Sultan 

Patriotic  and  Bairnsfather  Series 

Your  Jobber  can  show  you  a  GOOD  ALL  Assortment. 

Write  him  to-day  and  prepare  for  better  Card  sales. 

Aubrey  0.  Hurst 

REPRESENTATIVE 

32  Front  St.  West 
TORONTO 


BOOKSELLER  AND  STATIONER 


We  Make  in  Canada  a  Full  Assortment  of  Every  Description,  Size  and  Quality  of 

ACCOUNT  BOOKS,  LOOSE  LEAF  and 
MEMORANDUM  BOOKS 

TRIAL   BALANCE,   MINUTE,    LETTER,    INVOICE,    SCRAP,    INDEX,    RECEIPT,   TIME    AND   ORDER   BOOKS.    ETC. 


COLUMN  BOOKS 

2  to  24  Columns 
Four   Sizes,    Open    End  and    Side 


MEMORANDUM,  ADDRESS  and  PRICE  ROOKS 

Specially  Fine  Line,   Made  in  All  Popular  Sizes,  Bindings  and  Rulings 


LOOSE  LEAF 

LEDGERS 
RINDERS  and 
SPECIALTIES 


OFFICE  and  POCKET  DIARIES,  1018.     Fifty-fnurth  Annual  Publication 

Now  Ready  For  Shipment — Send  in  Your  Order  Without  Delay 

the  BROWN  BROTHERS,  limited 

MANUFACTURING  STATIONERS 

SIMCOE  and  PEARL  STREETS,  TORONTO 


BOOKSELLER  AND  STATIONER 


In  These  Days 


Of  unprecedented  manufacturing  difficulties, 

Of  great  scarcity  of  raw  materials, 

Of  unusual  shipping  complications, 

Of  all  those  commercial  problems  which  come  as 
logical  and  unavoidable  results  of  the  world  war  - 

The  manufacturer's  guarantee  assumes  an  impor- 
tance greater  than  ever  before. 


iLOOSElf-PlLEAFl 


All  [loose||-Piieaf]  Books  are  guaranteed  to  be 
mechanically  perfect.  Should  any  defect  ap- 
pear the  book  will  be  repaired,  if  possible, 
otherwise  replaced  without  cost  to  dealer 
or  consumer. 


ILOOSElf-PlLEAFl 


a 


This  Powerful  Eoosil  [-prnxn  Guarantee 
is  always  backed  with  unswerving  sincerity. 

Remember    the 
significant  phrase: 

-without  cost  to  dealer  or  consumer" 


LOOSE  |    1-P 


LEAF 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Canadian  Agents -THE  BROWN  BROTHERS,  LIMITED,  TORONTO 
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GAMES 


MADE   IN 
CANADA 


Manufactured  by  The  Copp,  Clark  Co. 


Ouija      ------ 

Ouija  ------ 

Parcheesi,  No.  3     -         -         -         - 

Parcheesi,  No.  2         -         -         -         - 

Halma,  No.  2  ... 

BOARD  GAMES 

Halma,  No.  1  - 

Parcheesi,  No.  1  - 

Riversi,  No.  1  --'.-- 

Ups  and  Downs  - 

Ludo         ------ 

Crazy  Seven        - 
Rolleo  (new)  - 

Crack  the  Coon  (new)  - 

Midway  Fun  (new)  - 

Military  Checkers        - 

CARD   GAMES 

Authors,  No.  3         -         -         -         - 

Lost  Heir,  No.  2  -         -         -         - 

Nations,  No.  2  - 

Old  Maid,  No.  3  - 

Peter  Coddles,  No.  2         - 

Snap,  No.  3  ------ 


$15.00  doz. 

9.60  " 

6.00  " 

4.00  " 

4.00  " 


doz. 


doz. 


CARD  GAMES 


Authors,  No.  2 
Castaway    - 
Lost  Heir,  No.  1 
Nations,  No.  1 
Old  Maid,  No.  2 
Snap,  No.  2 
Dr.  Busby 


CARD   GAMES 


Golden  Locks 
House  That  Jack  Built 
Jack  The  Giant  Killer 
Old  Maid,  No.  1       - 
Peter  Coddles,  No.  1 
Snap,  No.  1      - 
Authors,  No.  1 


MISCELLANEOUS 


Perrywinkle,  No.  2  (Flips) 
Perrywinkle,  No.  1 
Donkey  Party  (on  cloth) 


$2.75 
2.75 
2.75 

2.75 
2.75 
2.75 
2.75 
2.75 
2.75 
2.75 


$2.25 
2.25 
2.25 
2.25 
2.25 
2.25 


$1.20 
1.20 
1.20 
1.20 
1.20 
1.20 
1.20 


$  .75  doz. 
.75 
.75 
.75 
.75 
.75 
.75 


$2.40  doz. 
1.50     " 
2.75     " 


doz. 


Ouija  (new  and  improved  boards.)  The 
greatest  fun  producer  of  the  age.  Has  had  a 
phenomenal  sale  and  is  the  greatest  craze  at 
the  present  time. 

Try  our  new  games  this  season,  viz:  Rolleo, 
Crack  the  Coon,  Midway  Fun.  Every  dealer 
should  have  them. 

CHECKER  BOARDS  AND 
CHECKER  MEN 

Ring  Checkers,  lVs  in.  diam.         -  -     $  .75  doz. 

IK  in.  diam.    -  -             .80 

•Checker  Boards,  folding,  No.  0  -         .90 

No.  2  -           1.35 

No.  3  -       2.00 

No.  3V2  -           2.75 
No.  1000/3  -       4.80 

CRIBBAGE   BOARDS 

Folding  Flat  and  Box.      Pegs  not  included 

No.     50  Flat  Board,  Varnished  Wood     $1.20  doz. 
"       7Q     «  «  «  u  200     « 

"  110     "           "        Leatherette         -  4.00  " 

"  120     "           "        Leather            -  6.00  " 

"  130  Folding  Pocket  Board,  Rexine  4.75  " 

"  140         "             "             "       Leather  6.75  " 

"  150         "             "             "       Rexine  6.00  " 

"  160         "             "             "       Leather  8.00  " 

"  170  Cribbage  Box,  Rexine           -  6.00  " 

"  180           "           "      Leather           -  8.00  " 

"  190    Leather   Pocket   Folding   Set, 

includes  Pack  Cards  and  Pegs     -  18.00  " 

Nos.  130,  140,  150,  160,  190  are  specially 
adapted  for  travelling,  as  they  fold  into 
compact  space. 

They  make  a  nice  presentation  to  cribbage 
devotees,  of  whom  there  are  many. 
We  have  also  a  fine  assortment  of  imported, 
inlaid  flat  Cribbage  Boards  and  boxes  rang- 
ing in  price  from  $3.60  per  dozen  to  $14.40 
dozen. 

CRIBBAGE   PEGS 


Bone,  loose 
Wood 


$4.80  gross 
.75       " 


WE  ALSO  CARRY  IN  STOCK  AN  IMPORT  LINE  OF  DOMINOES  AND  CHECKERS. 

PRICES   ON  APPLICATION. 

The  Copp,  Clark  Company,  Limited 


517  WELLINGTON  STREET  WEST 


TORONTO,  CAN. 
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I  NAMELESS  \MAN 

\\  I  NATALIE  | [SUMNER.  LINCOLN 


THE  BOY  SCOUT 

AND  OTHER  STORIES 

FOR.  BOYS 


RICHARD  HARDING  DAVIS 


I'L 


BARE  E 

•   SON    OF   • 

ICAZAN 


|\MI  S  iiuvi  \>     '  I  N*UJU 


Ready 
$1.40 


Ready 
$1.40 


Ready 
$1.25 


Ready 
$1.35 


THE  SIN  THAT  WAS  HIS 

By  Frank  L.  Packard 

$1.35 

FORTHCOMING 

This  is  a  novel  of  Old  Quebec. 


THE  SNARE 

By  Rafael  Sabatini 

$1.25 

FORTHCOMING 

A   story   of   Wellington's   Time. 


BAB,  A  SUB-DEB. 

By  Mary  Roberts  Rinehart 

$1.40 

READY 

Her   most   clever    and    amusing 
book. 


PILGRIMS  INTO  FOLLY 

By   Wallace   Irwin 
$1.35 
READY 

HIS  OWN  HOME  TOWN 

By  Larry  Evans 

$1.35 
FORTHCOMING 


THE  BOYS'  KING  ARTHUR 

Illustrated  by  Wyeth 

$2.50 

FORTHCOMING 


BEYOND 

By  John  Galsworthy 

$1.50 

READY 

Galsworthy    at    His    Best. 


THE  FORFEIT 

By   Ridgwell   Cullum 

$1.35 

READY 

A   Fine    Story   of   Ranch   Life. 
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Jm&xm 

THIS  IS  THE  NEW  OZ  BOOK 

$1.35 
READY 

See  that  you  have  a  stock  of  the 
other  Oz  Books  as  well. 


WEBSTER— MAN'S    MAN 
By  Peter  B.  Kyne 

$1.35 

FORTHCOMING 

A    Stirring,  Wholesome   Tale. 


KENNY 

By  Leona  Dalrymple 

$1.35 

READY 

A  Story  of  Studio  Bohemian  Life 
in  New  York. 


UNDERSTOOD  BETSY 

By  Dorothy  Canfield 

$1.30 

READY 

A  Tale  of  Vermont  Life. 


ADVENTURES  OF   RICHARD 
HARDING  DAVIS 

Edited  by  Charles  Belmont 
Davis 

$2.50 

FORTHCOMING 


LIFE  AND  LETTERS  OF 
MAGGIE  BENSON 

By  Arthur  C.  Benson 

$1.50 

FORTHCOMING 


The  Copp,  Clark  Company,  Limited 


517  WELLINGTON  STREET   WEST 


TORONTO,  CAN. 
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The  Loom  of  Youth 

By  ALEC  WAUGH 

With  an  Introduction  by  Thomas  Seccombe 


Cloth  $1.50 


THELOOM 
SfTOUTH 


T 


HIS,  from  the  introduction  by  Thomas  Seccombe,  indicates 
the  nature  of  this  truly  remarkable  book: 


3LLEC   -WAUQH 


"The  author  of  the  present  work  came  under  my  obser- 
vation in  the  capacity  of  a  Gentleman  Cadet  at  the  Royal  Military 
College  in  August,  1916.  .  .  . 

"Here  is  a  story  of  the  Public  School  as  it  is,  or  was,  in  the 
year  of  grace,  1915.  The  confirmation  of  its  truth  is  to  be 
found  in  the  fact  that  it  explains — it  contributes  in  an  important 
measure  to  an  understanding  of — Why  we  are  where  we  stand 
to-day.  .  .  .  Amazement  at  this  realistic  effort,  written  in  two 
months,  on  a  theme  that  has  baffled  the  most  expert  writers,  by 
a  lad  of  seventeen. 

"The  present  volume  touches  the  spot — Tyranny  of  the 
Bloods,  which  has  been  evolving  into  a  hide-bound  system  ever 
since  the  Public  School  assumed  its  present  monopoly.  It  has 
developed  a  good  deal  since  I  remember  it  in  working,  during 
which  time  both  the  code  and  language  of  the  Bloods  has  become 
distinctively  more  Red  Indian  than  it  ever  was  in  my  remem- 
brance. The  questions  of  schoolboy  honour,  schoolboy  language, 
and  other  matters,  are  treated  in  these  pages  with  an  amazing 
discretion." 


$1.00 


A  NOTABLE  FIRST  NOVEL 

Joan  Avenel 

By  DORA  S.  FORGAN 

Though  the  period  of  this  story  is  the  present  day  and  one  of 
the  chief  figures,  Captain  Fortescue.  is  a  soldier,  the  war  is 
hardly  mentioned,  and  it  contains  no  harrowing  war-scenes 
whatever.  Captain  Fortescue  happens  to  be  billeted  in  a  certain 
village  in  the  house  of  Mr.  and  Mrs.  Avenel.  Mr.  Avenel,  a 
lawyer,  is  old ;  Mrs.  Avenel  is  young,  inexperienced,  pretty, 
and  full  of  vitality.  The  inevitable  thing  happens — Captain 
Fortescue  is  attracted  by  Mrs.  Avenel.  But  both  Captain 
Fortescue  and  Mrs.  Avenel  are  quite  irreproachable  young 
people,  and  nothing  like  obvious  flirtations  ensue.  Mrs.  Avenel 
is  married,  Captain  Fortescue  is  already  engaged  to  Lady  Melody 
Prosperan.  The  book  has  a  central  situation  which  must  in 
these  last  two  years  have  had  frequent  parallels  in  real  life, 
but  the  situation  is  so  managed  in  this  story,  with  such  con- 
tinuous, suspended  interest,  that  the  reader  is  unable  to  antici- 
pate the  denouement. 

THE  Y.M.C.A.  GIFT  BOOK 

Told  in  the  Huts 

A  Book  of  Romance,  Thrilling  Deeds  and  Heroism. 

The  Book  forms  a  beautiful  gift,  besides  helping  a 
worthy  cause,  and  should  be  in  every  home  as  a 
souvenir  of  the  Great  War,  and  a  lasting  monu- 
ment to  the  great  work  of  the  Y.M.C.A. 
Published  for  the  benefit  of  the  Canadian  Overseas 
Section  Y.M.C.A. 


$1.00 


BOOKSELLERS 

OF  CANADA 

You  will  make  money  by 
linking  up  closely  with 
this  house. 


THE  BYNG  BOYS  ARE  HERE! 

Oh,  Canada!  $1.00 

A  Medley  of  Prose,  Poetry,  Pictures,  Music. 
Written,  Drawn  and  Composed  by  Members  of  the 
Canadian  Expeditionary  Force. 

The  Daily  Telegraph  says:  "A  living  book,  throb- 
ing  with  patriotic  vigour  from  beginning  to  end. 
A  book  which  will  be  talked  about  for  many  a 
day." 

THE  ONLY  BOOK  WRITTEN   BY  BAIRNS- 
FATHER 

Bullets  and  Billets   $1.25 

Captain  Bairnsfather's  Book,  "Bullets  and  Billets," 
is  his  own  narrative  of  his  experiences  in  the  war. 
It  has  the  same  character  as  his  drawings,  the 
same  homely  humour,  the  same  quaint  attitude 
towards  life  and  danger;  the  people  who  appeared 
in  "Fragments  from  France,"  appear  again  in  its 
pages.  Captain  Bairnsfather  has  not  written,  and 
is  not  writing,  any  other  book  about  the  war  or 
about  anything  else. 

Fifty  Thousand  Copies  Sold — Third  Impression 

WORLDS  PRESS  AGENCY 

PERIODICAL 
SUBSCRIPTIONS 

Place  your  Subscription 
Business  with  this  house. 
We  specialize  in  English 
Magazine  and  Newspaper 

TORONTO  e    .  .     .. 

Subscriptions. 
136  BAY  STREET 
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BLACKIE  &  SON'S  BOOKS 


WONDER  TALES  FROM  SCOTTISH 
MYTH  AND  LEGEND 

By  Donald  A.  Mackenzie 

With    illustrations    by    John    Duncan,    A.R.S.A. 
Demy  8vo,  6s.  net. 

A  New  Poetical  Drama 

HOW  JOY  WAS  FOUND 

By    Isabel   Hutcheson 

Crown  8vo.     A  fantasy  in  verse.     In  five  acts. 

Captain  F.  S.  Brereton 

THE  ARMOURED  CAR  SCOUTS— 

6s.  net. 

ON  THE  ROAD  TO  BAGDAD-  6s.  net. 
WITH  OUR  RUSSIAN  ALLIES  — 

6s.  net. 

FROM  NILE  TO  TIGRIS—         5s.  net. 
AT  GRIPS  WITH  THE  TURK  — 

5s.  net. 

UNDER  HAIG  IN  FLANDERS  — 

3s.  6d.  net. 

WITH  JOFFRE  AT  VERDUN  — 

3s.  6d.  net. 

WITH  FRENCH  AT  THE  FRONT— 

3s.  6d.  net. 

UNDER  FRENCH'S  COMMAND— 

3s.  6d.  net. 
Fleet  Surgeon  Jeans 

A  NAVAL  VENTURE-  6s.  net. 

Lieut.-Com.  Taprell  Dorling,  R.N. 

THE  SECRET  SUBMARINE—  5s.  net. 

Percy  F.  Westerman 

THE    DISPATCH  RIDERS  -  s».  6d.  net. 
UNDER  THE  WHITE  ENSIGN- 

3s.  net. 

ROUNDING  UP  THE  RAIDER- 

3s.  net. 

THE    FIGHT    FOR    CONSTANTIN 

OPLE—  3s.  net. 

Grahame-White   and   H.   Harper 

THE    INVISIBLE    WAR  PLANE  — 

3s.  6d.  net. 
Lieut.-Col.  Field 

THE  BRITISH  NAVY  BOOK— 

3s.  6d.  net. 

THE  BRITISH  ARMY  BOOK— 

3s.  fid.  net. 
Captain  Gilson 

ACROSS  THE  CAMEROONS 

A  MOTOR  SCOUT  IN  FLANDERS 


MARGARET   OF   SCOTLAND   AND 
THE  DAUPHIN  LOUIS 

By  Louis  A.  Barre 

An  Historical  Study  based  mainly  on  Original 
Documents  preserved  in  the  Bibliotheque 
nationale.     Demy  8vo,  6s.  net. 

LORD  KITCHENER 

The  Story  of  his  Life  and  Work.     Is.  3d.  net 
By  Donald  A.  Mackenzie 

HEROES  AND  HEROIC  DEEDS  OF 
THE  GREAT  WAR        is.  3d.  net. 

By  Donald  A.  Mackenzie 

FROM  ALL  THE  FRONTS     2s.  6d.  net. 

By  Donald  A.  Mackenzie 

Stories  of  the  Great  War. 

ANGELA  BRAZIL'S 
Stories  of   School  Life 

MADCAP  OF  THE  SCHOOL- 

3s.  6d.  net. 
Girls  of  St.  Cyprians 

Jolliest  Term  on  Record  " 

Luckiest  Girl  in  the  School 
New  Girl  at  St.  Chad's 
Youngest  Girl  in  the  Fifth 

FOR  THE  SAKE  OF  THE  SCHOOL 

3s.  net. 
The  School  by  the  Sea 

Fourth-Form  Friendship  " 

Leader  of  the  Lower  School 
Manor  House  School  " 

Nicest  Girl  in  the  School 
Pair  of  Schoolgirls  " 

Third  Class  at  Miss  Kaye's 

E.  E.  Cowper 

JANE  IN  COMMAND-  3s.  6d.  net. 

Bessie   Marchant 
LOIS  IN  CHARGE—  3s.  6d.  net. 

A  GIRL  MUNITION  WORKER- 

3s.  fid.  net. 

THE  GOLD  MARKED  CHARM— 

5s.  net. 

A  Canadian  Farm  Mystery. 

Two  New  Editions  Brought  Up-to-Date 
THE  MASTERY  OF  THE  AIR 

By  William  Claxton 

Fully  illustrated  with  pictures  of  aeroplanes, 
airships,  etc.    3s.  net. 

MODERN  WEAPONS  OF  WAR 

By  Cyril  Hall 

By  Land,  Sea,  and  Air. 


Messrs.   Blackie  &  Son,  Limited,  have  issued   a   large 
selection   of    new    PICTURE    BOOKS— at    all   prices. 


Lists  from  HAROLD  COPP  AGENCY, 

BLACKIE  &  SON,  LIMITED        .  • .      .    .        LONDON,  GLASGOW,  BOMBAY 


33  RICHMOND  STREET 
WEST,   TORONTO 


HOOK SELLER     AND     STATIONER 


AN   INDISPENSABLE   WAR   BOOK 

CHAMBERS'S  CONCISE  GAZETTEER  OF  THE 
WORLD 

NEW    EDITION 

Cloth,  7/6  net,  768  pages.  Half  Mor.,  15/-  net. 

FEATURES    OF    THE    WORK: 

Latest    and    most    reliable    information    regarding    places    at 
home    and    abroad. 

Populations    according    to   the    latest    census. 

Authentic  official  figures  in  reference  to  revenue,  expenditure, 
debt,    trade,    army    and    navy,    etc.,    of    every    country    and    state. 

Etymology  of  the  names  where   it  is  significant  and   interest- 
ing. 

Pronunciation    in    all   cases    where   doubt    could    arise. 
An    Invaluable    Book 

For   BUSINESS    MEN. 
For    THE    HOME    LIBRARY. 

For     Every     SCHOOL,     COLLEGE     and     REFERENCE 
LIBRARY. 

Athenaeum    says — "We    can    only    record    the    triumph    of    an 
improved   version   of  a    reference   book   already   good   and  useful." 

Pall   Mall    Gazette   says — "For  all  practical   working   purposes 
a   thoroughly   sufficient   and   admirable   desk   companion." 

Glasgow    Herald    says — "One    of    the    very    best   books    of    its 
kind    ever   published." 

CHAMBERS'S  FAMOUS  DICTIONARIES 

CHAMBERS'S  TWENTIETH  CENTURY 
DICTIONARY 

1220  pages 

Cloth,  3s.  6d.,  net;  Quarter  Bd.,  5s.  net; 

Half  Mor.,  7/6  net. 

Illustrated,  Pronouncing,   Explanatory,  Etymolgical. 
Over   100.000  References 
Sir   W.   ROBERTSON    NICOLL  says— "Simply   beyond  praise; 
supersedes    all    other    cheap    dictionaries." 

CHAMBERS'S  ETYMOLOGICAL  DICTIONARY 

ENLARGED    EDITION 

694  Pages.  1/3  net. 

Schoolmaster    says — "It    is    a    marvellous    production    in    every 
sense   of   the   word.'* 

W.  &.  R.  CHAMBERS  LIMITED 

LONDON  &  EDINBURGH 


Wm.  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:  -26-27  Ivy  Lane.  Paternoster  Row.  E.C.  4 


BOOKSELLER     AND     STATIONER 


HOW  IS  YOUR  STOCK  OF 

Merriam  -Webster 

Dictionaries  ? 


NEW 
INTERNATIONAL 

400,000   Vocabulary  Terms. 

30,000     Geographical     Subjects 

12,000       Biographical      Entries 

6,000    Illustrations 

2,700    Pages 

Regular  Edition  —  Size,  12% 
x  9%  x  5  inches.  Weight,  14% 
'js.  Nine  durable  and  artistic 
>indings. 

India  -  Paper  Edition  —  Size, 
12%  x  9%  x  2%  in.  Weight, 
only  7  lbs.  Library  Buckram 
and  Full  Seal  binding. 


WEBSTER'S  COLLEGIATE  DICTIONARY 

Third    Edition,    Merriam    Series 

A  New  Book.  The  largest  abridgment  of  the  New  Inter- 
national. 1,248  Pages.  1,700  Illustrations.  100,000  Words 
and    Phrases.      Scottish    Glossary. 

Regular    Edition :    Four    substantial    bindings. 

Thin    Paper    Edition:    Three    especially    attractive    bindings. 


Webster's  New  Ideal 

Abridged    from    the 
New   International 
The     Best     of     Its     Class. 
Size    5%    x    8    x    1%    inches. 


Webster's  Little  Gem 

Third    Edition.      Just    Issued. 

The      most      complete      of 
Pocket    Manuals,    220    Pages. 


Write  to  your  jobber  for  terms,  etc.,  or  address 

G.  &  C.  MERRIAM  CO.  ggfftM 


How  Do  You  Sell  Pens? 

Does    selling    pens    mean    showing   an    occasional    customer   a 
few   styles   contained    in    boxes   on    your  shelves  ? 
Or,    are    you    creating    an    active    pen    trade    by    suitably    dis- 
playing  an   adequate   assortment? 

There   is   a   big   difference   between   the   two — 
a    difference    in    dollars    and    cents    to    you. 

Esterbrook  Counter  Display  Cases 

There  are  ten  styles  oS  Esterbrook  Counter 
Display  Cases.  The  larger  sizes  contain 
assortments  that  meet  every  pen  re- 
quirement. 

By  concentrating  on  the  Esterbrook 
line,  and  displaying  Esterbrook  pens 
in  one  of  these  cases,  you  achieve  five 
important    results  : 

1.  You   tie  up   less   money  in   stock. 

2.  You  save  counter  space. 

3.  You  get  maximum  display. 

4.  You    offer   the    most   complete   as- 
sortment. 

5.  You    make    it    easier    for    the    cus- 
tomer to  buy. 

An  Esterbrook  sign  in  your  store  also 
means  pen  prestige.  Esterb  rooks  are 
known  everywhere,  through  advertising 
and  reputation.  This  stimulates  sales. 
If  you  are  not  giving  your  customers 
"Esterbrook  Service,"  start  to-day.  You 
do  a  bigger  pen  business.  Your  pen 
customers  frequently  make  other  pur- 
chases. 


Write  us  for  suggestion  as  to  how  you  can 
make  your   pen   department  a   big  asset. 


w 

W  ESTERBROOK     PEN     MFG.     CO. 

"       18-70  Cooper  St..   Camden,  New  Jersey,   U.S.A. 
The    Brown    Bros.,    Ltd.,    Toronto,    Ont.,    Agents   for    Canada. 


The    Ideal     Modelling    Material 

"MODELLIT" 


TRADE 


IN    ELEVEN 
COLOURS. 

1    lb.    blocks    and    a 

range    of    attractive 

boxes  with   Tools. 

Odourless  and 
Antiseptic 
The     most     cleanly, 
and  fictile  modelling 
Medium     yet     pro- 
duced. 

Adopted   and 
Appreciated    by 
Educational 
Authorities,    with    a 
wealth  of  testi- 
monials. 


MARK 


MODELLIT    MANUFACTURING     COMPANY 

19,  Brunswick  Street,  Bristol,  England 
Agents:  Memies  &  Co.,  Ltd.,  439  King  Street  West,  Toronto 


Make  Your  News  Stand 
Pay  Greater  Dividends 

You  want  to  cut  down  expenses,  STOP  the  money- 
leaks  and  turn  losses  into  PROFIT.  You  want  to 
know  when  all  magazines  and  newspapers  are 
due,  date  received,  and  time  limit  for  returns. 
You  want  to  keep  tab  on  re-orders,  regulate 
standing  orders,  and  keep  posted  in  cutting  down 
or  increasing  same.  You  want  to  know  the 
amount  of  sales  and  profit.  And  you  want  to 
INCREASE  your  balance  over  at  the  bank. 
This  is  EXACTLY  what  "Blake's  Handy  News 
Stand  Record"  will  do  for  YOU,  and  it  only  costs 
$4.50  complete. 

Send  for  a  FREE  Sample  Sheet  and  Full 
Information. 

Simply  clip  or 
tear  out  the  cou- 
pon; use  rubber- 
stamp  or  write 
very  plainly;  and 
send  to-day  — 
NOW. 


jS/AASS ' 
StAAf/>yAttWS  SrA#/> 


ARTHUR  J.    BLAKE.   Marshall,   Texas. 

Please  send  full  information  concerning  "Blake's  Handy 
News  Stand  Record."  Also  a  FREE  sample  sheet.  This  re- 
quest places  me  under  no  obligation. 

Name     

Street   and   No 

City    and    Province.  . 


BOOKSELLER     AND- STATIONER 


LILYWHITE   LTD. 

PHOTOGRAPHIC  PRINTERS 

Commercial  Photography  in  all  its  branches. 

BOX    TOPS,    Calendar    Pictures,    Cigarette    Stiffeners. 

Photographic  LOCAL  VIEWS  from  customers'  originals.     Xmas  Card  insets. 

Specimens  and  prices  on  application. 

The  Leading  ALL-BRITISH  publishers  of 

Real  Photo  Birthday  and  Greeting  Post  Cards,  hand  coloured  and  embossed. 
Real  Photo  Beauty  Studies  Post  Cards,  hand  coloured  and  embossed. 
Real  Photo  Post  Cards  of  Royalty,  Statesmen,  Naval  and  Military  Leaders,  Actors 
and  Actresses,  etc.,  etc. 

Exclusive  Publishers  of  the  Historic  Photograph  of  the  IMPERIAL  WAR  COUNCIL,  size  10%  x  5%.  A 
unique  group  of  the  leading  Statesmen  from  all  parts  of  the  British  Empire  and  including  splendid  portraits  of 
Sir  R.  L.  Borden,  Sir  G.  H.  Perley,  Hon.  J.  D.  Hazen  and  Hon.  R.  Rogers,  of  Canada. 


Exceptional  Terms  to 
Wholesale  Houses  and 
Shippers. 
WRITE  FOR  SAMFLES 


LILYWHITE  LTD. 

Head   Office  and   Factory 

HALIFAX 
YORKS.,  ENGLAND 

London  Office:  43  City  Road,  London,  E.  C.  1. 


Canadian   Agents 
Wanted 

WRITE  FOR  SAMPLES 


MORGAN  &  SCOTT,  LIMITED 


The  Heart  Beneath  the  Uniform 

By  J.  Glenelg  Grant,  with  four  illustrations.  Cloth 
boards,   2s.   net. 

"  'You  should  write  a  book,'  friends  have  frequently 
said  to  me,  as,  on  visiting  our  Sailors'  and  Soldiers' 
Rests,  they  have  listened  to  incidents  of  tragedy,  pathos. 
or  humour,  concerning  service  men  who  have  at  some 
time  or  other  been  our  guests.  .  .  No  picture  is  so 
thrilling  as  a  true  story — nothing  so  worth  while  spend- 
ing one's  time  and  energy  upon  as  the  endeavor  to 
help  one's  brothers,  especially  those  who  are  bearing 
the  burden  and  heat  of  the  day  in  this  terrible  con- 
flict."— Extract    from    Preface. 

The  Sacrament  of  the  Washen  Face 

By  Rev.  J.  Stuart  Holden,  M.A.,  D.D.,  in  art  covers, 
6d.    net. 

This  booklet  has  been  published  in  response  to  many 
requests.  It  is  a  definite  call  "for  endurance,  and  for 
the  exercise  of  faith,  on  the  part  of  God's  people." 
It  also  conveys  a  message  of  comfort  and  spiritual 
direction  for  the  present  time  of  anxiety — individual 
and    national. 


The  Christ  We  Forget 


A  Life  of  Our  Lord  for  Men  of  To-day.  By  P.  Whitwell 
Wilson.      Cloth    boards,    6s.    net. 

"I  have  read  'The  Christ  We  Forget'  from  cover  to 
cover  with  the  keenest  interest,  and  I  have  no  hesitation 
in  commending  it  as  a  work  of  the  utmost  value  to 
Bible  students  and  Christian  workers  generally.  It 
contains  forty-two  chapters  and  329  pages,  including 
a  copious  index,  and  there  is  not  a  dry  paragraph." — 
J.    W.    D.,    in    Sword    and    Trowel. 


Light  for  the  Last  Days 


A  Study  of  Chronological  Prophecy.  By  Dr.  and  Mrs. 
H.  Grattan  Guinness.  New  edition.  Edited  and  re- 
vised by  Rev.  E.  P.  Cachemaille,  M.A.  Cloth  boards, 
4s.   6d.   net. 

"It  is  impossible  to  read  this  work  without  fealing  that 
it  propounds  a  theory  which  explains  a  great  bulk  of 
prophecy  upon  a  consistent  system — upon  a  system  for 
which  a  large  amount  of  historical  proof  can  be  ad- 
duced, and,  above  all,  upon  a  system  which  is  clear, 
definite,   and  precise,   without   being   irreverent." — Record. 


The  Soul  of  France 


By  Reuben  Saillens.  With  portrait  of  author.  Cloth 
boards,    5s.   net. 

"The  story  is  one  of  heroism,  lofty  purpose,  and  noble 
achievement,  and  though  the  outstanding  feature  of  the 
book  is  its  religious  story,  we  are  incidentally  shown 
great  things  in  other  directions  also.  Patriotism,  thought, 
leadership,  aspiration,  consecration  to  purpose,  all  find 
abundant  illustration  and  compel  us  to  admire  even 
where  we  do  not  follow.  As  an  outline  of  history  alone 
this  work  is  of  great  value.  .  .  .  There  breathes 
throughout  a  passion  for  Christ  and  for  the  souls  of 
men  which  fuses  the  whole  of  Dr.  Saillens'  great  qualities 
with    life    and    heat." — Sword    and    Trowel. 

Sunday  Talks  with  Boys  and  Girls 

Forty  Addresses  to  Young  People.  By  G.  E.  Morgan, 
M„A.      Cloth  boards.   2s.   6d.  net. 

"Forty  brief  addresses  to  children  by  one  who  is  evidently 
experienced  in  talking  to  young  people  and  has  a  special 
talent  for  interesting  them  in  the  realities  of  life  before 
they  are  aware  of  it.  .  .  .  The  book  will  be  found  very 
helpful  to  all  who  are  on  the  outlook  for  some  hints 
on    addressing    boys    and    girls." — Seeking    and    Saving. 


Morgan  &  Scott,  Ltd.,  12  Paternoster  Building,  London,  E.C.4 

Representative   for  Canada  :     Harold   Copp  Agency,   33   Richmond   Street   West,   Toronto 
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WILD  FLOWERS 

E.VERV  CHILD  SHOULD  KNOW 


THE  EVERY  CHILD  SHOULD  KNOW  SERIES 

All  parents  and  those  interested  in  the  education  (if  children  know  how 
difficult  it  is  to  secure  jusi  the  right  kind  of  reading  for  them.  Childhood 
is  the  decisive  period  of  life,  for  it  is  then  that  habits  and  tastes  are  formed 
that  have  most  to  do  with  the  development  of  character.  Tn  this  library  the 
work  that  you  would  do  yourself  if  you  had  the  time,  money  and  literary 
judgment,  has  heen  done  for  you  hy  the  best  critics  who  have  spent  their 
lives  in  the  study  of  literature  and  in  whose  opinion  you  may  have  perfect 
confidence. 

These  books  constitute  a  complete  library  for  children  and  grown-ups,  one 
in  which  pride  will  be  taken  and  which  will  encourage  the  habit  of  good 
reading;  and  furthermore,  this  is  the  first  time  that  a  collection  of  such 
unusual  merit  has  been  offered  at  a  price  so  low. 
These  books  have  colored  wrappers  and  colored  frontispieces. 

TWO  NEW  TITLES  ADDED  IN  SEPTEMBER 
.  . .  .NATURAL  WONDERS  EVERY  CHILD  SHOULD  KNOW;  by  E.  Tenny  Brewster. 

This  is   a  very  interesting  volume,   in  which    most  grown-ups  will  find  many  things  of  interest  to 
themselves  as  well  as  their  children;  it  tells  some  of  the  marvels  of  physiology  in  a  human,  intimate  style 
that  carries  the  reader  along  easily  into  a  new  world. 
. . .  .USEFUL  PLANTS  EVERY  CHILD  SHOULD  KNOW;  by  Julia  Ellen  Rogers. 

Miss  Rogers  has  here  given  us  in  a  most  entertaining  way  the  story  of  many  every-day  vegetables 
and  plants.  Teachers  of  Nature  Study  and  Agriculture  will  welcome  such  a  simple  and  at  the  same  time 
accurate  guide  book. 

TITLES  PREVIOUSLY  ISSUED 

BIRDS   EVERY   CHILD   SHOULD   KNOW By    Neltje    Blanchan 

EARTH   AND   SKY   EVERY   CHILD   SHOULD   KNOW By   Julia   Ellen    Rogers 

ESSAYS    EVERY   CHILD   SHOULD    KNOW Edited   by   H.   W.   Mabie 

FAIRY    TALES    EVERY    CHILD    SHOULD    KNOW Edited   by   H.   W.   Mabie 

FAMOUS  STORIES  EVERY  CHILD  SHOULD  KNOW Edited   by   H.   W.   Mabie 

FOLK    TALES   EVERY    CHILD   SHOULD    KNOW Edited   by  H.   W.   Mabie 

HEROES   EVERY   CHILD   SHOULD   KNOW Edited   by   H.   W.   Mabie 

HEROINES    EVERY    CHILD    SHOULD    KNOW H.    W.    Mabie   and   Kate   Stephens 

HYMNS   EVERY  CHILD   SHOULD   KNOW Edited   by   Dolores    Bacon 

LEGENDS    EVERY    CHILD    SHOULD    KNOW Edited   by   H.   W.   Mabie 

MYTHS    EVERY    CHILD    SHOULD    KNOW Edited   by   H.   W.   Mabie 

OPERAS   EVERY   CHILD   SHOULD   KNOW By    Dolores    Bacon 

PICTURES   EVERY   CHILD   SHOULD   KNOW By    Dolores    Bacon 

POEMS   EVERY   CHILD   SHOULD    KNOW Edited   by   Mary   E.    Burt 

PROSE   EVERY    CHILD    SHOULD    KNOW "Edited   by   Mary   E.    Burt 

SONGS   EVERY  CHILD  SHOULD  KNOW Edited   by   Dolores    Bacon 

TREES    EVERY    CHILD    SHOULD    KNOW By    Julia   Ellen    Rogers 

WATER    WONDERS    EVERY    CHILD    SHOULD    KNOW By  Jean   M;  Thompson 

WILD    ANIMALS    EVERY    CHILD   SHOULD    KNOW Edited   by   Julia   E.   Rogers 

WILD   FLOWERS   EVERY   CHILD   SHOULD   KNOW By    Frederick    Wm.    Stack 

Sixty  Cents  Each.     Postage  Extra. 


The  Children's  Crimson  Series 


i 

bear 


Edited  by  Kate  Douglas  Wiggin  and  Nora  Archibald  Smith 

A  collection  of  prose  and  poetry  for  young  readers,  which  is  generally 
conceded  to  have  a  quality  of  imaginative  appeal  never  before  equalled. 
Deeply  interested  as  the  editors  of  this  series  are  in  the  first  training  of 
children,  their  whole  effort  has  been  bent  to  gather  from  every  known  source 
the  fine  things  of  prose  and  verse  which  will  lay  sure  foundations  of  literary 
appreciation  *in  every  young  reader.  The  fairy  tales,  for  instance,  were 
chosen  after  reading  20.000  fairy  stories.  The  same  painstaking  labor  ha* 
been  spent  on  each  volume,  and  the  result  is  a  series  of  marked  distinction. 
Each  of  the  ten  volumes  is  bound  in  red  vellum  cloth  and  is  encased  in  a  four-color  wrapper 
ing  its  own  appropriate  design;  with  a  colored  frontispiece  and  colored  end  papers. 


THE   FAIRY   RING:   Fairy   Tales   for   Children   4  to   8. 

MAGIC   CASEMENTS:    Fairy   Tales   for   Children   6   to   12. 

TALES    OF    LAUGHTER:    Fairy    Tales    for    Growing    Boys    and   Girls. 

TALES    OF   WONDER:    Fairy   Tales   That   Make   One    Wonder. 

PINAFORE    PALACE:    Rhymes   and   Jingles    for   Tiny    Tots. 

THE    POSY    RING:    Verses    and    Poems    that   Children    Love   and   Learn. 

GOLDEN   NUMBERS:    Verses   and   Poems    for   Children    and   Grown-ups. 

THE   TALKING   BEASTS:    Birds   and    Beasts    in    Fable. 

CHRISTMAS    STORIES:    "Read    Us    a    Story    About    Christmas." 

STORIES   and    POEMS    FROM    KIPLING:    "How   the    Camel    Got    His   Hump,"   etc. 

Sixty  Cents  Each.     Postage  Extra. 
If  you  are  not  on  oar  mailing  list  kindly  advise 

GROSSET  &  DUNLAP,  Publishers 


1 1 40  Broadway 


Broadway  at  26th  Street 


New  York 
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Exceptionally  Fine 
Showing  of 

NOVELTIES 

GREETING  CARDS 

and  POSTCARDS 

for 

St.  Valentine's  Day 
and  Easter 


Samples  are  now  being 
shown    by    our    travellers. 

The  biggest  and  best  line  we 
have  ever  had,  and  it  will 
pay  you   to   wait  and  see. 


Valentine  &  Sons  United 
Publishing  Co.,  Limited 

Toronto      Montreal      Winnipeg 
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BOOKSELLER     AND     STATIONER 


PUNCH  says 
3rd    British   Edition 
of  30,000  copies 
Cloth,  $1.25 


THANK  THE  POWERS  THAT  BE  FOR  'SAPPER\ 


NO  MAN'S 
LAND     . 

"SAPPER 


,^'M&*»B'"' 


Jfutho 


"In  'No  Man's  Land'  is  revealed  a  breadth  of  vision  which  may  astonish 
some  of  us  who  have  been  inclined  to  regard  'Sapper'  as  merely  a 
talented  story-teller.  Among  the  writers  on  the  War  I  place  him  first, 
for  the  simple  reason  that  I  like  him  best.  .  .  .  We  have  a  series  of 
chapters  which  require  not  only  to  be  read  but  to  be  thought  over." — 
Punch. 


MAKING  STORES 
ATTRACTIVE 


Not  only  on  account  of  their  merit, 
but  because  of  their  attractive  pic- 
torial jackets,  the  following  books 
should  be  given  a  prominent  position 
in  your  store: 

BOUND  IN   CLOTH— $1.25. 

Lord   Tony's   Wife 

By  Baroness   Orczy. 
No  Man's  Land 

By   "Sapper." 
The  Sub.     The  Adventures  of  a 
Sub-Lieutenant 

By  Taffrail. 
In   Another  Girl's  Shoes 

By    Berta   Ruck. 
The  Four  Corners  of  the  World 

By  A.  E.  W.  Mason. 
The  Path  to  Glory 

By   Joseph    Hocking. 
Second   Lieutenant   Billie   Impett 

By   Capt.   Eustace   Ainsworth. 
Battlewrack 

By  F.   Britten  Austin. 
The  Amateur  Diplomat 

By    Hugh     S.    Eayres    and    T.    B. 

Costain. 
The  Captive  Singer 

By   M.   B.   Petersen. 
The  Azure  Hand 

By  S.   R.   Crockett. 
The  Scar 

By   Ruby   M.   Ayres. 
Fossie  for  Short 

By  Harold  Brighouse. 
The  Gossip  Shop 

By  J.  E.   Buckrose. 
The   Huntress 

By   Hulbert  Footner. 
The  Adventures  of  Marmaduke  Clegg 

By   Morice   Gerard. 
Ginger  and   McGlusky 

By  A.  G.  Hales. 
Flames   in   the  Wind 

By  Helen  Hudson. 
Where  Jasmines  Bloom 

By  Mary  Julian. 
The   Victim 

By  Mary  E.  Mann. 


U  Send  us  your  name  and  address  TO-DAY  and  we  will  send,  postage  paid,  a  copy  of  our  Illustrated  Fall 
Catalogue  containing  descriptions  of  all  our  New  and  Forthcoming  Publications. 

HODDER  &  STOUGHTON  LIMITED 


LONDON 


PUBLISHERS 

TORONTO 


NEW   YORK 
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A  Little  Bit  of  Heaven 


The  interest  of  dealers  in  pictures  is  centered  on  this  subject,  it  is  the 
talk,  of  the  trade;  not  within  ten  years  has  a  picture  been  published  that 
can  boast  such  a  selling  record.  This  is  only  one  of  the  rapid  selling 
photogravures  in  our  line  which  is  familiarly  known  as  the  Gutmann 
Record  Seller  Line  on  account  of  the  great  number  of  "winners"  it  con- 
tains. 


We  take  pleasure  in  announcing  that 

A.  R.  MacDougall  &  Co.,  Limited 

266  King  Street  West,  Toronto,  Ont. 
represent   us  in  Canada  as  so'e    agents,  and  will 
show  our  complete  line  to  the  trade   this  month. 


GUTMANN  &  GUTMANN, 


116    WEST    32nd    STREET 
NEW  YORK 


FOX  KIDDIE!  FEATURE/    /Jjjtf    _   PRICE  IO  Centf 


THE   HIT   OF  THE    SEASON    FOR    CHILDREN 
IS  THE  TOY  BOOK   OF 

Jack  and  the  Beanstalk 

Founded  on  the  wonderful,  surprising  and  magnificent  MOVING  PICTURE  PRO- 
DUCTION by  the  FOX  FILM   CORPORATION. 

Over  $500,000  was  spent  in  making  the  pictures,  and  $250,000  is  to  be  spent  in 
the   next   three   months   in   general    publicity   on    them. 

All  New  York  is  talking  about  it.  Parents  are  taking  their  children  to  see  it  as 
they   formerly  took   them   to  the  circus;  that  is,   to  see  the  pictures   themselves! 

The  book  contains  the  complete  story,  illustrated  with  12  half-tone  and  line-cut 
pictures,  and  6  full-page  pictures  handsomely  printed  in  four  colors.  It  is  oblong, 
size  9  x  11  and  retails  for  10  cents.  Price  to  the  trade,  84  cents  per  dozen,  or  $9.00 
per  gross. 

Send   your   order   now   to   your   news   company   or   jobber,   or   direct  to   us. 


J.  S.  OG1LVIE  PUBLISHING   COMPANY 


57   ROSE    STREET,   NEW  YORK 
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BOOKSELLER     AND     STATIONER 


Two  Books  Which  Made  History 

"The  books  and  speeches  of  James  M.  Beck  and  our  present-day  duties  should  be  studied  by  every 
real  American." — Theodore  Roosevelt. 

The  Evidence  in  the  Case 

"For  the  clearness  of  its  statements  and  the  cogency  of  its  legal  argument  it  has  not  been  sur- 
passed, if  indeed  it  has  been  equalled,  by  any  writer  since  the  war  began." — Lord  Bryce,  Formerly 
Ambassador  for  England  to  the  United  States. 

"It  seems  to  me  in  every  respect  a  most  able  and  admirable  statement  of  the  case.  A  masterly 
analysis  of  the  diplomatic  records.  I  have  read  it  with  great  admiration." — Arthur  James  Balfour, 
Formerly  Prime  Minister  of  England. 

Part  or  all  of  this  book  has  been  printed  in  SEVEN  LANGUAGES 
More  than  1,000,000  copies  sold.     14th  Large  American  Printing.    12°.    Over  300  pages.    $1.25  net. 

(By  mail  $1.35). 

The  War  and  Humanity 

3d  Edition.     Revised  and  Enlarged 

"Mr.  Beck's  volume  was  a  classic  the  moment  it  appeared.  We  know  of  no  more  logical  and 
lucid  discussion  of  the  essential  facts  and  problems  of  the  great  war,  nor  any  more  truly  con- 
sistently and  even  vigorously  American  in  its  spirit." — N.  Y.  Tribune. 

"One  of  the  most  virile  and  convincing  books  that  the  great  war  has  produced  in  any  country  of 
the  world."— N.  Y.  Sun.  12°.    400  pages.    $1.50  net.     (By  mail  $1.60) 


NEW  YORK 


AT  ALL  BOOKSELLERS. 

G.  P.  PUTNAM'S  SONS 


LONDON 


GALE  &  POLDEN'S 

SELECTED  JUVENILE  PICTURE  BOOKS 
ALL  BRITISH 


7d.    Titles. 

A. B.C.    Union   Jack    

Captain    Timbertoes    

Hey    Diddle    Diddle    

House  that  Jack   Built   

Pirates     

Queen    of    Hearts     

Ride    a    Cock    Horse    

Sing  a   Song  of   Sixpence 

1/.    Titles. 

Billie    Rabbit    

Peeps  at  our   Soldiers    (Wee   Series). 

Regimental    Pets     

Wee  Jenny   Mouse    (Wee   Series).... 

Wee    Peter    Pug    (Wee    Series) 

Wee   Bits   o'    Things    (Wee   Series).. 

1/3    Titles. 

A.B.C.    Jolly    Jack    

A.B.C.    Soldiers     

Animals'   Circus    

Animal    Painting    Book    

Army   Painting   Book    

Bunkum    Brown,    Bandit    

Dsddy    Long    Legs    .- 

Little  Robin   Hood    


Series  No. 


Series  No. 

Navy    Painting    Book    015 

012  Nursery    Rhymes    030 

031  Sir    Francis    Duck    o\)7 

034  Toy    Town    Tiger    040 

035  Toy   Town   Tale    041 

032  1/6   Titles. 

037  Box   of   Crackers    

036  Basket   of    Plums    

038  Mixed    Pickles    

2/-    Titles. 

026  Cinderella      042 

Red    Riding   Hood    043 

011  2   6   Title. 

Mischievous    Puppy    044 

3/-    Title. 

In    the   Fairy's    Garden    045 

3/6    Titles. 

008  Treasure    Seekers     027 

013  Queen   of   Hearts,   and   Other  Nursery 

010  Rhymes    033 

049  4/6    Tit'cs. 

014  Bobby    in    Bubble-land     046 

005  Jackdaw   of   Rheims    018 

039  5  -    Title. 

006  Soldiers    of    Many    Lands    047 


PRINTED  AND  PUBLISHED  BY 

GALE  &  POLDEN  LTD. 


2  AMEN  CORNER,  PATERNOSTER  ROW 


LONDON,  E.C.  4,  ENG. 
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MOO  K  S  E  \.  L  E  U     AND     S  T  A  T  I  O  N  E  U 


THE  man  who 
buys  VENUS 
PENCILS  is  the  best 
kind  of  a  customer 
for  you. 


He  discriminates. 


He  wants  the  best  and  buys  it. 

He  is  ready  to  pay  for  quality. 

He  is  interested  in  many  kinds  of 
goods  which  you  have  for  sale. 

VENUS  buyers  include  tech- 
nical and  professional  men, 
business  men,  stenographers, 
salesmen,  executives,  etc. 

VENUS  Pencils  are  durable, 
uniform,  smooth,  faultless. 


y/JU     1^  Superf/nequalify 
^_  ___^_      Rubs  out 

€RHS€Rc/e#;&r/ 

Will  not  soil  or  streak.  12  sizes. 

From  ioo  to  box.to  a  to  box. 


1 7  black  degrees,  6B  softest  to  9H  hardest  and  also 
hard  and  medium  copying. 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and  Clapton,  London,  England 


PHOTO- 
FRAMES 


In  Polished  Rosewood, 
Walnut,  Black  or  Gilt. 

Sure  sellers  for  the 
Christmas  and  Winter 
trade. 

Every  portrait  of  our 
fighting  men  is  worthy 
of  a  frame. 


Bennett  &  Jennison 

Limited 
GRIMSBY,  ENGLAND 

Wholesale  Houses  and  Departmental  Stores  specially 
catered  for. 

Sample  collections  to  the  value  of  $25  to  $50 
shipped  promptly  for  payment  through  usual  London 
or  Liverpool  shippers  or  agents. 


Messrs.  Morgan  &  Scott,  Ltd. 

beg  to  announce  that  owing  to  the  increased  cost  of 
all  work  involved  in  production,  they  have  been 
forced  to  increase  the  prices  of  "SACRED  SONGS 
AND  SOLOS."  and  that  the  revised  prices  over  the 
entire  range  come  into  force  on  the  1st  September, 
but  they  are  prepared  to  execute  all  orders  received 
up  to  and  including  15th  November,  1917  (not 
later),  at  the  old  published  prices.  Revised  price 
list  on  application  to  MORGAN  &  SCOTT.  LIMITED. 
12    Paternoster    Building,    London,    E.C.4,    or 

HAROLD  COPP  AGENCY, 

Canadian  Representatives 
33  Richmond  Street  West  -  TORONTO 


16 


BOOKSKLLER  AND  STATIONER 


Toronto 
New  York 


f^  A  CCUT   T  'C  London 

V^/XOkJll/l^l^  kJ       Melbourne 


AUTUMN  LIST 

Forthcoming  Publications  for  the  Autumn,  1917 

Drop  a  postal  for  complete  descriptive  catalogue. 


Fiction 


Educated  ol  Cheltenham 
,  on  „, ,  Miss  Sinclair  be- 
gan by  writing  verses  ana 
philosophical  criticism.  She 
follotced  in'  her  first  suc- 
cessful novel,  "The  Divine 
i  ire,"  published  In  1904, 
with  poems,  essays,  biogra- 
phy,  various  other  novels, 

,   lr. 

u.irn,  ,i  i  an  in.  Mix.  Croker 
„ ,  hi  out  i"  India  to  find 
„  dearth  of  books.  She 
started  to  u  rite  fti  r  oum, 
ami  the  Crokei  character- 
sketches  'if  Indian  life  are 
now  famous  for  their  oerjr 
similitude,  m  well  us  vai- 
pitating  humanity. 

\Irs.  ignes  Castle,  a  sister 
o]  -M.  E.  Francis,"  has 
been  her  husband's  colla- 
borator since  her  first  year 
,,,  married  life.  Sfr.  Eger- 
i,,„  Castle  was  bom  *n 
Paris  and  has  much  of  the 
Parisian  elan.  The  <iu» 
represents  an  Ideal  colla- 
boration. 

Lindsay  Russell  was  born 
in  the  "back  blocks"  of 
Australia,  composed  mimic 
quite  early  and  threatened 
I,,  become  a  prodigy  :  then 
ran  away  from  home  to 
commence  authorship.  She 
.■nine  to  England  for  a 
health  trip,  although  her 
ityle  does  not  sug- 
gest  it. 

Heating's  novels  are  re- 
scripts  from  reality,  illu- 
minated by  his  unique  ro- 
mantic gift,  Be  began  work 
,„  the  Welsh  mines  at  1-. 
\  oi  elist  and  dramatist,  his 
\\  elsh-Irish  origin  Is  some 
,,  arrant  of  the  fas<  inatiou 
of  ins  art. 

Miss  Stevens  was  driven  to 
novel  writing  out  of  the 
fullness  "I  her  experience. 
Educated  in  Dorset,  ner- 
mann, and  ha  travel  in 
/  u  >•  i  i,  I  inn  <>'■  Syria, 
Egypt,  ami  tin  Vear  i:nst, 
she  has  already  sent  out 
many  fine  hostages  to  for- 
tune in  the  form  of  muds 
—■■  i  mi  What  Happened," 
"The    Veil,"    etc. 

Miss    May    Edginton,    one 

,,f    inn-     nominee     novelists. 

luthor  of  "The  Idventures 
i,i  Napoleon  Prince"  and 
other   striking    stories. 

.Mrs.    Baillie    Reynolds    <'<'. 

.1/.      Rollins  i.      horn      \orlh 

,  n, le,  1 1  ddington,  \  ovelisl 
mni    Story    Writer.      r.ntc 

/■resilient.  Society  Of  Wo- 
men   Journalists. 


THE   LONG   TRICK 


'  Bartimeus" 


$1.35  net 

This,  the  first  full-length  novel  from  the  pen  of  one  who  is  acknowledged  to  be  our 
finest  writer  of  the  sea,  deals  entirely  with  the  life  of  the  Navy  at  the  present 
national  crisis.  It  will  probably  be  regarded  as  the  best  story  of  the  Fleet  which 
has  been  published  during  the  War. 

THE  TREE   OF  HEAVEN  May  Sinclair  $1.35  net 

In  "The  Tree  of  Heaven"  Miss  Sinclair  is  at  her  best.  Surpassing  her  earlier  work 
in  brilliancy,  it  is,  above  all  things,  a  human  book  of  smiles  and  tears  and  frailty. 

THE  ROAD  TO  MANDALAY        Mrs.  B.  M.  Croker       $1.35  net 

Though  Mrs.  Croker  has  held  the  gorgeous  East  in  fee  for  many  years,  it  is  not 
without  reason  that  her  latest  novel  reveals  the  seamy  side  of  that  golden  land  of 
Burma  which  she  knows  so  thoroughly. 

WOLF- LURE  Agnes  and  Egerton  Castle  $1.35   net 

Those  who  in  romance  desire  not  only  stirring  action  but  artistic  character  deline- 
ation and  literary  grace  should  be  careful  not  to  miss  "Wolf-Lure." 

LAND    O'   THE    DAWNING  Lindsay  Russell  $1.35  net 

Miss  Russell  knows  Australian  manners  and  customs,  scenery  and  people  intim- 
ately, and  her  chapters  on  the  Irish  Rebellion  are  vividly  written. 

FLOWER   OF  THE    DARK  Joseph  Keating  $1.35  net 

This  is  a  topical  romance  of  the  Welsh  coalfields,  Aeronwy  Parry,  a  South  Wales 
Coal  Queen,  too  hastily  consents  to  an  engagement  with  Samson  Cragwyn,  a  rival 
proprietor,  who  ultimately  sells  some  splendid  coal,  unfairly  come  by,  to  the  Ger- 
mans. Idwal  Morgan,  Miss  Parry's  manager,  having  got  scent  of  his  villainy, 
Cragwyn  rids  himself  of  so  embarrassing  a  presence  for  ever:  the  sensational  cir- 
cumstances of  the  crime  being  accentuated  by  the  presence  and  subsequent  fate  of 
Megan  Rees,  a  lovely  girl  in  Cragwyn's  service. 

THE    SAFETY  CANDLE  E.  S.  Stevens  $1.35  net 

After  an  unhappy  married  life  spent  in  East  Africa,  Agnes  Tempest  had  returned 
to  England,  wealthy  and  in  love — for  the  first  time.  The  romance  had  its  birth 
on  the  voyage  home:  its  inspirer  a  Captain  Brangwyn,  stationed  in  the  Sudan,  going 
home  on  leave.  He  was  much  younger  than  she,  but  was  fascinated  by  her  charm 
and  graciousness.  On  the  same  boat,  in  the  third  class  list,  was  a  young  Anglo- 
Frenchwoman,  widowed  and  yet  not  a  widow,  going  home  to  her  mother  in  Soho 
with  her  little  son.  Antonina  Pisa,  Agnes  Tempest,  Robert  Brangwyn — with  these 
three  the  story  deals.  Their  lives  become  interwoven.  One  man  and  two  women — 
one  young  and  passionate,  the  other  middle-aged,  lovable,  loving. 

MARRIED   LIFE  May  Edginton  $1.35  net 

On  their  marriage  Osborn  Kerr  and  Marie  Amber,  typical  lovers  of  the  English 
middle  class,  paint  the  future  in  the  rosiest  of  colors.  And  for  a  while  their  optim- 
ism seems  justified,  but  the  worry  of  the  constant  effort  to  make  both  ends  meet  at 
length  causes  a  big  rift  within  the  lute,  while  Master  Baby's  arrival  puts  the  finish- 
ing touch  to  the  dreams  of  wedded  bliss. 

All  at  once  the  situation  is  completely  transformed.  Osborn  is  told  off  to  travel 
the  New  World  for  his  house  (a  motor-car  firm),  and  Marie  has  more  leisure  and 
money  than  she  has  ever  had  before.  Kerr  has  the  time  of  his  life,  and  his  wife 
not  only  renews  her  youth  and  beauty,  but  acquires  a  fresh  view  of  matrimony 
which  radically  alters  their  relations,  when  the  wanderer  returns.  The  ways  of 
the  couple  threaten  to  diverge  sharply,  but  ere  disaster  overtakes  either  they  come 
together  again,  their  respect  and  affection  being  rendered  the  stronger  and  worthier 
for  their  experiences. 
A    CASTLE    TO    LET  Mrs.  Baillie  Reynolds  $1.35  net 

Mrs.  Baillie  Reynolds  takes  for  the  background  of  her  tale  the  little-known  country 
of  Transylvania — but  gives  us  a  story  without  a  word  of  war,  and  brimful  of 
romance. 

Camiola  France,  the  heroine,  on  reaching  the  age  of  twenty-one,  comes  into  a  large 
fortune  and  decides  to  travel.  Fate — and  a  friend's  illness — lands  her  at  a  little 
spot  in  Transylvania,  where  the  Castle  of  Orenfels  is  "To  Let."  There  is  a 
mystery  concerning  the  fate  of  the  former  lord  who,  with  a  party  of  tourists, 
had  strangely  disappeared  in  the  mountains  without  leaving  the  slightest  clue. 
Popular  opinion  darkly  ascribes  the  tragedy  to  the  Black  Dragon,  a  prehistoric 
monster  supposed  to  be  living  somewhere  in  the  mountain  fastnesses — Camiola  be- 
comes the  tenant  of  the  Castle,  and  how  she  tracks  down  the  "dragon,"  solves  the 
mystery,  finds — and  marries — the  rightful  lord,  is  told  in  as  thrilling  a  narrative 
as  any  this  popular  author  has  produced. 
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BOO  K  S  !•;  I.  I    I.  I:     AND    s  T  A  TIONER 


Casselfs  Autumn  List,  1917 


Mr.  Harold  /'■  "'<"  ,  "  ho  is 
„  Suffolk  man,  has  <">» 
una.  in, ih  among  Hu  book 
and  readers  of  the 
daily    press.      it'     has    the 

i/ifl   <>!   <u  Ihiui   ill    lln    lii  iii  I 

i, I    ins  subject    quickly   <nui 
stating   it   in   i'<t>'i»  human 

h  i  inn. 


i  in  i ml  hi  Warwick  is  u 
landou  nt  r  u  hn  hns  in- 
in  nit  ti  lln  u  "/  u  it  A  tradi- 
tions "i  public  S(  rviee.  He 
has    in     turns    been    MJP., 

Mayor,  I  ld<  muni.  hard 
I  it  nli  mint .  nml  (S  a  P.D. 
Urinal  Muster  uf  Free- 
in,  isi, us   of    England. 


Whittall  has  turn  sailor, 
boxing  light-weight,  soldier 
uf  fortune  In  one  of  the 
.1  ,i  ii  a  a  i  s  i  campaigns, 
Shanghai  correspondent  for 
Reuter,  and  motoring  jour- 
nalist. 


C.  /.'.  W.  Bean,  a  Britisher 
born,  was  educated  at 
r.  a  nt  a  nt, ti  Q  r  ii  m  mar 
School,  but  his  family  emi- 
grated early  to  lustralia. 
ih  tins  unanimously  chos- 
en tui  the  Australasian 
iournalists  to  r<  present 
tlicm  nt  the  Front,  and  his 
now  famous  dispatches 
starting  at  QalUpoli,  are 
eloquent  testimony  of  Ins 
.stnu    outlook. 


TECHNICAL 


A  Real  Life  Romance. 

THE  LITTLE  THAT  IS  GOOD  Harold  Begbie         $1.50  Net 

This  is  another  "Broken  Earthenware"  revelation  of  miraculous  transformations 
out  of  the  sordid  life  of  London's  common  streets.  Mr.  Begbie  starts  out  with  a 
reminder  of  what  Lord  Shaftesbury  accomplished  in  the  way  of  social  reform. 
He  then  takes  us  through  incredibly  mean  streets  of  the  most  poverty-stricken 
parts  of  London,  and  introduces  us  to  some  of  the  most  remarkable  people  imagin- 
able. 

MEMORIES  OF  SIXTY  YEARS    The  Earl  of  Warwick    $3.00  Net 

Quite  apart  from  the  personality  of  the  writer  here  is  a  volume  that  will  meet  an 
enthusiastic  welcome  on  its  merits.  The  Earl  of  Warwick  has  had  experiences  so 
varied,  so  cosmopolitan,  so  interesting,  and  has  in  addition  such  a  "taking  way" 
in  recounting  them — that  these  recollections  of  sixty  years  are  alluring  in  their 
interest.  The  names  of  the  makers  of  the  history  of  the  last  half-century  crop 
up  all  through  the  book  in  connection  with  Lord  Warwick's  personal  associations 
with  the  great  men  and  women  of  his  day. 


WITH  BOTHA  AND  SMUTS  IN  AFRICA 


$1.75  Net 


Lt. -Commander    W.      Whittall,    R.N.     ^Armoured  Car  DivUion) 

Described  by  the  Morning  Post  "as  the  best  War-book  we  have  had  this  year," 
"this  accurate  and  humorous  observer"  (Graphic)  "has  succeeded  in  effectively  por- 
traying the  great  events  of  two  campaigns  which  came  within  his  purview,  and 
providing  something  more  than  a  bare  historical  record.  The  facts  and  circum- 
stances are  accurately  set  out,  and  there  is  added  many  a  humorous  sidelight  and 
personal  note  to  make  it  good  reading"  (Daily  Chronicle) . 

LETTERS  FROM  FRANCE  C.  E.  W.  Bean,  $1.50  Net 

(  War  Correspondent  for  the  Commonwealth  of  Australia! 

In  the  opening  week  of  1916  the  first  of  the  Australians  landed  in  France.  The 
full  story  of  their  glorious  adventure  has  yet  to  be  written.  Meanwhile,  these 
"Letters  from  France"  give  clean-cut  vignette  sketches  of  their  life  and  doings  in 
France,  from  the  time  of  landing  to  that  terrible  event  of  Pozieres. 
"The  Letters  depict  with  a  journalist's  practised  skill  and  eye  for  the  effective  and 
significant  the  work  of  the  Australian  force  .  .  .  and  its  unconquerable  spirit." 
— The  Times. 

Cassell's  Handcraft  Library,  General  Editor,  Bernard  E.  Jones,  "Editor  of  Work" 

THE  COMPLETE  WOODWORKER  Net  $2.00 

Beginning  with  tools — their  selection,  management,  shaping,  etc. — and  the  choice 
and  building  of  a  bench,  this  entirely  new  book  takes  its  readers  through  a  gradu- 
ated course  of  lessons  in  the  art  and  practice  of  working  in  wood,  including  sawing, 
planing,  chiselling,  boring,  the  making  of  every  kind  of  joint,  trimming,  veneering, 
inlaying,  etc.  Attention  is  directed  to  the  correct  workshop  methods  of  carcase 
building,  and  table  and  drawer  making,  and  a  variety  of  special  examples  widely 
different  and  all  well  designed  is  carefully  described.  There  is  no  room  here  in 
which  to  give  the  contents  in  full,  but  insistence  must  be  placed  on  the  complete- 
ness and  the  up-to-date  character  of  the  book,  as  evidence  of  which  the  presence 
of  a  well-illustrated  chapter  on  aeroplane  woodwork  may  be  mentioned.  The 
methods  of  using  the  universal  plane  are  very  fully  gone  into.  A  late  chapter 
gives  particulars  of  hundreds  of  different  woods. 

The  illustrations  are  particularly  good,  being  new  and  wonderfully  clear.  A 
feature  is  the  inclusion  of  about  one  hundred  "progress"  photographs  showing  the 
actual  methods  of  holding  tools.  Altogether,  the  illustrations  reach  the  astonish- 
ing total  of  wellnigh  one  thousand. 

Medium  Svo,  416  pages.      Cloth  gilt,  $2.00  net. 

Other  Volumes  In   This  Series 

FURNITURE   MAKING       R-  S.  Bowers  and  other  Designer-Craftsmen 

This  volume  contains  nearly  1,100  illustrations,  including  designs,  working  draw- 
ings and  complete  details  of  170  pieces  of  furniture,  with  practical  information  on 
their  construction. 

Medium  Svo,  416  pages.      Cloth  gilt,  $2.00  net. 

DRAWING  AND  DESIGN  FOR  CRAFTSMEN 

R.  S.  Bowers 

770  Illustrations.      Medium  Svo,  416  pages.      Cloth  gilt,  $2.00  net. 
M       DEL    ENGINEERING  — A  Guide  to  Model  Workshop  Practice 

Henry  Greenly 

With  working  drawings  of  engines,  boilers,  rolling  stock,  cannon,  electric  machines, 
etc.,  etc.     With  85  photographs  and  724  line  drawings. 

Medium  Svo,  416  pages.      Cloth  gilt,  $2.00  net. 
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Annual 
Volumes 


CHUMS  YEARLY 
VOLUME     1917-18 

Given  serial  stories  by  such  popular 
authors  as  Capt.  Frank  H.  Shaw,  D.  H. 
Parry,  S.  Walkey,  James  Oliver  Cur- 
wood,  and  scores  of  complete  stories 
by  the  best  writers,  it  is  safe  to  say 
that  the  highest  expectations  of  any 
boy  will  be  more  than  realized  in 
this  year's  volume  of  the  Boy's 
Premier   Annual. 

Stories  of  war  by  land  and  sea  and 
air,  school  stories,  detective  yarns, 
interesting  and  informative  articles; 
there  is,  in  fact,  something  for  every- 
body in  this  big  volume. 
Profusely  illustrated  with  Color, 
Half-tone  and  Line  Drawings.  Cloth 
gilt,   net,   $2.25. 


CASSELL'S 
CHILDREN'S  ANNUAL 

(Ninth    Year    of    Issue) 

This  year's  volume,  as  well  produced 
as  ever,  is  even  more  varied  and 
appealing.  A  feature  is  the  fou 
color  plates  by  Harry  Rountree, 
Mabel  Lucie  Attwell,  Florence  Mary 
Anderson,  and  Rosa  C.  Petherick. 
These  artists,  and  many  others,  have 
also  contributed  the  30  other  color 
pictures,  whilst  illustrations  are  by 
Bernard  Partridge,  Arthur  Rackham, 
C.  E.  Brock,  R.I.,  Ernest  Aris,  Hilda 
Cowham,  Frank  Hart,  etc. 
Stories  by  Dorothea  Moore,  May 
Byron,  Olaf  Baker,  Eveline  M.  Wil- 
liams, Ethel  Talbot,  and  Lilian  Gask; 
verse  by  W.  Gurney  Benham,  Felix 
Leigh,  Nancy  M.  Hayes,  Sheila  E. 
Braine,  and  others,  are  included. 
With  34  pages  of  Pictures  in  Full 
Color,  and  a  large  number  of  Black- 
and-White  illustrations.  Cloth,  gilt 
edges,  $1.50  net;  picture  boards,  $1.00 
net. 


LITTLE   FOLKS 
CHRISTMAS  VOLUME 

This  is  the  completest,  most  all-round 
volume  for  the  average  juvenile.  For 
younger  ones  there  is  the  profusely 
color-illustrated  section  "For  Very 
Little  Folks."  For  the  older  ones 
there  are  numerous  school  and  other 
stories,  the  invaluable  Nature  and 
Library  Clubs,  the  Hobby  Pages, 
Competition  Corner  and  Editor's  Den, 
into  which  readers  are  enticed. 
The  serials  include  "With  Blade  and 
Bow  for  England,"  a  Robin  Hood 
story,  by  D.  H.  Parry;  "Five  in  a 
Secret,"  a  boy's  school  story,  by 
Alfred  Judd;  and  a  series  of  stories 
of  Penelope  and  the  Manor  House 
School,  by  Dorothea  Moore.  Eric 
Wood  tells  some  thrilling  true  stories 
of    the    Navy. 

Profusely  illustrated.  Extra  crown 
8vo.  Cloth  gilt,  $1.50  net;  picture 
boards,   $1.00   net. 


THE   CANADIAN 
GIRL'S   ANNUAL 

(Eighth    Yeai*  of   Issue) 

This  annual  gives  just  what  appeals 
to  the  girl  of  to-day.  There  is  an 
abundance  of  stories  (school  stories 
in  particular)  by  Dorothea  Moore, 
Angela  Brazil,  Marjorie  Bowen,  Chris- 
tine Chaundler,  Doris  A.  Pocock,  Bes- 
sie Marchant,  etc.;  the  long  complete 
story,  "The  Girl  who  was  Different," 
by  Ethel  Talbot,  elucidates  a  school 
mystery. 

In  addition,  there  are  the  articles: 
"My  Favorite  Hobby";  "Gardening," 
"Nature,"  "Curio  Collecting";  "The 
Girl's  Own  Bookshelf,"  "How  to  Stage 
a  Play,"  "Doing  One's  Bit  at  School," 
"Heroes  of  the  Royal  Flying  Corps," 
"A  Girl  of  the  Time  of  Jane  Austen," 
etc. 

With  8  Color  Pictures  and  a  profu- 
sion of  other  illustrations.  Cloth  gilt, 
$1.50    net. 


THE  CANADIAN 
BOY'S   ANNUAL 

(Eighth    Year   of   Issue) 

In  the  new  volume  of  this  favorite 
annual  there  is  a  complete  20,000- 
word  story  by  Captain  Charles  Gil- 
son,  "The  Secret  Society  of  the  Map"; 
war  stories  by  Captain  F.  S.  Brere- 
ton  and  Percy  F.  Westerman;  naval 
yarns  by  Captain  F.  H.  Shaw,  Harry 
Collingwood,  and  Fleet-Surgeon  J.  T. 
Jeans,  R.N.;  school  stories  by  Rupert 
Chesterton,  Harold  Doming,  and  Al- 
fred Judd;  and  contributions  by  S 
Walkey,  D.  H.  Parry,  Harold  Avery, 
Eric  Wood,  and  S.  Andrew  Wood; 
"The  Romance  of  Empire  Building," 
by  Sir  H.  H.  Johnston;  "Daring  Death 
for  the  Pictures,"  by  F.  A.  Talbot; 
"The  Coastguard  and  His  Work,"  by 
Commander  T.  H.  Shore,  R.N.,  etc. 
With  8  Color  Pictures  and  a  profu- 
sion of  other  illustrations.  Cloth  gilt, 
$1.50  net. 


BO-PEEP 


A    Picture  Book  Annual 
for  Little  Folks 

This  popular  annual,  with  its  stories, 
verses  and  pictures,  and  the  Grand 
Painting  Competition,  will  give  un- 
bounded satisfaction  to  the  little 
ones. 

Profusely  Illustrated.  Cloth,  $1.00 
net;    Picture    Boards,   75c   net. 


TINY  TOTS 


A  Picture  Book  Annual  for 
the  Very  Little  Ones 
The  stories  are  short  and  are  told 
in  the  simplest  language,  such  as 
any  child  of  three  or  four  years  old 
can  understand.  The  babies  will  be 
delighted  by  the  simple,  strong, 
colored    pictures. 

Profusely  Illustrated,  with  Color 
Frontispiece  and  over  30  other  pic- 
tures in  color.  Cloth,  net,  60c;  Pic- 
ture  Boards,  net,  45c. 
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MY  BOOK  OF  BEST  STORIES 
FROM  HISTORY 

Retold  by  Hazel  Phillips  Hanshew 
This  book  successfully  completes  the  trio 
of  this  delightful  series,  comprising,  as  it 
docs.  a  great  many  of  the  favorite  stories 
from  British  history,  as  well  as  that  of 
other  lands  beyond  the  seas.  It  is  sure  to 
make  an  extra  appeal  to  the  child-mind  in 
the  simplicity  and  clearness  of  its  telling, 
and  has  an  additional  charm  in  the  fact 
that  it  is  educative  as  well  as  interesting, 
and  paves  the  way  for  more  serious  study 
of  this  very  necessary  subject. 
History  is  not  so  much  a  collection  of 
dates,  as  we  used  to  believe,  but  more  a 
collection  of  stories.  It  has  been  left  to 
the  author  to  show  what  a  really  fascinat- 
ing collection  of  stories  History  can  afford. 
With  12  beautiful  Full-page  Color  Plates 
by  A.  C.  Michael.  Medium  8vo,  336  pages. 
Cloth,   net,   $1.50. 

Uniform    with    the    above: 

MY  BOOK  OF  BEAUTIFUL  LEGENDS 

Retold  by  Christine  Chaundler  and  Eric  Wood 

This  volume  gathers  in  such  beautiful 
stories  as  St.  George  and  the  Dragon,  The 
Pied  Piper  of  Hamelin,  Good  King  Wences- 
las,  The  Glastonbury  Thorn,  the  legends 
of  the  Christmas  Rose,  St.  Elizabeth,  St. 
Andrew,  and  St.  David.  There  are  also 
tales  from  France,  Russia,  Japan,  and  other 
countries,  and  beautiful  stories  from  Greek, 
Roman,  and  Norse  Mythology. 
With  12  beautiful  Full-page  Color  Plates 
by  A.  C.  Michael.  Medium  8vo,  384  pages. 
Cloth    gilt,    net,    $1.50. 

MY  BOOK  OF  BEST  FAIRY  TALES 

Selected   and   Edited  by  Charles  S.  Bayne 

This  volume  contains  a  really  comprehen- 
sive selection  from  Grimm,  Andersen,  Per- 
rault,  and  the  Arabian  Nights.  In  addition, 
all  the  old  English  tales  that  are  suitable 
for  children  have  been  included. 
With  16  beautiful  Full-page  Color  Plates 
by   Harry   Rountree.      Cloth   gilt,   net,   $1.50. 

THE  "ALL  ABOUT"  SERIES 

A  splendid  series  of  original  books,  each  by 
an  Expert.  Average  length,  360  pages; 
profusely  illustrated  in  color,  half-tone  and 
line;  handsome  binding  in  cloth  gilt  and 
sundry  inks,  olivine  edges;  $1.50  net  each. 
New  Volume: 

ALL  ABOUT  ENGINES  Edward  Cressy 

With    Color   Frontispiece    and    a    profusion 

of  Photographs 
Every  normal  boy  is  interested  in  engines, 
and  wants  to  know  how  they  work;  but, 
impressed  vaguely  by  the  sense  of  latent 
power,  he  is,  nevertheless,  .bewildered  by 
the  maze  of  rods,  pipes  and  valves.  He 
needs  to  have  it  explained  to  him,  to  take 
it  to  pieces  and  to  make  experiments  with 
it.  Some  of  these  things  he  can  get  from 
■a  book  and  some  he  can't;  but,  so  far  as  a 
book  can  aid  him,  this  one  seeks  to  render 
the  proper  and  necessary  assistance. 
It  begins  with  a  description  of  the  con- 
struction and. mode  of  action  of  a  simple 
type  of  steam  engine,  involving  nothing  but 
the  bare  essentials.  The  next  two  chap- 
ters record  the  work  of  the  early  pioneers, 
followed  by  an  account  of  modern  boilers 
and   their   accessories. 

Locomotives,  marine  engines  and  pumps  are 
adequately  described.  The  section  on  in- 
ternal combustion  engines  begins  with  the 
history  of  the  gas  engine,  passing  on  to 
oil  and  petrol  engines,  the  Diesel  engine, 
and  engines  for  motor  cars  and  aeroplanes. 
The  book  contains  a  very  considerable  num- 
ber   of   diagrams    and    pictures. 


CASSELL'S  EMPIRE  LIBRARY 

FOR  BOYS  AND  GIRLS 

Each    volume   averages   320   pages,   and   con- 
tains   four    illustrations    by    leading   artists, 
reproduced    in   color.     The  books  are   bound 
in    handsome    cloth.      $1.00    net    each. 
New    Volumes: 

WITH  HAIG   ON  THE  SOMME 
1).  H.  Parry 

One  of  the  most  enthralling  books  written 
so  far  around  the  War  on  the  Western 
Front.  Full  of  vigor,  crammed  with  ad- 
venture, it  tells  the  story  of  a  young  British 
hero  who  seems  to  miss  nothing  of  what 
is    going. 

WHEN  BEATTY  KEPT  THE  SEAS 

Captain    Frank    H.    Shaw 

What  Mr.  Parry  has  done  for  the  land  war, 
Captain  Frank  H.  Shaw  has  done  for  the 
naval  war;  he  has  written  a  "ripping"  story 
round  the  fortunes  of  two  youngsters  who 
ran  the  gamut  of  all  that  can  be  experienced 
during  the  watching  of  the  coasts  of  Brit- 
ain. A  thrilling  espionage  mystery  runs 
through   the   story. 

THE  BOY'S  BOOK  OF  BUCCANEERS 

Eric   Wood 

There  is  a  romance  that  can  never  fade 
about  these  old-time  mariners  who  scoured 
the  seas  and  became  a  holy  terror  to  the 
Spaniards  in  the  West  Indies  and  the 
Pacific.  Lolonois,  Bartholomew  Portu- 
guese, Mansfield,  Morgan,  Sawkins,  Sharp, 
Davis — these  are  names  to  conjure  with  in 
the    story    of   the    sea. 

THE  HILL  OF  BROOM  e.  e.  Cewner 

There  is  something  fascinating  about  the 
Channel  Islands— or  at  least,  Mrs.  Cowper 
finds  it  so,  and  makes  her  girl  readers  feel 
it  too.  Thev  girls  are  typical  up-to-date 
English  girls,  and  their  adventures,  solving 
the  mystery  of  Guille  de  Beauvoir,  are  en- 
thralling. 

THE  GIRL'S  FAVOURITE  LIBRARY 

Each  volume  averages  300  pages  in  length 
and  has  four  to  eight  illustrations  by  lead- 
ing artists,  reproduced  in  color  and  half- 
tone. Daintily  bound  in  cloth,  $1.00  each. 
New    Volumes: 

THE  LASS  OF  RICHMOND  HILL 

Augusta   H.  Seaman 

An  American  girl  hits  upon  an  ancient 
document  hinting  at  some  mystery  in  the 
way  of  a  plot  on  the  life  of  George  Wash- 
ington. One  or  two  selected  "chums"  are  let 
into  the  secret  and  form  an  Antiquarian 
Club  to  solve  the  mystery.  Clue  after  clue 
is    unearthed,    till    the    secret    is    revealed. 

SIX  LITTLE  NEW  ZEALANDERS 

Esther  Glen 

New  Zealand  has  not  had  its  fair  chance 
with  the  story  writers.  The  author  proves 
what  a  fascinating  background  it  affords 
for  adventures! 

Six  children  are  sent  to  live  with  three 
uncles,  owners  of  a  big  sheep  station  at 
Kamahi,  in  the  south  of  New  Zealand;  and 
what  with  the  daring  adventures,  combined 
with  the  interesting  life  they  lead,  the 
story  provides  most  delightful  reading. 
New     Edition 

THE  GIRL  WITHOUT  AMBITION 

Isabel    Stuart    Robson 

Kathie,  a  breezy  young  schoolgirl,  is  a  source 
of  great  anxiety  to  her  elder  sister  and 
father,  two  ardent  followers  of  scholarship. 
But  though  Katie  lacks  ambition,  she  has 
a  decided  force  of  character  which,  in  the 
end,  is  responsible  for  the  wonderful  way 
in   which   events  evolve. 


The  House  of  Cassell 


55  Bay  Street,  Toronto 
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OLD  MAN  SAVARIN  STORIES 

BY  E.  W.  THOMSON 

With  eight   illustrations  in  colour   by  Charles   W.  Jefferys.     $1.35  net. 

Few,  if  any,  Canadian  talcs  have  been  hailed  with  such  a  chorus  of 
delight  from  critics  and  book  reviewers  of  all  English-speaking  coun- 
tries as  has  greeted  OLD  MAN  SAVARIN.  First  issued  in  1895  in 
very  modest  form  and  some  time  out  of  print,  its  popularity  could  not 
down,  and  the  inspiration  to  reprint  with  additional  new  stories  came 
to  the  present  publisher  and  the  author  apparently  simultaneously. 
London  and  New  York  enthusiastically  joined  in  producing  the  pres- 
ent beautiful  volume,  most  successfully  illustrated  by  C.  W.  Jefferys. 


We  confidently  expect  that  all  booksellers  will  join  in  taking  ad- 
vantage of  the  opportunity  which  this  volume  presents  for  not  only 
enriching  themselves,  but  doing  service  to  Canadian  literature  by 
enthusiastically  co-operating  in  the  distribution  of 

OLD  MAN  SAVARIN  STORIES. 


TORONTO 


S.  B.  GUNDY 


PUBLISHER   IN   CANADA   FOR   HUMPHREY   MILFORD 

P.S.— ORDER    PROMPTLY    TO    SECURE    SUPPLY. 


Original  English  Edition 

Nineteenth  Century  and  After 

Fortnightly  Review         Contemporary  Review 

Blackwood's  Magazine 

Quarterly  Review     Edinburgh  Review 

The  Reviews  published  in  America  by  this  Company 
are  the  original  English  editions,  printed  by  the  English 
publishers.  They  are  identical  in  every  way  with  the 
costly  English  editions,  but  are  offered  to  the  American 
and  Canadian  public  at  about  half  the  price  charged 
abroad. 

The  War  Articles 

published  in  these  Reviews  are  the  strongest  and  most 
notable  discussions  of  this  great  world-conflict  avail- 
able in  print.  In  the  most  literal  sense  these  discussions 
are    timely    and    authoritative. 

Blackwood' s  Magazine 

during  the  War  has  set  a  new  standard,  both  for  itself 
and  as  a  general  magazine.  Its  stories  and  articles  are 
of  living  interest,  and   of  rare  and   unusual  quality. 

These  publications  are  absolutely  indispensable  if 
you  would  keep  in  close  touch  with  contemporary  Eng- 
lish   thought   on   the   War. 

Canadian  Subscriptions 

Nineteenth  Century  and  After,  Fortnightly  Review,  Contempor- 
ary Review:  any  one,  $5.85;  and  two,  $10.20;  the  three,  $14.50. 
Single  copies,  50  cents.  Quarterly  and  Edinburgh  Reviews  ;  one, 
$4.65:  the  two,  $8.50.  Blackwood's  Magazine,  $3.60;  with  one 
quarterly.  $8.00 ;  with  two.  $12.00.  Single  copies  of  the  Quar- 
terlies,   $1.30   each.      Single    copies   of   Blackwood's,    35    cents. 

Leonard    Scott    Publication    Company 
249  West  13th  Street,  New  York 


PELOUBET'S 

SELECT  NOTES 

On  the  INTERNATIONAL  LESSONS 
for  1918 

Forty-fourth  Annual  Volume  of  this  Great 
Commentary 

Price  $1.25  net;  delivered,  $1.35 

Your  old  friend,  Peloubet's  SELECT 
NOTES,  is  now  ready  for  1918,  with  many 
new  and  striking  features  made  possible  by 
the    IMPROVED     UNIFORM     GRADED 

LESSONS. 

You  will  find  in  it  a  rare  combination  of  care- 
fully culled  facts,  explanations,  helpful 
comments  and  practical  suggestions  which 
will  make  the  lesson  a  pleasure  to  teach  and 
a  delight  and  inspiration  to  the  class. 

W.  A.  WILDE  COMPANY 

Rand-McNally  Bld'g.,  120  Boylston   St.,  Boston 

FOR  SALE  AT  ALL  BOOKSTORES 
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SUNDRIES 


TORONTO 


The  "Cliplox" 

The  "CLIPLOX" — a  new  invention  for  fastening 
together  two  or  more  sheets  of  paper  without  the 
use  of  metal  clips,  staples,  rivets,  or  pins. 

The  "CLIPLOX"  makes  its  own  fastening;  is  most 
economical,  neat,  light,  inexpensive  and  will  last 
a  life-time. 

No  more  lost  or  misplaced  valuable  pieces  of 
paper.  When  you  fasten  with  a  "CLIPLOX"  they 
stay  fastened  until  you  wish  to  separate  them. 

The  "CLIPLOX"  really  locks,  saves  time,  expense, 
trouble  and  35%  filing  space.  Lays  flat,  no  bumps. 

Get  a  "CLIPLOX" — there  are  a  hundred  daily  uses 
for  it  in  your  office.  Price,  $3.00. 


EASTHAMPTON  RUBBER  BANDS 

All  sizes  in  %  lb.  Boxes. 

ERIE  ART  METAL 

Waste  Baskets,  Letter  Trays,  Cash  Boxes, 
Strong  Boxes. 

IMPROVED   SUPERIOR   PAPER   FASTENERS 
SMIGEL'S  DESK  PADS 

PENCIL  SHARPENERS 

Chicago  Giant  and  Dexter. 
TRUSSELL  LOOSE-LEAF 

Memos,  Price  Books  and  Diaries. 
STANDARD  SCHOOL  CHALKS  AND  CRAYONS 
ARO-MAC  FOUNTAIN  PENS 


DIXON'S 

ELDORADO 

The  Master  Drawing 
Pencil 

Dixon's  Eldorado  represents  the 
most  scientific  achievement  in 
pencil  making.  The  leads 
have  a  perfect  balance  of 
smoothness,  strength  and  wear- 
ing quality  in  relation  to  each 
degree  of  hardness  or  softness. 

The  wood  is  the  softest,  straight- 
est-grained  aDd  most  easily  cut 
cedar  obtainable  anywhere. 

17  DEGREES:  6B,  5B,  4B, 

3B,  B,  HB,  F,  H,  2H,  3H, 

4H,  5H,  6H,   7H,  8H,  9H. 

RETAIL   10c   EACH 

DIXON'S 

SOVEREIGN 

Yellow  Finish,  Smooth  Edge. 
Pleasing  to  the  Fingers,  Strong. 
Smooth  Leads.  Made  in  Five 
Grades  Tipped  and  Six  Grades 
Untipped. 

The  Five  cent  Pencil 

for  Canadian  Dealers 

to  Push 


The     Sqvereign     will     satisfy 

?ustor 
good  profit. 


your  customers  and  give  you  a 


ALL  GOODS  ON  THIS  PAGE  STOCKED  IN  TORONTO 


y 
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A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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)AR07*\AC 


SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES' 


ARO-A\AC 


A  MMm*  D  ou  g  a  l  l  G  Cpx 


TORONTO 

OFFICE    ECONOMIES 


depressed  when  the 
thus  causing  ink  to  overflow  at  top  of 
fountain  inside  of  well.  This  flushes 
pen  with  the  proper  amount  of  ink, 
and  prevents  any  danger  of  spilling 
or    blotting. 

When  pen  is  withdrawn,  float  seals 
the  well  like  a  cork.  No  ink  can 
evaporate. 

An  easy,  natural  dip  of  the  pen  gives 
always  the  same  amount  of  clean,  fresh 
ink. 


The  Sengbusch  Self-CIosing  Inkstand 
is  the  embodiment  of  Utility — Durability 
— Cleanliness — Economy.  Cuts  ink  bills 
T.V  ,  . 

Above  illustration  shows  the  "Seng- 
busch" No.  51,  three 
inches  in  diameter,  and 
made  of  plain  glass. 
This  stand  sells  for 
$2.00 

Illustration  at  the 
right  shows  a  sectional 
view.  Centre  float  is 
pen     is     inserted. 


No.   300.      A    highly    attractive    stand 
with    pressed    glass    base,    size    5x4x1  \'< 
in.      Very   practical. 
Complete     as     illustrated $2.50 


No.   310.         Same     stand     as 
No.      300,      but      with      base 
5%x7%xl%    in.,   with   double 
pin   trays. 
Complete  as  shown.  .  . .  $3.25 


No.320,  with  two 
stands  and  pin 
tray.  Exception- 
ally well  suited  for 
teacher's  desks,  as 
it  affords  a  means 
of  keeping  both 
ordinary  and  red 
ink  at  hand. 
Complete  as  shown 
S5.25 


No.      :'2-  Cut  glass,   3    inches 

square.      Retail $2.50  "«»!  Sanitary  Moistener 

Strictly  sanitary  and  highly  efficient.  Removes  the  tempta- 
tion  to   stick   dirty   glue   on   the   tongue 51.75 

Should  be  in  the  commercial  departments  of  all  schools. 
Pupils  should  be  taught  the  knack  of  using  it  rapidly,  as  it  is 
in   quite  general   use   in   the  business   world. 


Sengbusch 

Self-closing 

Inkwell 

No.  SO 


Sectional 
View 
Center  float 
a  u  tomatically 
closes  ink  well 
air-tight  o  n 
withdrawal  of 
pen. 


Sets    Flush    With   the 
Desk 

The  principle  of  our 
school  well  is  the  same 
in  the  SENGBUSCH 
Commercial  Inkstand,  fa- 
mous throughout  the 
world. 


VUL-COTS 

Stay  Sold 

because  they  always  please  the  customer.  More 
than  that  they  bring  back  buyers  for  more 
Vul-Cots.  Selling  the  first  one  is  generally  only 
the  beginning  of  a  series  of  sales.  It's  only  a 
matter  of  a  short  trial  and  a  comparison  of 
Vul-Cots  with  old  fashioned  waste-baskets  of 
other  materials. 


V  UL-LU    1        BASKETS 

GUARANTEED  FIVE  YEARS 

Vul-Cots  are  the  only  Internationally  advertised, 
Internationally  known,  and  Internationally  recog- 
nized waste-baskets  sold  to  dealer  and  consumer 
alike  with  a  five-year  guarantee.  And  every 
Vul-Cot  has  "Vul-Cot  Waste  Baskets  guaranteed 
five  years,"  attached  to  the  bottom.  That's  the 
big  selling  point.  It  means  that  the  Vul-Cots  will 
retain  their  shape,  their  color,  their  beauty.  It 
means  a  full  measure  of  satisfaction  to  you  and  to 
your  customers.  Vul-Cots  give  a  quick  money 
turn-over  because  they  are  fast  sellers.  We  know 
that  you  can  make  a  fast  profit  on  them  as  well 
as  good  profit.  Other  dealers,  some  of  the  biggest 
in  the  country  are  doing  it,  right  now. 

Sell  Vul-Cots  because  they  stay  sold,  because  they 
keep  on  making  a  first  rate  salesbook  showing, 
because  they  do  make  money  and  good-will 
through  quality,  appearance  and  genuine  utility. 
Write  to-day  for  full  particulars  and  dealer  pro- 
position. 


ALL  GOODS  ON  THIS  PAGE  STOCKED  IN  TORONTO 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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A  Big  Fiction  Event.      The  New  Hallie  Erminie  Rives  Book 

The  Long  Lane's  Turning 

^TTNot  since  the  days  of  her  "Satan  Sanderson"  and  "Hearts  Courageous"  has  Hallie 
\\  Erminie  Rives  produced  a  novel  of  such  force  and  such  intense  human  interest  as 
-N  "THE  LONG  LANE'S  TURNING."  It  involves  a  curious  entanglement  in  human 
affairs  so  full  of  action  and  charged  with  excitement  that  hearts  beat  fast  in  sympathy 
with  the  people  who  live  in  its  pages.  We  haven't  met  a  more  interesting  combination  of 
characters  than  these  Southerners,  Sevier,  Cameron  Craig  and  Echo  Allen  in  many  a  day. 

The  years  big  story,  a  romance  dealing  with  a  vital  problem  in 
life  to-day,  of  which  the  booksellers  are  saying 


"You  have  a  strong  book — a  big  fall  seller.     You  may 
rest  assured  all  my  customers  will  buy  some." 

"I   thoroughly   enjoyed   it — an   excellent   story   dealing 
with  one  of  the  vital  questions  of  to-day." 

"The  best  Hallie  Erminie  Rives  has  written — a  story  of 
remarkable  human  interest,  worthy  of  wide  circulation." 

"It  is  all  you  claim  for  it  and  more." 

"A  gripping  love  story." — Toronto  Sunday  World. 


"Our  boys  are  very  enthusiastic  about  it." 

"Particularly  adapted  to  meet  the  tastes  of  a  very  large 
class  of  people  whose  patronage  is  most  desirable  to 
any  bookstore." 

"I  am  pleased  to  say  I  could  not  stop  until  I  had  finished 
it;  the  book  was  so  interesting,  dramatic,  pathetic,  and 
realistic." 

"A   mighty  good   story;   sort  of  keeps  one   guessing." 

"An    intensely   interesting    story." — Canadian    Courier. 


WITH  ILLUSTRATIONS  IN  FULL  COLOR.         Price,  $1.50  Net 

flflMINft    The  Biggest  of  all  War  Novels    "MTC^INft" 

^IV/lfiMil  \J      This  is  Mrs.  Humphrey  Ward's  Greatest  Book  If  J.lkJkJlll  Vf 

READY  OCTOBER  25th. 


McClelland,  Goodchild  &  Stewart,  Limited,  266-268  k£Xw.,  Toronto 
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A  Few  of  the  Good  Ones 

Quoted  below  are  a  few  only  of  the  good  things  our  list  offers  for  the  biggest 


book-selling  season  of  the  year. 
MARTIE 

By   Kathleen  Norris 

Another  of  Mrs.  Norris'  good 
sellers.  This  one  is  written 
in  characteristic  style  round 
a  girl  who  "wanted  to  live." 
In  this  she  confronted  the 
problems  which  thousands  of 
women  confront  every  year. 
Net,  $1.35 

GREEN   FANCY 

By  Geo.  Barr  McCutcheon 

McCutcheon  again,  and  dealing  with  Princes  and 
Princesses  with  their  living,  loving  and  intrigue, 
even  though  the  War  may  have  closed  the  door  to 
Graustark.  Of  course  a  rescued  Princess  with  the 
Crown  Jewels  of  a  Royal  House  of  Europe  have  a 
large  place.  Net,  $1 .  35 


CALVARY  ALLEY 

By  Alice  Hegan  Rice 

Another  book  by  the  author 
of  "Mrs.  Wiggs  of  the  Cab- 
bage Patch,"  and  with  a 
striking  title  like  the  one 
above  should  offer  particular 
opportunities  for  Christmas 
business.  Character  is  de- 
veloped as  only  Mrs.  Rice  can 
develop   it.  Net,  $1.35 


CALVARY 
ALLEY 

ALICE  HEGAN  RICE 


CAP'N   ABE,   STOREKEEPER 

By  Jas.  A.  Hooper 

Something  like  Joe  Lincoln's  stories,  some  say 
even  better.  This  one  tells  of  the  romance  of  a 
city-bred  girl  visiting  among  the  quaint  people  of 
Cape  Cod.  A  thoroughly  fresh  and  charming 
book.  Net,  $1.25 


A  GREEN  TENT 
IN  FLANDERS 

By    Maud    Mortimer 

Extraordinary  vivid  im- 
pressions of  hospital  life 
telling  of  the  experiences 
in  Italy,  Belgium  and 
France.  Characteristic 

illustrations  in  miniature 
done  by  the  author.     $1.25 


kuriM 


s 


If* 

HeartsKingdom 


THE   HEART'S 
KINGDOM 

Maria  Thompson  Daviess 
Your  customers  who  read 
"The  Melting  of  Molly,"  will 
want  this  book  by  the  same 
author.  It  is  another  of  the 
same  romantic  type  with  the 
same  entrancing  characteris- 
tics in  evidence.  $1.35 

OVER  THE  TOP 

By  Arthur  Guy  Empey 

This  is  pronounced  the  most  real  and  vivid  of  the 
War  books  yet  offered.  It  is  a  simple,  yet  true, 
and  sometimes  dread-inspiring  narrative  of  the 
author's  experiences  in  the  trenches.     Net,  $1.50 

THE  SHELL 

By  A.  C.  Stewart 

A  dozen  of  this  book  in  your 
window  will  be  sure  to  promote 
sales.  It  is  as  near  a  reproduc- 
tion as  can  be  made  on  paper  of 
an  "eighteen  pounder,"  in  size, 
shape  and  coloring.  Character- 
istic matter  with  page  head  il- 
lustrations. 75c 

MRS.   ALLEN'S 
COOK   BOOK 

You  have  heard  of  the  Westfield  Pure 
Food  Movement.  Never,  previously,  has 
a  cook  book  represented  this.  Here  it 
is,  however.  Mrs.  Allen,  -who  has  compiled  this,  is  one  of 
the  world's  greatest  living  authorities  on  the  subject.  The 
book  is  large  12mo.,  with  memorandum  sheets  for  favorite 
recices,  and  envelope  pockets  for  clippings.  Splendid  illus- 
trated. Net,  $2.00 

GREEN  TRAILS 
AND  UPLAND 
PASTURES 

By  Walter  Pritchard  Eaton 

Mr.  Eaton's  descriptive  abil- 
ity need  not  be  dealt  with. 
This  is  a  book  which  will  be 
beloved  by  those  who  like  the 
open  places  and  the  quiet  of 
the  country-side.  Beauti- 
fully illustrated.      Net,  $1.60 

We  expect  to   publish  late  in  the  FaV 

ALL    IN    IT— "Ki  Carries  On" 

By  Ian  Hay 

A   sequel   to    the   big-selling    "The   First   Hundred   Thousand.' 
This   will  offer  another  unusual  opportunity. 


WILLIAM   BRIGGS 

PUBLISHER  TORONTO 
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Grace  S.  Richmond 

"The  Novelist 
of  the  Home" 

has  written  two  new  books  which  are  published 
this  Fall.  Think  back  over  Mrs.  Richmond's 
previous  books  and  their  sale  records,  and  you 
will  realize  what  this  means.  For  here  is  an 
author  with  a  large  and  loyal  public  which 
grows  with  each  new  volume  from  her  pen. 


RED  PEPPER'S  PATIENTS 

brings  back  that  ever  popular  character,  "Red  Pepper  Burns"  —  Dr.  Red 
Pepper  of  the  sunny  smile  and  the  flaming  hair  and  the  understanding  of 
human  hearts.  "Red  Pepper  Burns,"  the  original  Red  Pepper  story,  pub- 
lished in  1911,  passed  the  200,000  sales  mark  last  month.  That  is  an  in- 
dication of  Red  Pepper's  popularity.  And  now  he  is  back  in  a  delightful 
novel  centering  around  a  hospital  romance,  and  introducing  some  new  and 
interesting  people.  (First  printing,  17,500.  Another  large  edition  coming 
soon.     Frontis.,  Net,  $1.35). 


THE  WHISTLING  MOTHER 

This  is  the  gift  book  of  war-time.  In  reading  it  the  reader  knows  that  he 
is  getting  a  page  from  the  history  of  one  who  has  sent  a  relative  to  some 
place  in  France  or  Flanders. 

To  the  mothers  of  Canada  this  book  should  come  as  a  clarion  call.  It  shows 
how  a  woman  can  make  it  less  hard  for  her  boy  to  set  off  for  war.  Cloth. 
(Net,  50c). 


McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  .*.  266-268  King  Street  West  .\  TORONTO 
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Three  exceptionally  fine  books  that  Canadian 
booksellers  should  sell  in  a  big  way  this  Fall  and 
for  Christmas  Trade. 


THE 


MASK 


By  Florence  Irwin 

This  big  story  of  New  York 
society  life  adds  still  further  to 
the  fame  justly  gained  by 
Florence  Irwin  with  her  previ- 
ous novels.  Miss  Irwin  in  this 
new  book  has  written  a  story 
that  rings  true  and  we  recom- 
mend it  highly  to  the  retail 
booksellers  as  a  book  for  them 
to  place  in  the  hands  of  their 
best  customers — the  men  and 
women  who  appreciate  an  all- 
round  good  novel — a  tale  really 


worth  reading. 


$1.40 


CINEMA 
MURDER 

By  E.  Phillips  Oppenheim 

Oppenheim's  novels  are  always 
"best  sellers."  Every  book- 
seller knows  that  and  the  con- 
tinued demand  for  all  his 
stories  is  ample  proof  that  an 
Oppenheim  novel  is  one  for 
booksellers  to  start  off  with  in  a 
big  way. 

Oppenheim  has  written  nothing 
more  exciting  than  "The 
Cinema  Murder."  It's  a  great 
story  for  men  and  a  book  that 
sells  to  men  is  always  enjoyed 
by  women  as  well.  Get  behind 
this  book  with  your  best  efforts 
for  Fall  and  Christmas. 

$1.35 


FAMILIAR   WAYS 

By  MARGARET  SHERWOOD 
Author  of  THE  WORN  DOORSTEP 


This  volume    is    delightfully  individual   and    in  Miss   Sherwood's 
characteristic  style,  will  sell  immediately  and  should 
be    featured    at    Christmas   time    as    a    gift    book  .   . 


$1.25 


McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  V  266-268  King  Street  West  V  TORONTO 
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QUICK   PROFITS 

Dean's  Rag  Books        Dean's  Board  Books 

Soldiers  Xmas  Post  Cards  $15.00  &  $25.00  per  1,000 

Soldiers  Calendars  (Comic  Pen  Rack  and  Calendar)  $2.00  doz. 

(fcOC.OO     Assortment    Xmas     Cards    (Booklets)     (fcOC-OO 
q>ZJ  $1.00  per  100  to  $10.00  per  100         <P^J 

Includes  Post  Cards,  Christmas  and  New  Year's,  $5.00  per  1,000  to 

$25.00  per  1,000. 
Includes  Tag  and  Seal,  Cartons,  100  for  $4.50. 
Includes  Tag  and  Seal.  (  Uossy  Envs.,  100  for  $3.50. 

We  carry  in  stock  XMAS  CARDS,  POST  CARDS,  XMAS  TAGS  and  SEALS,  HIGH-GRADE 


XMAS  PAPETERIES,  TOY  BOOKS,  GAMES,  PUZZLES,  CREPE  TISSUE. 


MENZIES  &  COMPANY,  Ltd.  S^ont 

IMPORTERS  TOYS  AND  FANCY  GOODS— MFRS.   AGENTS  FOR  BLOTTING  PAFER 
-SEALING  WAX— SECCOT1NE-GLUCINE 


WHEN  ORDERING  ERASER  RUBBERS 

,  SPECIFY   THE 

'Cb&nee-  British  made  brand 

AND   SUPPORT  THE   INDUSTRY   AND  CAPITAL  OF  THE  BRITISH  EMPIRE 


"Colonel" 
Typewriter  Erasers 


"Colonel" 
Ink  and  Pencil  Eraser 


"Colonel" 
Pencil  Erasers 


iNK^xJ^n^ 


a 


1400 

PENCIL 


«DE     IN     BRITAIN 


PENCIL 


No.  1390.     Small  Size 
No.  1400.     Medium   Size 
No.  1410.     Large  Size 


MADE    IN    BRITAIN 


Made  in  Three  Colours:  White, 
Green  and  Red. 


Made    in    Circular,    Hexagon 
and  Bevel  Shapes 

THE  "COLONEL"  GREEN  BEVEL  RUBBER  is  specially  suitable  for  use  on  Tracing 

Cloth. 
THE  "COLONEL"  ERASERS,  made  by  the  manufacturers  of  the  famous  "Colonel" 
Golf  Balls,  are  receiving  the  support  of  the  Trade  in  all  parts  of  the  world.     They 
are  acknowledged  Superior  to  the  Foreign  Made  Erasers  so  largely 
purchased  hitherto. 

ST.   MUNGO   MANUFACTURING  COMPANY,  LIMITED,  GLASGOW,  SCOTLAND 

And  at  37,  WALBROOK,  LONDON,  E.C. 
Distributors  for   Canada- — Menzies  &  Company,    Limited.   439  King  Street   West,   Toronto 
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The  most  successful  drive  ever  undertaken  in  the  toy  Held.     It  means  I >i^,.L2,<T  business  for 
everybody  nil  along  the  line.    Remember  the  slogan  oT  this  Gilberl  Toy  Eight  Drive- 

"Big  Profits,  Rapid  Turnovers,  Liberal  Service.  Iniineiise  Advertising."     -Join  the  proces- 
sion and  he  at  the  finish  next  Christinas  for  the  prize-winning  stakes. 


READY  FOR  ACTION! 

UNIQUE   DEMONSTRATIONS  NEW   MODELS  FINE   STORE    DISPLAYS 

BETTER   BOY  FEATURES  THAN  EVER 
No  increase  over  the  1916   Nationally  Advertised  Retail  Prices. 

ATTRACTIVE  NEW  FEATURES: 


ERECTOR 
ELECTRICAL  SETS 
TELEGRAPH  SETS 
ELECTRICAL  MOTORS 
CHEMISTRY  OUTFITS 

SUBMARINES 
MECHANICAL  TOYS 

MACHINE  GUN 

PUZZLE   PARTIES 

NURSES  OUTFITS 

MAGIC   SETS 

KIDDIKINS 

BRIK-TOR 


1.  THE  MASTER     ENGINEER    SET. 

2.  THE  BIG    THREE-SECTION    GEAR    WHEEL. 

3.  THE  GIANT    SQUARE    GIRDER. 

4.  THE  COMBINATION     CROWN     PULLEY. 

5.  THE  MITER    GEARS. 


6.  THE  CHAIN    DRIVE. 

7.  THE  BELT    DRIVE. 

8.  THE  SMALL    CROWN    PULLEY. 

9.  THE  TWELVE-TOOTH    GEAR    WHEEL. 


MENZIES  &  COMPANY,  LIMITED 

439  King  Street  West,  Toronto,  Ontario 

Canadian   Representatives   for  The  A.   C.   Gilbert   Co.,    New   Haven,    Conn.,   U.K. A. 
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An  Ideal  Christmas  Picture 

JESSIE  WILLCOX   SMITH'S    MOST 

NOTED    OF   MODERN    PAINTINGS 

OF  MADONNA  AND   CHILD 

This  artist  has  achieved  an  enviable  position  as  an 
interpreter    of    child    life. 

Art  critics  have  pronounced  this  picture  to  be  the 
finest    of    modern    Madonnas. 

You  will  find  that  it  will  be  a  big  seller  this  Christ- 
mas. Order  an  adequate  stock  now  so  as  to  be  sure 
of   getting   them. 

Size  23x28  inches.  The  colorings  are  accurate  repro- 
ductions  of  the   original   painting. 

Printed    on    heavy   coated   paper   ready   for   framing. 

RETAILS   AT  $2.50 

This  is  only  one  of  the  big  sellers  in  the  Cosmopolitan 
prints  which  include  the  best  work  of  these  noted 
artists: — 

HARRISON  FISHER 

HOWARD  CHANDLER  CHRISTY 

C.  COLES  PHILLIPS 

JESSIE* WILLCOX  SMITH 

EMILE  BENSON  KNIPE 

PENRYN  STAN LAWS 

The  Cosmopolitan  Covers 

Among  the  very  best  sellers  in  pictures  are  the  re- 
productions of  the  fine  pictures  appearing  each  month 
on  the  cover  of  the  Cosmopolitan  Magazine.  They  are 
printed  on  exceptionally  fine  stock  and  retail  at 
20c   EACH.     Size    11x14   inches 

Feature  the  exceptionally  fine  September  and  October 
pictures  by  means  of  a  window  display.  This  will  make 
a  big  hit  and  bring  you  good  business.  Get  the  latest 
catalogue  of  Cosmopolitan  prints.  It  illustrates  more 
than    130   pictures  -by   the   artists   named   above. 

THESE  PICTURES  ARE  BIG  SELLERS 
FOR   SOLDIERS'  CAMPS. 

A.  R.  MacDougall  &  Co.,  Limited 

266  King  Street  West,  Toronto,  Canada 


138       Reflections 


137      Caught  Napping 


The  Best  Fall  Novels 


H.  G.  Wells'  New  Novel 

The  Soul  of  a  Bishop 

(Now  Fifth  Edition) 


"As  brilliant  a  piece  of  writing  as  Mr.  Wells 
has  ever  offered  the  public  .  .  .  enter- 
taining from  beginning  to  end." — N.  Y.  Sun. 
"An  era-making  book,  vital  and  compelling." 
— Brooklyn  Eagle.  $1.50 


Upton  Sinclair 's  New  Novel 

King  Coal 

(Noiv  Fourth  Edition) 


"Better  than  'The  Jungle,'  progresses  swiftly 
with  many  dramatic  situations  and  a  con- 
stant flow  of  incidents." — N.Y.  Times.  "Un- 
doubtedly impressive,  a  masterly  delinea- 
tion."—N.Y.   Tribune.  $1.50 


Hamlin  Garland's  New  Book 

A  Son  of  the  Middle 
Border 


(Now  Second  Edition) 

"An  autobiography  that  ranks  with  the  very 
greatest  in  literature.    ...   An  unexampled 
book." — William  Dean  Howells.     "Will  hold 
a  permanently  conspicuous  place  in  Amer- 
ica's and  the  whole  world's  autobiographical 
literature." — N.Y.  Tribune     Profusely  illus- 
trated.       .                                                     $1.50 

A 

dice  Cholmondeley's  Remarkable  Boc 

Christine 

(Now  Seventh  Edition) 

k 

"Whether  fact  or  fiction,  Christine  is  unique 
among  all  the  books   evoked  by  the  great 
conflict." — Boston  Herald.                          $1.25 

1 

Winston  Churchill's  New  Novel 

'he  Dwelling  Place  o 
Light 

Illustrated.      $1.50 

f 

This  will  be  your  big  holiday  novel.    Part  of 
the  setting  is  laid  in  Canada. 

MACMILLANS,         Publishers,       Toronto 
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Allen's  Book  News 

OUR  LEADING  FALL  BOOKS 

FICTION 

LONG  LIVE  THE  KING,  Mary  Roberts  Rinehart         ...         -  $1.50 

TO-MORROW  MORNING,  Edith  Barnard  Delano           -  1.35 

OUR  SQUARE.  Samuel  Hopkins  Adams      -----  1.40 

NO.  13,  RUE  DE  BON  DIABLE,  Arthur  Sherbourne  Hardy                 I  -  1.35 

SETH  WAY,  Caroline  Dale  Owen 1.50 

THE  WANDERERS,  Mary  Johnston        -------  1.75 

SKINNER'S  BABY,  Henry  Irving  Dodge            ...         -  1.25 

POLLY  AND  THE  PRINCESS,  Emma  C.  Dowd      -         -                            -  1.25 

WAR  BOOKS 

THE   JOURNAL   OF   A   GERMAN    SUBMARINE   COMMANDER,   by 

Commandant  von   Forstner           ------             -.  $1.00 

CRUMPS;  The  Plain  Tale  of  a  Canadian  Who  Went,  Louis  Keene  (C.E.F.)     1.25 

AT  THE  FRONT  IN  A  FLIVVER,  William  Yorke  Stevenson          -         -  1.25 
THE  RETREAT  FROM  MONS,  by  a  member  of  the  British  General 

Staff  (with  Preface  by  Field-Marshal  Lord  French)             -  .50 

THE  SANDS  OF  FATE,  by  Sir  Thomas  Barclay           -  1.50 

TRAVEL 

JAPAN  DAY  BY  DAY,  Edward  S.  Morse,  2  Vols.        -  $7.50 

CRUISE  OF  THE  CORWIN,  John   Muir         -------  2.75 

JUVENILES 

NORTHERN  DIAMONDS,  Frank  Killie  Pollock      -----  $1.25 

THE  BELGIAN  TWINS,  Lucy  Fitch  Perkins           -----  1.25 

THE  NEWCOMERS,  Elia  W.  Peattie         ------  1.25 

ESSAYS  AND  BELLES  LETTRES 

DAYS  OUT,  Elizabeth  Woodbridge          -------  $1.25 

THE  INN  OF  DISENCHANTMENT,  Lisa  Ysaye           .         .         .         .  $1.25 

RANDOM  REFLECTIONS  OF  A  GRANDMOTHER,  Mrs.  R.  Clipston 

Sturgis .  i.oo 

OLD  CHRISTMAS,  William  A.  Bradley         -         -         -         -         -         -  1.25 

THE  ANSWERING  VOICE,  by  Sara  Teasdale           -  1.25 

(100  Love  Lyrics  by  Women) 

COMMUNITY  DRAMA,  Percy  Mackaye .50 

MISCELLANEOUS 

A  HISTORY  OF  AMERICAN  JOURNALISM,  James  Melvin  Lee         -  $2.50 

AMONG  US  MORTALS,  Franklin  P.  Adams  and  W.  E.  Hill         -         -  1.50 

(A  Volume  of  Cartoons) 

THE  LIFE  OF  JOHN  FISKE,  John  Spencer  Clark  (2  vols.)         -         -  7.50 

HOUGHTON   MIFFLIN   COMPANY,   BOSTON,   MASSACHUSETTS,   U.S.A. 


THOS.  ALLEN,  Publisher   ^^_^ 

^  *'V  215-219  VICTORIA  STREET,  TORONTO  ^  ■"*  ^ 
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THE  REAL  MOTHER  GOOSE 


$1.50 


By  BLANCHE  FISHER  WRIGHT 

177  illustrations  in  color.  32  full  page  plates,  striking  jacket. 

cover    design    by    Milo  Winter.      Acknowledged    to    be    the 

finest   Mother  Goose  on  the  market 


$1.50 


GOOSEY,  GOOSEY  GANDER  SERIES 

4  TITLES  50c.  EACH 


OUR   CHILD'S  FAVORITES 
TOMMY  TITTLEMOUSE 
POLLY  FLINDERS 
LITTLE   JACK   HORNER 


Illustrated  by  Blanche  Fisher  Wright.      Striking   Striped 
Cover  Design,  with  Inset  Colored  Picture.    Size,  9nxl2B. 
These  can   be  suppled  either  from  Toronto  or  to  direct 
import  from  Chicago. 

For  other  Rand,   McNally  &  Co.  Publications 
Write   for  Special  Catalogue. 


L 


m  THOS.  ALLEN,  Publisher 
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THE  BOOK 
of  BIG 

OPPORTUNITY 
for  CANADIAN 
BOOKSELLERS 

"NEXT 
of  KIN" 


NELLIE  L.  McCLUNG 


9f 


^ 


Or,  "THOSE  WHO  WAIT  AND  WONDER 

By  NELLIE  L.  McCLUNG 

Ready  October  27th,  1917    $1.50 


The  stories  and  sketches  in  this  book  give  a  remarkably  clear  and  interest- 
ing revelation  of  public  feeling  in  typical  towns  and  country  communities 
throughout  Canada,  and  show  with  telling  effect  not  only  the  various  ways 
in  which  Canadian  men  and  women  are  doing  their  bit  in  the  war,  but  also 
their  reaction  to  war,  and  something  of  their  plans  for  a  safer  and  better 
social  organization  hereafter.  There  are  verses,  too,  compelling  and  piercing 
in  their  pathos.  The  whole  book  is  strong  and  fearless,  but  always  comfort- 
ing and  healing. 


I. 


^BOOKS  Of  MERI  . 


m  THOS.  ALLEN,  Publisher    ' 

rp  7  (goo 
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Two  Potential  Best  Sellers  for 
Fall  and  Holiday  Trade 


Scandal 


By  COSMO  HAMILTON 

Author  of "  The  Blindness  of  Virtue"  and 
"  The  Sins  of  the  Children" 

THERE  is  no  preaching  in  Mr.  Ham- 
ilton's new  novel.  "Scandal"  is 
simply  a  .story,  a  vivid,  human  story 
of  people  doing-  the  things  we  see  going  on 
all  around  'us.  Beatrix  Yanderdyke,  the 
central  character  of  the  tale,  exercised  the 
power  of  great  wealth  and  exceptional 
beauty  with  little  restraint.  Allowed  to 
decide  her  own  comings  and  goings,  the 
self-willed  girl  ran  her  head  into  the  noose 
of  a  most  hazardous  situation.  Scandal 
was  whispered  and  Beatrix  had  to  meet  the 
anger  of  her  family.  Then  Pelham  Frank- 
lin's appearance  gave  Beatrix  the  chance 
to  save  her  face  by  perpetrating  the 
crowning  audacity  of  her  career.  "Play 
up,"  she  whispered,  "oh  please  play  up!" 
and  then  announced  her  secret  marriage 
lo  him.  Franklin  played  up — but  in  a 
most  surprising  manner,  for  he  was  deter- 
mined lo  teach  Beatrix  a  lesson.  He  at 
once  acknowledged  her  as  his  wife  and,  to 
her  dismay,  proceeded  to  treat  her  accord- 
ingly. How  the  situation,  after  many 
complexities,  works  out  to  a  final  happy- 
ending  i-  told  in  a  thoroughly  enjoyable 
story. 

Illustrations  by  Richard  Culter 
$1.50  net 

NOW  READY 


THE 

INDIAN  DRUM 


By  WILLIAM    MAC   HARG   and 
EDWIN  BALMER 

Authors  of  "  The  Blind  Man's  Eyes" 

THIS  mystery  story  of  the  Great  Lakes 
is  even  more  engrossing  than  "The 
Blind  Man's  Eyes,"  by  the  same 
authors,  which  has  attained  a  tenth  print- 
ing. The  scenes  are  laid  principally  in 
l»resent-day  Chicago,  and  the  novel  is 
based  on  a  legend  that  near  the  northern 
end  of  Lake  Michigan  a  sound  like  the 
booming  of  an  Indian  drum  is  heard 
whenever  the  lake  takes  a  life.  But  when 
the  new  steel  freighter*  "Miwaka"  with 
twenty-five  souls  on  board  went  down  in 
1895  the  drum  beat  only  twenty-four. 
Years  after  there  came  to  Chicago  from  a 
small  western  town  Alan  Conrad,  who  had 
grown  up  to  manhood  in  ignorance  of  his 
birth  and  parentage.  He  was  told  that 
he  was  the  son  of  Benjamin  Corvet,  the 
head  of  the  big  Chicago  shipping  firm  of 
Corvet.  Sherrill  &  Spearman,  but  Corvet 
had  mysteriously  disappeared,  following 
a  quarrel  with  his  junior  partner.  Spear- 
man, just  before  young  Conrad's  arrival. 
This  is  the  prelude  to  a  series  of  surprising 
incidents  which  hold  the  reader  spell- 
bound, until  the  mystery  of  Conrad's 
birth,  Corvet's  disappearance,  and  the  part 
Spearman  plays  in  the  drama  are  revealed. 
There  is  a  conflicting  love  interest  which 
adds  to  the  romantic  features  of  this  most 
fascinating  narrative. 

Frontispiece  by  W.  T.  Benda 
$1.40  net 

NOW  READY 


THOS.  ALLEN,  Publisher  ,^IP 
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To  Help 
Your 

Christmas 
Sales 


TI1K  very  besl  sort  of  a 
Christmas  sales  boos 
for  Canadian  Booksellers 
and  Stationer-  will  be  this  year's 
Holiday  Gift  Announcements. 
A-  was  the  case  lasl  year,  these 
announcements  will  form  a  sec- 
tion of  the  November  issue  of 
'BOOKSELLEB  \xi»  Station  1:1;" 
and  will  be  reproduced  in  the 
Christmas  colors  of  red  and 
green. 

This  section  will  comprise  at 
least  sixteen  pages  and  will  be 
sold  in  separate  form  in  quanti- 
ties of  from  100  copies  up,  to 
retail  booksellers'  and  stationers, 
for  distribution  by  mail  or 
otherwise,  among  their  best  ens- 
tomers  to  promote  Christmas 
sales. 

Set  forth  in  these  pages  will  he 
the  most  important  books  of  the 
season  suitable  for  Christmas 
selling  as  well  as 

Art  Publications 

Holiday  Papeteries 

Gaines,  Toys  and 
Toy  Books 

Leather  Goods,  Etc. 

The  panel  reproduced  herewith. 
with  the  heading  "Books  for 
i  Ihristmas"  is  a  sample  of  the 

reading  matter  that  will  appear 
in   a   column   on    each    page   in 


Books 

for 

Christmas 

'  There  are  available 
this  year  a  particular- 
ly fine  array  of  books 
suitable  for  holiday 
gifts,  both  in  point 
of  attractive  bindings 
and  the  merit  of  their 
contents.  These  vol- 
umes cover  the  widest 
conceivable  range  of 
s  u  1)  j  e  cts,,  affording 
titles  particularly 
adapted  to  the  tastes 
and  tendencies  of  any 
man,  woman,  boy  or 
girl. 

Make  this  a  Book 
Christmas. 


keeping  with  the  books  and 
other  goods  which  w  ill  be  ad- 
vertised in  this  section.  This 
reading  matter  will  he  embel- 
lished with  Christmas  cuts  and 
holly  border,  The  reading  mat 
ter  itself  wiH'be  useful  to  retail- 
er- for  reproduction  in  their 
new -paper  adverl  isements. 

This  feature  is  going  to  help 
sales  in  these  bookstores. 

Orders  for  many  hundreds 
copies   have   a  1  r  e  a  d  y   h  e 

hooked. 

How  about 
your  order? 

We  want  to  Urge  yon  strongly 
to  take  advantage  of  this  un- 
usual opportunity.  To  get  a 
Christmas  announcement  of 
this  size  independent  of  this 
club  offer  would  mean  a  cost  to 
yon  of  ten  times  the  prices  we 
quote  to  yon  here: 

..  $2.50  PER  lOO^COPlES 

50c  per  hundred  extra  with  your 
name  and  address  printed  on  title 
page. 


FILL  OUT  AND  MAIL  THIS  ORDER 


Date. 


1917. 


Bookseller  and  Stationer, 

143-153  University  Ave.,  Toronto.  Canada. 

Book  our  order  for copies  of  your 

Holiday  Gift  Announcements   (16  pages  or  over)   as  in  the  November, 
1917,  issue  of  Bookseller  and  Stationer,  at  $2.50  per  hundred  copies. 


For  50c  per  100  copies  extra 
name  and  address  will  be  print- 
ed on  outside  cover.  If  this  is 
desired  put  an  X   in  this  square. 


Name. 


L 


□ 


Address. 
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THE   DEFINITE  OBJECT 
By  Jeffery  Farnol 
Cloth,  $1.40  Net 
KLEATH 

By  Madge  Macbeth 
Illustrated,  Cloth,  $1.35 
WE    CAN'T    HAVE    EVERY- 
THING 

By  Rupert  Hughes 
Cloth,  $1.50 
THE  INNOCENTS 

By  Sinclair  Lewis 
Cloth,  $1.25  Net 
HERSELF,  HIMSELF  AND 
MYSELF 

By  Ruth  Sawyer 
Cloth.  $1.35  Net 
GREAT  POSSESSIONS 
By  David  Grayson 
Cloth.  $1.50:  Leather,  $1.75 
WHERE  YOUR  TREASURE  IS 
By  Holman  Day 
Illustrated.  Cloth.  $1.50 
ENCHANTED  HEARTS 
By   Darrach   Aldrich 
Cloth   $1.35 
THE  LUCK  OF  THE  IRISH 
By  Harold  MacGrath 
Cloth,  $1.50 
THE  HIGH  HEART 

By  Basil  King 
Illustrated,  Cloth,  $1.50 
THE  ABANDONED  ROOM 
By  Wadsworth  Camp 
Illustrated.  Cloth.  $1.35 
LAUGHING  BILL  HYDE 
Bv  Rex  Beach 
Cloth.  $1.50 
•ARNASSUS  ON  WHEELS 
By  Christopher  Morley 
Cloth.  $1.25 
RANNY 

Bv  Howard  Brubaker 
Illustrated.  Cloth.  $1.40  Net 
)ONALD  AND  HELEN 
By  R.  W.  Camobell 
Cloth,  $1.35 
VANGUARDS  OF  THE 
PLAINS 

By  Margaret  Hill  McCarter 
Illustrated,  Cloth,  $1.40  Net 


HOW  COULD  YOU,  JEAN? 
By   Eleanor  Hoyt  Brainerd 
Illustrated,  Cloth,  $1.35 
THE  TALE  OF  A  TANK 
By  Harold  Ashton 
Cloth,  $1.25 
THE  TRIUMPH 

Will  N.  Harben 

Cloth,  $1.40  Net 

THE  TREASURE  TRAIN 

Arthur  B.  Reeve 

Cloth.  $1.35  Net 

ON  THE  EDGE  OF  THE  WAR 

ZONE 

By  Mildred  Aldrich 

Cloth,  $1.25 

THE  FLAG:  ITS  ORIGIN  AND 

MEANING 
By  C.  P.  Band  and  E.  L.  Stovel 

Flexible  Linen,  25c  Net 

THE  RUSSIAN  REVOLUTION 

Isaac   Don   Levine 

Illustrated,  Cloth,  $1.00  Net 

AMERICA  AT  WAR 

By  Prof.  W.  F.  Osborne 
Cloth,  $1.25 
LLOYD  GEORGE:  THE  MAN 
AND  HIS  WORK 

By  Frank  Dilnot 
Cloth,  $1.00  Net 
KITCHENER  AND  OTHER 
POEMS 

By  Robert  J.  C.  Stead 
Cloth,  $1.00  Net 
THE   PATH   ON    THE   RAIN- 
BOW 

By  George  Cronyn 
Cloth,  $1.50 
RHYMES  OF  OUR  HOME 
FOLKS 

By  John  D.  Wells 
Illustrated,  Cloth,  $1.30  Net 
DREAMS  AND  IMAGES 
By  Joyce  Kilmer 
Limp   Leather,  $1.50 
THE  PRINCE  AND  THE 
PAUPER 

Mark  Twain 
Illustrated,  $2.50  Net 


^  / 


THE  STORY  OF  A  COUNTRY 
TOWN 

By  E.  W.  Howe 

Illustrated,  Cloth,  $1.50  Net 
ALLIES  IN  ART 
96   Plates   in   Colour  and   Black 
and  White 
Price,  $5.00 
MARK  TWAIN'S  LETTERS 
By  Mark  Twain 
Two  Vols.,  $3.50  Net 
FURTHER  MEMORIES 
By  Lord  Redesdale 
Cloth,  Gilt    $6.00 
DIPLOMATIC  DAYS  IN 
MEXICO 
By   Edith   O'Shausrhnessy 
Illustrated.  $2.00  Net 
THE  STORY  OF  ST.  PAUL'S 
LIFE  AND  LETTERS 
By  J.  Paterson  Smvth,  B.D. 
Cloth.  $1.10 
UTOPIA  OF   USURERS 
By  Gilbert  K.  Chesterton 
Cloth.  $1.25 
EVERY  MAN  HIS  OWN 
UNIVERSITY 

By  Russell  H.  Conwel 
Cloth.  $1.00  Net 
EVERYMAN'S  CHEMISTRY 
By  Elwood  Hendrick 
Cloth.  $2.00  Net 
PETER:    DADDY'S    BOY    and 
MOTHER'S  LITTLE  MAN 
Bv   Lilian  Chessman 
Illustrated.  $1.25 
A  CHILD'S  YEAR-BOOK  OF 
VERSES 

By  Ruth  Sawver 

Illustrated.  Cloth.  75c 

INDIAN  LEGENDS  IN 

RHYME 

By  Grace  and  Karl  Moon 

Illustrated  in  Colour.  $1.50  Net 

MUSSON'S   WONDER   BOOK 

OF  FAIRY  TALES 

Illustrated  in  Colour  and  Black 

and  White 

Price,  $2.00  Net 

JOHN  MARTIN'S  ANNUAL 

Price,  $1.25 


TT        i\\r\     Tw»orlt»     When  in  Toronto  visit  our  permanent  Sample  Room 
J.O     IIlC     lidQc     displaying  the  Best  Books  of  over  eighteen  publishers 

THE  MUSSON  BOOK  CO.,  LIMITED 

Publishers  -  -  TORONTO 


^^■■H^H^MH 
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Bookseller  &  Stationer 


AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXIII. 


OCTOBER,  1917 


No.  10 


IN  THIS  ISSUE 

Some  Goods  to  Feature  for  Christmas 

Growing  Demand  for  Moving  Picture  Periodicals 

West  Strikes  Its  Old  Stride 

Opportunities  in  the  Office  Equipment  Field 

Something  New  for  the  Cardwriter 

Something  About  the  New  Toys 

How  Business  Magnates  Get  Through  the  Day 

Possibilities  of  Musical  Merchandise 

Final  Preparations  for  Chicago  Convention 

The  Best  Selling  Books  of  the  Month 

Buying  Books  for  Montreal  Public  Library 
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AN  OPPORTUNITY  OF  A 
GENERATION 


The  Publication  Date 

of  the  New 


■Hodist 
fymn 
Book 


Ifletljodist 
fyymn  Book 


Methodist  Hymn  Book 

has  been  announced  for 

OCTOBER  31st 


This  means,  Mr.  Bookseller,  that  all  the  Methodist 
people  in  your  territory  will  want  to  buy  new  Hymn 
Books  within  a  few  weeks  following  this  date.  Are  you 
preparing  to  take  advantage  of  the  splendid  and  unusual 
opportunity  this  offers? 

Think  of  the  thousands  of  Methodists  who  will  pur- 
chase fine  editions  of  the  new  Hymn  Book  for  Christ- 
mas Gifts. 


EDITIONS  AND  PRICES 


WORDS  EDITION 

NONPAREIL 

Bindings                                                       Retail  Price 

No.  1,  cloth,  red  edges $  .40 

No.  1A,  paste  grain,  limp,  red  edges 1.00 

No.  IB,  morocco  grain,  limp,  red  edges  . . .  1.00 
No.    1C,   morocco   grain,    yapp,   red   under 

gold  edges    1.25 

No.  ID,  morocco  grain,  padded,  red  under 

gold  edges 1.25 

BREVIER 

Bindings  Retail  Price 

No.  2,  cloth,  red  edges $  .60 

No.  2A,  paste  grain,  limp,  India  paper,  gold 

edges 1.50 

No.  2B,  morocco  grain,  yapp,  India  paper, 

red  under  gold  edges 1.7b" 

BOURGEOIS 

Bindings  Retail  Price 

No.  3,  cloth,  red  edges $  .80 

No.  3A,  paste  grain,  limp,  gold  edges  ....  1.50 
No.   3B,   morocco   grain,   yapp,  red   under 

gold  edges ' ■ 1.50 


SMALL  PICA 

Bindings  Retail  Price 

No.  4,  cloth,  red  edges $1.00 

No.  4A,  paste  grain,  limp,  India  paper,  gold 

edges 2.50 

No.  4B,  morocco  grain,  yapp,  India  paper, 

red  under  gold  edges 2.50 

MUSIC  EDITIONS 

POPULAR 

Bindings  Retail  Price 

No.  5,  cloth,  red  edges $1.50 

No.  5A,  paste  grain,  limp,  gold  edges  ....  3.50 
No.    5B,   morocco   grain,   yapp,   red   under 

gold  edges 3.50 

No.  5C,  morocco,  grain,  yapp,  India  paper, 

red  under  gold  edges 4.00 

PULPIT  AND  ORGAN 

Bindings  Retail  Price 

No.  6,  cloth,  red  edges $3.00 

No.  6A,  paste  grain,  limp,  gold  edges 5.00 

No.  6B,  paste  grain,  limp,  India  paper,  red 
under  gold  edges    


6.00 


If  you  have  not  ordered  or  want  further  information,  Write  us. 

WILLIAM  BRIGGS 

PUBLISHER 
TORONTO,  ONTARIO 
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Editorial   Chronicle  and  Comment 


PLANNING  FOR  CHRISTMAS  TRADE 

IN  this  issue  will  be  found  a  number  of  articles 
covering  different  classes  of  merchandise  suitable 
for  holiday  selling.  The  idea  is,  not  to  present  a  com- 
prehensive series  of  articles  in  this  one  issue,  embrac- 
ing all  goods  that  may  .successfully  be  exploited  by 
booksellers  and  stationers — there  is  such  an  innum- 
erable variety  of  items  that  could  be  so  treated,  that  it 
would  be  almost  a  physical  impossibility  to  do  any 
such  thing — but  to  offer  a  few  suggestions  which,  we 
are  sure,  will  be  adopted  by  many  retailers,  and  to 
them  we  would  say,  extend  your  efforts  toward  simi- 
lar specialization  with  other  goods  as  well,  looking 
toward  increasing  trade  generally,  in  the  coming- 
holiday  trade  season. 

It  does  not  do  simply  to  know  that  you  have  in 
stock  certain  goods  that  are  eminently  suitable  for 
Christmas  gifts,  but  prospective  customers  must 
know  that  too.  Therefore,  publicity  is  advisable  to 
thoroughly  familiarize  the  community  as  to  the 
nature  of  the  goods  carried  in  a  store.  The  windows 
are  perhaps  the  best  means  of  accomplishing  this 
purpose.  Therefore,  in  order  that  these  windows  may 
do  the  best  possible  service,  a  schedule  of  displays 
should  be  planned  well  in  advance  so  that  due  atten- 
tion may  be  paid  to  all  the  different  lines  of  mer- 
chandise in  accordance  with  their  relative  imports 
ance. 

As  with  window  displays,  so  with  other  methods 
of  publicity.  The  whole  business,  not  only  the  stock 
itself,  but  methods  of  merchandizing,  should  be  so 
organized  as  to  best  carry  out  this  general  idea. 


POOR  BOOK  TOWNS 

IN  some  towns  the  book  travelers  are  accustomed  to 
repeatedly  hear  the  same  old  complaint:  "This  is 
a  poor  book  town.    If  the  people  of  this  town  read  as 

many  books  as  do  the  people  in  A ,  we  would 

buy  as  many  books  as  the  booksellers  there  do." 

The  booksellers  do  not  for  a  moment  admit  that  it 
is  perhaps  due  to  themselves,  rather  than  to  the 
people  of  the  town,  that  the  book  sales  there  are  so 
poor.  We  submit  that  if  they  were  as  good  book- 
sellers as  the  merchants  in  the  good  book  towns  they 
cite,  their  towns,  too,  would  be  good  book  towns.   To 
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become  good  booksellers  they  should  find  out  some- 
thing of  the  methods  of  bookselling  practised  by  the 
successful  booksellers  in  question  and  instead  of 
complaining  to  the  book  travelers  they  might  well 
appeal  to  the  book  travelers  to  post  them  along  these 
lines.  The  travelers  call  upon  the  highly  successful 
booksellers  as  well  as  those  whose  book  business  is 
below  par  and  they  can  help  the  latter  by  telling 
them  how  the  former  do  things. 


THE  PAPER  THAT  IS  NOT  WANTED 

THE  Montreal  Daily  Mail  has  suspended.  It  is  a 
class  of  paper  which  should  never  have  come 
into  existence.  It  has  been  financed  to  a  great  extent 
— if  not  entirely — by  contributions  from  Montreal 
financiers.  When  will  financiers  learn  that  such  a 
policy  is  very  unfair  to  the  legitimate  old-established 
publications?  They  create  unnecessary  and  often 
nasty  competition  and  are  seldom  successful.  In 
most  cases  where  a  rich  man  gives  money  to  establish 
or  help  a  newspaper  it  can  be  put  down  to  vanity,  or 
to  serve  some  ulterior  object.  There  are,  of  course, 
some  exceptions.  Sir  Joseph  Flavelle  sunk  nearly 
half  a  million  trying  to  put  The  Toronto  News  on  its 
feet.  He  had  the  money  made  in  a  fortunate  invest- 
ment outside  of  his  business.  He  decided  to  give 
that  money  for  the  public  good,  and  he  tried — with 
the  aid  of  an  equally  public-spirited  man,  Sir  John 
Willison — to  make  The  News  a  University  for  the 
masses,  and  it  was  conducted  strictly  tin  these  lines. 
The  same  cannot  be  said  of  The  Montreal  Mail. 

It  is  rather  an  interesting  coincidence,  that  M.  E. 
Nicholls,  the  promoter  and  conductor  of  The  Mail, 
prepared  a  report  on  the  Newspaper  Postal  Situation 
in  Canada.  He  singled  out  trade  and  technical 
papers  for  attack,  saying  they  should  not  be  allowed 
newspaper  postal  rates  as  they  were  of  no  public 
service.  When  the  public  were  telling  Mr.  Nicholls 
his  spoon-fed  product  was  not  wanted,  the  public  of 
Canada,  the  United  States,  Great  Britain,  Australia 
and  India,  as  represented  by  their  Governments  were 
calling  on  the  trade  and  technical  editors  and  show- 
ing them  that  their  papers  were  indispensable  in 
these  times  of  stress. 


Some   Goods  to    Feature   for   Christmas 

Suggestions  That  May  be  Profitably  Adopted  by  Retail  Booksellers  and  Stationers. 


OFFICE   SPECIALTIES 

Associating  office  supplies  with  Christ- 
mas suggests  a  variety  of  articles  suitable 
as  gifts.  Some  of  these  are  dealt  with  in 
a  special  way  elsewhere  in  this  issue,  but 
the  point  which  it  is  desired  to  bring  out 
here  is  that  office  specialties,  as  a  whole, 
afford  a  wide  choice  of  articles,  particu- 
larly suitable  as  gifts  for  business  men. 

This  idea  might  be  acted  upon  by  get- 
ting together  such  articles  and  making  a 
special  display  of  them.  There  will,  of 
course,  be  a  big  demand  by  different 
classes  of  goods  for  space  in  the  windows. 
Window  displays  certainly  do  constitute 
about  the  most  effective  of  all  publicity 
means,  but  the  same  class  of  goods  can- 
not always  be  in  the  window,  so  what 
about  the  time  when  these  office  special- 
ties, as  well  as  many  other  lines,  are 
blocked  from  window  display?  The  thing 
to  do  is  to  have  good  counter,  table  or 
showcase  displays  inside  the  store,  chang- 
ing these  arrangements  frequently  and 
freely,  introducing  suggestive  show  cards 
and  price  cards. 

For  instance,  one  of  these  show  cards 
might  have  this  wording: 


GIFTS  FOR  MEN 

A  Variety  of  Office  Specialties 
to   Please  the    Business   Man 

USEFUL  ARTICLES  ARE 

MOST  APPROPRIATE  IN 

WAR  TIME 


It  will  be  found  that  such  methods  will 
not  only  greatly  encourage  sales,  but  will 
mean  that  less  time  will  be  taken  by  cus- 
tomers in  their  buying.  The  time  thus 
saved  will  enable  the  sales  people  to  get 
on  to  other  customers  more  promptly  and 
this  circumstance  alone  will  mean  much 
in  added  receipts  for  the  merchant. 

PENCIL  SHARPENERS 

Automatic  pencil  sharpeners  are  suit- 
able Christmas  gifts  for  business  men. 
There  are  popular  lines  selling  at  from 
$1.25  to  $5  each,  and  -all  of  these  should 
be  stocked  in  every  stationery  store 
worthy  of  the  name. 

When  the  oft-repeated  question'  ils 
heard,  "What  is  a  good  gift  for  a  man?" 
let  the  suggestion  be  an  automatic  pen- 
cil sharpener  as  being  a  common-sense 
gift. 

This  line  should  be  given  a  good  show 
in  sales  efforts  between  now  and  Christ- 
mas. The  sales  that  will  result  from 
actively   pushing   this   line   will   reach   a 


surprising  total  that  will  mean  a  mighty 
satisfactory  contribution'  to  the  total 
profits  from  Christmas  sales. 

FOUNTAIN  PENS 

Fountain  pens  at  the  popular  prices  of 
$2.50  to  $5  each  with  some  higher,  and 
a  fair  proportion  at  lower  prices  con- 
stitute one  of  the  lines  in  popular  de- 
mand for  Christmas  gifts. 

Fountain  pens  yield  a  good  profit,  and 
a  good  fountain  pen  gives  such  great 
satisfaction  to  the  user  that  there  are 
few  lines  of  merchandise  which  station- 
ers can  handle  with  greater  all  round 
benefit  to  all  concerned. 

Fountain  pens  are  easy  to  sell,  and  the 
range  in  price  is  from  a  dollar  up  to  as 
high  as  any  customer  will  care  to  spend 
for  a  gift.  In  showing  fountain  pens, 
however,  dealers  should  train  their  sales- 
people to  start  high  and  come  down  if 
necessary,  rather  than  begin  by  showing 
a  dollar  pen.  It  is  well  to  assume  that 
people  can  afford  to  buy  the  higher  pric- 
ed pens.  Even  if  they  cannot,  their 
vanity  will  be  tickled  and  that  wiil  do  the 
sale  no  harm  and  depend  upon  it  the 
deal  will  drop  lower  without  any  sug- 
gestion from  the  person  trying  to  make 
the  sale,  if  the  customer  wills  it. 

Fountain  pens  are  suitable  gifts  for 
boys  and  girls  and  for  men  and  women, 
and  not  only  is  there  great  variety  in 
prices,  but  also  in  styles,  shapes  and 
sizes. 

It  is  a  conservative  estimate  to  say 
that  every  stationer  should  sell  $50  worth 
of  fountain  pens  at  Christmas  time  for 
each  1,000  population  in  his  town  for 
community  he  serves.  If  any  stationer 
reading  this  did  not  reach  that  mark  last 
year,  he  should  determine  to  do  so  this 
year.  It  will  require  real  sales  promo- 
tion. Waiting  for  the  customers,  to 
come  won't  do.     Initiative  is  required. 

CAMERAS  AND  PHOTO  SUPPLIES 

Cameras  and  kodaks,  from  the  little 
one  dollar  Brownies  and  Buster  Brown 
box  cameras  to  machines  running  up  to 
$25,  $35,  and  even  more,  constitute  a 
good  selling  line  for  Christmas. 

As  to  photographic  supplies,  they  have 
a  special  Christmas  trade  significance  as 
well,  because  many  amateur  photograph- 
ers will  be  making  up  snapshot  albums 
for  presentation  to  friends  at  Christmas 
time.  Others  will  have  their  gifts  take 
the  form  of  calendars  on  which  photo- 
graphs will  be  mounted.  In  either  case 
they  will  use  up  a  great  deal  of  printing 
paper  and  other  essentials.  Albums  for 
amateur  photographers  will  be  in  de- 
mand, not  only  for  this  purpose,  but  may 
also  be  sold  to  people  who  are  not  them- 
selves photographers,  for  presentation  to 
their  friends  who  are  "camera  fiends." 

The  scope  of  business  to  be  done  in 
this  whole  line  is  so  wide  that  these 
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goods  should  be  among  the  most  prom- 
inently featured  and  aggressively  push- 
ed in  the  book  and  stationery  stores  be- 
tween now  and  Christmas. 

BOOK  CASES 

In  considering  the  prospects  for  sell- 
ing Christmas  gifts  of  a  variety  bringing 
a  higher  average  price  than  most  of  the 
goods  sold  in  book  and  stationery  stores, 
give  an  important  place  to  book  cases. 

The  writer  recalls  that  when  he  was 
in  the  retail  business  himself  quite  a 
good  grist  of  business  was  done  each 
holiday  season  in  selling  book  cases,  in- 
cluding some  of  the  high-price  i  variety 
with  leaded  glass  decorations. 

In  large  commercial  concerns,  fac- 
tories, etc.,  it  is  a  common  practice  to 
make  presentations  to  the  president  oi 
manager  at  Christmas  time,  and  for  this 
purpose  book  cases  may  be  suggested  as 
being  particularly  suitable.  By  making 
such  suggestions  by  means  of  advertis- 
ing in  the  newspapers,  window  cards,  or 
by  personal  introduction  of  the  subject, 
many  sales  of  bookcases  may  be  de- 
veloped. 

There  is  a  growing  number  of  goods  of 
this  class  being  sold  in  book  and  station- 
ery stores,  but  this  trade  is  still  in  its 
initial  stage  of  development  with  these 
merchants.  They  should  set  out  to  make 
a  record  of  bookcase  sales  this  autumn 
and  holiday  season,  and  it  may  be  de- 
pended upon  that  each  bookcase  sold  this 
year  will  be  productive  of  more  sales 
next  year. 

BLACKBOARDS  AND  SUPPLIES 

Sales  of  blackboards  for  school  use  are 
not  frequent  with  stationers,  but  occas- 
ionally prospects  for  their  sale  arise,  and 
quite  frequently  orders  may  be  obtained 
for  liquid  for  renewing  the  blackboards 
in  schools. 

Of  course,  there  is  a  continuously  re- 
curring demand  from  such  sources  for 
white  and  colored  blackboard  chalk, 
blackboard  erasers,  pointers,  etc. 

Small  blackboards  for  children  in  the 
home,  however,  constitute  a  line  that  are 
ready  sellers,  especially  for  Christmas, 
and  dealers  should  arrange  now  to  have 
a  goodly  stock  on  hand  for  this  year's 
holiday  trade. 

Such  accessories  as  chalks,  wax  cray- 
ons, etc.,  should  also  be  well  stocked,  and 
these  goods  suggest  other  items  which, 
while  not  used  with  blackboards,  are 
nevertheless  closely  associated  with  the 
goods  which  have  been  mentioned.  These 
items  include  painting  sets,  painting 
books  and  drawing  slates.  Now  is  the 
time  to  check  up  stock,  and  the  orders  on 
file  for  all  these  goods,  so  as  to  be  sure 
that  the  stock  of  each  will  be  adequate 
for  the  holiday  trade. 


BOOKSELLER  AND  STATIONER 


Leather  Goods  for  Christmas 

A  Line   With   Great   Possibilities   for   Holiday   Trade 
Co-operation  With  Manufacturers. 


There  is  no  doubt  but  that  stationers 
could  do  a  much  larger  business  with 
leather  goods,  particularly  ladies'  hand- 
bags and  flat  goods  for  both  ladies  and 
gentlemen  if  they  would  only  give  these 
goods  the  room  and  the  attention  they 
deserve. 

There  are  lines  which  can  be  sold 
readily  throughout  the  year  with  par- 
ticularly live  selling  seasons  for  ladies' 
handbags  in  the  spring  and  autumn  and 
at  Christmas  time. 

Just  now  Christmas  trade  is  what  we 
have  particularly  in  mind.  A  few  suit- 
able articles  of  fancy  leather  goods  lines 
are  illustrated  on  this  page.  Toilet  sets 
are  available  in  an  immense  range  of 
qualities  and  prices  to  suit  the  purse  of 
each  prospective  purchaser.  Leather 
writing  cases  are  good  sensible  gifts 
easy  to  sell.  Leather  cigarette  cases 
as  gifts  will  be  appreciated  by  most 
young  men  and  the  dealer  must  not 
lose  sight  of  inexpensive  little  articles 
suitable  for  gifts  to  boys.  The  little 
comb  case  illustrated  here  is  a  good 
example. 

Some  late  models  of  ladies  hand- 
bags are  also  shown. 

Now  as  to  display.  Dealers  should  v 
sure  to  see  that  leather  goods  get  ample 
attention  in  their  windows  between  now 
and  Christmas.  Then  inside  the  store, 
they  should  give  the  whole  line  plenty 
of  room  to  show  these  goods  off  to 
proper  advantage.  Let  people  see  them 
and  use  plenty  of  show  cards  and  price 
cards. 

Manufacturers  will  be  willing  to  sup- 


ply electros  at  nominal  cost  and  in  some 
cases  will  be  able  to  loan  electros  with- 
out cost  to  the  dealers.  These  should  be 
used  to  add  effect  to  newspaper  adver- 
tisements and  booklets  or  circulars  which 
retailers  send  out  to  advertise  their 
Christmas  goods. 

There  are  stores  in  the  larger  cities 
selling  nothing  but  leather  goods.  That 
should  be  enough  to  convince  stationers 
in  the  smaller  cities  and  the  towns  that 
this  department  can  be  developed  into  a 
most  important  and  highly  profitable 
branch   of  their  business. 


TOILET  GOODS 

An  examination  of  the  lines  shown  by 
Canadian  jobbers,  reveals  but  little  of 
newness  in  toilet  goods.  White  Parisian 
Ivory  continues  to  lead  and  is  having 
good  sales;  but  most  jobbers  report 
ebony  a  little  stronger  than  it  has  been 
the  last  couple  of  years.  A  lot  of  busi- 
ness is  being  done  in  separate  pieces, 
one  dealer  expressing  as  his  opinion, 
that  the  reason  for  this  was  that  many 
women  were  making  soldiers'  kits,  etc., 
and  using  these  articles  therein. 

New  York  reports  colored  imitation 
ivory  as  being  introduced  quite  strongly. 
These  goods  are  mostly  being  made  in 
pink  or  pale  blue,  and  are  being  used  over 
a  background  of  white,  very  often  an 
initial  or  monogram  being  cut  through 
the  top  sheet,  to  show  the  white.  The 
effect  is  said  to  be  very  attractive  and 
to  closely  resemble  enamelled  ware. 

Another  new  combination,  that  must 
be   very   handsome,   is    that   of  Tortoise 


BOOKSELLERS 
WILL  RECALL 
LAST  YEAR'S 

HOLIDAY 
GIFT  BOOK 

Announcement      Number      o  f 
November  last  year. 

This  year  this  feature  will  be 
bigger  and  better  and  will  be 
extended  to  include  other 

HOLIDAY  LINES 

Including 
Christmas  Papeteries,  Greeting 
Cards  and  Calendars,  Toys  and 
Games,  Leather  Goods,  Etc. 

SEE  PAGE  35 


shell,  laid  over  the  white  ivory,  the 
white  being  left  to  show  a  wide  border 
along  the  edge.  In  these  too  the  initial 
is  quite  often  carved  through  the  shell, 
showing  the  white  beneath. 


"The  Soul  of  Ulster"  is  the  title  of  an 
important  book  by  Lord  Ernest  Hamil- 
ton author  of  "The  First  Seven  Divi- 
sions." It  is  a  brilliantly  clever  and 
concise  history  of  the  Irish  question  as 
affected  by  Ulster. 
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A  good  idea  in  the  decorative  line  for  Christmas  in  the 
setting  of  holly  or  poinsettia  in  pots  for  use  in  stores, 
or  in  windows,  and  also  for  selling  to  private  customers 
for   house   decorations,   for   a   table    or   window. 


FANCY  GOODS  FOR  CHRISTMAS 

The  term  fancy  goods  is  one  that  may 
be  taken  to  embrace  an  almost  limitless 
variety  of  merchandise,  but  the  readers 
of  BOOKSELLER  AND  STATIONER 
will  readily  understand  how  to  apply 
what  is  said  here  to  their  own  particular 
business. 

The  merchandise  the  writer  has  in 
mind  includes  articles  of  brass  and 
other  wares  such  as  candle  sticks,  art 
china,  inkstands,  writing  sets,  art  brass 
goods,  jewel  boxes,  toilet  sets,  manicure 
sets,  brush  sets,  sewing  sets  and  work 
boxes. 

There  is  good  money  in  handling  these 
goods,  because  they  sell  so  easily  at  holi- 
day time  at  a  wider  margin  of  profit 
than  most  staple  goods. 

It  is  true  that  some  stationers  have 
had  unfortunate  experiences  in  taking  up 
the  sale  of  goods  of  this  class,  but  that 
was  their  own  fault.  They  either 
bought  inferior  goods,  bought  inadvis- 
edly or  did  not  merchandise  them  pro- 
perly. 

Those  stationers  who  have  not  put  in 
a  representative  stock  of  this  class  of 
goods  for  this  year's  Christmas  trade, 
would  do  well  to  look  carefully  into  this 
question,  and  if  they  find  that  they  can 
pay  proper  attention  to  the  sale  of 
Christmas  fancy  goods,  they  should  im- 
mediately set  about  getting  an  adequate 
supply  of  the  right  sort  of  goods. 


INDIAN    EFFECT    IN    WALLPAPER 
Vivacious    coloring    in    geometrical    patternings    showing    effective   detail 
are    prominent    in    samples    being    shown    for    1918. 


F.  W.  Grinham,  of  "The  Bookshop," 
of  Oakville,  Ont.,  besides  books  and  sta- 
tionery, sells  music  and  also  makes  a 
specialty  of  paper  patterns. 


WALLPAPER    FOR   CHRISTMAS 

Wallpaper  is  a  line  of  good  sales 
possibilities  for  Christmas  trade  and 
those  stationers  who  stock  this  line 
would  do  well'  to  play  this  up  well  in 
their  advertising  so  as  to  impress 
the  people  of  the  community  as  to  the 
suitability  of  wallpaper  for  a  Christmas 
gift  to  the  home. 

In  these  days  of  conservation  of  re- 
sources and  economy  in  living,  it  is  not 
unreasonable  to  apply  something  of  this 
same  principle  in  the  giving  of  presents 
at  Christmas  time,  and  in  this  connec- 
tion dealers  may  suitably  suggest  wall 
paper.  An  element  of  satisfaction  from 
the  retailers  standpoint  is  that  wall- 
paper yields  a  higher  measure  of  profit 
and  represents  less  risk  in  buying  for 
his  stock,  than  many  other  goods  that 
some  manufacturers  try  to  get  stationers 
to  put  into  their  stocks. 

In  cases  where  sons  and  daughters  go 
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to  business  or  work  in  factories,  it  is  a 
common  practice  for  them  to  club  to- 
gether in  getting  some  suitable  gift  for 
the  home.  What  better  selection  could 
they  make  than  a  good  cheerful  wall- 
paper for  the  living  room  to  replace  the 
old  paper  that  has  been  on  the  walls  too 
long? 

Merchants  should  develop  this  idea. 


Stedman's  Bookstore  of  Brantford, 
has  a  department  on  the  second  floor  of 
their  store  devoted  to  picture  moulding 
and  some  good  advertisements  of  this 
department  have  been  appearing  in  the 
Brantford  newspapers. 


BOOKSELLER  AND  STATIONER 
extends  congratulations  to  Geyer's 
Stationer,  of  New  York,  in  the  appear- 
ance of  its  fortieth  anniversary  number 
a  remarkably  fine  issue  of  150  pages. 


Growing  Demand  for  Motion  Picture  Periodicals 

This  is  One  of  the  Signs  of  the  Times  in  the  Magazine  Trade — Some  Practical  Sugges- 
tions for  Taking  Advantage  of  This  Circumstance. 


ONE  of  the  signs  of  the  times  in 
news  trade  is  the  demand  for 
good  motion  picture  periodicals, 
monthlies  and  weeklies  and  the  increas- 
ing number  of  these  publications  as  well 
as  the  continued  improvement  in  those 
that  have  been  published  for  the  past 
several   years. 

Henry  Brophy  manager  of  the  Toronto 
News  Co.,  commented  on  this  feature  of 
the  news  trade  a  few  days  when  a  repre- 
sentative of  BOOKSELLER  AND  STA- 
TIONER interviewed  him  in  his  rounds 
for  trade  news  of  the  month.  The  de- 
mand for  motion  picture  magazines  in 
increasing  numbers  was  almost  general 
throughout  this  country,  and  the  Ameri- 
can News  Company  found  the  same  in 
the  United   States. 

This  remarkable  growth,  without  un- 
due exploitation,  is  remarkable  and  also 
significant.  At  first  the  motion  picture 
magazines  were  handled  rather  on  suffer- 
ance. They  were  looked  on  more  or  less 
as  a  fad  that  would  soon  pass  and  the 
paths  that  these  periodical  pioneers  had 
to  tread  were  none  too  rosy.  But 
persistence  and  merit  have  their  reward 
and  motion  picture  periodicals,  the  best 
of  them,  are  to-day  well  up  among  the 
best   sellers   in  magazinedom. 


Now  coming  down  to  something  prac- 
tical, and  taking  it  for  granted  that  there 
are  very  few  newsdealers  who  do  not 
find  a  ready  sale  for  these  periodicals, 
"BOOKSELLER  AND  STATIONER" 
would  urgently  recommend  all  news- 
dealers to  have  at  an  early  date  a  com- 
prehensive display  of  motion  picture 
periodicals.  Books  on  the  same  subject 
may  or  may  not  be  included  as  the  deal- 
er sees  fit. 

To  add  to  the  interest  of  the 
window,  the  dealer  may  easily  ob- 
tain large  pictures  of  best  known  stars — 
to  form  a  center-piece  for  the  display. 
It  will  readily  be  appreciated  that  such 
a  show  in  a  window  will  attract  a  great 
deal  of  attention.  It  will  sell  magazines 
and  enable  the  dealer  to  enrol  many 
regular  subscribers  for  the  different 
periodicals,  some  people,  the  enthusiasts, 
will  take  several  of  the  magazines  or 
possibly  all  they  can  get. 

Following  the  window  display,  counter 
displays  inside  the  store  should  be  ar- 
ranged and  such  displays,  window  and 
interior,  should  be  frequent,  these  being 
supplemented  by  other  publicity  means 
to  keep  up  interest. 

Now  when  the  subject  holds  public 
favor  so  effectually  is  the  psychological 


Consult  Your  Magazine 
Specialist 

BEFORE  placing  your  order  for  periodicals. 
Not  only  can  I  save  you  money  and  insure 
promptness,  accuracy  and  reliability  in  handling 
your  magazine  business,  but  I  can  also  assist  you 
in  making  your  selection  of  good  reading.  There 
are  over  25,000  periodicals  published  in  America 
and  I  can  place  your  order  for  any  of  them.  There 
are  magazines  to  cover  every  business,  profession 
or  trade,  every  hobby,  sport  or  special  human 
interest.  I  will  gladly  procure  samples  for  you  of 
any  periodical  or  class  of  periodicals  you  may 
desire. 

ARTHUR    REED 

The  Magazine   Specialist 

Akron,  Ohio 

TELEPHONE        1349        BLUE 


time  for  the  enterprising  merchant  to  do 
his  utmost  to  reap  the  greatest  possible 
harvest  of  profits  from  selling  these 
magazines.  The  coming  of  the  post-card 
habit  will  readily  be  recalled  as  will  its 
rise  and  wane,  occupying  practically  a 
decade.  The  sale  of  these  periodicals  has 
just  started  on  the  up  grade  and  this 
rise  will  continue.  It  will  probably 
reach  its  crest  within  several  years  and 
then  recede  but  there  is  every  reason  to 
predict  that  these  magazines  will  ever 
continue  in  big  demand  because,  who  is 
there  that  believes  that  any  man  alive 
to-day  will  witness  the  passing  of  mov- 
ing pictures  ?  Rather  will  he  see  their 
continual  expansion  and  growth,  not 
only  in  popularity  but  in  general  use 
for  practical  purposes,  educational  and 
commercial,  as  well  as  for  entertain- 
ment. 

Dealers  may  add  to  the  drawing 
power  of  their  window  displays 
by  showing  attractive  photographs  or 
posters  of  "stars."  But  they  should 
avoid  the  use  of  flamboyant,  highly 
colored  posters  of  the  show-bill  kind 
because  these  will  cheapen  a  display  and 
destroy  its  effectiveness  rather  than 
help  it. 

BOOKSELLER  AND  STATIONER 
would  like  to  get  good  photographs  of 
good  window  displays  of  this  nature  for 
reproduction  in  the  November  or  some 
later  issue. 

A  further  illustrated  article  on  this 
subject  will  appear  next  month  with 
practical  suggestions  for  dealers  to 
adopt  toward  increasing  this  branch  of 
their  business. 


Here   is   a   good   suggestion    for 


magazine   subscription    advertisement. 
Crowley's    Magazine. 


This    idea    conies    from 


SELL  MORE  ART  SUPPLIES 

A  notable  lack  in  many  stationery 
stores  is  an  adequate  supply  of  artists' 
supplies.  Too  many  dealers  seem  to  in- 
fer that  the  prospective  customers  are 
largely  restricted  to  professional  artists 
who,  in  smaller  localities,  are  few  in 
number.  It  must  be  remembered,  how- 
ever, that  there  are  very  many  amateur 
artists  who  need  the  tools  of  the  trade, 
if  one  may  be  allowed  to  use  that  homely 
phrase  in  reference  to  the  pursuit  of  art. 

Nearly  every  stationer  sells  school 
supplies  and  the  latter  make  it  necessary 
to  have  some  items  of  artists''  supplies. 
These  school  Tequirements  should  be) 
augmented  by  a  stock  for  more  advanced 
art  students,  and  it  will  be  found  that 
many  of  the  items  of  goods  coming  in 
that  class  will  be  steady  sellers  year  in 
and  year  out. 

This  is  a  legitimate  part  of  the  sta- 
tionery trade,  and  dealers  would  do  well 
to  branch  out  in  this  line  rather  than 
dabble  in  the  many  "jim-cracks"  that 
people  are  ever  seeking  to  foist  on  sta- 
tioners, because  they  can  find  no  other 
outlet  for  them. 
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NEWS  OF  THE  TRADE 


J.  C.  Jairciet,  Kitchener,  Ont.,  was  a 
September  buyer  in  Toronto. 

Fairfield's  Bookstore  in  St.  Catharines, 
Ont.,  has  a  fine  new  marble  front. 

H.  W.  D.  Douglas,  of  Edmonton,  Alta., 
was  among  the  September  buyers  seen 
in  the  Toronto  warehouses. 

Among  the  trade  visitors  to  Toronto 
last  month  was  Sam  Stedman,  of  Sted- 
man   Bros.,   Brantford,   Ont. 

Thos.  Langton,  the  Toronto  publisher, 
acompanied  by  Mrs.  Langton  spent  a 
pleasant  two  weeks'  vacation  at  Atlantic 
City  last  month. 

H.  F.  Prevost,  bookseller  and  sta- 
tioner, of  Duncans,  B.C.,  turned  in  some 
fine  golf  scores  while  on  a  recent  vaca- 
tion in  Vancouver. 

J.  H.  Imrie,  formerly  with  the  Norris- 
Patterson  Advertising  Agency  is  now 
with  the  R.  S.  Williams  &  Sons  Co.,  in 
the    advertising    department. 

Robert  Melvin,  who  has  had  several 
years  experience  as  a  book  traveler 
covering  Ontario,  has  been  added  to  the 
road  staff  of  the  Oxford  University 
Press. 

John  S.  Ireland,  formerly  of  Owen 
Sound,  Ont.,  has  bought  out  the  stock 
of  the  Gaskell  Stationery  Co.,  Vancouver, 
and  has  opened  a  new  store .  on  Gran- 
ville Street  in  that  city. 

G.  S.  Forsyth  now  has  two  book  and 
stationery  stores  in  Vancouver,  under 
the  management  of  Miss  Dawson  form- 
erly with  the  Thompson  Stationery  Co., 
now  defunct  and  in  his  main  store,  he 
now  has  Mr.  Allen  who  was  manager 
of  the  Thompson  Stationery  Co.'s  book 
department. 

A  new  firm  in  Vancouver  is  Van- 
couver Stationers,  Ltd.,  with  Oliver 
Weber,  formerly  with  Young  &  Kennedy 
of  Calgary  and  Edmonton,  as  president 
and  treasurer  and  Walter  Hazel  former- 
ly with  the  Thompson  Stationery  Co.  of 
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For  Distribution 
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"OVER    AND    OVER    AGAIN" 

Nakusp.    B.C..    Sept.    10,    1917 
The    MacLean     Publishing    Co., 

Toronto,    Ont. 
Dear    Sirs : — 

Enclosed  you  will  please  find  an  order 
for  One  Dollar  ($1.00)  in  payment  for  my 
subscription  to  BOOKSELLER  AND 
STATIONER. 

The  Magazine  is  fine  and  it  helps  me 
a  lot.  If  the  coming  issues  are  as  good 
as  those  I  have  already  received  I  will  feei 
that  I  have  got  the  value  of  the  subscrip- 
tion  price   over   and   over   again. 

I  enclose  bill  which  please  receipt  and 
return. 

Yours    sincerely, 
EUGENE    LEVEQUE,    JR. 


Vancouver  as  vice-president.  H.  White- 
head, another  member  of  the  staff  of 
the  late  Thompson  Stationery  Co.,  is 
also  associated  with  this  new  firm. 

George  Stewart  of  McClelland,  Good- 
child  &  Stewart,  combined  business  with 
pleasure  in  the  trip  through  the  west 
from  which  he  has  recently  returned,  be- 
ing accompanied  by  Mrs.  Stewart  and 
their  daughter  Doris.  A  satisfactory 
circumstance  was  that,  with  all  the  time 
required  by  the  sight-seeing  pro- 
gramme, he  was  able  to  book  orders 
that  eclipsed  all  the  previous  war  years 
and  he  backs  up  the  other  travelers  back 
from  their  western  trips  in  saying  that 
conditions  are  uniformly  good  through- 
out that  big  section  of  the  Dominion. 

The  trip  through  to  the  Pacific  Coast 


occupied  two  months  of  which  ten  days 
were  spent  in  the  mountains.  On  the 
return  trip  they  went  via  San  Francis- 
co, visiting  Los  Angeles  and  Pasadena 
as  well  and  on  the  trip  eastward  came 
through    the    Grand    Canyon,    Colorado. 


AUTOMOBILE   DELIVERY 

Quite  a  large  number  of  booksellers 
and  stationers,  like  many  other  people, 
own  Ford  cars  and  they  may  be  inter- 
ested in  learning  that  a  new  contriv- 
ance has  been  put  out  by  a  Chicago  con- 
cern for  attachment  to  these  cars  so  as 
to  turn  it  into  a  delivery  car  particular- 
ly serviceable  in  connection  with  a  retail 
store.  Quick  delivery  is  a  valuable  fac- 
tor in  any  retail  business,  consequently 
this  proposition  may  appeal  to  the  own- 
ers of  Ford  cars  represented  in  the  book 
and  stationery  stores  of  Canada. 

MAILING  LIST  IDEA 

"Put  your  steady  customers  on  the 
mailing  list  for  regular  circularizing," 
is  the  advice  of  a  writer  in  "The  Gift 
and  Art  Shop."  "The  advertising  liter- 
ature sent  out  by  mail  is  a  part  of  the 
store  service;  it  contains,  or  should  con- 
tain, timely  and  seasonable  advice  as  to 
new  goods,  up-to-date  styles,  seasonable 
suggestions  and  the  like.  Should  the 
customer  who  gives  you  the  lion's  share 
of  the  trade  be  cut  off  from  this  ser- 
vice?" It  is  an  excellent  way  to  keep 
him  a  "steady  customer." 


The  West  Strikes  its  Old  Stride 

Toronto  Book  Travelers  Back  From  Recent  Journeys— Report 
Good  Business  Throughout  Western  Canada. 


EJ.  BOYD,  manager  of  Cassell  & 
Co.'s  Canadian  house,  was  one  of 
'the  first  of  the  Toronto  book  trav- 
elers back  from  their  August  and  Sep- 
tember trips  through  the  west. 

Mr.  Boyd,  when  questioned  by  BOOK- 
SELLER AND  STATIONER,  as  to  pre- 
sent conditions  West,  said  that  the  crops 
had  turned  out  better  than  had  been  look- 
ed for  earlier  in  the  season,  due  to  provi- 
dential rains  just  at  the  right  time.  This, 
in  itself,  improved  not  only  the  outlook, 
but  helped  immediate  trade.  The  favor- 
able reports  applied  to  practically  every 
point  in  the  west.  Even  Vancouver,  which 
was  so  backward,  is  now  enjoying  brisk 
business  prosperity.  Victoria  still  seem- 
ed to  be  somewhat  tardy  in  coming  back 
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to  its  own,  but  even  there  there  was  no 
cause  for  worry. 

A  few  days  later  Thomas  Allen  got 
back  to  Toronto,  and  his  remarks  were 
of  a  similarly  glowing  nature  when  ieen 
by  BOOKSELLER  AND  STATIONER. 
Mr.  Allen  said  he  had  heard  some  fine 
tributes  paid  to  BOOKSELLER  AND 
STATIONER  while  in  the  west. 

He  told  of  a  number  of  changes  in  the 
trade  in  Vancouver,  following  the  wind- 
ing up  of  the  Gaskell  Stationery  Co.,  and 
the  Thompson  Stationery  Co.  Not  only 
did  new  stores  succeed  these  retail  es- 
tablishments, but  new  firms  had  begun 
business,  and  the  outlook  for  good  busi- 
ness was  indicated  as  being  most  pro- 
mising. 


Office  Equipment^ 

siHa    and  <J 


Business  Systems 


TYPEWRITER  SUPPLIES 

Typewriter  ribbons  and  carbon  pa- 
pers now  mean  much  to  stationers  and 
while  they  will  always  be  to  some  ex- 
tent at  the  mercy  of  itinerant  salesmen, 
selling'  inferior  goods,  stationers  should 
make  "quality"  their  watchword  as  to 
the  lines  which  they  recommend  to  their 
customers 

It  is  important  that  business  records 
should  be  long-lived.  To  this  end  it  is 
advisable  that  carbon  copies  be  made 
from  carbon  paper  giving  copies  that 
will  not  fade  out,  as  is  the  case  with 
some  of  the  very  cheap  grades  extant. 

From  the  standpoint  of  economy,  too, 
it  should  be  pointed  out  to  purchasers 
that  it  pays  to  "use  the  better  grades 
made  by  reputable  manufacturers.  In 
this,  as  with  other  goods,  retail  station- 
ers will  do  well  to  be  guided  as  to  the 
brands  they  sell  by  the  advertising  in 
BOOKSELLER  AND  STATIONER,  in 
whose  columns  none  but  standard  goods 
are  advertised.  By  preaching  "quality". 
both  in  advertising  and  when  selling  the 
goods,  dealers  will  find  that  their  sales 
of  carbon  paper  at  $3,  $4  and  even  $5  a 
box,  will,  increase,  iwith  consequently 
lessened  calls  for  lines  that  can  be  re- 
tailed at  $2,  and  even  lower. 

Typewriter  papers  constitute  another 
line  in  which  specialization  is  advisable. 
Some  of  the  paper  houses  assist  the  deal- 
er by  putting  up  attractive  sample 
books  showing  a  large  number  of  grades 
of  paper  in  different  weights  and  fin- 
ishes. The  enterprising  retailer  who 
will  get  a  supply  of  these  with  his  own 
imprint,  will  find  this  a  most  effective 
means  of  promoting  sales  of  typewriter 
papers.  In  the  case  of  smaller  cities  and 
towns,  a  good  plan  is  to  get  a  complete 
list  of  typewriters  in  the  town.  This  will 
simplify  follow  up  work  and  will  also 
give  the  dealer  a  good  guide  as  to  what 
ribbons  to  stock. 

BLANK   BOOKS   AND  MEMO.  BOOKS 

Notwithstanding  the  growth  of  the 
loose-leaf  trade,  there  is  still  a  big  busi- 
ness done  in  various  bound  blank  books, 
large  and  small.  Enterprising  stationers 
who  have  kept  abreast  of  the  times,  and 
have  gone  into  the  selling  of  loose-leaf 
lines,  have  still  kept  up  their  sale  of 
bound  books  by  extending  their  stock  to 
include    various    types    of    books,    which 


they  did  not  sell  at  all  in  years  gone  by. 
In  fact,  many  of  these  books  were  not 
even  made  at  that  time. 

Every  stationer  should  ply  the  travel- 
ers of  houses  manufacturing  blank  books 
with  questions  as  to  means  of  extending 
their  trade  in  various  blank  books,  not 
forgetting  memo,  books,  price  books,  and 
the  like. 

The  travelers  of  the  reputable  houses 
will  not  load  up  a  dealer,  even  though 
the  latter  is  not  sufficiently  posted  to 
know  just  what  he  ought  to  buy. 

The  buying  must,  of  course,  be  done  in- 
telligently with  a  good  grasp  of  the  prob- 
able requirements  of  the  different  busi- 
ness concerns  and  institutions  of  the 
community. 

The  stationer  should  do  his  best  to 
create  the  impression  that  he  carries  a 
well-assorted  stock  of  these  goods  and 
to  that  end  occasional  window  displays 
should  be  made  of  blank  books,  introduc- 
ing as>  wide  a  variety  as  possible.  These 
goods  lend  themselves  readily  to  attrac- 
tive display,  and  such  windows  will  de- 
velop many  sales. 

USEFUL  TIMING  DEVICE 

The  New  York  World  says  that  on  the 
desk  of  Speaker  Champ  Clark  in  the 
House  of  Representatives  at  Washing- 
ton is  a  little  clock-like  machine  with  a 
dial  graduated  in  minutes  from  one  to 
six  and  a  single  hand  that  goes  once 
around  the  dial  in  six  minutes.  This  is 
started  or  stopped  by  moving  a  tiny 
lever  at  the  top.  The  speaker  uses  it  in 
timing  members  in  a  debate  wherein 
the  speeches  are  limited. 

The  inventor,  C.  H.  Graves,  of  Phila- 
delphia, calls  the  device  the  Phonometer, 
as  he  designed  it  for  keeping  time  on 
long  distance  telephone  calls,  for  which 
the  minimum  charge  is  usually  for 
three  minutes,  with  an  extra  charge  for 
each  additional  minute. — Office  Appli- 
ances. 

THE  ADDING  MACHINE 

I  watched  a  wonderful  machine  count 
up  five  miles  of  figures:  the  operator,  all 
serene,  just  pressed  some  keys  and 
triggers;  it  didn't  sweat  or  tear  its  hair, 
it  didn't  make  a  blunder;  it  counted  all 
the  figures  there,  and  put  the  product 
under.  A  set  of  books  I  used  to  keep, 
when  I  was  young  and  husky,  and  home- 
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ward  wearily  I'd  creep  when  dusk  was 
growing  dusky.  I  counted  figures  all 
day  long  above  my  ledgers  bending,  and 
always  got  the  darned  things  wrong,  and 
sorrow  was  unending.  And  when  the 
long  day's  work  was  o'er,  my  troubles 
home  I'd  carry,  and  there  despondent, 
sick  and  sore,  I'd  raise  old  Ned  and 
Harry.  My  children  were  afraid  of  me, 
and  so  was  Old  Dog-  Rover;  my  wife 
would  often  climb  a  tree  until  my 
grouch  was  over.  But  now  the  keepers 
of  the  books  are  not  worn  out  and 
weary;  they  seek  their  divers  ingle- 
nooks  with  faces  glad  and  cheery.  A 
thing  of  springs  and  bolts  and  nuts 
shears  work  of  all  its  rigors;  a  thing 
with  brass  and  iron  guts  counts  up  the 
dfzzy  figures.  And  ever  thus,  in  endless 
wavs.  invention  makes  things  lighter 
and  brings  some  sunshine  to  the  days 
of  every  toiling  blighter. — Walt  Mason 
in  The  Chicago  Daily  News. 

THE   "HOME"   OFFICE 

Almost  every  modern  home  has  its 
study  or  a  room  set  apart  for  similar 
purposes,  equipped  with  a  desk,  book- 
case, reading  table,  possibly  a  filing 
cabinet  or  a  typewriter.  In  beginning 
the  fall  selling  campaign  stationers  will 
do  well  to  plan  to  meet  this  demand. 
This  is  especially  the  case  in  the  smaller 
towns,  and  recent  advertising  has  ever 
been  largely  and  specifically  directed  to- 
ward newly  married  couples.  The  op- 
portunity for  window  display  by  this 
method  is  also  considerable. — Office  ap- 
pliances. 

"A  'thank  you'  by  the  clerk  after  a 
sale  makes  many  a  transient  into  a 
permanent  customer,"  says  the  National. 
Some  stores  make  it  a  rule,  infraction 
of  which  is  as  serious  in  its  way  as  sell- 
ing at  a  loss.  It  is  a  part  of  the  prin- 
ciple of  courtesy  in  service  on  which  this 
department  has  often  dwelt. 


The  Ratepayers'  Association  of  Re- 
gina  has  started  a  movement  in  favor 
of  free  school  supplies  for  the  pupils  in 
the  public  schools  in  that  city. 

Hugh  S.  Eayrs,  just  back  from  his 
western  trip,  joins  in  the  general  chorus 
of  the  book  travelers  in  singing  the 
praises  of  the  good  business  extant  in 
that  part  of  the  Dominion. 
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MERCHANDISING  METHODS 


A  "MOVIE"  IDEA 

R.  C.  DeWitt,  manager  of  Every- 
body's Stores  Co.,  Lynchburg,  Va.,  tells 
how  an  original  stunt  was  worked  with 
marked  results  in  his  store.  His  scheme 
follows: 

"Would  like  to  tell  you  of  something 
ahat  we  have  just  started,"  he  says.  "It 
is  original  and  inexpensive,  and  has 
proven  very   successful. 

'"People  to-day  are  in  a  mild  way 
'movie  mad.'  The  playhouses  have  fill- 
ed a  void  that  our  pleasure-loving  peo- 
ple have  been  quick  to  take  advantage 
of. 

"Almost  every  patron  of  the  local 
theatres  have  their  favorite  stars  and 
will  always  visit  the  theatre  where  a 
picture  featuring  them  is  being  shown. 
Advance  information  as  to  when  these 
stars  were  to  be  featured  was  thought 
would  be  appreciated  by  not  only  our 
customers  but  others. 

"If  we  could  combine  the  theatre  man- 
agers' interests  with  our  own  by  giving 
this  information  by  means  of  some 
methods  inside  our  store  we  believed 
that  it  would  soon  become  noised  around 
town  and  would  bring  many  people  to 
our  store. 

"We  paid  calls  on  the  managers  of 
'movies'  and  theatres  and  received  from 
them  programs  and  pictures  of  the  pop- 
ular stars,  programs  furnished  every 
Monday. 

"We  took  a  large  display  board,  made 
a  border  of  the  pictures,  and  then  un- 
derneath the  name  of  each  'movie'  and 
theatre  gave  the  complete  program  for 
the  week. 

"As  you  know,  it  is  almost  impossible 
to  find  a  weekly  program  of  'movies,' 
and  people  got  in  the  habit  of  dropping 
in  our  store  for  a  look  at  the  'bulletin' 
board  and  we  have  found  it  a  splendid 
'trade-puller,'  for  whenever  a  crowd  col- 
lects in  a  store,  some  one  else  is  going 
in  to  see  just  what  the  crowd  is  doing 
in  there,  and  we  knew  the  consequences 
- — more  business. 

"The  theatre  manager  makes  up  his 
program  at  least  a  week  in  advance  in 
order  to  be  protected  in  securing  the 
films,  so  since  they  are  contracted  for 
and  selected  some  days  ahead  of  the 
time  of  their  showing  it  was  an  easy 
matter  to  get  the  information  we  re- 
quired, especially  when  by  giving  the 
information  the  theatre  would  get  free 
publicity   and   advertising. 

"We  announced  the  fact  on  a  card  in 
the  window  that  a  full  program  for  the 
week  could  be  seen  inside  the  store,  and 
this  also  helped  bring  people  into  the 
store."    ' 


BOOKS 

FOE 

CHRISTMAS 


We  have  this  year  a  par- 
ticularly fine  array  of  Books 
suitable  for  holiday  gifts,  both 
in  point  of  their  attractive 
bindings  and  the  merit  of  their 
contents. 

Think  of  the  ease  with 
which  even  a  long  list  of 
names  to  be  remembered  with 
Christmas  Gifts,  may  be  check- 
ed off  as  selections  are  made 
from  our  tables  which  are  laden 
with  books  suitable  for  holiday 
giving. 

Books  suitable  for  boys  and 
girls,  men  and  women,  and 
even  the  wee  tots.  Prices  from 
10c.  to  100  cents,  and  even  high- 
er. Teachers  will  find  our  book 
stock  extra  good  values  for 
gifts  to  pupils  and  we  strongly 
advise  you  to  shop  early  and 
this  year  buy  books  for  Christ- 
mas at  Smith's  Bookshop. 

A  post  card  will  bring  post 
free  our  Catalogue  of  the  atest 
new  books. 


OUR  tINE  OF  PRIVATE 

CHRISTMAS 

Greeting 
Cards 

with  y'our  own  name  oa  them 
is  now  complete.  We  have 
many  makes,  the  cards  are 
lovely  and  exclusive  designs. 
Place.your  orders  now  and  have 
them  in  time. 

THE 

R.  0,  SMITH  Co, 

LIMITED 

Noted  for  high  class  Christ- 
mas Gifts  at  Lowest  Prices 


SCHOOL  OPENING  TRADE  IDEA 

Every  stationer  should  be  guided  for 
next  year  by  this  year's  experiences. 
Any  tip  regarding  school  opening  trade 
stunts  should  either  be  jotted  down  for 
guidance  a  year  hence  or  a  scrap  book 
might  be  taken  from  stock  and  put  to 
good  use  for  the  accommodation  of 
school  opening,  advertisements  noticed 
in  different  newspapers  and  for  such 
suggestions  as  this  in  the  trade  paper. 
The  accompanying  panel  shows  part  of  a 
school   opening   advertisement   by   Hay's 


Free!  Free! 

Blotters,   Rulers,  Book 
Covers,  and  to  the  First  jOO 

Useful  Clutch  Pencil 


How  a  Barrie  Bookseller  adopted  for  his  news- 
paper advertising  an  article  from  last  year's 
Holiday   Gift   Book    Section. 
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Stationery  of  London.  Observe  that  the 
clutch  pencils  are  offered  to  the  first 
five  hundred  customers.  That  was  cal- 
culated to  induce  the  school  children  to 
come  early  serving  the  double  purpose 
of  making  it  more  likely  that  such  cus- 
tomers will  wait  in  spite  of  not  being 
able  to  have  their  wants  attented  to  im- 
mediately because  of  the  rush  and  re- 
lieving the  crush  in  the  store  later  on 
when  it  is  likely  to  be  the  heaviest. 

CHARITY    ADVERTISING 

Every  local  merchant  squanders  con- 
siderable money  every  year  on  what,  for 
want  of  a  better  name,  we  may  as  well 
call  charity  advertising. 

Because  Mr.  Churchman  is  a  good 
customer  we  hate  to  turn  down  his 
daughter  when  she  comes  in  to  hold  us 
up  for  an  ad  in  the  Charity  Concert 
Program.        ». 

We  also  buy  tickets  to  the  Policemen's 
Ball,  not  because  we  expect  to  attend, 
tut  for  fear  the  copi  will  blacklist  u^. 

And  so  it  goes,  year  after  year,  until 
Me  find  ourselves  falling  for  every  pes- 
t  f erous  coot  that  catches  us  before  w=» 
ran  reach  the  back  door  and  make  a 
get  away. 

Let's  tighten  up.  Of  course  there  will 
always  be  a  few  from  whom  there  is 
no  escaping,  but  why  hypnotize  ourselves 
into  the  idea  that  there  is  any  real  value 
in  special  editions,  college  annuals  and 
the  like. — Corona  Bulletin. 
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HOW  BUSINESS  MAGNATES 

GET  THROUGH  THE  DAY 

A   Sketch    of  the   Working  Methods   of  Some   of   the 

Biggest  Men  in  American 

Industry. 


The  business  magnate  of  the  pre- 
sent day  has  a  tremendous  range  of 
activities  thrust  upon  him.  He  has 
perhaps  the  presidency  of  one  large 
corporation,  a  responsibility  equal  to 
the  energies  of  the  most  able  man; 
in  addition,  he  will  be  on  a  dozen 
boards  of  directors,  have  control  of 
a  number  of  subsidiary  concerns  and 
own  a  trust  company  or  two.  As 
side  interests  he  perhaps. owns  blocks 
of  real  estate  here  and  there,  and, 
has  investments  of  various  descrip- 
tions scattered  over  the  map. 

How  does  he  look  after  things? 
How  does  he  divide  his  time  so  that 
every  interest  gets  the  necessary  at- 
tention? B.  C.  Forbes  attempts  to 
answer  this  question  in  "Every 
Week,"  and  the  following  entertain- 
ing and  illuminating  article  is  the 
result: — 

How  Big  Men  Get  Through  the  Day. 

I  talked  recently  with  John  D.  Rocke- 
feller on  how  he  accomplished  so  much 
when  in  harness — he  retired  from  the 
daily  grind  long  before  he  was  sixty. 

"I  was  never  a  slave  to  business,"  he 
told  me.  "Even  in  my  active  years,  I  used 
to  run  away  to  the  country  quite  often, 
and  enjoy  tree-planting,  landscape-gar- 
dening, road-building — and  playing  with 
little  folks." 

This  did  not  seem  to  exnlain  how  Mr. 
Rockefeller  conceived  and  created  the 
most  wonderful  business  organization  of 
the  nineteenth  century.    So  I  tried  again. 

"I  really  never  did  anything  wonder- 
ful," the  oil  veteran  replied  almost  re- 
bukingly.  "I  just  did  the  best  I  knew 
how  the  things  each  day  brought  to  be 
done." 

I  tried  again.  A  twinkle  came  into  Mr. 
Rockefeller's  eyes.  "We  managed  to  do 
what  we  did  because  we  picked  able  men 
to  do  things — men  of  great  ability." 

Which  is  in  line  with  the  reply  of  the 
chief  private  secretary  of  a  financier 
whose  capacity  for  work  and  record  for 
achievement  are  the  talk  of  the  financial 
community.  He  said,  when  I  spoke  to 
him: 

"My  boss's  plan  is  extremely  simple. 
He  gets  other  people  to  do  the  work." 

That  is  more  true  than  untrue.  One 
requisite  for  the  big  man  is  a  model  pri- 
vate secretary;  one  who  can  work  day  and 
night;  one  who  can  smile  perpetually  and 
turn  away  visitors  in  a  happy  frame  of 
mind;  one  who  can  say  the  right  thing 
and  write  the  right  kind  of  letters  without 
bothering  his  chief  for  instructions. 

Each  Day  Mapped  Out  in  Advance. 

This,  however,  does  not  cover  the  whole 
ground.  Some  of  the  busiest  men  in  the 
country  lay  out  a  daily  routine  which  they 
adhere  to  rigidly.  They  set  apart  so  many 
minutes  for  reading  their  mail  and  dictat- 
ing replies,  so  much  time  for  receiving 
business  visitors,  the  necessary  time  for 
attending  directors'  meetings,  conferences, 
and  other  scheduled  engagements — each 
day  is  carefully  mapped  out  in  advance, 
so  as  to  conserve  every  moment  and  en- 
able all  tasks  to  be  accomplished  smoothly. 

That  is  the  method  adopted  by  the  head 
of  the  country's  largest  bank. 

On  the  other  hand,  certain  tremendously 


busy  leaders  make  as  few  appointments 
as  possible  in  advance.  They  simply  have 
the  man  they  want  to  see  called  up  and 
requested  to  hurry  over.  This  is  the  plan 
commonly  followed  by  the  most  active  of 
the  Morgan  partners,  Henry  P.  Davison. 
This  house  has  been  spending  more  than  a 
billion  dollars  a  year  for  the  European 
Allies  alone,  and  such  a  multiplicity  of 
questions  arise  every  day  that  they  have 
to  be  tackled  as  they  come  up  and  when 
they  come  up.  Some  point  regarding  the 
munitions  being  shipped  by,  say,  the 
Westinghouse  Company  is  raised  by  cable, 
and  ting-a-ling  goes  the  telephone.  "Mr. 
Davison  would  like  to  see  you  at  once," 
the  secretary  informs  the  president  or 
other  active  executive. 

A  Summons  From  the  Corner  House. 

The  other  day  a  representative  of  the 
French  government,  the  president  of  a 
big  trust  company,  a  British  government 
functionary,  and  the  head  of  a  huge  in- 
dustrial corporation  all  passed  through 
the  Morgan  portals,  one  after  another, 
within  the  space  of  five  minutes. 

In  despatching  their  day's  work,  the 
Morgan  partners  have  an  invaluable  ad- 
vantage over  most  other  individuals  and 
firms.  It  is  this.  There  is  hardly  a 
notable  in  the  financial  community  who 
is  not  prepared  to  cast  everything  aside 
and  hasten  to  the  Corner  House  in  obedi- 
ence to  a  summons.  In  other  words, 
Morgan  &  Company  these  days  have  the 
first  call  upon  the  attention  of  the  inhab- 
itants of  Wall  Street.  Prearranged  ap- 
pointments, therefore,  are  not  essentially 
necessary  in  their  case. 

No  bank  president  in  America  has  done 
so  many  big  things  in  the  last  three  years 
as  Frank  A.  Vanderlip,  head  of  the  Na- 
tional City  Bank,  the  $50,000,000  Ameri- 
can International  Corporation,  the  Inter- 
national Banking  Corporation,  the  Na- 
tional City  Company,  the  Midvale  Steel  & 
Ordnance  Company,  etc.  Mr.  Vanderlip 
believes  in  system — and  in  having  col- 
leagues attend  to  all  details.  His  secre- 
tary achieved  such  extraordinary  success 
in  relieving  Mr.  Vanderlip  of  avoidable 
calls  upon  his  time  that  he  was  elevated 
to  the  official  position  of  "assistant  to  the 
president,"  and  a  little  later  was  snatched 
up  by  one  of  the  most  progressive  and 
profitable  firms  in  Wall  Street  and  en- 
rolled as  a  partner. 

Mr.  Vanderlip  is  one  of  the  few  finan- 
cial dynamos  who  insist  on  opening  and 
reading  all  their  own  mail,  although  his 
secretaries  reply  to  three-fourths  of  it 
without  even  a  word  or  suggestion  or  in- 
struction, and  very  seldom  have  to  rewrite 
any  communication  after  the  president 
has  read  it  over  preliminary  to  signing  it. 
Nor  does  this  specimen  page  from  the 
Vanderlip  calendar  indicate  the  number 
of  officers  and  other  employees  of  the  bank 
and  its  allied  organizations  who  invade 
his  outer  office  at  almost  every  hour  of 
:he  day,  ready  to  seize  an  opportunity  to 
get  a  decision  from  him. 

Dictating  Letters  on  the  Train. 

Numbers  of  big  men  have  their  secre- 
taries travel  with  them  to  and  from  their 
country  houses,  so  that  replies  to  corres- 
pondence can  be  dictated  en  route. 
Speeches,  too,  are  sometimes  prepared 
during  these  journeys.  Mr.  Vanderlip  in- 
variably starts  his  day's  work  the  moment 
his  train  leaves  Tarrytown-on-the-Hud- 
son.  Then,  quite  frequently,  persons  who 
have  been  unable  to  get  at  him  during 
business  hours  lie  in  wait  for  his  exit 
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from  the  bank  on  his  way  home,  and  ac- 
company him  on  the  subway  ride  uptown. 

The  president  of  the  United  State's  Steel 
Corporation,  James  A.  Farrell,  sees  prob- 
ably more  people  and  gets  through  more 
work  in  a  day  than  any  other  man  in 
America.  It  is  not  unusual  for  him  to 
dispose  of  fifty  or  even  sixty  business 
callers  between  nine  in  the  morning  and 
five  in  the  afternoon.  In  addition,  he  has 
to  attend  the  regular  meetings  of  all  the 
subsidiary  companies  of  the  corporation, 
and  give  his  personal  attention  to  stacks 
of  statements  and*  communications  of  all 
kinds  from  the  higher-ups  among  the  cor- 
poration's 260,000  employees;  while,  be- 
cause of  his  unparalleled  knowledge  of 
foreign  trade,  he  is  constantly  bombarded 
with  queries  pertaining  to  that  phase  of 
the  business.  Often,  too,  he  is  consulted 
by  other  concerns  entering  the  foreign 
field.  Many  a  night  he  takes  home  a 
thick  bundle  of  papers,  over  which  he 
works  until  bed-time. 

Mr.  Farrell  has  a  tremendous  advan- 
tage over  most  executives  in  that  he 
has  a  very  remarkable  memory.  He  car- 
ries in  his  head  literally  millions  of  facts 
and  figures,  and  can  therefore  go  through 
work  with  a  rapidity  and  accuracy  beyond 
the  reach  of  ordinary  mortals. 

"Every  business  organization  is  noth- 
ing but  an  aggregation  of  details,"  says 
Mr.  Farrell,  "and  it  is  essential,  therefore, 
to  have  complete  knowledge  of  details." 

The  eyes  of  Europe  have  been  focussed 
more  on  the  American  International  Cor- 
poration than  on  any  other  institution  or 
organization  on  this  side  of  the  Atlantic; 
for  the  industrial  nations  abroad  see  in 
it  a  machine  for  the  conquest  of  the 
world's  markets  on  a  scale  unapproached 
by  any  other  enterprise.  Last  year  no 
fewer  than  1,300  propositions  from  every 
part  of  the  world  were  submitted  to  the 
American  International.  Of  this  number 
fully  1,000  were  rejected,  while  the  bal- 
ance remained  to  be  studied.  No  organi- 
zation ever  had  so  many  invitations  to 
spend  money. 

The  man  upon  whom  devolves  the  task 
of  passing  upon  propositions  and  directing 
the  work  of  thi  corporation  is  Charles 
A.  Stone,  formerly  the  multi-millionaire 
head  of  Stone  &  Webster,  the  electrical 
engineers  and  owners  of  public-utility  en- 
terprises scattered  throughout  the  United 
States.  Mr.  Stone  agreed  to  accept  the 
presidency  of  the  American  International 
chiefly  because  of  the  opportunities  it 
would  afford  for  the  training  and  develop- 
ment of  capable,  ambitious  young  Ameri- 
cans, and,  incidentally,  because  of  the 
incalculable  value  to  American  business 
and  American  labor  that  would  flow  from 
expansion  of  the  country's  foreign  trade 
and  its  financial  operations  all  over  the 
world. 

"People  often  come  to  our  offices  and 
express  resentment  when  told  they  can 
not  see  me  because  I  am  tied  up,"  Mr. 
Stone  remarked  to  me  recently.  "I  wish 
people  would  understand  that  when  I 
don't  see  them  it  is  because  I  can  not, 
and  not  because  I  would  not  like  to.  It 
is  simply  a  physical  impossibility  to  see 
every  one  who  chooses  to  call;  for  we 
have  serious  work  to  do,  much  of  it  along 
pioneer  lines,  requiring  a  great  deal  of 
research  and  study  and  analysis." 

I  was  privileged  to  glance  at  Mr. 
Stone's  engagement  card  the  other  day, 
He  had  a  meeting  at  10.15,  and  others  at 
intervals  until  3.30,  the  last  being  a  meet- 
ing of  the  directors  of  the  International 
Mercantile  Marine.  In  between  he  had 
a  conference  concerning  the  corporation's 
contract  looking  toward  the  construction 
of  1,000  miles  of  railway  in  China,  an  ap- 
pointment with  certain  interests  identi- 
fied with  construction  work  in  Buenos 
Aires,  a  long  interview  with  an  eminent 
official  from  Russia  over  the  huge  projects 
the  American  International  is  to  carry  out 
in  the  land  of  the  ex-Czar,  a  conference 
on  important  proposals  in  Latin-America, 
a   luncheon   date  with   the  other  members 
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of  the  corporation's  executive  committee, 
and  so  forth. 

Then,  there  is  not  an  hour  of  the  day 
when  Mr.  Stone  is  not  waylaid  by  a  vice- 
president  or  other  officer  who  finds  himself 
confronted  with  a  problem  calling  for 
presidential   solution. 

How  to  dismiss  visitors  speedily,  yet 
politely,  is  a  difficulty  that  confronts 
every  influential  man  of  affairs. 

When  one  magnate  pays  a  business  visit 
to  another,  he  briefly  explains  what  is  on 
his  mind,  has  the  point  settled  without  a 
moment's  unnecessary  delay,  and  gets  out. 
But  some  people  whose  time  is  not  worth 
a  thousand  dollars  a  day — as  is  the  case, 
I  figure,  with  every  name  I  have  already 
mentioned — fail  to  realize  that  "time  is 
money." 

A.  Barton  Hepburn,  head  of  the  Chase 
National  Bank,  one  of  the  largest  in  New 
York,  tries  hard  to  see  every  one  who 
asks  for  an  audience,  with  the  result, 
that  occasionally  there  is  a  crowd  out- 
side his  door. 

It  may  contain  two  or  three  "stickers" 
— men  who,  once  inside,  are  good  for  an 
hour.  Mr.  Hepburn  has  hatched  a  simple 
little  method  of  extracting  himself  from 
this  sort  of  dilemma.  He  gets  up  from 
his  desk,  goes  outside  his  private  office 
door,  and  starts  at  the  top  of  the  line; 
and,  though  he  is  scrupulously  polite,  his 
visitors  realize  that  he  is  in  a  hurry,  and 
the  fact  that  they  must  do  their  talking 
standing  up  pushes  them  to  the  point. 

J.  P.  Morgan  Had  No  Waste  Motions. 
I  once  stood  and  watched  the  late  J. 
P.  Morgan  work  at  higher  speed  than  any 
human  being  I  have  ever  known.  He  was 
to  sail  for  Europe  in  the  afternoon,  and 
a  line  of  visitors  a  block  long  had  to  be 
disposed  of.  The  veteran  banker  gave  an 
exhibition  of  doing,  not  two,  but  three 
things  at  once. 

He  interviewed  the  callers  at  the  rate 
of  thirty  or  forty  an  hour,  he  kept  perus- 
ing a  pile  of  mail  on  his  desk,  and  dictated 
letters  to  his  secretary — -all  at  one  time! 
The  moment  the  hour  for  his  departure 
arrived,  he  held  up  his  hand,  pointed  to 
his  secretary  to  pick  up  the  papers  on  the 
desk,  and  closed  the  roll-top  with  a  bang. 
Meanwhile  an  employee  informed  the  re- 
maining callers  that  Mr.  Morgan  could 
see  no  more  of  them. 

The  whole  thing  was  done  like  clock- 
work; but  through  it  all  the  big  man  per- 
spired cppiously.  One  reason  Morgan 
could  do  so  much  was  that  he  could  and 
did  make  up  his  mind  in  a  flash.  In  the 
days  when  he  was  building  up  the  foreign 
exchange  end  of  his  house,  the  exchange 
brokers  used  to  step  up  to  his  desk,  tell 
very  briefly  what  they  had  to  sell  (or 
buy),  and  received  an  immediate  "I'll  take 
it"  or  "Not  interested." 

The  nation's  foremost  capitalists  now 
strive  to  find  more  time  to  see  people  than 
they  did  fifteen  or  twenty  years  ago.  It 
was  then  fashionable  to  hold  aloof  from 
all  but  the  financially  elite.  Harriman 
softened  in  this  respect  about  two  years 
before  he  died. 

His  system  of  getting  through  work 
was  to  snap  out  two  or  three  words  or 
two  or  three  sentences  to  trusted  em- 
ployees who  could  write  shorthand  with 
lightning  rapidity.  Harriman  could  diag- 
nose a  situation  and  reach  a  conclusion 
more  quickly,  probably,  than  any  other 
capitalist  in  the  land.  Like  Farrell,  he 
carried  a  phenomenal  store  of  information 
and  ideas  in  his  mind. 

Theodore  N.  Vail,  president  of  the 
billion-dollar  Bell  Telephone  system,  has 
the  reputation  of  being  able  to  allocate 
enough  work  in  four  words  to  keep  a  man 
busy  for  weeks.  He  was  an  incessant 
worker  for  many  years;  and  even  now, 
although  he  is  over  seventy,  he  keeps  the 
telephone  wires  sizzling  wherever  he 
travels  through  the  country.  He  tells  me 
that  his  system  is  to  encourage  all  ranks 
of  the  American  Telephone  Company's 
150,000  employees  to  send  suggestions  to 


the  executive  office,  so  that  no  good  idea 
may  be  ignored. 

Mr.  Vail,  as  colleagues  put  it,  "simply 
eats  up  work."  He  summons  subordi- 
nates right  and  left,  gives  them  brief, 
clear-cut  instructions,  and  immediately 
turns  to  the  next  matter  requiring 
attention. 

Contrary  to  popular  belief,  however, 
the  busiest  men  rarely  appear  to  be  extra- 


busy;  that  is,  they  do  not  rush  hither  and 
thither,  toss  papers  about,  sweat  and 
fume.  They  appear  always  to  keep  in 
mind  the  dictum  that  "a  gentleman  is 
never  in  a  hurry."  To  watch  them — most 
of  them,  at  least — one  would  think  they 
had  all  the  time  in  the  world,  they  work  so 
quietly,  smoothly,  and  deliberately.  But 
they  don't  make  many  waste  motions  or 
use  many  unnecessary  words. 


Convention  of  Stationers 

Secretary  Byers  Sends  Out  Particulars  of  Final  Plans  for  Big 
Event  in  Chicago  This  Month: 


THE  secretary  of  the  National 
Association  of  Stationers  and 
Manufacturers  of  the  United 
States,  has  sent  the  following  notice  re- 
garding the  coming  annual  convention 
at  Chicago  beginning  October  15  to  all 
members    of   the   association. 

Final  plans  for  the  convention  of  this 
association  were  discussed  and  adopted 
at  a  meeting  held  in  Chicago  on  August 
10th,  attended  by  the  Convention  Execu- 
tive Committee  of  the  Chicago  Station- 
ers' Association  and  President  Charles 
N.  Bellman,  former  President  Robert 
D.  Patterson,  and  the  secretary  of  the 
National  Association,  representing  this 
organization. 

The  Chicago  committee  were  loath  to 
forego  the  generous  plans  which  they 
had  under  advisement  for  the  entertain- 
ment of  the  delegates  to  the  convention 
and  their  wives;  but  an  extended  discus- 
sion of  the  subject  developed  the  unani- 
mous sentiment  that  it  would  be  un- 
patriotic to  spend  the  very  considerable 
sum  of  money  at  this  time  of  national 
emergency,  which  the  intended  arrange- 
ments for  entertainment  would  render 
necessary. 

Without  dissent  it  was  finally  decided 
that  no  entertainment  whatever  be  pro- 
vided in  connection  with  our  next  con- 
vention, and  this  applies  to  the  ladies  as 
well  as  the  gentlemen.  There  will  oe  no 
golf  tournament  or  program;  nor  any 
arrangements  made  for  outside  diver- 
sion of  any  kind,  and  the  various  con- 
ferences, committee  meetings  and  ses- 
sions of  the  convention  will  occupy  the 
entire  four  days  beginning  October  15th 
and  ending  October  18th  next;  on  the 
evening  of  -the  last  mentioned  day  a 
dinner  will  be  given,  as  has  been  the 
"*  custom  heretofore  and  ail  men  at- 
tending the  convention  will  be  present. 

It  is  believed  that  the  ladies  will  ap- 
prove of  the  motive  for  doing  away  with 
the  theatre  and  bridge  parties,  and  the 
dancing  which  had  been  projected,  when 
they  consider  the  necessity  for  economy 
and  simplicity  at  this  time.  If  they 
choose  to  come  to  Chicago,  notwithstand- 
ing the  absence  of  provision  for  their 
entertainment,  they  will,  of  course,  find 
much  to  amuse  and  instruct  them  in  the 
large  stores,  art  galleries  and  similar 
institutions  with  which  Chicago  is  well 
provided. 

The  business  of  the  convention  will  be 
transacted     under     ideal     conditions     of 
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comfort  and  convenience,  and  in  point 
of  actual  achievement  for  the  good  of 
the  stationery  trade  this  annual  meet- 
ing bids  fair  to  rank  high  in  the  history 
of  the  association. 

Mortimer  W.   Byers,   Secretary. 


INTERESTING   CHART  FORMS 

The  Educational  Exhibition  Company 
of  Providence,  R.  I.,  has  prepared  a  use- 
ful line  of  chart  forms  in  standard  let- 
ter-sheet size,  divided  for  the  conveni- 
ence of  those  who  wish  to  plot  data  by 
days,  weeks,  months  and  years.  There 
are  papers  which  have  fifty-two  spaces 
along  one  edge,  giving  weekly  results 
for  a  year;  others  have  twenty-four  and 
thirty-six  divisions  for  hourly  and 
monthly  plottings.  Cards  4  by  6  and  4 
by  12  inches  embodying  the  same  rul- 
ings are  also  provided.  One  of  the 
charts  Is  known  as  the  Arithlog  paper, 
whose  rulings  make  it  possible  to  com- 
pare a  large  item,  such  as  sales,  with  a 
small  one,  like  waste. 

The  company  also  makes  a  line  of 
map-marking  devices,  including  glass- 
head  map  pins  in  brilliant  colors,  the 
colors  .permeating  the  glass  and  being 
therefore  permanent.  Another  new 
thing  is  a  form  of  mounting  for  maps, 
charts  and  production  boards,  whereby 
pins  or  markers  are  easily  moved  about 
yet  are  kept  firmly  in  place  where  want- 
ed. Stil]  another  feature  of  the  line  are 
celluloid  topped  tacks,  the  tops  having 
a  slightly  grained  surface  upon  which 
one  may  write. 


AUTOMATIC  ERASER  ATTACH- 
MENT 

The  Defiance  Manufacturing  Com- 
pany of  New  York  is  selling  an  auto- 
matic typewriter  erasing  attachment 
whose  principle  is  that  of  the  self-wind- 
ing tape  measure.  The  eraser  is  at- 
tached to  a  light  cord,  of  ample  length 
to  permit  convenient  use.  This  cord 
winds  on  a  spring  inside  the  nickel 
plated  case.  Release  the  eraser  and  the 
spring  automatically  winds  up  the  cord 
and  keeps  the  eraser  snugly  out  of  the 
way. 


Shepard's  Bookstore  of  Paris,  Ont..  has 
been  making  a  specialty  of  advertising 
fancy  china  suitable  for  gifts. 


Something  New  for  the  Cardwriter 

A  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 


By  R.   T.   D.   Edwards 


AT  THE  outset  of  this  new  series  of 
cardwriting,  which  began  at  the 
first  of  this  year,  we  endeavored  to 
give  our  readers  something  out  of  the 
ordinary  in  the  cardwriting  line  and  we 
think  we  have  succeeded  so  far  and  ex- 
pect to  keep  up  the  good  work. 

We  believe  that  each  lesson  as  it  is 
published  will  be  more  interesting  than 
its  predecessor  and  that  each  time  we 
shall  succeed  in  springing  on  you  some- 
thing new  which  will  be  exceedingly 
beneficial  to  your  cardwriting  studies. 

Now  the  idea  of  this  present  series,  as 
we  have  previously  mentioned,  is  to  give 
you  new  letter  formations  for  show  card 
work.  All  of  them  are  to  be  of  the  most 
practical  nature  and  formed  so  as  to 
take  as  few  strokes  as  possible  for  their 
construction. 

Your  attention  is  called  to  the  alphabet 
shown  in  the  chart  of  this  lesson.  Here 
we  have  reproduced  one  of  the  very  few 
letter  formations  of  its  kind.  It  is  en- 
tirely composed  of  straight  lines,  no 
curved  strokes'  being  used.  Of  course 
this  form  of  letter  is  not  for  use  where 
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cards  are  to  be  made  rapidly  and  turned 
out  in  large  quantities  but  is  for  use  on 
the  better  class  of  show  card  which  in 
turn  will  be  used  in  the  better  class  dis- 
plays. As  we  mentioned  before  this  is 
a  most  practical  type  of  formation  and 
can  be  executed  very  quickly  for  the  class 
of  work  for  which  it  is  intended. 

The  alphabet  was  made  with  a  round 
writing  pen  with  the  one  stroke  method. 
That  is,  one  stroke  of  the  pen  completes 
each  stroke  as  they  are  numbered. 

While  this  is  a  very  suitable  alphabet 
for  the  pen  it  can  be  made  equally  effec- 
tive with  the  brush.  But  the  pen  makes 
better  small  lettering,  and,  as  small  let- 
tering looks  better  on  better  class  cards 
it  is  advisable  to  practice  with  the  pen. 

For  ordinary  use  a  No.  1%  or  No.  2 
nib  is  best.  You  will  experience  a  great 
deal  of  difficulty  at  first  in  getting  the 
cross  strokes  straight  but  perseverance 
in  practice  will  eliminate  this.  It  is  ad- 
visable to  mark  the  letters  out  minutely 
with  pencil  before  attempting  the  actual 
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work,  then  you  can  work  ahead  without 
any  worry  as  to  spacing,  etc.  It  is  ad- 
visable to  spend  considerable  time  in 
practising  this  alphabet  that  the  forma- 


tions may  become*  so  firmly  impressed  on 
your  mind  as  to  render  no  reference  to 
the  chart  necessary  as  far  as  the  type  is 
concerned.  We  are  giving  you  no  prac- 
tice exercise  this  month  on  account  of  so 
much  sameness  of  the  strokes,  but  don't 
neglect  to  practise  each  stroke  thorough- 

ly. 

Keep  your  pen  nibs  in  the  best  of 
shape,  clean  and  in  good  working  order. 
Wash  them  out  in  clean  water  after  being 
used  and  better  results  will  be  obtained. 

Use  a  heavy  black  carbon  ink  for  pen 
lettering  "mat  designing  and  mat  bevel- 
ling for  show  cards."  We  all  want  to 
learn  everything  we  can  about  our  par- 
ticular line  of  business  and  we  should  at 
least  be  on  the  lookout  for  something 
new,  so  here  is  something  which  is  a 
very  important  factor  to  a  show  card 
writer  and  one  which  means  dollars  and 
cents  to  him  or  her  when  it  is  mastered. 
This  work  is  mat  designing  and  mat 
bevelling  for  show  card  purposes.  It  is 
a  big  subject  so  we  must  take  it  step  by 
step  that  no  stage  in  this  work  may  be 
missed. 

We  will  first  explain  what  this  work 
is. 

In  a  few  words  it  is  making  fancy  and 
plain  designs  and  cutting  them  out  of 
mat  boards  and  having  all  the  edges  of 
the  mat  bevelled. 

The  following  are  a  few  of  the  vari- 
eties of  these  cards. 

Straight  bevelled  outside  edges. 

Straight  bevelled  cut  out  centres. 

Fancy  bevelled  outside  edges. 

Fancy  bevelled  outside  edges  with  cut 
out  centres. 

These  are  a  few  of  the  many  uses  of 
show  card  bevelling  and  if  you  are  able 
to  master  them  all  this  month  you  have 
done  a  big  work. 

Of  course  it  is  advisable  to  start  at 
the    easiest   end   of  the   work   which   is 
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straight  line  work.  This  is  much  easier 
than  the  curved,  because  it  can  be  done 
with  a  bevelling:  iron  or  any  straight 
edge.  Start  at  this  first,  therefore,  and 
when  you  have  mastered  how  to  hold  the 
knife  or  chisel,  you  may  proceed  to  the 
more  difficult  work. 

Tools  to  Use 

Many  are  the  varieties  of  tools  used 
for  mat  board  bevelling  and,  of  course, 
each  mat  cutter  has  his  own  opinion  as 
to  which  is  the  most  practical  method. 
In  reality  it  is  all  a  matter  of  what  you 
get  used  to,  so  you  will  have  to  find  out 
for  yourself. 

Experience  has  taught  us  that  a  thin 
blade  with  an  almost  right  angled  cut- 
ting edge  is  the  most  practical.  This 
blade  should  be  ground  down  just  like 
a  fine  chisel  with  its  bevelled  point  run- 
ning back  almost  an  inch.  The  point  is 
thin,  quite  thin,  and  it  cuts  into  the  card- 
board very  readily  and  without  the  re- 
sistance which  is  caused  by  the  thicker 
blade.     Refer  to  Fig.  1. 

This  illustration  shows  a  tailor's  cloth 
cutting  knife  with  the  blade  cut  down  to 
a  chisel   point,  as   previously    explained. 


The  blade  was  broken  off  and  ground 
down  on  an  emery  wheel  and  finished 
off  on  an  oil  or  whet  stone. 

This  gives  it  almost  a  razor-like  edge, 
and  if  taken  proper  care  of  should  last 
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for  years.  All  it  requires  from  time  to 
time  is  to  be  rubbed  up  on  the  oil  or 
whet  stone.  The  handle  of  this  tool  is 
of  wood  and  brass,  and  the  set  screw, 
which  is  the  lower  one,  holds  the  blade 
in  place.  This  can  be  obtained  at  some 
hardware  stores. 

Fig.  2  shows  the  same  style  of  handle 
with  a  pointed  blade  in  it.  This  style 
does  the  work  very  well,  but  in  our  esti- 
mation not  so  well  as  the  former.  Both 
sides  of  the  blade  are  cutting  edges.  No. 
3  shows  a  style  as  catalogued  by  a  card- 
writing  supply  housej  and  is  a  very  prac- 
tical type.  It  has  met  with  great  success 
throughout  the  American  continent. 

No.  4V  shows  a  home-made  device  for 
mat  bevelling.  This  is  a  small  carpen- 
ter's chisel,  made  exceedingly  sharp,  with 
thick,  soft  cord  wrapped  around  it  to 
form  a  handle.  The  wooden  handle  of 
the  chisel  is  left  off.  This  tool  can  be 
used  in  case  other  devices  are  not  ob- 
tainable. 

Fig.  5  shows  the  proper  position  to 
hold  the  bevelling  chisel  when  doing  the 
work.  Note  the  angle  at  which  the  chisel 
edge  is  held  while  cutting  the  card.  This 
illustration  also  shows  the  bevelling 
iron's  straight  edge.  This  tool  you  can 
have  made.  Its  size  is  two  inches  wide 
by  about  thirty  inches  in  length,  with 
the  left  hand  side  bevelled  as  shown. 
This  iron  is  fastened  onto  a  board  about 
six  inches  wide  and  the  same  length  as 
the  iron,  which  is  screwed  to  the  board 
through  a  hole.  The  cardboard  is  placed 
underneath  the  iron  and  the  end  nearest 
you  is  held  down  firmly  with  the  left 
hand.  This  holds  the  cardboard  tightly 
in  place  for  cutting.  In  order  to  get  a 
clean  cut  bevel  always  place  a  piece  of 
waste  cardboard  underneath  the  card  to 
be  cut. 

If  an  iron  bevelling  iron  is  not  obtain- 
able, one  can  be  made  from  a  piece  of 
good  hardwood.  This  has  proved  as  satis- 
factory and  much  more  easily  obtained, 
but  is  only  good  for  straight  edge  bevel- 
ling. It  should  be  made  by  an  experi- 
enced carpenter,  so  as  to  have  it  per- 
fectly smooth. 

Kind  of  Cardboard  to   Use 

The  kind  of  cardboard  used  for  making 
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bevelled  mats  and  show  cards  is  known 
as  mat  board.  This  can  be  obtained  from 
mat  board  manufacturers.  Of  course 
plain  white  and  colored  railroad  boards 


but  the  quickest  and  most  practical  is 
the  one  illustrated  in  Fig.  6.  This  is, 
quite  simple  and  you  most  probably  have 
done  this  before. 

In  Fig.  6  we  have  three  different 
classes  of  designs.  The  first  shows  a 
design  with  all  four  corners  the  same. 
This  is  obtained  by  folding  over  twice  as 


cardboard  and  trace  around  the  edge 
with  pencil  and  bevel. 

The  second  illustration  shows  an  up- 
right design  which  is  obtained  by  just 
folding  the  paper  over  once  lengthways. 
Then  by  placing  carbon  paper  against  the 
opposite  side  and  retracing  the  pencil 
drawing  the  full  design  is  obtained  as 
shown  in  the  lower  drawing. 

The  third  illustration  shows  a  pattern 
for  a  landscape  card.  This  is  obtained 
the  same  as  the  other  only  that  the  paper 
is  folded  crossways. 

These  patterns  are  placed  upon  the 
cardboard,  that  is  to  be  bevelled,  with 
carbon  paper  underneath,  design  is  then 
retraced.  Thus  you  have  the  pattern  on 
the  card  ready  to  bevel.  After  this  is 
done  neatly  place  behind  the  centre  open- 
ing some  other  color  card.  This  is  to  be 
stuck  on  with  glue  or  paste.  When  dry 
the  card  is  ready  to  letter.  The  lettering 
is  to  be  put  on  the  insert  card. 

No.  7  gives  a  few  suggestions  of  de- 
signs which  are  obtained  by  the  same 
method  as  shown  in  the  first  illustration 
of  Fig.  6.  These  can  be  used  for  the  out- 
side design  of  show  card  or  the  inside 
design  to  be  cut  out.  Many  others  can 
be  made. 

Fig.  8  shows  a  few  attractive  designs 


can  be  used  but  are  not  as  good  for  bevel- 
ling as  the  thicker  mat  board. 

Designs 

There  are  many  ways  in  which  you  can 
get  the  various  designs  for  fancy  mats 


indicated  by  the  dotted  lines,  a  piece  of 
plain  paper,  the  same  as  the  card.  When 
this  is  done  draw  quarter  of  the  design 
in  pencil  as  is  shown  in  the  left  drawing. 
Then  while  it  is  still  folded  cut  it  out 
with  a  pair  of  sharp  scissors.  When 
opened  you  should  have  all  four  sections 
the    same.      Lay   this    pattern    onto    the 


of  the  more  difficult  nature.  These  are 
all  for  cut  out  mats  and  are  to  be  bevel- 
led on  both  outside  and  inside  edges  and 
are  to  have  a  piece  of  cardboard  set  in 
behind  the  centre  opening.  In  the  case 
of  the  two  outside  top  ones  the  top  open- 
ings should  be  filled  in  as  well.  These 
spaces  may  be  used  for  the  firm's  name. 
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POSSIBILITIES    OF    MUSICAL    MER- 
CHANDISE 

A  Branch  of  Trade  With  Great  Develop- 
ment  Possibilities — One  Retailer's 
Experience  With  Harmonicas 

In  considering  the  suitability  of  musi- 
cal smallwares  for  book  and  stationery 
stores  we  have  especially  in  mind  these 
stores  in  the  medium-sized  and  small 
towns  where  the  field  in  musical  mer- 
chandise does  not  warrant  the  operation 
of  a  music  store.  In  such  towns  the 
stock  of  musical  merchandise  is  natur- 
ally found  in  the  book  and  stationery 
stores  and  even  in  some  of  the  stores  in 
smaller  cities  these  goods  continue  to 
form  part  of  the  stock  in  trade  of  book 
and  stationery  stores  by  reason  of  the 
long  association  of  these  goods  with 
their  stocks — the  trade  in  the  goods  con- 
tinues in  those  stores  so,  under  those 
circumstances,  it  would  hardly  be  wise 
to  drop  the  lines  simply  because  a  music 
store  has  been  established  there. 

The  term  musical  merchandise  covers 
quite  a  variety  of  items.  The  object 
here  is  not  to  cover  them  compre- 
hensively but  as  an  illustration  the  item 
of  harmonicas  may  be  selected  as  one 
possessing  great  possibilities  for  trade 
development.  The  writer  recalls  his 
own  experience  with  this  line  which  will 
doubtless  give  some  other  dealers  food 
for  reflection.  At  first  the  stock  of 
harmonicas  was  not  very  large  nor  very 
choice.  There  was  an  indiscriminate  lot 
of  these  mouthorgans  piled  together  in 
a  drawer  and  some  were  bad  stock — 
some  notes  refusing  to  sound  at  all 
while  others  would  have  been  far  bet- 
ter silent  as  they  made  sounds  surpris- 
ingly for  out  of  tune,  a  well-directed 
breath  calculated  to  bring  forth  a  melo- 
dious low  note,  producing  a  strident 
high  "C"  and  vice  versa. 

A  traveling  salesman  representing  a 
well  known  Toronto  music  supply  house 
learned  of  this  disgraceful  condition  of 
the  harmonica  stock  and  in  a  friendly 
manner  took  the  merchant  (yours 
truly)  to  task  pointing  out  not  only  the 
error  of  his  ways  but  indicating  how 
the  sale  of  harmonicas  could  be  increas- . 
ed  ten  times  over. 

What  was  the  result? 

That  traveler  got  an  order  for  $50 
worth    of    harmonicas,    a    large    display 


stand  holding  about  two  dozen  instru- 
ments, going  with  the  goods.  The  stock 
thus  became  well  assorted,  prospective 
customers  thereafter  being  able  to  get 
harmonicas  of  the  particular  size  and 
key  they  wanted. 

The  display  stand  turned  out  to  be  a 
silent  salesman,  alone  accounting  for  a 
goodly  proportion  of  the  greatly  in- 
creased sales  that  resulted.  The  sales 
people  themselves  showed  more  interest 
in  the  line  and  thus  the  rosy  picture 
painted  by  that  traveler  was  fully  real- 
ized. 

The  same  thing  can  be  accomplished 
with  other  musical  goods,  from  the  des- 
pised little  "Jew's  harp"  to  high  priced 
phonographs. 

The  retailer  reading  this  should  look 
carefully  into  conditions  in  his  own 
store  as  respects  the  goods  of  this  class 
included  in  his  stock  and  he  should  see 
to  it  that  when  a  line  of  goods  is  car- 
ried it  should  be  properly  stocked,  so 
that  customers  will  not  have  to  go  away 
unable  to  have  their  wants  satisfactor- 
ily supplied  and  to  ensure  satisfaction 
with  every  sale  made.  That  is  the  only 
way  to  build  up  a  lasting  business — the 
kind  that  brings  customers  back  again 
when  they  want  the  same  or  other 
goods. 

In  future  issues  discussions  will  be 
taken  up  dealing  with  other  branches  of 
goods  coming  under  the  heading  of 
musical  merchandise  and  it  is  hoped  to 
present  some  actual  experiences  of  re- 
tail stationers  in  successfully  conduct- 
ing this  branch  of  their  trade. 

TALKING   MACHINES   FOR  MUSIC 
TEACHERS 

Coming  from  a  paper  issued  for  musi- 
cians, music  teachers  and  students,  the 
following  is  of  direct  interest  to  the 
trade:  "Progressive  teachers  of  singing 
recognize  that  it  is  essential  for  pupils 
to  hear  the  standard  works  in  the  vocal 
repertoire.  If  the  teacher  is  qualified 
to  give  adequate  interpretations  of  the 
works  he  uses  in  his  teaching  the  prob- 
lem is  solved  for  him.  But  still  exists 
for  others  who  have  not  this  degree  of 
executive  skill. 

"And   this   is   the  point  at  which   the 

perfected  talking  machine  product  offers 

a  simple    practical    substitute    for    viva 

voce  rendering  of  the  teacher  of  singing 
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who  is  also  an  executive  artist.  The 
talking  machine,  with  a  record  made  by 
some  artist  of  high  standing,  is  a  model 
always  ready,  never  tiring,  never  vary- 
ing, which  teacher  and  pupil  can  study 
with  the  utmost  detail,  with  a  thorough- 
ness impossible  at  a  recital,  when  the 
work  is  performed  as  part  of  a  pro- 
gram. 

"We  feel  called  to  express  the  wish 
that  more  records  of  master  composi- 
tions might  be  given  in  English,  and 
that  more  songs  with  English  text 
(original,  not  translations)  may  be  of- 
fered by  artists  and  record  producers. 

"The  teacher  who  has  not  added  a 
good  talking  machine  to  his  studio  equip- 
ment, should  take  the  matter  under  ad- 
visement." 

STUDY  RECORD  TITLES 

A  good  way  in  which  sheet  music 
salesmen  can  keep  posted  to  their  own 
advantage  is  in  studying  the  titles  of 
records  issued  each  month  by  the  talk- 
ing machine  concerns  says  the  Canadian 
Music  Trades  Journal. 

Then  again  if  a  man  believes  that 
certain  numbers  are  worth  buying  in 
quantities  of  more  than  one  copy  at  a 
time,  the  fact  that  these  have  been 
chosen  for  recording  in  some  measure 
confirms  his  judgment. 

A  case  comes  to  mind  of  a  musical 
family  in  which  a  son  and  daughter  of 
the  house  were  both  fond  of  music. 
The  girl  could  play,  the  boy  could  not. 
This  fact  led  the  father  to  buy  a  talking 
machine  that  his  son  might  have  a  bet- 
ter musical  education,  but  the  father  had 
no  desire  to  show  favoritism  to  his  son, 
and  whenever  a  record  came  into  the 
house  that  his  daughter  liked  that  sel- 
ection was  purchased  in  sheet  music 
form  for  her  benefit.  The  sheet  music 
salesman  who  had  this  regular  customer 
makes  a  practice  of  studying  the  new 
monthly  lists  of  records  of  all  makes  to 
further  his  sheet  music  sales. 

Other  similar  instances  might  be 
pointed  out,  but  this  is  sufficient  to  im- 
press the  advantage  of  studying  the  new 
monthly  lists  of  records. 


Benham's  Bookstore  of  Parkhill,  Ont., 
has  established  a  good  reputation  as 
headquarters  for  phonographs  and  re- 
cords. 
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WANAMAKER.WHO  HAS  MADE 
RETAIL  BUSINESS  HISTORY 

How  the   Christmas   Disappointment   of  a   Small   Boy 

Directed,  an  Organizing  Genius  to  the  Service 

of  the  Public. 


ON  a  Christmas  eve,  a  country  lad 
entered  a  Philadelphia  jewellery 
store  to  buy  a  gift  for  his 
mother  with  a  few  hardly  earned  dollars. 
"I'll  take  that,"  he  said,  pointing  to  a 
little  trinket  and  handing  over  his 
money.  At  that  moment  he  saw  some- 
thing better  and  said  he  would  take  it 
instead.  "It's  too  late;  you've  bought 
this  and  must  keep  it,"  snapped  the  jew- 
eller. As  the  indignant  youth  walked 
out  of  the  store,  resentful  and  sorrowful, 
he  resolved  to  start  some  day  a  store  of 
his  own  where  customers  would  not  be 
so  treated.  The  country  lad  was  John 
Wanamaker.  When  he  opened  a  new 
store  half  a  century  later,  the  president 
of  the  United  States  deemed  it  fitting  to 
play  a  leading  part  in  the  ceremonies. 
But  Wanamaker  has  been  more  than  a 
successful  business  man;  he  has,  as  he 
himself  says,  been  an  experimenter  to 
find  something  greater  and  higher  than 
mere  money  making.  Not  long  ago  he 
dedicated  two  acres  of  his  Philadelphia 
store  space  solely  to  educational  pur- 
poses with  the  idea  of  combining  busi- 
ness and  education.  Here  is  something 
of  the  career  of  the  lad  who  founded  a 
great  resolve  on  a  Christmas  eve  disap- 
pointment, as  told  by  B.  C.  Forbes  in 
Leslie's: — 

He  began  his  business  career  in  1852 
as  an  errand  boy  in  a  Philadelphia  book 
store  when  he  was  fourteen,  after  a. 
somewhat  scanty  education.  "I  have 
picked  up  my  education  as  I  have  gone 
along,  as  railway  engines  take  up  water 
from  track  tanks,"  he  has  since  said. 
He  next  entered  a  lawyer's  office  as  copy- 
ist and  office  boy,  but  his  parents — of 
Dutch  and  Huguenot  stock — moved  with 
their  seven  children  to  their  grand- 
father's abode  in  Indiana.  Before  he  was 
eighteen,  however,  he  returned  to  Phila- 
delphia and  entered  a  clothing:  store. 
All  this  time  he  had  been  improving  his 
education  diligently,  had  acquired  some 
faculty  for  writing,  had  imbibed  a  love 
for  music  and  had  taken  kindly  to  the 
teachings  of  his  mother.  While  still  a 
mere  youth,  he  established  and  edited 
"Everybody's  Journal"  and  also  became 
the  first  paid  secretary  of  the  Y.M.C.A. 
of    Philadelphia. 

He  had  not  forgotten,  however,  the 
treatment  he  received  in  that  jewelry 
store,  nor  had  he  given  up  his  deter- 
mination to  open  a  store  of  his  own  where 
customers  would  receive  consideration. 
On  April  8,  1861,  before  he  was  twenty- 
three  years  of  age,  he  formed  a  partner- 
ship with  Nathan  Brown  and  opened  the 
men's  clothing  house  of  Wanamaker  & 
Prown,  in  Oak  Hall,  a  building  which 
was  looked  upon  as  a  freak  because  of 
its  extraordinary  height  of  six  stories, 
built  upon  the  site  of  the  home  once  oc- 
cupied by  George  Washington  when 
President. 

The  first  day's  drawings  amounted  to 
$24.67.  The  $24  was  that  night  invested 
in  advertising  and  the  67  cents  left  in 
the  till  to  make  chansre  next  day. 

Four  days  later  the  first  shot  on  Fort 
Sumter  was  fired.  Neighbors  shook  their 
heads    and    predicted    that    nothing    but 


early  disaster  could  befall  the  beardless 
boys  for  their  audacity  in  starting  busi- 
ness at  such  a  time.  But  the  neighbors 
could  not  know  the  amount  of  ambition 
and  grit  and  enterprise  behind  the  new 
store.  It  was  not  uncommon  for  the 
partners  to  work  all  night. 

"Had  we  inherited  a  business  or  been 
able  to  command  the  assistance  of  rich 
friends,"  says  Mr.  Wanamaker,  "we  might 
have  had  easier  times,  but  never  could 
have  had  the  schooling  that  cut  the  back- 
log of  this  business. 

Business  in  the  Old  Days. 
"In  those  days  it  was  the  custom  to 
start  work  at  six-thirty  in  the  morning 
and  keep  on  until  seven  or  half-past  at 
night,  except  Saturdays,  when  stores 
closed  at  ten  or  ten-thirty  at  night.  There 
was  no  selling  price  for  goods — there  was 
an  asking  price,  and  the  most  persistent 
haggler  bought  the  goods  far  below  the 
unwary.  Seldom  was  cash  paid  for  wages 
to  the  employes  making  clothing.  The 
general  rule  was  fortnightly  settlements 
in  grocery,  coal  and  other  orders,  on 
which  the  manufacturer  had  a  percent- 
age." 

The  courtesy  which  customers  received, 
the  fairness  of  the  prices  charged,  the 
care  given  to  insuring  a  right  fit  and  the 
vigor  injected  into  the  firm's  advertising 
soon  began  to  tell.  These  four  epochal 
reforms  were  instituted,  the  first  from 
the  moment  the  store  was  opened,  the 
second  in  the  following  year  and  the 
other  two   in   1865. 

First —Cash  payments  on  the  spot  to 
working  people  on  completion  of  the 
work. 

Second — Shorter    business    days. 
Thiid — Not  two   prices — one   price   and 
only  one. 

Fourth — Take  back  anything  sold  and 
returning  the  money  if  unsatisfactory. 

In  less  than  ten  years  from  the  in- 
auguration of  his  one-price  and  money- 
back-if-not-satisfied  policy,  John  Wana- 
maker had  built  up  the  largest  retail 
clothing  store  in  the  United  States. 
Competitors  were  constantly  predicting 
the  downfall  of  so  adventurous  a  young 
man,  with  his  fantastic  ideas  about  cod- 
dling customers,  his  Sunday  school  no- 
tions about  the  handling  of  his  help,  his 
spendthrift  advertising  practices,  his  up- 
start "special  sales,"  and  his  other  new- 
fangled foolishness.  They  rubbed  their 
hands  in  glee  when  the  terrible  panic  of 
1873  struck  the  country  like  a  hurricane, 
prostrating;  and  demolishing  even  the 
strongest  of  enterprises.  Now,  they 
chuckled,  John  Wanamaker  would  meet 
the  fate  they  knew  all  along  was  await- 
ing hirn. 

What  actually  happened  was  that,  in 
the  midst  of  the  almost  universal  dis- 
aster, John  Wanamaker  opened  nego- 
tiations with  the  head  of  the  Pennsyl- 
vania Railroad  for  the  acquisition  of  the 
road's  abandoned  freight  depot  on  the 
outskirts  of  the  city  at  Thirteenth  and 
Market  Streets,  a  monster  building  co/er- 
ing  over  two  acres  of  ground,  and  the 
completion  of  the  deal  was  announced 
the  following  year.  This  brousrht  more 
dire  predictions  of  disaster.  His  mush- 
roomlike success  must  have  turned  Wana- 
maker's  head.  War  not  the  abandoned 
depot  far  removed  from  the  city's  busi- 
ness center?  Was  it  not  a  most  unsightly 
brrn,  utterly  unfitted  for  use  as  a  stor-*' 
And  lies  size  -  it  would  take  half  th<" 
clothing  in  Pl.i'ficKlpnia  to  fill   it. 

Mr.    Wanamaker   advertised    it    as    the 
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"New  Kind  of  Store"  and  its  opening,  in 
1876,  excited  interest  second  only  to  that 
aroused  by  the  Centennial  Exposition. 
On  March  12  of  the  following  year,  when 
there  was  a  gala  celebration  of  the  in- 
auguration of  ladies'  goods  as  part  of  the 
stock  to  be  carried,  the  Grand  Depot,  as 
it  was  then  called,  was  visited  by  70,000 
people.  The  store  became  the  mercantile 
marvel  of  the  country.  It  attracted 
visitors  from  far  and  near.  President 
Grant,  when  conducted  over  it,  declared: 
"It  takes  as  much  generalship  to  or- 
ganize a  business  like  this  as  to  organize 
an    army." 

And  indeed  the  organizer  of  this  mam- 
moth store  was  kept  busy  thinking  and 
planning  and  executing.  To  attract  cus- 
tomers in  sufficient  number  to  maintain 
the  establishment  demanded  energy  and 
enterprise  and  originality  of  a  high  or- 
der. Whole  page  advertisements  were 
used  in  newspapers — for  the  first  time 
by  any  merchant.  Goods  in  profusion 
were  brought  from  Paris,  Berlin,  London 
and  elsewhere.  Special  sales,  since  be- 
come seasonal  events,  were  inaugurated. 
And,  to  crown  all,  Wanamaker's  became 
the  first  store  to  be  lighted  by  electricity, 
an  innovation  which  excited  wonder  and 
even  awe.  Another  novelty  that  caused 
much  talk  was  the  installation  of  pneu- 
matic tubes  as  cash  carriers — also  the 
first  in  any  store.  It  was  this  same 
policy  which  later  led  Wanamaker  to  be 
the  first  to  install  a  Marconi  wireless 
service  between  Philadelphia  and  New 
York  stores;  introduce  a  general  free 
delivery  by  mail,  express  or  freight,  and 
to  add  aeroplanes  to  his  stock  in  trade — 
he  sold  his  first  flying  machine  as  long 
ago   as   1909. 

In  1896  the  whole  mercantile  world 
was  astounded  by  an  announcement  that 
the  old  A.  T.  Stewart  business  in  New 
York  had  been  bought  by  John  Wana- 
maker. An  editorial  in  the  New  York 
Times  in  November  of  that  year  Laid: 

"Within  the  last  45  days,  stocks  aggre- 
gating at  retail  value  $3,000,000  have  been 
gathered  for  this  New  York  Wanamaker 
Store — the  combined  stocks  of  the  Phila- 
delphia and  New  York  stores  to-day 
amounting  to  $6,850,000.  The  revival  of 
this  great  business  means  work  for  fac- 
tories that  would  otherwise  be  shut  down, 
means  occupation  for  thousands  who 
otherwise  would  be  idle;  and  it  means 
that  in  the  face  of  all  the  grumbling 
about  hard  times  there  has  been  one  man 
so  well  convinced  of  the  renewal  of  pros- 
perity that  he  takes  unto  himself  a  dupli- 
cate business  of  one  whose  astonishing 
proportions  would  stagger  the  average 
merchant." 

In  New  York,  as  in  Philadelphia,  the 
Wanamaker  methods — "close  application, 
integrity,  attention  to  details  and  dip- 
creet  advertising,"  to  use  the  merchant's 
own  words — worked  miracles.  The  A.  T. 
Stewart  business  which  had  languished 
since  the  death  of  its  famous  founder 
expanded  to  such  an  extent  that  the 
building  at  Broadway  and  Ninth  Street, 
though  many  times  the  size  of  the  old 
Stewart  building  on  Broadway  and  Cham- 
bers Street,  had  to  be  supplemented  by 
the  construction  of  a  still  more  commo- 
dious mercantile  palace  covering  the 
whole  of  the  adjoining  Broadway  block, 
the  twin  stores  giving  32  acres  of  floor 
space  and  forming  perhaps  the  best- 
known  department  store  in  the  metropo- 
lis. 

Even  more  Napoleonic  achievements 
were  in  progress  at  Philadelphia.  These 
were  crowned  in  1910  by  the  completion 
of  the  present  Wanamaker  store  with  its 
forty-five  acres  of  floor  space,  one  of  the 
most  remarkable  mercantile  castles  in 
the  world  and  in  certain  respects  wholly 
unique — its  school  and  university  feat- 
ures, its  musical  facilities,  its  accommo- 
dations for  entertainments  and  other 
social  events,  and  its  art  gallery. 

The  youth  whose  receipts  during  the 
first  day's  business  totalled  $24.67,  and 
who  spent  all  but  the  cents  in  advertis- 
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inc.  to-day  is  America's  largest  general 
purely  retail  store  owner,  having  dis- 
tributed, in  his  life  time,  into  the  homes 
of  the  American  people  more  than  half 
a  billion  dollars  of  goods. 

He  employs  in  busy  seasons  a  maxi- 
mum of  15,000  workers  in  his  stores  alone 
and  is  also  a  manufacturer  on  no  small 
scale,  while  his  branch  offices  in  Europe 
and  his  traveling  representatives  in  the 
Orient  and  elsewhere  comprise  another 
small  army. 

The  Wanamaker  Systems. 

But  it  is  not  so  much  of  Wanamaker 
figures  that  I  wish  to  write;  the  sport, 
the  ideals,  the  ambitions,  the  qualities 
which  have  given  them  birth  are  of  in- 
finitely greater  importance.  They  are 
John  Wanamaker's  greatest  monuments 
and  will  do  most  to  keep  his  memory 
honored. 

For  almost  a  generation  the  Wana- 
maker stores  have  trained  citizen  sol- 
diers who  oftener  than  once  have  step- 
ped, full  trained,  into  the  field  when  their 
country  has  called,  just  as  they  are  step- 
ping to-day.  The  Wanamaker  soldiers 
have  gone  into  camp  training  regularly 
every  year,  they  have  been  systematically 
instructed  by  capable  officers,  they  have 
had  a  full-fledged  military  band  and  bugle 
and  drum  corps  and  they  have  supplied 
the  United  States  with  more  than  a  hand- 
ful  of  regular  army  officers. 

Music,  too,  has  been  blended  with  mer- 
chandising: by  John  Wanamaker.  There 
is  a  John  Wanamaker  chorus  of  500 
voices,  there  are  junior  and  senior  choral 
societies,  there  are  minstrel  corps  com- 
prising hundreds  of  members.  The  grand 
organ  in  the  Philadelphia  store  is  the 
most  powerful  in  the  world — over  *0 
horsepower — and  has  so  many  parts  thr.t 
when  it  was  removed  from  the  St.  Lou.'  i 
Exposition  to  Philadelphia  it  filled  thir 
teen  railway  cars  and  took  several  years 
to  be  put  together  again.  One  Wanama- 
ker concert  hall  seats  1,400  people  and 
there  are  others  seating  hundreds.  The 
WanamakT  musical  entertainments  and 
oratorios  have  enriched  the  musical 
education  of  both  Philadelphia  and  New 
York. 

Art,  also,  has  been  mixed  with  Wana- 
maker's storekeeping.  Not  only  have 
Mr.  Wanamaker  and  his  son  Rodman 
Wanamaker  brought  together  a  wonder- 
ful collection  of  paintings  in  their  stores, 
not  only  have  they  inspired  many  to 
appreciate  and  to  acquire  good  pictures, 
but  art  has  been  infused  into  the  ap- 
pointments of  their  stores,  including  the 
House   Palatial. 

Recreation  has  t>een  given  little  less 
attention  than  education.  On  the  Phila- 
delphia store  roof  there  are  running 
tracks,  tennis  courts,  basketball  courts 
and  other  facilities  for  athletics,  while 
athletic  clubs  are  attached  to  both  stores 
and  enjoy  opportunities  for  their  ac- 
tivities  in   the   country. 

Years  and  years  ngo  Mr.  Wanamaker 
began  mixing  his  business  with  such  in- 
novations as  bonus  sharing  every  Decem- 
ber with  his  employes,  an  insurance  as- 
sociation which  has  distributed  $500,000 
among  employes,  building  associations,  a 
pension  roll,  a  circulating  library  and, 
of  course,  medical  and  hospital  benefits. 
He  was  the  first  great  retail  merchant 
to  establish  a  Saturday  half  holiday  for 
employes  and  in  more  recent  years  he 
led  the  way  in  allowing  a  full  holiday 
every  Saturday  during  July  and  August. 

The  extent  of  John  Wanamaker's  non- 
mercenary  activities  outside  his  store 
might  well  scandalize  merchants  who 
have  an  eye  and  a  heart  only  for  profits. 

He  founded  the  famous  Bethany  Sun- 
day School,  now  among  the  largest  in 
the  world,  when  he  was  twenty,  and  has 
guided  and  supported  it  ever  since.  He 
was  the  first  salaried  secretary  in 
America  of  the  Y.M.C.A.  and  erected 
Y.M.C.A.  and  college  buildings  and 
churches  in  India,  China,  Japan  and  other 
foreign   countries  when   still  a  compara- 


tively young  man.  He  helped  to  establish 
the  Presbyterian  Hospital  of  Philadel- 
phia and  his  family  donated  a  children's 
ward,  he  was  president  of  the  First 
Penny  Savings  Bank  there;  he  was  one 
of  the  founders  of  the  Christian  Mission 
during  the  Civil  War;  he  took  a  leading 
part  in  raising  the  first  million  dollars 
for  the  Centennial  Exposition  of  1876; 
he  was  a  foremost  organizer  of  the  Citi- 
zens' Relief  Committee  for  relief  in  the 
Irish  famine- — and  has  ever  since  been 
among  the  first  to  rush  succor  wherever 
and  whenever  catastrophe  has  created 
dire  need,  his  latest  conspicuous  service 
in  this  connection  being  the  dispatching 
of  food-laden  ships  to  stricken  Belgium 
when    that   land   was   laid   waste. 

Mr.  Wanamaker  even  found  time  to 
discharge  important  political  duties, 
which  culminated  in  his  appointment  by 
President  Harrison  as  Postmaster-Gen- 
eral of  the  United  States  from  1889  to 
1893,  during  which  time  he  established 
a  rural  free  delivery  as  well  as  sea  postal 
offices,  and  also  did  much  to  secure  the 
abolition  of  conducting  lotteries  by  mail, 
to  bring  fast  foreign  mail  steamers  un- 
der the  American  flag  and  to  secure  in- 
ternational two-cent  postage. 

But,  after  all,  these  are  not  the  most 
important  things  that  John  Wanamaker 
has  mixed  with  business.  His  greatest 
service  has  been  in  elevating  the  whole 
standard  of  storekeeping,  in  making  it 
possible  for  workers  behind  the  counter 
to  maintain  their  self-respect,  in  securing 
honest  treatment  for  customers,  in  in- 
troducing and  adhering  to  such  commer- 
cial standards  that  it  became  practicable 
to  be  a  merchant  or  a  store  employe  and 
at  the  same  time  a  Christian,  a  follower 
of  the  Golden  Rule.  The  reformation — 
the  revolution — in  the  treatment  of  cus- 
tomers by  merchants  which  has  occurred 
within  the  lifetime  of  most  of  us  has 
been  accelerated  by  the  example  of  John 
Wanamaker  more  than  that  of  any  other 
individual.  That  is  a  strong  assertion 
but  it  is  not  beyond  the  truth. 

My  notebooks  contain  so  much  data 
about  his  career  and  his  characteristics 
that  reproduction  of  sentences  from 
them,  picked  at  random,  may  best  convey 
what  manner  of  man  he  is:  No  Wanama- 
ker driver  is  allowed  to  carry  a  whip. 
He  provides  for  many  unfortunates  whom 
he  has  rescued.  One  of  his  favorite  pur- 
suits is  scouting  for  down-and-outs.  Dur- 
ing the  first  eight  years  he  was  in  busi- 
ness he  was  not  off  a  single  day.  His 
associates  declare  he  has  extraordinary 
powers  of  concentration  and  phenomenal 
versatility  in  turning  from  one  matter 
to  another.  Among  his  hobbies  are 
horses  and  flowers.  His  office  door  is 
always  open  to  even  the  humblest  store- 
worker.  It  has  been  his  lifetime  custom 
to  be  early  at  the  store  and  to  wait  for 
the  report  of  the  day's  sales  from  the 
head  of  each  department.  He  has  tre- 
mendous recuperative  powers. 

John  Wanamaker  knows  no  games.  He 
finds  his  recreation  in  his  work  and  in 
his  multifarious  outside  activities.  He 
has  never  advertised  on  Sunday  and  will 
not  discuss  business  on  that  day.  He 
never  takes  his  business  troubles  home 
with  him.  They  are  locked  in  when  the 
store  is  locked  at  night. 

He  is  an  ardent  reader.  Like  the  late 
J.  P.  Morgan,  he  hardly  ever  exercises. 
•His  home  is  a  center  of  hospitality, 
sometimes  sheltering  at  the  same  time 
a  derelict  under  process  of  reconstruc- 
tion and,  it  may  be,  a  cabinet  minister 
or  a  business  magnate.  His  organizing 
powers  always  notable,  have  been  exer- 
cised most  strenuously  and  with  most 
nerve  on  such  occasions  as  the  Dayton 
and  Johnstown  floods  and  the  sacking 
of  Belgium,  when  superhuman  efforts 
were  necessary  to  hasten  supplies  to 
avert  starvation.  Because  of  his  in- 
tense love  of  music,  the  sale  of  294 
pianos   in   one   day   in   one   store    is   one 
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of  the  little  business  achievements  of 
which   he   is   most  proud. 

Mr.  Wanamaker  has  summed  up  his 
own  biography  in  six  words:  "Thinking, 
trying  and  trusting  to  God  is  all  of  my 
biography." 

John  Wanamaker  is  seventy-nine,  hav- 
ing been  born  on  the  outskirts  of  Phila- 
delphia on  July  11,  1838.  Yet  he  is  still 
full  of  health  and  vigor  and  enthusiasm, 
finding  no  day  long  enough  for  the  tasks 
in    hand. 


VALUE  OF  BUSINESS  NEWS- 
PAPERS 

Edwin  N.  Hurley,  the  financier  and 
successful  manufacturer,  who  retired 
from  the  chairmanship  of  the  United 
States  Federal  Trade  Commission  to 
give  attention  to  his  own  big  manu- 
facturing interests  in  the  United 
States  and  Canada,  but  has  just  been 
persuaded  to  return  to  the  public  ser- 
vice, as  chairman  of  the  Shipping 
Board,  says  in  his  book,  "The  Awak- 
ening of  Business": — - 

"Business  men  do  not  realize  the 
value  which  trade  newspapers  and 
technical  magazines  may  be  to  them 
in  increasing  the  efficiency  of  their 
factory  and  giving  them  a  broad, 
comprehensive  view  of  their  business. 

"Our  trade  journals  and  technical 
papers  should  be  encouraged  and  sup- 
ported by  our  business  men. 

"Copies  should  be  placed  where  em- 
ployees can  see  them,  and  they  should 
be  urged  to  read  and  study  them. 

"These  papers  are  preaching  the 
gospel  of  sound  business  on  practical 
lines,  and  are  helpful,  not  only  to 
business,  but  to  the  country  as  a 
whole." 


LISTS   RECEIVED 

From  Dean  &  Sons  Limited  of  Lon- 
don, comes  a  new  catalogue  of  Dean's 
Patent  Rag  Book  productions,  a  book  of 
fifty  pages  with  numerous  illustrations 
amplifying  the  lists  of  rag  books,  toy 
sheets,  nursery  specialties,  "rag"  knock- 
about toys,  dolls,  and  other  toy  novel- 
ties. 

The  British  Novelty  &  Works,  of  Lon- 
don, send  their  illustrated  list  of  "Fill- 
Mee"  sand  toys,  "blow-me-up"  rubber 
toys,    "fluffidown"  toys,   etc. 

This  toy  concern  is  owned  by  Dean's 
Rag  Book  Co. 


MASON  BRANT  AGAIN 

Another  Mason  Brant  detective  story 
is  "The  Raccoon  Lake  Mystery,"  by 
Nevil  Monroe  Hopkins. 

A  humorous  detective  yarn  has  possi- 
bilities! And  they  are  realized  in  this 
novel  with  a  stimulating  murder 
mystery,  a  double  love  affair,  a  delight- 
ful motley  of  unusual  characters.  The 
scene  is  a  wilderness  camp,  where  the 
lionized  novelist  and  college  professor 
becomes  the  center  of  difficulties,  roman- 
tic and  mysterious,  from  which  he  is 
extricated  bv  Mason  Brant,  detective. 


The  trend  of  to-day  is  toward  better 
business  methods.  Everywhere  the  signs 
may  be  read  by  those  who  have  eyes  to 
see. 


INSPIRATION  AND  IDEALS 

Grenville  P.  Kleiser,  who  is  a  former 
Torontonian,  has  added  another  to  his 
long  list  of  good  books,  its  title  being 
"Inspiration  and  Ideals."  Its  sub-title 
is  "Thoughts  For  Every  Day"  and  it 
might  be  further  described  as  a  year 
book  or  a  birthday-book,  since  it  would 
serve  admirably  as  either.  Its  mani- 
fest purpose  is  to  make  better  and  more 
ideal  the  life  of  every  reader.  Every 
day's  little  essay  brief  and  to  the  point 
— filling  one  dainty  page — has  in  it  a 
single  suggestion,  developing  in  terse 
sentences  a  thought  which  is  richly 
worth  while.  The  "thought"  may  per- 
tain to  your  bodily  health,  your  mental 
condition,  your  spiritual  being,  it  may 
even  link  all  these  together,  for  your 
inclusive  benefit.  No  day,  passes,  in 
this  little  book,  without  advice  or  com- 
ment that  well  deserves  to  be  read  and 
heeded.  Note  these  bits,  taken  at  ran- 
dom: 

Deep  breathing  is  the  basis  of  robust 
health. 

Give  some  thought  daily  to  eternal 
truth. 

Greatness  of  manhood  implies  self- 
denial  and  self-sacrifice. 

Concentration  is  a  great  distinguish- 
ing faculty. 

God  ever  speaks  to  a  receptive  mind. 

Be  greater  to  yourself  than  you  are 
to  other  men. 

Proper  care  of  the  body  is  vital  to 
happiness. 

Wide  reading,  clear  thinking,  and 
manly  feeling,  by  Mr.  Kleiser,  have 
produced  here  a  book  which  can  not  fail 
to  inspire  every  person  into  whose 
hands  it  may  fall. 


ORDER  YOUR  SUPPLY 

of  the 

HOLIDAY  GIFT 
ANNOUNCEMENTS 

For  Distribution 
By  Retailers 

SEE  PAGE    35 


CANADIAN    PLAYS   FOR   CHILDREN 

BOOKSELLER  AND  STATIONER 
takes  pleasure  in  presenting  herewith  a 
half  tone  of  Edith  Lelean  Groves. 

This  writer  deserves  a  great  deal  of 
credit  from  the  Canadian  public  for  pro- 
viding a  remarkably  fine  series  of  es- 
sentially Canadian  plays,  drills  and 
exercises,  suitable  for  entertainments 
and  especially  for  patriotic  events  of 
this  nature. 

In  the  past,  Canadians  had  to  depend 
largely  on  adaptations  of  American  pro- 
ductions and  very  often  this  created 
awkward  situations  and  the  effect  was 
weak  and  often  ridiculous. 

She  has  written  fifteen  of  these  books 
in  all,  seven  of  them  being  plays,  four 
of  them  new  this  year. 


■'*■ 


EDITH   LELEAN    GROVES. 
Author  of  Canadian   Plays  for  Entertainment. 

UNDER   SEALED    ORDERS,   by   H.   A. 

Cody.         Published      by      McClelland, 

Goodchild  and   Stewart,  Toronto.     318 

pages. 

Mr.  Cody  is  the  widely  known  and 
much  read  author  of  Stewart  books  of 
fiction  dealing  with  the  Canadian  West. 
These  books  include  Rod  of  the  Lone 
Patrol,  If  Any  Man  Sin,  The  Chief  of 
the  Ganges,  the  Fourth  Watch,  and  the 
Long  Patrol.  Needless  to  say,  Mr. 
Cody  knows  the  West  thoroughly,  and  is 
imbued  with  its  spirit  of  enterprise,  dar- 
ing, adventure,  and  achievement.  Ac- 
tion and  romance  are  the  stuff  of  which 
his  books  are  made,  and  he  peoples 
them  with  individuals  that  possess  our 
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BEST  SEALING  BOOKS  IN 
CANADA 

Fiction 

1      Anne's     House     of     Dreams.     Mont- 
gomery      100 

2 — Changing   Winds.   Irvine 46 

3— The    Red     Planet,     Locke 36 

4— The   Definite   Object,    Locke 24 

5— The  Road  to  Understanding,   Porter  16 

6 — Sonia,    MeKenna    10 

Non-Fiction 

1 — A  Student  in  Arms  (second  series)  40 
2 — God,  the  Invisible  King,  Wells....  28 
3 — Land  of  Deepening   Shadow,   Curtin      10 

Juvenile 

1 — Boy    Allies    at   Jutland 20 


interest,  even  though  all  of  them  can- 
not have  our  admiration,  for  novels 
must  have  their  villains. 

Under  Sealed  Orders  is  the  tale  of  an 
old  man  with  the  Seer's  vision,  who 
foresaw  a  time  when  a  certain  water 
power  dear  to  him  from  long  association 
would  have  its  might  harnessed  to  pro- 
duce electric  current  which  would,  in 
turn,  perform  its  beneficent  labor  for 
the  commercial  and  social  development 
of  a  wide  territory.  The  old  man's 
dreams  come  true  in  surprising  and 
mysterious  ways,  but  not  without  the 
machinations  of  competitors  and  a  cov- 
etous and  evil  stranger.  A  young  engi- 
neer plays  a  large  part  in  the  story,  as 
do  three  young  women  of  lovable  nat- 
ures, and  some  men  not  all  quite  fit  for 
Heaven.  Adventure  a  plenty,  and  plot 
and  counter  plot  characterize  the  tale. 
The  title  of  the  book  is  derived  from  the 
fact  that  the  formation  and  operation  of 
the  power  company  are  governed  by  in- 
structions and  directions  contained  in 
sealed  letters  which  might  not  be  open- 
ed until  certain  conditions  were  met 
with  and  fulfilled.  The  book  makes 
diverting  reading,  and  will  be  enjoyed 
by  many  during  the  coming  winter. 

MARTIE 

"Martie"  by  Kathleen  Norris,  just 
published  by  Wm.  Briggs  is  the  last  of  a 
trilogy  of  remarkable  heroines.  There 
is  much  food  for  serious  thought  in 
Martie,  "the  girl  who  wanted  to  live." 
The  problems  that  confront  her  are  the 
problems  of  thousands  of  women,  with 
each  tragic  change  that  comes  into 
Martie's  life,  she  faces  fearful  realities 
with  an  expansive  ever-growing  courage. 


There  is  no  advantage  in  being  a  good 
salesman  if  you  cannot  realize  a  profit 
on  your  sales. 
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NOTES  ABOUT  NEW  BOOKS 

"Canadian  Wonder  Tales,"  by  Captain 
Cyrus  Macmillan  presents  authentic 
folk    tales    of   Canada. 

"Soldier  Men,"  by  "Yeo,"  is -a  series 
of  brilliant  sketches  of  soldier  life  and 
character,  mostly  in  Egypt  and  Gallipoli, 

"Closed  Lips,"  by  George  Vane,  is  the 
story  of  an  unfortunate  marriage  and 
the  way  in  which  the  young  wife  finally 
wins  her  freedom. 

"Mrs.  Hope's  Husband,"  by  Gelett 
Burgess,  asks  and  answers  the  question 
"is  a  second  love  affair  possible  between 
married  lovers?"  A  very  witty  and  de- 
lightfully told  story. 

In  Flora  Annie  Steel's  "Marmaduke," 
this  author  deserts  India,  the  scene  of  her 
former  literary  triumphs,  and  places  the 
scene  first  in  Scotland,. and  then  in  the 
battlefields  of  the  Crimean  campaign. 

"The  Constitution  of  Canada;  in  Its 
History  and  Practical  Workings,"  by  Mr. 
Justice  Riddell,  is  an  excellent  study  of 
our  constitution,  written  as  much  for  the 
ordinary  reader  as  for  the  constitutional 
lawyer. 

"Emily  Does  Her  Best,"  by  Mrs. 
Horace  Treelett,  is  a  most  amusing  story 
of  the  experiences  of  a  young  English 
girl  after  her  arrival  in  a  town  of  Portu- 
guese East  Africa  to  take  charge  of  her 
bachelor  brother's  household. 

"Britain  in  Arms,"  by  Jules  Destree, 
translated  from  the  French,  speaks  of 
England,  of  the  effort  she  is  making  on 
sea  and  land,  and  of  the  resolution  by 
which  she  is  inspired;,  and  the  things  he 
tells  are  splendid  and  reassuring. 

In  "Carry  on;  Letters  in  War  Time," 
Lieut.  Coningsby  Dawson  has  produced 
a  book  which  ranks  beyond  anything  he 
has  previously  written  in  vividness  of 
impression,  of  reality,  tenderness,  sym- 
pathetic insight,  and  exquisite  literary 
grace. 

"Letters  and  Diary  of  Alan  Seeger," 
is  the  expression  of  a  brave  and  sensi- 
tive soul,  meeting  gladly  and  with  sup- 
erb courage  all  the  vicissitudes  and  trag- 
edies of  the  great  war.  This  is  one  of 
the  books  that  will  live  long  after  the 
fighting  is  over. 

"The  Puppet,"  by  Jane  Harding,  is  the 
history  of  a  young  girl,  who,  endeavoring 
to  change  the  routine  of  an  uncongenial 
business  life  for  one  of  more  leisure  and 
interest,  finds  herself  the  centre  of  a  be- 
wildering web  of  circumstances  to  which 
she  has  no  clue. 

One  of  the  exceptionally  big  hits  of 
the  season  is  a  novel  by  a  Canadian, 
"Anne's  House  of  Dreams,"  by  L.  M. 
Montgomery  and  the  widest  read  Cana- 
dian author  of  all,  Ralph  Connor,  gives 
us  this  year  a  war  novel,  "The  Major," 
announced  for  next  month. 

Another  good  Canadian  novel  is 
Theodore  Goodridge  Roberts'  tale  of  old 
Acadia  in  the  French  regime,  "Forest 
Fugitives." 

Madge  Mears  is  inimitable  in  the  de- 
piction of  the  20th  Century  young  wo- 
man of  independent  ideas,  prompt  in  ac- 
tion," bound  to  see  fair  play,  and  undis- 


couraged  by  lost  illusions.  "The  Candid 
Courtship"  is  an  amusing  study  of  how 
one  such  young  woman  was  compelled 
to  readjust  her  views  of  life. 

In  "The  Long  Spoon."  by  Mrs.  Charles 
Jryce,  a  young  gin  discovers  soon  after 
marriage  that  her  husband  has  fits  of 
insanity.  She  obtains  a  cure  from  a 
witch.  The  carrying  out  of  the  remedy 
and  the  strange  results  that  follow  furn- 
ish the  motif  of  a  well  told  story  of 
mystery. 

"The  London  Nights  of  Belsize,"  by 
Vernon  Rendall,  may  be  described  as  a 
detective  novel,  but  it  is  entirely  original 
in  its  point  of  view  and  its  characters. 
Belsize,  a  man  of  ample  means,  youth- 
ful enterprise  and  vivid  curiosity,  de- 
cides to  see  the  world  in  London  and  at 
night.  His  experiences  make  excellent 
reading. 

"The  Federation  of  Canada."  by  Pro- 
fessor Wrong,  Sir  John  Willison,  Z.  A. 
Lash  and  President  Falconer,  is  a  little 
book  presenting  four  lectures  delivered 
in    the    University    of   Toronto    to    com- 
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memorate  the  jubilee  of  Canada.  What 
is  common  to  all  the  lectures  is  clear- 
ness, simplicity,  and  the  power  of  saying 
well  things  which  are  worth  saying. 

Among  war  books  by  Canadian 
writers  are  Col.  Nasmith's  "The  Fringe 
of  the  Great  Fight,"  "More  Letters 
From  Billy,"  by  the  author  of  "A  Sunny 
Subaltern,"  "The  First  Canadians  in 
France,"  by  Col.  McKelvey  Bell.  "Next 
of  Kin  or  Those  Who  Wait  and  Wonder," 
by  Nellie  L.  McClung;  revealing  the  in- 
herent heroism  of  some  Canadian  people 
and  the  pitiful  failure  of  others  in  the 
great  test. 

Melville  0.  Hammond's  "Confederation 
and  Its  Leaders"  continues  to  be  a  prom- 
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i.nent  book  in  this  jubilee  year  of  the 
formation  of  the  Dominion.  "The  North 
American  Idea"  by  Dr.  J.  A.  Macdonald 
is  another  book  of  special  Canadian 
significance.  Others  that  deserve  men- 
tion here  are  W.  Tees  Currons'  "In  Can- 
ada's Wonderful  Northland"  and  "The 
Romance  of  Western  Canada,"  by  R.  G. 
MacBeth. 

"The  Begining  of  Overseas  Enter- 
prise," a  prelude  to  the  Empire,  by  Sir 
C.  P.  Lucas,  is  an  account  from  star.dard 
sources  of  the  earliest  English  Associa- 
tions in  connection  vvitn  trade  beyond 
the  seas.  Much  of  the  book  is  concerned 
with  the  times  later  than  the  middle 
ages,  the  object  being  to  illustrate  the 
continuity  of  English  history  and  the 
cardinal  fact  that  tne  British  Empire  is 
the  result  of  growth. 

"With  Gold  and  Steel,"  by  Cecil  Starr 
Johns,  tells  of  ancient  warfare,  with  its 
castles,  moats,  steel  corselets,  rapiers 
and  daggers,  was  infinitely  more  roman- 
tic than  modern  warfare.  Nowhere  is 
this  distinction  more  clearly  shown  than 
in  Mr.  Johns'  thrilling  story  of  the  ef- 
forts of  the  Roman  Catholics  of  France 
to  prevent  the  succession  of  Henry  of 
Navarre,  who  had  espoused  the  cause 
of  the  Huguenots. 

Stephen  Leacock's  "Frenzied  Fiction," 
is  a  notable  book  in  new  Canadian 
volume  of  short  stories  further  strength- 
ening his  reputations  as  a  humorist. 
Alan  Sullivan's  new  novel  "The  Inner 
Door"  lays  bare  some  of  the  most  per- 
plexing problems  caused  by  the  war, 
between  labor  and  capital  and  the  book 
presents  a  poignant  love  story.  E.  W. 
Thomson  gives  us  a  volume  about  Can- 
ada and  Canadians  in  his  "Old  Man 
Savarin  Stories." 

In  volumes  of  poems  we  have  this 
season  "Songs  from  a  Young  Man's 
Land"  by  Sir  Clive  Phillips- Wolley; 
Father  Dollard's  "Irish  Lyrics  and 
Ballads;"  "A  Canadian  Twilight  and 
Other  Poems  of  War  and  of  Peace,"  by 
Bernard  Freeman  Trotter;  "The  Piper 
and  the  Reed,"  by  Robert  Norwood.  A 
new  Canadian  edition  of  "Poems  of  To- 
day," an  anthology,  has  been  published. 
It  may  be  noted  in  passing  that  this 
book  has  been  adopted  for  supplemen- 
tary reading  by  the  Protestant  Board  of 
Schools  of  the  province  of  Quebec. 


"Winter"  is  a  fine  new  gift  book  with 
more  than  half  a  hundred  full  page 
illustrations  depicting  winter. 


No  better  example  of  fortitude  and 
initiative  in  face  of  physical  disability 
can  probably  be  found  in  the  magazine 
selling  field  than  Mabel  M.  Long,  of 
Washington.  Though  crippled  and  con- 
fined to  her  bed  by  spinal  meningitis, 
this  brave  little  woman  solicits  sub- 
scriptions over  the  'phone — and  also  gets 
them.  The  card  with  which  she  adver- 
tises her  business  as  "Magazine  Special- 
ist" bears  her  picture  and  a  few  words 
of  most  cheerful  and  convincing  optim- 
ism.— Crowley's    Magazine. 
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WITH  BOTHA  AND  SMUTS 

Lieutenant  Commander  Whittal  who 
served  under  Botha  in  the  South  Africa 
campaign  of  the  present  war  and  under 
Smuts  in  the  East  African  campaign 
has  written  an  interesting  and  valuable 
account  of  the  notable  African  cam- 
paigns which  have  added  such  extensive 
new  territories  to  British  possessions. 
The  book,  published  by  Cassell  &  Co.,  is 
entitled  "With  Botha  and  Smuts  in 
Africa." 

The  book  is  not  only  a  fine  tribute  to 
these  great  generals  but  it  records  the 
activities  which  have  earned  for  them 
the  gratitude  of  the  Empire. 

The  book  effectively  ansv/ers  the  oft- 
repeated  assertions  that  these  "side- 
shows" of  the  great  war  have  been  in 
the  nature  of  "picnics."  Any  person 
reading  this  book  will  never  again  refer 
to  these  African  campaigns  in  such  con- 
temptuous terms. 

In  reference  to  the  first  part  of  the 
book,  devoted  to  the  South  African 
campaign,  it  is  described  as  one  of 
masterly  strategy,  planned  by  a  master 
of  war,  in  combination  with  the  supre- 
mest  self-sacrifice  on  the  part  of  the 
troops  engaged,  adding  a  quarter  of 
million  square  miles  of  territory  at  a 
cost,  in  life,  of  only  140,  including  deaths 
from  all  causes — battle  casualties  and 
disease. 

Greater  difficulties  had  to  be  sur- 
mounted in  the  East  African  campaign. 
In  the  words  of  General  Smuts  com- 
menting on  what  his  men  had  done: 
"Their  work  has  been  done  under  tropi- 
cal conditions  which  not  only  produce 
bodily  weariness  and  unfitness,  but 
which  create  mental  languor  and  depres- 
sion, and,  finally,  appal  the  stoutest 
hearts.  To  march  day  by  day,  and  week 
by  week,  through  African  jungle  or 
high  grass,  in  which  vision  is  limited  to 
a  few  yards,  in  which  danger  always 
lurks  near  but  seldom  becomes  visible, 
even  when  experienced,  supplies  a  test 
to  human  nature,  often  in  the  long  run 
beyond  the  limits  of  human  endurance." 

The  descriptions  of  the  actual  engage- 
ments and  the  incidental  activities  of 
both  campaigns  together  with  the  cir- 
cumstances of  the  colonies  that  were 
German  but  are  now  British  make  this 
book  a  valuable  contribution  to  history. 

A  GREEN  TENT  IN  FLANDERS 

This  tale  of  life  in  a  French  Field 
Hospital  by  Maud  Mortimer,  which  has 
just  been  published  by  William  Briggs 
is  an  American  girl's  account  of  her  ex- 
periences five  miles  back  of  the  firing 
line    in   Belgium.      Standing    out   in   re- 


lief are  the  moving,  human — and  often 
humorous — stories  of  the  wounded  poilus 
— stories  that  make  of  these  humble 
heroes  of  the  world  war  personal  friends 
to  whom  your  heart  goes  out,  and  whom 
you  will  not  soon  forget. 

ARE  THEY  GENUINE? 

Are  the  letters  in  Alice  Cholmondeley's 
recently  published  book,  Christine, 
genuine  ?  This  is  a  question  which  even 
the  publishers  of  that  volume  seem  to 
be  unable  to  answer.  That  there  is  such 
a  person  as  Alice  Cholmondeley  is  be- 
yond question,  for  a  member  of  the  firm 


GENERAL   SMUTS 

"With    Botha    and    Smuts    in    Africa,"    by    W. 
Whittall,    is   reviewed   in   this   issue. 


which  issues  the  work  met  her  some 
months  ago.  But  the  manuscript  came 
to  the  publishers,  not  from  the  author, 
but  from  a  lawyer  acting  as  her  agent, 
and  it  was  expressly  stipulated  that  all 
matters  pertaining  to  the  volume  should 
be  handled  through  this  agent. 

The  editor  of  A  Current  History  of 
the  war  set  himself  to  determine  the 
authenticity  of  the  letters  in  Christine, 
believing  that  if  they  were  genuine  they 
offered  most  important  evidence  regard- 
ing the  state  of  mind  of  the  German 
people  at  the  outbreak  of  the  war.  The 
publishers,  however,  could  only  refer 
him  to  the  evidences  in  the  letters  them- 
selves, which  genuine  or  fictitious,  un- 
questionably give  a  most  vivid  picture 
of  Berlin  in  the  exciting  days  of  1914. 


SALONICA 

"In  Salonica  with  Our  Army,"  by 
Harold  Lake,  gives  a  vivid  and  realistic 
picture  of  the  life  of  our  troops  in  the 
Balkans.  The  difficulties  of  transport, 
the  neglected  state  of  the  country,  the 
daily  worries  about  food  and  flies  and 
malaria,  are  far  more  trying  than  the 
enemy,  of  whom,  indeed,  we  hear  very 
little.  "One  would  rather,"  says  Mr. 
Lake,  "be  anywhere  on  earth  than  in 
Salonica."  Perhaps  he  has  not  tried 
Mesopotamia!  All  who  have  relatives 
out  there  would  appreciate  this  book. 

A  TENSE  WAR  STORY 

"My  Country,"  by  George  Rothwell 
Brown  is  a  novel  telling  the  story  of 
Billy  Hartmann  who,  born  in  Germany, 
came  to  the  United  States  as  a  boy  and, 
entering  the  U.  S.  Navy,  has  an  illus- 
trious career  becoming  internationally 
famous  as  a  naval  strategist.  The  story 
relates  his  difficulties  in  the  spring  of 
1917  when  hostilities  between  the  land 
of  his  birth  and  of  his  adoption  were 
imminent  a  situation  aggravated  by  the 
fact  that  his  twin-brother  was  an  officer 
in  the  German  Navy  and  the  girl  he  lov- 
ed was  somewhere  in  Germany.  It  is 
a  thrilling  tale  of  love,  intrigue,  secret 
missions,  spies,  detectives,  secret  ser- 
vice men,  interned  German  sailors,  sub- 
marines and  through  it  all  runs  the 
deeper  note   "What  is  My  Country?" 

A  story  of  a  war  marriage  that  may 
be  likened  to  Mary  Shipman  Andrews' 
remarkable  "Three  Things,"  is  Hetty 
Hemingway's   "Four  Days." 

THE  COMING  DEMOCRACY 

Herman  Fernau,  who  wrote  the  re- 
markable book  "Because  I  am  a  German," 
has  written  another  book  entitled  "The 
Coming  Democracy,"  which  presents  some 
problems  for  future  German  historians, 
deals  with  principles  of  German  policy 
and  events  leading  up  to  the  world  war; 
with  the  German  notion  of  culture,  the 
origin  and  meaning  of  the  war  and  ends 
with  a  chapter  headed,  "Onward  to  De- 
mocracy." The  book  has  just  been  pub- 
lished by  Constable  &  Co.,  of  London, 
England. 

A    "WIRELESS"    STORY 

"The  Wireless  Patrol  at  Camp  Brady," 
is  a  story  for  red-blooded  boys.  It  is 
not  a  technical  story  of  the  "Wireless," 
but  a  simple  and  practical  one,  full  of 
facts,  showing  simple  construction  of 
the  various  parts  such  as  any  boy  can 
make,  but  behind  it  all  is  a  story  of  a 
group  of  boys  filled  with  a  desire  to  be 
of  some   service. 


BOOKSELLER  AND  STATIONER 


The  fifth  edition  of  Stephen  McKen- 
na's   "Sonia'''   has   been   brought   out. 

Bertha  Crowell  is  represented  in  the 
new  books  for  autumn  with  "The  Wings 
of  the  Cardinal." 

A  fine  new  edition  of  Edward  Leer's 
famous  "Nonsense  Books"  is  among  the 
new    Christmas    gift   books   this    season. 

"Missing,"  the  new  war  novel  by  Mrs. 
Humphrey  Ward  is  said  to  rank  with 
the  very  best  work  this  author  has  ever 
done. 

In  juveniles  "An  Eskimo  Robinson 
Crusoe,"  by  Roy  J.  Snell  will  doubtless 
find  many  buyers  in  the  bookstores  in 
the  holiday  trade. 

"The  Little  Gods  Laugh,"  by  Louisa 
Mannsell  Field  is  a  meritorious  new 
book  that  should  prove  a  popular  seller 
in  the  holiday  selling  season. 

Owing  to  the  significance  of  the  air- 
plane in  warfare,  a  new  book  of  war  in- 
terest is  Fred  Collin's  "How  to  Fly" 
which  is  a  simplified  instruction  book. 

Many  a  boy  and  girl  will  be  thank- 
ful this  Christmas  to  Edna  A.  Foster 
for  writing  "Something  To  Do  Boys!" 
and  "Something  To  Do  Girls!"  books 
that  are  handsomely  bound  and  profuse- 
ly illustrated  including  many  "how-to- 
make"  diagrams. 

John  Murray's  quarterly  list  of  40 
pages  comprises  18  pages  devoted  to 
forthcoming  publications,  including  a 
number  of  war  books  of  special  interest 
to  come  this  autumn.  One  book  is  a 
"Catalogue  of  War  Publications"  com- 
prising works  published  down  to  June 
1916,  this  book  being  published  for  the 
Central  Committee  of  the  National  Pat- 
riotic Organizations. 

HEALTH   IN    CAMP 

From  Constable  &  Co.  of  London 
comes  a  new  volume  in  the  Sedgewick 
Library  entitled  "Health  in  the  Camp," 
by  Arthur  C.  Nankivell.  This  book  pre- 
sents one  of  the  series  of  Sedgewick 
lectures  given  by  Mr.  Nankivell  in  Lon- 
don toward  the  end  of  1914.  The  book 
will  be  useful  and  interesting  to  those 
who  live  a  life  in  camp  whether  they 
be  soldiers,  boy  scouts,  or  the  less  pre- 
tentious   dwellers    in    caravans. 


"The  House  of  Hohenzollern  and  the 
Hapsburg  Monarchy,"  by  Gustav  Pollak. 
Published  by  the  New  York  Evening 
Post  Co.,  New  York. 

This  volume  consists  of  reprinted  con- 
tributions which  appeared  during  this 
year,  between  March  and  July,  in  the 
New  York  Evening  Post.  The  contents 
more  specifically  presented  are:  The 
House  of  Hohenzollern,  Bismarck's  Ne- 
glected Policies,  The  Vision  of  a  Central 
Europe,  Austria's  Opportunity,  The 
Future  of  Bohemia,  Hungary  and  the 
Fall  of  Ti.sza,  and  the  Poles  of  Austria. 

Mr.  Pollak,  the  author,  is  a  scholarly 
writer  who  knows  his  ground  familiar- 
ly, and  who  writes  with  erudition.  The 
very  fact  that  the  New  York  Evening 
Post  gave  these  articles  publicity — 
stamps  them  as  being  superior  and 
authoritative.  The  student,  the  editor, 
the  writer,  the  statesmen  desiring  help- 


ful and  stimulating  material  on  the  sub- 
jects dealt  with  in  this  modest  volume 
of  102  pages,  should  possess  the  book. 
One  cannot  refrain  from  commending 
the  enterprise  of  the  New  York  Even- 
ing Post  Company  in  republishing  Mr. 
Pollak's   articles  in  permanent  form. 

GERMANY'S  RESPONSIBILITY 

"What  Germany  is  Fighting  For,"  by 
Sir  Charles  Waldstein,  presents  transla- 
tions of  authoritative  German  docu- 
ments, which  show  with  absolute  clear- 
ness the  reasons  for  which  Germany 
provoked  and  is  still  engaged  in  carry- 
ing on  the  world's  war.  They  show  also 
the  undoubted  responsibility,  not  only  of 
the  German  Government,  but  of  the 
majority  of  the  German  people  for  the 
war. 

"SAPPER'S"  NEW  BOOK 

One  of  the  foremost  writers  of  books 
about  the  war  is  "Sapper"  whose  previ- 
ous books  have  given  him  a  reputation 
that  ranks  him  as  being  perhaps  the 
greatest  literary  genius  of  the  British 
Army.  His  new  book  "No  Man's  Land," 
published  by  Hodder  &  Stoughton  re- 
veals a  breadth  of  vision  which  may 
astonish  some  of  us  who  have  been  in- 
clined to  regard  'Sapper'  as  merely  a 
talented  story-teller.  We  have  a  series 
of  chapters  which  require  not  only  to 
be  read  but  to  be  thought  over. 

There  are  chapters  in  this  book  which 
will  live  when  hundreds  of  the  books 
written  about  the  war  have  been  for- 
gotten. "A  Point  of  Detail" — the  story 
of  a  spy  in  the  trenches — is  perhaps  the 
finest  war  story  ever  written. 

INTELLECTUAL  FRANCE 

"Science  and  Learning  in  France", 
published  by  the  Society  for  American 
Fellowships  in  French  Universities,  is 
an  appreciation  by  American  scholars 
and  a  survey  of  opportunities  for  Am- 
erican students  in  French  Universities. 
The  volume  puts  before  the  public  the 
contributions  of  France  in  all  fields  of 
scientific  knowledge  and  shows  her 
status  in  the  fore  front  of  the  world's 
progress. 

There  is  a  most  interesting  introduc- 
tion describing  the  general  intellectual 
spirit  of  France  and  the  interest  and  at- 
tractiveness which  Paris  and  the  country, 
as  a  whole,  offef  for  the  foreign  scholar. 

The  work  is  an  act  of  homage  to 
French  science  written  by  American 
scholars  who  are  qualified  to  speak  on 
their  respective  subjects. 

The  book  is  handsomely  bound  and 
comprises  over  400  pages.  There  are 
numerous  illustrations. 

WELLS'  NEW  NOVEL 

"The  Soul  of  a  Bishop,"  H.  G.  Wells' 
new  novel  just  published  by  Macmil- 
lan's,  might  be  termed  the  last  of  a 
trilogy  unless,  forsooth,  he  writes  a 
fourth  and  last  book  which  will  upset 
the  idea  of  trilogy,  but  will  complete  his 
idea  of  a  concrete  religion  for  the  needs 
of  the  everyday  man. 

In  "Mr.  Britling"  we  saw  an  ordinary 
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man  of  the  day,  who  thought  he  had  be- 
come religion-proof,  suddenly  made 
aware,  through  the  death  of  his  son  at 
the  war,  that  he  needed  a  God  perhaps 
more  than  any  person  of  his  acquaint- 
ance. In  "God  The  Invisible  King"  Mr. 
Wells  tries  to  give  us  an  idea  of  the 
tangible  God  "Mr.  Britling"  has  discov- 
ered for  himself  and  all  mankind.  Of 
course  he  realizes  that  his  new  find 
is,  to  say  the  least,  a  very  "unusual" 
God,  but  he  gives  us  pause  to  reflect 
and  wonder  if,  after  all,  we  are  travel- 
ing in  the  light  of  modern  day  or  in 
the  twilight  of  the  middle  ages. 

In  his  present  novel  "The  Soul  of  a 
Bishop"  Mr.  Wells  shows  us  a  high  dig- 
nitary of  the  Church  of  England,  who 
reads  himself  wilfully  out  of  his  Church, 
because  he  is  convinced  that  by  stay- 
ing in  it  he  will  lose  his  soul  through 
insincerity. 

It  is  to  be  hoped  that  Mr.  Wells  will 
shortly  give  us  another  work  showing 
how  to  adapt  the  new  idea  to  everyday 
life,  unless  he  retort  that  we  have 
ample  instruction  in  the  New  Testa- 
ment. 

The  reader's  mind  will  instantly  re- 
vert to  Mr.  Churchill's  most  widely- 
read  book,  "The  Inside  of  the  Cup"  in 
which  an  American  clergyman  volun- 
tarily gave  up  his  living  for  very  much 
the  same  reasons  as  those  of  Mr.  Wells' 
bishop. 

TWO  WARTIME   NOVELS 

George  Gibbs'  "The  Secret  Witness," 
is  a  wartime  romance  involving  the 
crowned  hevads  of  Europe.  The  central 
figures  are  a  charming  Austrian 
Countess  and  her  British  sweetheart, 
who  discover  a  secret  plot  to  throw  all 
Europe  into  the  seething  cauldron  of  war. 
They  report  this  information  to  their 
respective  governments  and  immediate- 
ly the  dogs  of  the  secret  service  are  let 
loose.  Complications,  intrigue  and 
terrifying  experiences  follow  in  quick 
succession,  but  through  it  all  the  beauti- 
ful romance  of  the  Countess  and  her 
British  sweetheart  stands  out.  The 
story  is  founded  on  authentic  data  pre- 
sented by  a  well-known  Vienna  corres- 
pondent. 

Maud-  Diver's  new  novel  "Uncon- 
quered"  is  a  war  story.  It  tells  of  a 
man,  who  severely  wounded  is  brought 
home  from  the  war,  and  of  the  girl  who 
is  repelled  by  the  physical  imperfections 
of  her  onetime  handsome  and  sturdy 
lover.  The  other  sort  of  girl  is  also  in 
this  tale,  also  the  slacker. 

A  NOVEL  FOR  MUSIC  LOVERS 

A  romance  for  all  music  lovers  is 
"Alexis"  by  Stuart  Maclean.  The  Story  of 
the  development  of  a  gifted,  attractive  boy 
of  humble  origin  into  a  music  genius, 
and  who  is  able  to  repay  with  the  high- 
est gift  within  his  power  the  debt  he 
owes  his  benefactor. 


"The  Roycroft"  is  the  new  name  of 
the  East  Aurora  Magazine  formerly 
called  "The   Fra." 


BOOKSELLER  AND  STATIONER 


"KENNY" 

"Kenny"  by  Leona  Dalrymple,  has 
just  been  published  by  the  Copp,  Clark 
Co.,  the  argument  of  this  story  is:  How 
Kenny  and  Brian  his  son  dwelt  in  a 
studio  in  the  Holbein  Club,  surrounded 
by  pawn-tickets  and  fellow  artists  and 
sunsets  and  Welsh  crwths,  which  last 
are  so-called  musical  instruments  that 
give  forth  just  the  sound  one  would  ex- 
pect. How  Kenny  solved  the  problem 
of  handleless  teacups  by  expending 
moneys  in  the  purchase  of  divers  bouil- 
lon cups,  which  as  all  the  world  knows, 
have  two  handles  per  cup.  How  Kenny 
pawned  Brian's  best  shotgun  and  how 
Brian  rebelled,  unreasonably,  and  took 
to  the  Road  and  slept  in  Gaffer  Moon's 
Tavern  of  Stars.  How  Kenny  followed 
after,   and   what   gave   him   pause. 

And  of  a  certain  damsel  in  gold  bro- 
cade. 

And  further,  how  Kenny  discovered 
the  greatest  theme  in  life  and  art.  And 
how,  being  an  Irishman,  an  artist,  and 
an  O'Neill,  he  developed  the  theme  to 
the  fullest,  though  the  hurt  of  it  was 
deep.  And  how  the  theme  was  self-sa- 
crifice. 

CULLUM'S  NEW  STORY 

As  every  bookseller  knows  there  are 
many  people  who  never  tire  of  good 
strong  stories  of  western  life.  For  that 
reason  Ridgewell  Cullum's  new  tale  of 
ranch  life  in  Montana  "The  Forfeit," 
published  by  Copp,  Clark  Co.,  will  be 
welcomed.  This  book  has  a  red-blood- 
ed hero  named  Jeff  Masters,  and  the 
story  starts  with  his  discovery  that  his 
lovable  but  Devil-may-care  twin  bro- 
ther and  the  leader  of  the  "Lightfoot 
Rustlers"  are  one  and  the  same.  The 
cattle  thieves  are  run  to  earth  through 
information  obtained  from   a  woman  by 


RIDGEWELL  CULLUM, 
Author   of   many   tales   of   Western    Life. 

the  offer  of  a  $10,000  reward,  and  Ronny 
Masters,  the  brother  is  strung  up. 

How  fate  some  years  later  throws 
this  woman  in  Jeff's  path,  his  marriage 
to  her,  his  discovery  that  she   was  res- 


COOK     BOOKS— WAR    ECONOMY. 

Cook  books  should  be  very  strongly 
featured.  They  occupy  a  most  important 
place  in  war  economy,  and  as  such  should 
rank    with    "best    sellers"    this    year. 

Many  Rood  cook  books  are  available,  and 
booksellers  may  put  this  down  as  a  fact, 
that  no  matter  how  many  cook  books  a 
housewife  may  possess,  she  is  always  a 
jrood  prospective  customer   for  another  one. 


ponsible  for  his  brother's  death  and  the 
complications  that  ensure  therefrom  pro- 
vide the  material  for  a  story  that  com- 
pels the  absorbed  attention  of  the  reader 
to  the  very  end. 


EDNA    FERBER, 

Who   made   Emma   McChesney   a   famous   character 
in   fiction. 


"FANNY   HERSELF" 

Edna  Ferber,  who  made  such  a  big 
hit  with  "Roost  Beef  Medium,"  and  the 
other  Emma  McChesney  stories,  and 
this  same  Emma  figures  conspicuously 
in  this  latest  novel.  This  time  she 
takes  a  hand  in  the  matrimony  game 
herself.  As  Mrs.  T.  A.  Buck  of  the 
Featherloom  Petticoat  Company,  she 
has  some  amusing  domestic  experiences 
and  as  dictator  of  women's  fashions  she 
keeps  things  humming  in  the  business 
world   in  her   characteristic   way. 

As  a  business  woman  who  has  the 
brains  and  strength  to  reach  the  top,  as 
a  mother  who  successfully  raises  a  son 
of  uncertain  character  and  sees  him 
married  to  the  right  girl  and  solidly 
started  on  the  road  to  success,  as  a 
homemaker  who  knows  how  to  have  and 
enjoy  the  good  things  of  the  home,  but 
above  all  as  a  real  human  being  and 
fellow  mortal  the  character  of  Emma 
McChesney    is   a   marvelous    portrayal. 

DOROTHY   CANFIELD'S   NEW   BOOK 

"Understood  Betsy"  is  the  title  of 
Dorothy  Canfield's  latest  novel  publish- 
ed  by  the   Copp,   Clark   Co. 

As  the  story  starts,  Betsy  is  a  sick- 
ly, worried  little  girl  of  nine,  who  has 
been  conscientiously  brought  up  by 
nervous  apprehensive  aunts,  determined 
to  "do  their  duty"  by  her. 

Circumstances  suddenly  set  her  down 
on  a  Vermont  farm  in  the  midst  of  a 
simple  natural  life  and  simple,  natural 
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people  who  have  a  deep,  unconscious 
trust  in  life  and  the  principle  of  growth. 

The  experiences  of  little  Elizabeth 
Ann  in  the  first  year  of  her  new  life,  as 
she  slowly  expands  and  develops  like  a 
plant  placed  in  the  sunshine,  make  up 
the  narrative. 

"Children  will  read  it  eagerly  for  the 
story  of  a  very  real  little  girl.  Parents 
will  find  it  worth  a  whole  shelf  of  books 
on  child  training.  Teachers  will  get 
more  than  one  pointer  from  its  pages, 
and  anyone  with  a  grain  of  humor  will 
appreciate    it    highly." 

THE  NAMELESS  MAN 

Natalie  Sumner  Lincoln  whose  books 
"C.O.D."  and  "I  Spy"  and  other  books 
have  made  reputation  for  her,  has  given 
us  this  year  "The  Nameless  Man,"  pub- 
lished by  the  Copp,  Clark  Co.  Mystery 
and  adventure  are  .the  predominant 
features  of  this  tale  which  presents  a 
good  love  story  as  well.  Political  and 
social  Washington  make  a  most  inter- 
esting background  and  "The  Mysterious 
Japanese"  is  a  newcomer  in  fiction  who 
bids  fair  to  be  heard  from  further  in  a 
subsequent  novel  as  he  is  one  of  the 
most  interesting  characters  that  have  as 
yet  appeared  in  this  author's  books. 

GALSWORTHY'S  "BEYOND" 

In  "Beyond"  the  new  novel  by  John 
Galsworthy,  this  author  further  justifies 
his  reputation  as  among  the  most 
worthy  current  interpreters  of  young 
love.  He  tells  a  new  story,  with  a  most 
unusual  and  varied  plot  and  with  the 
same  intensity  of  feeling  and  haunting 
beauty  that  marks  all  his  books.  "Gyp," 
the  heroine,  is  followed  in  this  story 
from  the  time  of  her  girlhood  and  her 
experiences  as  told  by  Galsworthy  give 


JOHN    GALSWORTHY. 
He    has    a    new    novel    out    this    season — "Beyond." 

added  proof  of  the  great  gamut  of  feel- 
ing over  which  his  power  extends.  This 
book  is  among  the  novels  which  have 
come  this  season  from  the  Copp  Clark 
Co. 
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KIPLING 

In  Kipling's  "A  Diversity  of  Crea- 
tures," some  of  its  good  things  have 
the  real  Kipling  swing  as  of  old,  as  for 
instance,  "The  Land,"  which  begins: 
When    Julius    Fabricius,    Sub-Prefect   of 

the  Weald, 
In    the    days    of    Diocletian    owned     our 

Lower  River-field, 
He  called  to  him  Hobdenius,  a  Briton  of 

the  Clay, 
Saying:    "What  about    that  River-piece 

for  laying  in  to  hay?" 
It  sounds  simple,  that,  as  if  anyone 
could  do  it — but,  to  put  what  Kipling 
puts  in  it,  to  make  it  breathe  and  inspire 
love  of  homely,  simple  old  England  as  he 
inspires  it — that's  quite  another  matter! 
Or  take  the  creepy,  amazingly  com- 
pelling suggestiveness  of  "Swept  and 
Garnished,"  the  story  of  the  pampered 
German  old  woman  ifi  her  luxurious 
Berlin  apartment  who  is  bothered — as 
you  suddenly  come  to  realize — by  ghosts 
of  murdered  Belgian  children.  Or  the 
quiet  dignity  of  "In  the  Presence,"  with 
its  interpretation  of  an  alien  loyalty 
which  a  German  autocracy  could  hardly 
understand,  much  l.ess  inspire.  Or  "The 
Edge  of  the  Evening,"  the  story  of  the 
enemy  aviators  who,  in  interrupting  a 
quiet  summer  afternoon  golf  party,  fall 
on  death — long  before  war  was  dreamed 
of. 

OFFICE  ORGANIZATION 

C.  C.  Parsons,  New  York  manager  for 
the  Shaw-Walker  Co.,  has  written  an  im- 
portant business  book,  entitled:  "Office 
Organization  and  Management,"  which 
has  come  from  the  La  Salle  Extension 
University  of  Chicago.  During  the 
years  1904-1905,  Mr.  Parsons  was  con- 
nected with  the  Department  of  Com- 
merce, University  of  Michigan,  as  spe- 
cial lecturer  on  the  subject  of  business 
administration.  The  following  year  he 
was  a  special  lecturer  on  the  same  sub- 
ject at  the  Indianapolis  Y.M.C.A.  Com- 
merce School.  He  lectured  on  the  "Cost 
of  Production"  before  the  National  Cloak 
and  Suit  Manufacturers'  Association.  As 
a  writer,  Mr.  Parsons  is  known  as  the 
author  of  "Business  Administration," 
and  has  been  a  contributor  of  numerous 
articles  to  magazines  on  the  subject  of 
business  and  office  organization.  For 
twelve  years  he  has  been  a  branch  man- 
ager for  the  Shaw-Walker  Company.  He 
is  now  manager  of  the  New  York  branch. 
By  every  test — education,  lecture  and 
teaching  experience,  writing,  business 
position,  and  experience,  Mr.  Parsons  is 
pre-eminently  qualified  to  write  on  office 
management. 

"The  successful  organization  of  the 
present  day  is  a  complex  affair.  It  is  a 
well  done,  finished  compound  that  issues 
from  the  business  cauldron  into  which  has 
been  thrown  such  a  diversity  of  ingre- 
dients as  would  have  astonished  the  busi- 
ness men  of  an  earlier  generation." 

That  the  author  does  not  shrink  from 
this  complexity  is  shown  by  the  list  of 
chapter  headings:  Organization;  Laying 
Out  the  Office;  Office  Employees;  Office 
Training;  Rules  and  Regulations;  Dis- 
cipline; Methods  of  Payment;  Promo- 
tions; Increasing  Efficiency;  Suggestions 


and  Ideas;  Esprit  de  Corps;  Vacations; 
Encouragement  of  Savings;  Making  Em- 
ployees Stockholders;  Pension  Systems; 
Welfare  Work;  Machinery  of  the  Office; 
Records  and  Systems;  Advertising  De- 
partment Records;  Sales  Department  Re- 
cords; Credits  and  Collections;  Records; 
Order  Department  Records;  Purchasing 
Records;  Store  Records;  Shipping  Re- 
cords; Cost  Accounting  Records;  Mailing 
Department;  Supervising  Office  Work; 
Office  Manager. 

NATIONAL  BUDGET  SYSTEM 

In  a  book  entitled  "The  National 
Budget  System,  and  American  Finance," 
Charles  Wallace  Collins,  of  the  Legis- 
lative Reference  Service,  Library  of 
Congress,  argues  for  the  adoption  of 
the  National  Budget  system  in  the 
United  States,  basing  what  he  writes 
upon  the  systems  in  force  in  Great 
Britain  and  other  nations.  The  book 
comes  from  the  MacMillan  Company. 


FRANK    BAUM, 
Who    writes    the   Famous    "Oz"    Juveniles. 

» 

A  new  book  of  out-of-doors  is  Walter 
Pritchard  Eaton's  "Green  Trails  and 
Upland  Pastures." 

"Neighbors,"  Florence  M.  Kingsley's 
new  book  is  a  tale  of  a  French  girl  in  a 
New  England  town. 

Sir  Oliver  Lodge  has  written  another 
important  book  entitled  "The  Proofs  of 
Life  After  Death,"  which  is  being 
brought  out  in  a  Canadian  edition. 

HEALTH  AND  THE  STATE 

William  A.  Brend  has  written  an  im- 
portant book  entitled  "Health  and  the 
State,"  published  by  Constable's. 

The  book  is  written  on  the  premise 
that  a  healthy  population  is  the  finest 
form  of  national  wealth  and  that  in  an 
industrial  country,  its  possession  de- 
pends to  a  large  extent  upon  the  com- 
pleteness of  the  Public  Health  services 
and  the  success  they  achieve  in  secur- 
ing a  sound  environment. 

There  are  chapters  on  infant  mortal- 
ity and  its  problems;  medical  treatment 
among  the  working  classes;  public  health 
and  fraud;  public  health  and  local 
administration,  these  being  a  few  of  the 
eleven  chapters  making  up  a  book  of 
over  350  pages. 

It  is  an  exhaustive  work  and  should 
command  wide  attention. 
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THE   BRIDGE  OF   KISSES 

Berta  Ruck's  new  novel  published  by 
William  Briggs  is  entitled  "The  Bridge 
of  Kisses."  This  is  the  story  of  the 
building  of  two  bridges — one  by  the 
hero,  a  young  Engineer-officer,  and  one 
by  the  heroine,  an  ingenuous  girl,  who 
has  undertaken  to  find  him  a  wife  dur- 
ing the  six  weeks  that  he  is  billeted  in 
her   neighborhood. 

"Men  and  women  do  jar  upon  each 
other  so  with  the  differences  in  their 
ways,  that  one  thinks  they  must  have 
been  meant  to  live  in  separate  worlds. 
A  gulf  yawns  between  them.  There's 
only  one  bridge  that  can  span  that  gap 
— Love:  the  Bridge  of  Kisses!" 

THIS  WAY  OUT 

Frederick  Isham's  new  novel  "This 
Way  Out"  is  a  dainty  comedy,  with  the 
maximum  of  dialogue  and  the  very  min- 
imum of  narrative  and  description. 
Tenuous  as  is  the  development,  the  plot 
itself  is  wholly  delightful  and  peren- 
nially popular.  A  nominal  marriage,  a 
subsequent  courtship,  a  masquerade,  a 
delightful  revelation,  have  all  sorts  of 
amusing  and  enchanting  possibilities. 
The  amusing  phases  of  the  narrative 
have  been  fully  treated;  the  risque  ones 
that  offer  themselves  so  freely,  have 
been  passed  over — a  neglect  so  unex- 
pected that  great  gratitude  is  felt.  To 
catalogue  the  situations  in  which  the 
hero  and  heroine  find  themselves,  is  to 
offer  a  summary  of  the  humor.  Each 
one  is  fresh  and  surprising;  each  one  is 
met  with  the  same  lightsome  sparkle, 
whether  it  ^be  the  marriage,  the  journey, 
the  shipwreck,  the  casting-away  on  the 
lady's  own  estate,  the  domestic  dilem- 
mas, the  improvised  chaperons,  the  ar- 
rival of  the  former  suitor  or  the  de- 
nouement. 


BOOKS  FOR  THE  KIDDIES 

In  a  series  of  children's  gift  books 
sent  in  by  Gale  &  Polden,  Ltd.,  of  Lon- 
don, England,  are  included  "A. B.C.  of 
our  Soldiers"  and  "A.B.C.  of  Jolly  Jack" 
will  certainly  be  in  demand. 

"The  Mischievous  Pup"  illustrated  in 
colors  by  Ethel  M.  Tanner  is  a  book 
which  will  be  popular  in  the  nursery 
while  "The  Jackdaw  of  Rheims"  illus- 
trated in  color  by  Chas.  Folkard  is  quite 
a  handsome  volume. 

Another  nursery  volume  is  "The  Toy 
Town  Tiger,"  and  quite  a  splendid  vol- 
ume, well  printed,  is  entitled  "Soldiers 
of  Many  Lands"  illustrated  by  Edgar 
Holloway.  In  this  volume  the  soldiers 
of  Canada  are,  of  course,  represented. 


A  meritorious  new  cook  book  is  that 
published  under  the  auspices  of  the 
Westfield  Pure  Food  Movement.  The 
title  is  "Mrs.  Allen's  Cook  Book."  Mrs. 
Allen's  writings  are  well  known  to 
readers  of  "The  Pictorial  Reeview," 
"The  Ladies'  Home  Journal,"  "The 
Delineator"  and  "Good   Housekeeping." 


Anna  Katherine  Green's  new  detec- 
tive story  is  "The  Mystery  of  the  Hasty 
Arrow." 
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GREEN   FANCY 

War  may  have  closed  the  road  to 
Graustark  but  princes  and  princesses 
still  go  living,  loving  and  intriguing. 
In  McCutcheon's  latest  story,  just  pub- 
lished by  Briggs,  a  conspiracy  involving 
international  affairs  of  importance  is 
hatched  in  our  own  New  England.  It 
falls  to  the  lot  of  a  New  York  engineer 
and  clubman  on  a  six  weeks'  jaunt 
through  New  England  to  defeat  the 
strategy  of  the  cleverest  crook  in  the 
world,  to  match  wits  with  an  Irish  ad- 
venturer, to  rescue  a  countess  in  dis- 
tress, together  with  the  crown  jewels  of 
a  royal  house  of  Europe,  and  to  find 
a  bride,  all  in  such  short  order  that  we 
are  breathless  in  trying  to  keep  up 
with  him.  A  facile  pen,  a  nimble  wit 
and  a  lively  story  hold  us  interested 
to  the  last  word. 

PELOUBETS  NOTES 

For  forty-four  years  "Peloubet's 
Select  Notes  of  the  International  Sun- 
day School  Lessons,"  has  been  appear- 
ing annually  and  booksellers  find  this 
commentary  a  ready  seller  each  year. 
BOOKSELLER  AND  STATIONER  has 
just  received  a  copy  of  the  1918  edition 
from  the  publishers,  W.  A.  Wilde  &  Co., 
of   Boston. 

This  year's  issue  is  especially  notable 
because  it  is  the  initial  volume  in  the 
new  eight  year  cycle  of  the  Improved 
Uniform  International  Sunday  School 
Lessons.  The  scope  of  this  volume  seems 
to  be  continually  widening,  making  it 
almost  indispensable  to  the  conscientious 
teacher  or  student. 

With  a  Uniform  Text  as  a  basis  in  the 
new  set  of  lessons,  special  topics,  adapt- 
ed to  the  several  grades,  makes  pos- 
sible a  still  broader  treatment  than  ever 
before,  while  the  quarter's  series  of 
"Studies  in  the  Christian  Life"  offers 
the  editors,  Dr.  Peloubet  and  Professor 
Wells,  an  unusual  opportunity  for  a 
wonderful  amount  of  fresh,  helpful  and 
original  comment,  as  well  as  convincing 
facts,  usable  suggestions  and  explana- 
tions, gathered  by  them  from  the  widest 
possible  range  of  writers  and  commen- 
tators. 

And  as  in  years  past,  this  wealth  of 
material  is  presented  in  the  most  prac- 
tical and  helpful  way,  guiding  and  in- 
spiring, and  furnishing  the  very  assist- 
ance which  teacher  and  pupil  will  find 
most  useful. 

THE  GOLDEN  TRIANGLE 

Maurice  Leblanc  is  back  again  with  one 
of  his  inimitable  detective  stories,  of  in- 
trigue cupidity  and  villainy.  The  book  is 
"The  Golden  Triangle,  the  Return  of 
Arsene  Lupin,"  published  by  the  Macau- 
lay  Co.,  of  New  York.  The  redoubtable 
sleuth  comes  to  the  rescue,  restoring  order 
out  of  chaos  just  when  all  seems  hope- 
lessly tangled  and  good  Captain  Belval  isat 
his  wits  ends  to  know  which  way  to  turn. 
The  famous  Lupin,  however,  knows  all 
the  secrets  of  guilt  and  all  the  wiles  of 
the  wary  are  written  plainly  in  his  mar- 
velous mind.  This  novel,  while  not  a  war 
novel,  mirrors  war-time  conditions  in 
France  to-day. 


HEROINE  WAKES  UP  SLEEPY 
TOWN 

"His  Dear  Unintended"  is  the  unique 
title  of  J.  Breckenridge  Elfis'  new  novel 
which  is  just  published  by  the  Macaulay 
Co.,  of  New  York,  which  presents  a  de- 
lightful, whimsical  story  of  a  bewitching 
girl  who  appears  mysteriously  out  of  the 
night,  to  exert  a  strange  influence  over 
the  lives  of  several  people.  The  girl-out- 
of-the-common,  she  is  called.  And  in  her 
will-o'-the-wisp  goings  and  comings  she 
shows  herself  a  young  woman  of  most 
unusual  capabilities.  Her  advent  serves 
as  a  sensation  in  a  sleepy  little  Middle 
Western  village.  And  in  the  end  she 
proves  her  femininity  by  marrying  the 
town's  most  worthwhile  young  man. 

ENGLISH  LITERATURE  TEXT  BOOK 

From  the  University  Tutorial  Press,  of 
London,  England,  comes  a  new  "Inter- 
mediate Text  Book  of  English  Literature" 
(Part  1). 

The  work  is  by  A.  J.  Wyatt,  M.A.,  and 
W.  H.  Low,  M.A.,  revised  and  partly  re- 
written by  C.  M.  Drennan,  M.A. 

A  good  readable  new  novel  is  "Give  to 
Earth,"  by  Mary  Webb,  which  has  just 
come  from  Constable  &  Co.,  of  London. 

HIS  DEAR   UNINTENDED 

J.  Breckenridge  Ellis  who  will  be  fav- 
orably remembered  for  his  novels 
"Fran"  and  "Alice  of  the  Badlands,"  is 
on  hand  with  a  new  novel  this  season 
entitled  "His  Dear  Unintended"  pub- 
lished by  The  Macaulay  Co.,  of  New 
York.  It  is  a  whimsical  story  of  a  be- 
witching girl  who  appears  mysteriously 
out  of  the  night,  to  exert  a  strange  in- 
fluence over  the  lives  of  several  people. 
The  girl-out-of-the-common,  she  js  call- 
ed. And  in  her  will-o'-the-wisp  goings 
and  comings  she  shows  herself  a  young 
woman  of  most  unusual  capabilities. 
Her  advent  serves  as  a  sensation  in  a 
sleepy  little  Middle  Western  village. 
And  in  the  end  she  proves  her  femininity 
by  marrying  the  town's  most  worth- 
while young  man. 

FOR  BUSINESS   MEN 

From  the  LaSalle  Extension  Univers- 
ity of  Chicago  comes  a  work  entitled 
"Graphic  Charts  for  the  Business  Men," 
by  Stephen  Gilman,  a  member  of  a  lead- 
ing Chicago  firm  of  public  accountants. 

"The  entire  subject  is  only  in  its  in- 
fancy," says  Mr.  Gilman,  "and  it  may 
reasonably  be  expected  that  the  art  will 
be  developed  very  extensively  within  the 
next  decade.  Unquestionably,  the  en- 
thusiasm of  business  men  and  account- 
ants for  these  'pictures  of  figures'  is  be- 
coming greater  every  day." 

Besides  a  clear  account  of  the  whole 
process  of  graph  making,  this  booklet 
contains  56  examples  of  graphs,  from 
the  simplest  forms  to  highly  elaborate 
charts.  They  include  records  of  manu- 
facturing costs,  production,  business  or- 
ganization, flow  of  materials,  salaries  of 
employees,  net  profits,  relation  of  stock 
market  to  business  activity,  salesmen's 
productivity,  sales,  responses  to  adver- 
tisements, geographical  distribution  of 
customers,  collections,  relation  of  assets 
to  liabilities,  shipments,  cash  balances, 
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time  studies,  idle  time,  traffic,  bank  de- 
posits, complaints,  telephone  service, 
and  many  other  things.  These  charts 
are  so  selected  as  to  illustrate  all  the 
principal  varieties  of  graphs  in  use  at 
the  present  time. 

THE    DEFINITE   OBJECT 

It  would  perhaps  be  too  much  to  say 
that  Jeffery  Farnol's  new  novel,  "The 
Definite  Object,"  is  the  best  book  he 
has  written.  Those  who  read  and  so 
enjoyed  "The  Broad  Highway"  wouldn't 
believe  it  anyway.  But  this  new  novel 
of  his  certainly  is  a  good  one  and  the 
reports  booksellers  are  getting  from 
those  who  have  been  waiting  for  it,  con- 
stitute a  most  eloquent  testimonial  of 
what  has  just  been  said  here.  Opinion 
seems  to  be  unanimous  regarding  the 
merits  of  this  story  and  already  it  is 
evident  that  it  is  going  to  add  another 
outstanding  success   to   Farnol's   credit. 

The^  book  was  published  by  Musson's 
in  September.  It  is  a  tale  of  New  York 
life,  but  not  of  society  life.  In  fact  a 
section  known  as  Hell's  Kitchen  is  the 
background  and  the  story  presents  a 
company  of  good  lovable  people  resi- 
dent there,  with  the  hero,  "A  Mournful 
Millionaire,"  voluntarily  swelling  their 
ranks  early  in  the  tale  pursuing  "The 
Definite  Object,"  which  accounts  for  the 
remarkably  fine  love  story  which  the 
book  unfolds. 
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LISTS   RECEIVED 

From  McClelland,  Goodchild  &  Stew- 
art comes  a  list  of  their  "All  Canadian" 
entertainment  series  comprising  a  series 
of  fifteen  plays,  drills  and  exercises  by 
Edith  Lelean  Groves  and  Jessie  Alex- 
ander's Platform  Sketches.  Edith 
Lelean  Groves'  books  are  primarily  in- 
tended as  suitable  material  for  patriotic 
entertainment  especially  for  public 
schools,  collegiate  institutes  and  Sunday 
schools. 

Gift  books  and  prizes  are  featured  in 
a  16-page  list  just  sent  in  by  the  Re- 
ligious Tract  Society,  4,  Bouverie  St., 
London,  E.C.  A  good  suggestion  for 
booksellers  is  the  section  featuring 
gifts  for  Bible  students.  In  the  pages 
setting  forth  gift  books  one  that  will 
particularly  interest  people  in  this  coun- 
try is  "Canadian  Pictures,"  with  letter 
press  by  Emily  P.  Weaver,  author  of 
Old  Quebec,  the  illustrations  being  by 
Harold  Copping. 


BOOKSELLER    AND    STATIONER 


HOOK  NEWS 

From  Forbes  &  Co.,  Chicago,  comes 
a  book  called  "Patriotic  Toasts"  by 
Fred   Emerson   Brooks. 

The  English  publishers  of  the  series 
9  shilling  net  books  including  the  well 
known  "Taffrail"  stories,  have  advanced 
the  price  to  Is.  3d.  net. 

Brieux  and  Contemporary  French 
Society  is  the  title  of  a  book  by  William 
H.  Scheifiey  which  will  appear  late  in 
September  under  the  Putnam  imprint. 
In  a  lucid  and  illuminating  manner  the 
author  explains  to  American  readers  the 
social  themes  treated  by  Eugene  Brieux 
in  his  dramas  and  their  relation  to 
French  society. 

A  new  volume  just  out  entitled  "The 
Government  of  England,  —  National, 
Local,  and  Imperial,"  by  D.  D.  Wallace, 
Ph.D.,  Professor  of  History  and  Econ- 
omics in  Wofford  College,  author  of 
"The  Life  of  Henry  Laurens."  The 
author  has  described  the  English  Gov- 
ernment as  it  is,  without  distracting  the 
reader  with  a  long  account  of  how  it 
came  to  be  what  it  is. 

From  the  University  National  Press, 
of  London,  W.C.,  comes  a  review  copy 
of  an  edition  of  "Lamb's  Tales  From 
Shakespeare,"  (first  series).  It  is  one 
of  a  new  series  of  English  classics  for 
junior  and  middle  forms  in  schools.  The 
notes  are  short  and  confined  as  far  as 
possible  to  the  elucidation  of  the  sub- 
ject-matter and  the  explanation  of  the 
language  where  that  is  archaic  or  diffi- 
cult. 

"Breath  0'  Heather"  is  the  regimental 
journal  of  the  MacLean  Kilties  of  Am- 
erica now  up  to  full  strength.  The  cur- 
rent issue  tells  of  the  most  successful 
recruiting  campaign  yet  staged  in  the 
United  States,  in  which  over  six  hundred 
recruits  were  enlisted  in  Boston,  New 
'Bedford,  Bangor  and  elsewhere  in  New 
England.  It  also  tells  of  the  recruiting 
for  the  regiment  in  Canada.  The  issue 
is  a  souvenir  de  luxe  and  retails  at  25c. 

A  new  novel  just  published  is  "The 
Puppet,"  by  Miss  Jane  Harding.  The 
scene  of  the  novel  is  laid  in  an  English 
village  in  pre-motor  days.  The  time  is 
winter,  and  the  action  of  the  story,  in- 
volving the  unravelling  of  a  situation 
full  of  mystery,  takes  places  in  a  series 
of  old-fashioned  country  interiors.  The 
narrative  has  the  intimate,  personal 
note  which  belongs  to  stories  written  in 
the  first  person,  and  relates  the  history 
of  a  girl  who,  endeavouring  to  change 
the  routine  of  an  uncongenial  business 
life  for  one  of  more  leisure  and  interest, 
finds  herself  the  centre  of  a  bewildering 
web  of  circumstance  to  the  end  and 
source  of  which  she  has  no  clue. 

GOOD  SHORT  STORIES 

A  truly  meritorious  book  is  Wallace 
Irwin's  "Pilgrims  Into  Folly,"  described 
in  the  sub  title  as  "Romantic  Excur- 
sions." A  critic  in  the  New  York  Her- 
ald gave  to  it  this  unstinted  praise: 

"These  are  not  the  ordinary  stories  of 
commerce.  .  .  Indisputably  among 
the  very  best   volumes   of   short   stories 


MY   BOOKS   BEFORE   ME   IN   A   ROW. 

My   books    before    me   in    a    row,    straight-trunked    and    lofty,    rise, 
As  do  the  forest  friends   I  know   unite  the  earth   and  skies. 

The    book,    the   maple    and    the    pine — 

How   like  are   all  these   friends   of  mine ! 

They   stand    upon    the    common    soil,    among    the    common    things, 
Amid   the   dust,   amid  the  toil,   the   city's   echoings — 

And  yet  their  mounting  branches   look 

Upon   the   heavens,   tree   and   book. 

Who   pauses   by  a   giant  tree  and   sees   its   giant   length 

And    never    feels    its    majesty,    made    stronger    by    its    strength  ? — 

So  does   the   volume   lift   the   man 

The   universe   above  to   scan. 

Who  reads  a  rhyme  of  Tennyson,  a  bit  of  Robbie   Burns, 

Nor   looks  where  stars  their  courses   run,   some  simple  lesson   learns? 

The    magic   of   the   three-foot   shelf 

Shall    lift   the   man    above   himself. 

With  Stevenson  who  walks  the  way  and  reads  his  limpid  lines 
But  hears   the  melodies  that  play   forever   in   the  pines — 

But   long   like   Stevenson   to   reach 

The    sweetness    of    our    English    speech  ? 

The   lesser   poets    (not   in   art  but   in   a   world's   renown) 

So   may   they   also    lift   the   heart   above   the   earth   of   brown — 

The  minor  poets,    if  you  will, 

Who   sing   the   major   measure   still. 

Here  stands   a   little   London   guide,   a   shilling   guide   in   red ; 
Where    Dickens    dwelt   and    Goldsmith    died    a    pilgrimage    it    led. 

So   has    it  power,    too,    to    raise 

Our   vision   from   the   common    ways. 

And    here   are   simple   tools    of   trade   utilitarian  ; 

We    labor    in    their    grateful    shade,    these    adjuvants    of    man. 

Here   stands   the   sturdy   old   Roget, 

Familiar  servant,   good  and   gray. 

And,   near   at   hand,    the   Book   of    Books,    the   counsellor   and   priest. 
To  which  the   mind  forever  looks   in   famine  or  in  feast, 

The  one  philosophy  to  test 

The   truth    and   purpose   of   the   rest. 

And   here  are   children   of   mine   own,   not  fitted  to   inspire; 
Yet  who  the  pangs  of  birth  has  known,   the  sacrificial  fire. 

But   loves    their    lisping    words   to   hear 

And   holds   his   children    very   dear  ? 

The   glad   companions   of   the    day,    the  solaces   of   night, 
They   stand   beside  me   all   the    way,   by   sun   ois  candle-light. 

And   it   is   good  to   have  them   so — 

My    books    before   me    in    a    row. 

— Douglas   Malloch,    in   the   American   Lumberman. 


that  have  been  published  in  the  English 
language  in   a   decade." 

Wallace  Irwin  is  a  pastmaster  of  wit- 
ty rhyme  and  of  humorous  character- 
ization and  this  book  may  be  said  to 
place  him  in  the  forefront  of  modern 
story  tellers.  The  book  contains  seven 
stories  the  titles  of  which  are  "Wings," 
"He  Shot  the  Bird  of  Paradise,"  "The 
Highest,"  "What  Became  of  Deggan 
Folk?"  "You  Can't  Get  Away  From 
Your  Grandfather,"  "The  Torpedo"  and 
"The  Ideal   Gentleman." 

HOUSEHOLD    ORGANIZATION 

It  is  stated  that  American  women 
spend  annually,  in  the  home,  nine  bil- 
lions of  dollars.  The  U.  S.  Department 
of  Agriculture  estimates  that  seven 
hundred  millions  of  this  sum  is  wasted. 
Could  women  adopt  a  finer  form  of  na- 
tional service  than  organizing  their 
households  for  war  service  to  eliminate 
waste  ?  If  thrift  were  nation  wide,  it 
would  save  hundreds  of  millions  of  dol- 
lars in  one  year's  time.  Househo'd  Or- 
ganization for  War  Service,  by  Thetta 
Quay  Franks,  author  of  Efficiency  in  the 
Household,  is  an  earnest  plea  for  econ- 
omy based  upon  business  methods  in  the 
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household,  a  personal  budget  and  the 
every-day  use  of  a  balanced  ration  giv- 
ing economical  substitutes  for  meats.  It 
is  a  simple,  clear  guide  to  economy,  and 
every  woman  will  find  it  helpful  and  in- 
spiring. 


John  Fox  Jr.'s  new  novel  "In  Happy 
Valley"  is  the  first  from  this  author  in 
four  years. 

A  book  built  like  a  shell  and  entitled 
"The  Shell."  The  book  was  written  by 
A.  C.  Stewart  and  is  a  one  of  high 
merit. 

The  four  volumes  of  Robert  W.  Ser- 
vice's poems  are  being  put  up  in  an  ooze 
leather  set  neatly  boxed  and  will  be 
welcomed  by  booksellers  for  Christmas 
trade. 

The  British  censor  having  given  his 
approval  to  "A  German  Deserter's  War 
Experience"  an  edition  of  that  book  is 
about  to  be  brought  out  in  London.  It 
is  now  in  its  fifth  American  printing. 
Arrangements  are  being  made  for  pub- 
lication in  France,  Holland  and  Scandin- 
avia. The  book  has  not  yet  been  pub- 
lished in  Germany!     - 


Buying  Books  for  Montreal  Public  Library 

Orders  Placed  With  the  Booksellers  of  That  City  —  Interesting  Interview  With 

Librarian  Hector  Garneau. 


UNDER  authority  of  the  Legisla- 
ture of  the  Province  of  Quebec  the 
the  sum  of  $25,000  is  about  to  be 
expended  on  books  for  the  additional 
equipment  of  the  shelves  in  the  stock 
room  of  the  Montreal  Public  Library. 
Important  principles  in  relation  to  the 
developing  of  the  library,  and  the  ex- 
penditure of  this  money  were  dealt  with 
by  Hector  Garneau,  the  Chief  Librarian, 
in  an  interview  especially  granted  to 
BOOKSELLER  AND   STATIONER. 

It  may  be  mentioned  that  at  the  open- 
ing function  Aid.  Dubeau,  President  of 
the  Library  Committee  drew  attention  to 
a  peculiar  problem  affecting  the  pur- 
chase of  books  from  the  point  view  of 
the  Librarian  and  staff.  New  books 
could  be  bought  only  by  tender  as  if 
they  were  so  much  coal  or  cement,  said 
the  Alderman.  The  Librarians  were 
laboring  under  a  disadvantage  imposed 
upon  no  other  library  on  the  continent. 
Under  the  existing  method  they  were 
unable  to  buy  books  at  auction  sales 
or  from  private  collections  where  unique 
and  valuable  editions  now  out  of  print 
were  to  be  found.  He  promised  that 
he  would  present  this  phase  of  the  situa- 
tion before  his  colleagues  at  the  City 
Hall,  and  he  hoped  the  defect  would 
be  remedied. 

The   Remedy   at   Hand 

The  matter  formed  the  first  point 
touched  upon,  by  Mr.  Garneau  in  the 
interview  by  BOOKSELLER  AND  STA-. 
TIONER'S  representative  who  asked  the 
Librarian:  "How  did  the  present  system 
for  buying  books  by  tender  'as  if  they 
were  so  much  coal  or  cement'  originate, 
and  for  how  long  has  it  handicapped  the 
Library?  What  remedies  are  contem- 
plated, and  how  soon  can  they  come?" 
To  this  Mr.  Garneau  replied  with  the 
comment  first  of  all  that  the  system  de- 
scribed by  Aid.  Dubeau  is  unique  and 
indefensible.  "It  is  ridiculous,"  said  Mr. 
Garneau.  "No  library  in  the  world  could 
develop  under  such  system  of  book  buy- 
ing. The  system  has,  however,  been  in 
existence  in  Montreal  from  the  earliest 
library  experience  until  the  establish- 
ment of  this  new  Civic  Library.  The 
matter  is  now  coming  up  before  the 
Library  Board,  and  I  have  no  doubt 
an  improvement  is  about  to  be  insti- 
tuted." 

A    Better    Way    of   Buying 

"What  is  the  best  plan  for  buying 
books  so  as  to  keep  a  great  city  library 
at  a  high  standard  of  utility"  asked  the 
interviewer. 

"As  soon  as  the  books  are  advertised," 
replied  Mr.  Garneau,  "a  list  should  be 
prepared  and  submitted  to  the  Board. 
Then  if  the  Board  approves  the 
choice  of  books  made,  the  books 
should  be  ordered  immediately.     Do  you 


know  that  under  the  old  system  of  buy- 
ing by  tender  it  would  sometimes  take 
a  whole  year  before  a  book  could  be 
placed  at  the  service  of  the  public 
through  Montreal  Public  Library.  In 
this  new  library  now  we  have  also  a 
system  of  cards  by  which  every  reader 
who  uses  the  library  has  the  opportunity 
to  help  in  the  selection  of  books  for  the 
enhancing  of  the  value  of  the  library." 
Mr.  Garneau  took  one  of  these  cards 
from  a  file  on  his  desk.  It  is  repro- 
duced in  this  issue,  and  shows  that  the 
appreciations  of  intelligent  readers  who 
use  the  Montreal  Library  are  to  be 
drawn  upon  for  the  improvement  of  the 
Institution. 

Best  Sources   of   Books 

"What  and  where  are  the  best  sources 
for   securing   books    which   a    great   city 


HECTOR   GARNEAU, 

Librarian     of    the    Montreal     Public     Library, 
recently    opened    to    the    public. 


library  should  have  and  have  quick  " 
was  the  next  question.  "Does  it  cost 
much  besides  the  cost  of  the  books  to 
have  facilities  for  getting  at  important 
books  speedily? 

"The  best  sources,"  said  Mr.  Garneau, 
"are  found  i.n  the  criticisms  of  publica- 
tions, and  books  appearing  in  prominent 
U.S.  and  English  periodicals,  always 
supplemented  of  course  by  the  expert 
knowledge  of  the  librarian  and  his 
staff  on  the  subject  of  books.  These 
are  the  sources  employed  first  in  the 
choice  and  afterwards  in  the  buying  of 
books.  It  does  not  cost  anything  more 
than  the  price  of  the  books  themselves, 
to  buy  in  this  way.  Here,  we  give  our 
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ouder  to  the  booksellers  in  the  city. 
They  order  the  books.  We  have  to  pay 
express  charges  pf  course  but  no  duty 
as  this  is  a  Public  Library.  Besides  get- 
ting the  books  delivered  free  of  this 
charge  we  frequently  get  from  the 
booksellers  discounts  of  from  15  to  25 
per  cent,   or   even   more." 

The    Library   is    Now    Growing 

Asked  what  means  are  being  taken 
at  present  to  add  to  the  Library,  and 
how  fast  it  may  be  expected  to  grow, 
Mr.  Garneau  said,  "The  Legislature  of 
the  Province  of  Quebec  have  authorized 
the  city  to  spend  $25,000  on  the  pur- 
chase of  books.  Out  of  that  fund  which 
is  a  special  loan  fund,  the  list  of  books 
to  be  ordered  will  be  purchased.  As 
to  how  fast  development  may  be  ex- 
pected, that  depends  on  whether  the 
books  we  order  can  be  had  now  or  not. , 
(In  some  cases,  such  as  for  instance 
books  published  in  the  United  States, 
we  can  procure  these  immediately.  With 
regard  to  English  books  some  delays 
may  elapse.  War  conditions  affect  the 
business,  and  we  have  to  duplicate  all 
orders  sent  to  England  in  case  of  loss 
of  the  books  at  sea." 

Censorship  of   Literature 

How  about  censorship  in  Montreal  of 
fiction  and  general  reading  matter? 
asked  BOOKSELLER  AND  STATION- 
ER. Are  there  any  handicaps  in  this 
direction  ? 

"As  regards  consorship,"  replied  Mr. 
Garneau,  "the  Library  Board  has  full 
authority,  and  holds  all  powers  which 
would  devolve  upon  a  censor.  In  our 
Library  there  is,  as  in  the  great  Civic 
Library  of  Paris,  a  special  locked  room 
known  as  "L'Enfer"  into  which  go  all 
books  which  are  not  considered  suitable 
for  the  perusal  of  the  general  public. 
There  such  books  as  are  of  "literary 
value,  suitable  only  for  the  few  who 
can  read  them  without  taking  harm,  are 
kept  under  key,  and  may  be  read  or 
referred  to,  but  not  taken  out  of  the 
Library." 

Privileged    Libraries 

Referring  to  the  few  privileged  lib- 
raries in  Britain  which  are  entitled  to 
copies  of  every  published  work  on  pub- 
lication and  without  charge,  Mr.  Gar- 
neau mentioned  that  the  Congressional 
Library  of  the  United  States  at  Wash- 
ington has  also  the  same  privileges  as 
to  published  matter  in  the  United  States. 
He  added  that  if  the  Dominion  Govern- 
ment enacted  legislation  making  similar 
privileges  operative  in  connection  with 
Canadian  Public  Libraries  the  Libraries 
would  be  greatly  benefited  and  greatly 
appreciative. 

(Continued  on  page  65.) 


Montreal's  New  Civic  Library 

Inaugurated  by  Marshal  Joffre  in  Early  Summer,  Opened  to  the  Public  in  September, 
Under  Charge  of  Hector  Garneau,  Son  of  Famous  Canadian  Author. 


MONTREAL  book-lovers  have 
long  awaited  the  practical  de- 
velopment of  the  Civic  Library 
Scheme  which  provides  for  access  by 
the  citizens  to  the  literature  of  the 
world  in  measure  proportionate  to  the 
size  and  dignity  of  the  Eastern  Metro- 
polis. At  last  the  first  really  consider- 
able unit  of  the  Civic  Library  has  been 
opened  on  Sherbrooke  Street  East,  fac- 
ing Lafontaine  Park,  and  situated  so 
as  to  serve  most  conveniently  the  vast 
French-speaking  population  of  the  city 
though  by  no  means  far  out  of  the  way 
of  the  wholly  English-speaking  resi- 
dents. In  project  is  a  building  of  simi- 
lar size  to  be  located  in  the  Western 
district  of  the  city.  It  was  pointed  out 
at  the  opening  ceremonies  by  Aid.  Du- 
beau,  President  of  the  Library  Com- 
mittee, that  when  discovery  was  made 
in  council  that  funds  for  the  two  build- 
ings were  not  immediately  available, 
the  English  members  of  the  council  im- 
mediately consented  to  the  abandon- 
ment of  the  Western  building  in  order 
that  the  available  funds  might  be  con- 
centrated on  a  worthy  structure  in  the 
present  site. 

A    Bonne   Entente 

By  Aid.  W.  S.  Weldon  the  neat  sug- 
gestion was  made  that  as  the  English 
residents  of  Montreal  would  be  users 
of  the  East  End  Library,  so  in  course 
of  time  the  French-Canadian  residents 
would  use  with  equal  freedom  the  West 
End  building,  the  population  of  Mon- 
treal consisting  not  of  two  peoples 
French  and  English,  but  of  one  people 
Montrealers. 

Congratulations  were  warmly  extend- 
ed at  the  opening  function,  to  Hector 
Garneau,  Chief  Librarian,  and  his  col- 
leagues, and  the  success  of  their  labors 
to  achieve  this  Library  was  hailed  with 
satisfaction.  Mr.  Garneau  welcomed  the 
citizens  of  Montreal  to  the  new  Library, 
referring  especially  to  the  interesting 
start  made  in  collecting  a  musical  lib- 
rary also,  a  new  and  notable  feature  of 
library  work,  and  of  great  value  to  the 
community. 

Inaugurated  by  Joffre 

September  4th  saw  the  opening  to  the 
public  of  the  new  Library.  The  official 
inauguration  by  Field  Marshal  Joffre  on 
the  occasion  of  his  historic  visit  to 
Montreal  in  summer  did  not  mark  the 
period  of  public  access  to  the  splendid 
new  building,  but  gave  opportunity  for 
the  entering  on  the  first  line  of  the 
visitors'  book  the  signature  of  the  victor 
of  the  Marne.  A  photograph  of  Joffre, 
also  bearing  his  autograph  honors  the 
principal  hall,  and  a  bronze  tablet  com- 
memorating the  visit  of  the  great  French 
general  is  to  be  erected  also. 

Within    the    building   there    is    accom- 


modation for  400,000  books,  though  at 
present  only  14,000  represent  the  library 
if  the  famous  Gagnon  collection  of  7,000 
volumes  is  excepted.  The  Gagnon  col- 
lection consists  of  rare  books,  MSS.  and 
engravings,  and  was  purchased  by  the 
City  of  Montreal  from  the  late  Mr.  Gag- 
non. Priceless  works  are  included, 
books  which  if  lost  could  not  be  replaced. 

Few    Volumes    Visible 

One  of  the  outstanding  features  of  the 
Library  is  the  fact  that  no  vast  ranges 
of  shelves  and  arrays  of  books  are  to 
be  seen.  A  few  small  book-cases  in  per- 
fect taste  are  placed  in  some  of  the 
rooms,  but  these  merely  suggest  the 
purpose  of  the  whole  building.  In  the 
Stack  Room  there  is  modern  fire-proof 
accommodation  for  5,000  newspaper  and 
magazine  bound  volumes,  and  similar 
large  sized  books,  and  for  300,000  other 
books.  From  floor  to  roof  of  the  whole 
height  of  the  building  range  metal 
shelves,  and  small  electric  elevators  run 
up  and  down  at  various  points  to  convey 
the  volumes  as  required.  Attendants 
in  uniform  distribute  and  replace  the 
books. 

The    Card   Index    System    Used 

According  to  the  modern  system  cata- 
logues are  found  only  in  the  form  of 
the  card  index  system  by  which  every 
volume  in  the  Library  can  be  imme- 
diately located,  and  all  related  subjects 
properly  grouped  with  perfect  flexibility. 
Mr.  Hector  Garneau  and  his  staff  of 
assistants  have  found  the  indexing  of 
the  volumes  an  interesting  undertaking. 
Mr.  Garneau  being  an  authority  on  this 
particular  work,  has  been  able  to  guide 
the  indexing  towards  a  high  degree  of 
perfection.  His  expert  knowledge  of 
the  subjects  relating  to  the  early  set- 
tlers' life  in  Canada  renders  the  sections 
of  the  Library  dealing  with  these  and 
their  related  subjects  especially  valuable. 
Mr.  Garneau  is  the  author  of  several 
historical  works,  and  books  on  the  sub- 
ject of  early  life  in  Canada.  His  father 
was  an  author  of  note,  whose  name  is 
inscribed  with  the  names  of  world  fam- 
ous writers  on  the  walls  of  the  dis- 
tributing room. 

Spacious    Distributing    Room 

The  distributing  room  forms  one  of 
the  striking  features  of  the  Library.  A 
wonderful  stained  glass  ceiling  covers 
the  entrance  hall,  and  emblazons  in  its 
rich  colors  the  Arms  of  the  Provinces 
of  Old  France  from  which  emigrated 
the  first  French  colonists  of  Quebec  and 
Canada  beyond,  forefathers  of  the  pre- 
sent French-Canadians.  Brittany,  Cham- 
pagne, Anjou,  Aunis,  Poitou,  He  de 
France,  and  Normandie  are  thus  repre- 
sented. Then  there  are  emblazoned  also 
the  Arms  of  the  Provinces  of  the  Dom- 
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inion  of  Canada,  and  then  come  Arms 
of  the  famous  founders  of  Canada's 
earliest  settlements  Jaques  Cartier, 
Maisonneuve,  De  Laval,  Bourgeois, 
Montcalm,  Wolfe.  Underneath  the 
stained  glass  ceiling,  on  the  frieze  be- 
low, appear  the  names  in  gold  letters, 
of  the  world's  great  writers,  and  famous 
historians  of  France  and  Canada.  These 
names  are  Homer,  Plato,  Aiero,  Dante, 
Shakespeare,  Pascal,  Moliere,  Milton, 
Corneille,  Racine,  Bossuet,  Montesquieu, 
Goethe,  Chateaubriand,  Michelet,  Ma- 
caulay,  Victor  Hugo,  Garneau,  Cremazie, 
and  Frechette. 

A   Noble   Building 

Declared  by  Controller  Cote,  to  be 
the  finest  building  of  its  kind  north  of 
New  York,  the  building  fronts  on  Sher- 
brooke St.  for  a  length  of  109  ft.,  is 
three  stories  high,  and  built  of  gray 
granite,  limestone,  and  marble.  The 
Library  is  beyond  doubt  one  of  the  hand- 
somest and  best  lit  buildings  in  Mon- 
treal, the  window  space  being  liberally 
designed.  Marble  enters  largely  into 
the  interior  work,  the  basement  is  gran- 
ite, the  stories  above  are  in  gray  lime- 
stone. 

The  planning  is  excellent  for  the  pur- 
poses of  the  building.  On  the  ground 
floor  is  the  children's  reading  room  with 
circular  tables  at  which  the  juveniles 
can  sit  and  read.  On  the  ground  floor 
also  is  the  receiving  room  for  taking 
delivery  of  shipments  of  books,  also 
store  room,  bindery,  and  quarters  for 
the  employees.  Above  this  floor  is  the 
distributing  room  (which  has  been  men- 
tioned previously)  Librarian's  office,  in- 
dexing room,  and  cloak  room  for  visi- 
tors. The  furnishings  here  are  in  per- 
fect keeping,  with  polished  white  oak 
fittings.  This  style  is  adhered  to 
throughout  the  building  where  suitable. 
To  date  the  first  floor  only  is  accessible 
by  the  public,  but  on  the  second  floor 
there  will  be  the  Canadian  Room  show- 
ing rare  coins,  MSS.  and  curios,  the 
Art  Room  for  exhibitions  of  pictures 
from  time  to  time,  and  an  additional 
Art  gallery. 

Fireproof    Throughout 

Every  fireproofing  precaution  has  been 
utilized  in  the  construction  of  the  build- 
ing throughout.  The  floors  are  per- 
fectly silenced  being  of  cork  tile  with 
marble  border.  The  Library  is  to  be 
open  to  the  public  every  week  day  from 
ten  a.m.  to  ten  p.m.  and  on  Sundays 
from  two  p.m.  to  ten  p.m.  A  payment 
of  $3.00  per  annum  entitles  citizens  to 
two  books  for  15  days,  and  a  $2.00 
payment  to  one  book.  The  fee  thus 
collected  as  a  safeguard  against  loss 
or  damage  to  books  while  out  of  the 
Library,  is  returnable.  For  musical 
literature,  and  operatic  scores  of  which 
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the  Library  has  a  collection,  a  deposit 
of  $5.00  is  required.  Following  rules 
have    been   issued   by   the    Librarian. 

Civic    Library    Rules 

The  library  is  open  every'week  day 
from  10  a.m.  to  10  p.m.,  and  on  Sunday 
from  2   p.m.  to   10  p.m. 

Upon  entering  the  Library,  each  visi- 
tor shall  deposit  at  the  cloak  room  any 
overcoat,  walking  stick,  umbrella  and 
other  effects  he   may  have. 

Books  for  perusal  in  the  Library  or 
for  home  use  may  be  obtained  by  filling 
a  card  to  be  presented  at  the  issue 
counter.     These  cards  are  free  to  all. 

Readers  must  not  take  the  cards  of 
the   catalogue    out   of   the   drawers. 

It  is  forbidden  to  turn  down  the 
leaves  of  the  books  and  to  make  any 
marks  or  annotations  thereon.  This 
prohibition  applies  to  reviews  and  news- 
papers. 

Books  for  home  use  are  loaned  upon 
deposit  of  $3.  Such  deposit  is  refunded 
upon   return   of   depositor's  receipt. 

A  deposit  of  $3  entitles  the  borrower 
to  two  volumes,  which  he  may  keep 
for  fifteen  days.  A  fine  of  one  cent 
is  imposed  for  each  additional  day.  An 
extension  of  time  mav  be  obtained  with 
the  permission  of  the  Librarian  upon  the 
return    of  the   volumes. 

A  deposit  of  $2  entitles  the  reader 
to   one   volume    only. 

A  deposit  of  $5  must  be  made  for 
musical   literature   and   operatic  scores. 

Deposits  are  refunded  when  books  are 
returned  in  good  condition.  Otherwise 
a  sum  equivalent  to  the  damage  done 
will   be   deducted   therefrom. 

The  loan  of  books  outside  the  city 
limits  is  in  opposition  to  the  regulations. 

Dictionaries,  encyclopaedias,  year- 
books, reviews  and  newspapers,  certain 
works  of  art  or  science  and  publications 
of  high  value  must  not  be  taken  out 
of   the    Library. 

Before  leaving  the  Librarv,  readers 
shall  deliver  their  books  to  the  person 
in   charge   of  the   reading  room. 

Readers  are  requested  to  register  the 
titles  of  books  and  the  names  of  authors 
they   require. 

The  use  of  the  telephone  is  forbidden 
to    the    public. 

Smoking   is   strictly  prohibited. 

Dogs  are  not  allowed  in  any  part  of 
the   building. 


LIBRARY  TRAINING  SCHOOL 

A  Training  School  for  librarianshi.p, 
under  the  auspices  of  the  Ontario  De- 
partment of  Education,  was  held  on 
Sept.  11  and  following  days  at  the 
Dovercourt  Branch  of  the  Toronto  Public 
Library  under  the  direction  of  the  In- 
spector of  Public  Libraries.  The  Chief 
Instructor  was  Miss  A.  P.  Dingman,  and 
the  lecturers  and  instructors:  George  H. 
Locke,  Chief  Librarian,  Toronto;  Miss 
Winifred  Barnstead;  Miss  Gertrude 
Boyle,  Miss  Lillian  Smith,  Miss  Eva 
Davis,  Miss  Elizabeth  Moir,  and  Miss 
Frances  Staton,  Toronto,  Fred.  Landon, 
Chief  Librarian,  London;  W.  J.  Sykes, 
Chief  Librarian,  Ottawa;  Miss  M.  J.  L. 


Black,  Librarian,  Fort  William;  J.  Davis 
Barnett,  Stratford;  S.  B.  Herbert,  De- 
partment of  Education;  and  W.  O.  Car- 
son, Inspector  of  Public  Libraries. 

Twenty-six  students  were  in  attend- 
ance. Practically  all  have  appointments 
in  public  libraries  in  the  Province.  Three 
are  librarians  of  special  libraries — the 
Canadian  Manufacturers'  Association 
Library;  Ontario  Trades  and  Labor 
Branch  Library;  and  Methodist  National 
Training  School  Library. 

The  erection  of  a  new  public  library 
for  Earlscourt  was  advocated  by  Rev. 
Peter  Bryce.  He  pointed  out  that  the 
progress  in  the  circulation  of  books 
since  the  establishment  of  the  small 
branch  library  in  1914  was  unprecedent- 
ed. He  urged  the  members  to  appeal  to 
the  board  of  control,  and  a  deputation, 
consisting  of  the  chairman,  William 
Carter  and  W.  Wiles,  was  appointed. 

LIBRARY  CONVENTION 

Brantford,  Sept.  24. — A  public  library 
convention  will  be  held  here  on  Oct.  6. 
Librarians  and  trustees  from  the  public 
libraries  in  the  country  surrounding 
Brantford  will  be  present  for  the  pur- 
pose of  forwarding  public  library  work. 
Addresses  will  be  delivered  by  George 
H.  Locke,  chief  librarian  of  the  Toronto 
librarv;  Miss  Mary  Black,  president  of 
the  Ontario  Library  Association,  and 
Library  Inspector  W.  O.  Carson. 


MAXIM   GORKY 

"In  the  world"  by  Maxim  Gorky  is' 
one  of  the  real  literary  events  of  1917. 
"All  of  Gorky's  seventeen  previous 
books  are  but  so  many  stepping  stones 
to  this,"  said  the  famous  Russian  critic 
Chukovsky  of  Gorky's  autobiography, 
"My  Childhood."  This  second  volume 
shows  him  making  his  way,  as  a  worker 
on  a  boat  on  the  Volga,  in  an  ikon  shop, 
in  a  shoe  store;  drifting  about  Russia; 
asking  questions;  and  as  he  probes  and 
explains  his  environment  of  people  and 
things  for  himself,  the  reader  senses  the 
national  Russian  character  with  a  sure- 
ty that  few  other  books  on  Russia  give. 

"If  I  Were  Twenty-One"  is  the  title 
of  a  book  of  tips  by  a  business  veteran, 
the  author  is  William  Maxwell.  This 
is  a  book  for  the  man  who  is  twenty- 
one,  the  man  who  wishes  he  were,  and 
the  man  who  would  be  twenty-one  again. 
With  a  wealth  of  pointed  anecdote  and 
clever  allusion,  the  author  maps  out  the 
campaign  before  the  young  man,  and 
the  equipment  he  needs  to  win  success. 
The  humor  is  delightful,  the  stimulus 
powerful,  and  the  wisdom  of  that  prac- 
tical kind  that  forms  a  tool  ready  to  the 
hand  of  the  ambitious  man. 

In  "Pictorial  Photography,"  Paul 
Anderson,  of  the  Clarence  H.  White, 
School  of  Photography,  presents  prin- 
ciples  and  practices. 
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Suggestion  for  the  Book  Committee 

Author  of  Book 

Title 

Publisher  and  Price 

Suggested  by 

Suggestion  card  for  use  of  readers  at  Montreal  Public  Library. 


BUYING   BOOKS    FOR   MONTREAL 
PUBLIC    LIBRARY 

(Continued  from  page  63.) 

A.s  a  message  to  readers  in  Montreal 
on  the  occasion  of  the  opening  of  the 
Library,  Mr.  Garneau  said,  "I  would 
say  to  all,  patronize  the  Library  as  much 
as  you  can.  Use  the  suggestion  cards 
regarding  books  required  whether  re- 
lating to  science,  literature,  music,  or 
any  department  of  intellectual  activity 
whatever." 

It  may  be  mentioned  that  at  the  pre- 
sent time  the  Montreal  Public  Library 
contains  technical  books  in  predomin- 
ant proportion  but  with  the  expenditure 
of  the  $25,000  appropriation  there  will 
be  placed  upon  the  shelves  the  latest 
modern  fiction  and  other  literature  pub- 
lished during  the  past  ten  years,  while 
the  classics  of  fiction  are  already  well 
represented. 
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Every  photographer  who  wishes'  to  do 
more  than  merely  "push-the-button"  will 
find  discussed  in  this  volume  the  very 
points  on  which  he  wants  helpful  sug- 
gestions and  definite  instruction.  It  is 
written  from  a  scientific  standpoint,  not 
too  elementary  on  the  one  hand  nor  too 
ultra-technical  on  the  other.  Mr.  Ander- 
son combines  a  fine  pictorial  apprecia- 
tion with  a  clear  grasp  of  scientific  prin- 
ciples upon  which  success  in  photo- 
graphy must  depend.  There  are  twenty- 
one  half-tone  illustrations  and  thirty- 
eight  explanatory  line  cuts. 


"The  Light  Beyond"  by  Maurice 
.Maeterlinck  is  the  title  of  a  volume  of 
essays  by  the  great  Belgian  philosopher. 

Mary  Thomas  Davies,  author  of  "The 
Melting  of  Molly"  has  a  new  book  out 
this  year  entitled  "The  Heart's  Kingdom. 
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THOMAS  ALLEN 
Fiction 

Our  Square,  Samuel  Hopkins  Adams, 
$1.40;  Reversible  Santa  Claus,  Meredith 
Nicholson,  $1.25;  No.  13  Rue  Du  Bon 
Diable,  Arthur  Sherburne  Hardy,  $1.35; 
Seth  Way,  Caroline  Dale  Owen,  $1.50; 
Mary  Regan,  Leroy  Scott,  $1.40;  Skin- 
ner's Baby,  Henry  Irving  Dodge,  $1.25; 
Next  of  Kin,  Nellie  L.  McClung,  $1.50; 
Polly  and  the  Princess,  Emma  C.  Dowd, 
$1.25. 

Non-Fiction 
Old     Christmas,     William     Aspenwall 
Bradley,  $1.25;  Japan  Day  By  Day,  Ed- 
wards   S.    Morse,    $7.50;    Nights    With 
Uncle     Rimus,     Joel     Chandler     Harris, 
$2.50;  Days  Out,  Elisabeth  Woodbridge, 
$1.25;  The  Undergraduate  and  His  Col- 
lege, Frederick  P.  Keppel,  $1.25;  Poems 
of    Frank     Dempter     Sherman,     Clinton 
Scollard,   $5.00;    Uncollected   Letters    of 
Abraham     Lincoln,     Gilbert     A.     Tracy, 
$2.00;  The  Foundling  Prince,  Petre  Is- 
pirescu,  $3.00;  A  New  Basis  For  Social 
Progress,   William    C.   White   and   Louis 
Jay  Heath,  $1.25;  Medical  Research  and 
Human   Welfare,   Dr.   William   Williams 
Keen,   $1.25;    Chicago,   H.    C.    Chatfield- 
Taylor,  $7.50;  Letters  of  John  Holmes, 
$2.50;   Random  Reflections   of  a  Grand- 
mother, Mrs.  R.  Clipston  Sturgis,  $1.00; 
Daniel    Webster    in     England,     Edward 
Gray,   $4.50;    Re-education,   George   Ed- 
ward Barton,  $1.00;  A  History  of  Am- 
erican   Journalism,    James    Melvin    Lee, 
$2.50;    Maxims    of   The     Duke     De     La 
Rochefoucauld,    John    Heard,    Jr.,    $4.00; 
Among  Us  Mortals,  Franklin  P.  Adams 
and  W.  E.  Hill,  $2.00;  The  Cruise  of  The 
Corwin,  John  Muir,  $2.50;  The  Life  of 
John    Fiske,    John    Spencer,    $7.50;    Old 
Sheffield  Plate,  Julia  W.  Torrey,  $7.50; 
An  American  Physician  in  Turkey,  Clar- 
ence  D.   Ussher,    M.D.,    and    Grace    H. 
Knapp,   $1.75. 

Juvenile 
The    Surprise    House,    Abbie    Farwell 
Brown,  $1.00;  The  Belgian  Twins,  Lucy 
Fitch  Perkins,  $1.00;  Tales  of  the  Pers- 
ian Genii,  Francis  Jenkins  Olcott,  $1.75. 

WM.  BRIGGS 
Fiction 

Mar  tie,  Kathleen  Norris,  cloth,  $1.35; 
The  Mannequin,  Julie  M.  Lippmann, 
$1.25;  Green  Fancy,  Geo.  Barr  Mc- 
Cutcheon,  $1.35;  Captain  Abe  Store- 
keeper, James  A.  Cooper,  $1.25;  The 
Hornet's  Nest,  Mrs.  Wilson  Woodrow, 
$1.35;  A  Green  Tent  In  Flanders,  Maud 
Mortimer,  $1.25;  Gog,  Arthur  Fetter- 
less, $1.25;  The  Soul,  of  Ulster,  Lord 
Ernest  Hamilton,  $1.00;  The  Grim  13, 
Frederick  Stuart  Greene,  $1.35;  Sarah 
Ann,  M.  N.  Thurston,  $1.00;  The  Great 
Tab  Dope,  Lieut.  Colonel  Swinton, 
$1.25;    Jane    Allen    of    the    Sub    Team, 


Edith  Bancroft,  $1.25;  Sir  Oliver  Lodge 
(the  Proofs  of  Life  After  Death),  $2.00. 

Non-Fiction 

Fragments  from  France,  No.  4,  Capt. 
Bruce  Bairnsfather,  35c;  Christine, 
Amelia  E.  Barr,  $1.35;  The  Voyage  of 
the  Deutschland,  (English  edition), 
Paul  Konig,  35c. 

THE  CARSWELL  CO.,  LTD. 
Non-Fiction 

Justices  Manual.  Being  a  Manual  of 
Elementary  Information  for  Justices  of 
the  Peace,  Arthur  E.  Popple,  LL.B.,  At- 
torney-General's Department  of  Alberta, 
Barrister-at-Law,  limp  leather,  $2.50; 
Surrogate  Court  Practice  and  Procedure, 
His  Honor  Charles  Howard  Widdifield, 
Judge  of  the  Surrogate  Court  of  the 
County  of  Grey,  buckram,  $10.00. 

CASSELL  &  CO. 
Fiction 

A  Castle  to  Let,  Mrs.  Baillie  Reyn- 
olds, cloth,  $1.35  net;  Land  O'  the 
Dawning,  Lindsay  Russell,  cloth,  $1.35 
net;  Flower  of  the  Dark,  Joseph  Keat- 
ing, cloth,  $1.35  net;  The  Road  to  Man- 
dalay,  B.  M.  Croker,  cloth,  $1.35  net. 

Non- Fiction 

The  Little  That  is  Good,  Harold  Beg- 
bie,  cloth,  $1.50  net;  The  Complete 
Woodworker,  cloth,  $2.00  net;  Clock 
Cleaning  and  Repairing,  boards,  40c 
net;  House  Painting  and  Decorating, 
boards,  40c  net;  The  Garden  Frame, 
paper,  25c  net;  The  Allotment,  paper, 
25c  net;  Early  Vegetables,  paper,  25c 
net;  Pruning  Fruit  Trees,  paper,  25c 
net. 

Juvenile 
With  Redskins  on  the  Warpath,  S. 
Walkey,  cloth,  $1.00;  Cassell's  Child- 
ren's Annual,  cloth,  $1.50  net;  Cassell's 
Children's  Annual,  boards,  $1.00  net; 
Little  Folks  Volume,  cloth,  $1.50;  Little 
Folks  Volume,  boards,  $1.0D-  The  Bov's 
Book  of  Buccaneers,  Eric  Wood,  cloth, 
$1.00  net;  With  Haig  on  the  Somme,  D. 
H.  Parry,  cloth,  $1.00  net;  When  Beatty 
Kept  the  Seas,  Capt.  F.  H.  Shaw,  cloth, 
$1.00  net;  Hill  of  Broom,  E.  E.  Cowper, 
cloth,  $1.00  net;  Six  Little  New  Zeal- 
anders,  Esther  Glen,  cloth,  $1.00;  The 
Girl  Without  Ambition,  Isabel  S.  Rob- 
son,  cloth,  $1.00;  The  Lass  of  Richmond 
Hill,  Augusta  H.  Seamen,  cloth,  $1.00; 
All  About  Engines,  Edward  Cressy, 
cloth,  $1.50  net;  Gilbert  the  Outlaw,  D. 
H.   Parry,   cloth,  $1.00. 

THE    COPP,   CLARK    CO.,   LTD. 
Fiction 

Beyond.  John  Galsworthv.  cloth,  $1.50; 
The    Forfeit,     Ridgwell     Cullum,     cloth, 
$1.35;    Kenny,   Leona    Dalrymple,   cloth, 
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$1.35;  Understood  Betsy,  Dorothy  Can- 
field,  cloth,  $1.30;  Nameless  Man, 
Natalie  S.  Lincoln,  cloth,  $1.40;  Pil- 
grims Into  Folly,  Wallace  Irwin,  cloth, 
$1.35;  Baree  Son  of  Kazan,  Jas.  Oliver 
Curwood,  cloth,   $1.35. 

Non- Fiction 

The  Boy  Scout  and  Other  Stories, 
Richard  Harding  Davis,  cloth,  $1.25. 

Juvenile 

Lost  Princess  of  Oz,  Baum,  cloth, 
$1.35. 

J.   M.  DENT  &   SONS   LTD. 

Fiction 

Nostromo,   Joseph   Conrad,  $1.50. 

Non-Fiction 

The  Post  of  Honour,  Wilson,  25c; 
Name  This  Flower,  Boulger,  cloth, 
$1.75;  Under  Fire,  Barbusse,  cloth, 
$1.50;  Oppressed  English,  Ian  Hay, 
50c;  Old  Empire  and  the  New,  A.  P. 
Newton,  90c;  Destruction  of  Merchant 
Ships,  Smith,  $1.50;  Russian  Lyrics, 
90c;  Russian  Realities,  $1.00. 

HODDER  &  STOUGHTON  LTD. 

Where  Jasmines  Bloom,  Mary  Julian, 
cloth,  $1.25;  No  Man's  Land,  "Sapper," 
cloth,  $1.25;  Fool  Divine,  G.  B.  Lan- 
caster, cloth,  $1.25;  The  Captive  Singer, 
M.  B.  Petersen,  cloth,  $1.25;  The  Gossip 
Shop,  J.  E.  Buckrose,  cloth,  $1.25;  Ted- 
dy, R.N.D.,  Edith  Mary  Moore,  cloth, 
$1.25;  Myola,  H.  Musgrave,  cloth, 
$1.25;  The  Rainbow  Mystery,  William 
Le  Queux,  cloth,  $1.25. 

Non- Fiction 

Professor  Knatschke,  Hansi,  cloth, 
$1.25;  The  German  Terror  in  Belgium, 
Arnold  J.  Toynbee,  paper,  50c;  War- 
Time  Speeches,  General  J.  C.  Smuts, 
paper,  35c;  Letters  About  Shelley,  R.  S. 
Garnett,  cloth,  with  buckram  back, 
$3.00. 

THE    MACMILLAN    CO.    OF    CAN., 
LTD. 

Fiction 

The  Soul  of  a  Bishop,  H.  G.  Wells, 
cloth,  $1.50;  A  Son  of  the  Middle  Border, 
Hamlin  Garland,  cloth,  $1.50;  This  Is 
The  End,  Stella  Benson,  cloth,  $1.50; 
Christine,  Alice  Cholmondeley,  cloth, 
$1.25;  The  Duel,  and  Other  Stories,  An- 
ton Chekhov  (Trans,  by  Constance  Gar- 
nett), cloth,  $1.50;  The  Lady  With  the 
Dog,  and  Other  Stories,  Anton  Chek- 
hov (Trans,  by  Constance  Garnett), 
cloth,  $1.50;  The  Party,  and  Other 
Stories,  Anton  Chekhov  (Trans,  by  Con- 
stance Garnett),  cloth,  $1.50. 

Non-Fiction 

A  Defence  of  Idealism,  May  Sinclair, 


BOOKSELLER  AND  STATIONER 


cloth,  $2.00;  Manual  of  Milk  Products, 
W.  A.  Stocking,  cloth,  $2.00;  Western 
Live-Stock,  Management,  E.  L.  Potter, 
cloth,  $1.75;  The  Work  of  Preaching,  A. 
S.  Hoyt,  cloth,  $1.50;  Philosophy  and 
the  Social  Problem,  W.  Durant,  cloth, 
$1,.50;  The  Essentials  of  Extempore 
Speaking,  J.  A.  Mosher,  cloth,  $1.00; 
Japan  in  World  Politics,  K.  K.  Kawa- 
kami,  cloth,  $1.50;  The  Essentials  of 
Philosophy,  R.  W.   Sellirs,  cloth,  $1.63. 

Juvenile 

Elizabeth  Bess,  E.  C.  Scott,  cloth, 
$1.25;  Work  and  Play  in  Colonial  Days 
(Everychilds  Ser.),  M.  H.  MacElroy, 
cloth,  40c;  A  Child's  Book  of  Verse, 
Skinner  &  Wickes,  Book  I,  cloth,  40c; 
A  Child's  Book  of  Verse,  Skinner  & 
Wickes,  Book  II,  cloth,  45c;  A  Child's 
Book  of  Verse,  Skinner  &  Wickes,  Book 
III,  cloth,  50c;  Granny  Maumee  (A  Nig- 
ger Play),  B.  Torrence,  cloth,  $1.50. 

McCLELLAND,   GOODCHILD   & 
STEWART   LTD. 

Fiction 

Anne's  House  of  Dreams,  L.  M.  Mont- 
gomery, $1.50;  The  Whistling  Mother, 
Grace  S.  Richmond,  50c;  The  Long 
Lane's  Turning,  Hallie  Erminie  Rives, 
$1.50;  The  Interlopers,  Julie  M.  Lipp- 
mann,  $1.25;  Amarilly  in  Love,  Belle  K. 
Maniates,  $1.25;  The  Lookout  Man,  B. 
M.  Bower,  $1.35;  My  Country:  A  Story 
of  To-day,  George  Rothwell  Brown, 
$1.35;  Treasure  and  Trouble  Therewith, 
Geraldine  Bonner,  $1.35;  Four  Days: 
The  Story  of  a  War  Marriage,  Hetty 
Hemenway,  50c;  The  Wishing-Ring 
Man,  Margaret  Widdemer,  $1.25  The 
Little  Gods  Laugh,  Louise  Maunsell 
Field,  $1.40;  The  Tortoise,  E.  F.  Ben- 
son, $1.50;  Wings  of  the  Cardinal, 
Bertha  Crowell,  $1.35;  Those  Times  and- 
These,  Irvin  S.  Cobb,  $1.35;  The  White 
Ladies  of  Worcester,  Florence  L.  Bar- 
clay, $1.50;  Red  Pepper's  Patients, 
Grace  S.  Richmond,  $1.35;  A  King  in 
Babylon,  Burton  E.  Stevenson,  $1.50; 
The   Mask,   Florence   Irwm,   $1.40. 

Non-Fiction 

Kitchenette  Cookery,  Anna  Merritt 
East,  $1.00;  The  Candy  Cook  Book, 
Alice  Bradley,  $1.00;  The  Economy 
Cook  Book,  Marion  Harris  Neil,  $1.50; 
A  Canadian  Twilight,  and  Other  Poems 
of  War  and  of  Peace,  Bernard  Freeman 
Trotter,  $1.25;  Irish  Lyrics  and  Bal- 
lads, Father  James  B.  bollard,  $1.35; 
Songs  in  Your  Heart  and  Mine,  Thomas 
H.  Li.tster,  $1.25;  More  Letters  from 
Billy,  $1.00;  Fringe  of  the  Great  Fight, 
Col.  George  G.  Nasmith,  C.M.G.,  $1.50; 
The  First  Canadians  in  France,  Col.  F. 
McKelvey  Bell,  $1.35;  My  Home  in  the 
Field  of  Mercy,  Frances  Wilson  Huard, 
$1.35;  The  Lord  of  All  Good  Life,  Don- 
ald Hankey,  $1.00;  The  Piper  and  the 
Reed,  Robert  Norwood,  $1.50;  Confed- 
eration and  Its  Leaders,  M.  O.  Ham- 
mond, $3.00;  The  North  American 
Idea,  James  A.  Macdonald,  LL.D., 
$1.25;  Towards  the  Goal,  Mrs.  .Humph- 
rey Ward,  $1.25;  With  Our  Faces  in 
the  Light,  Frederick  Palmer,  $1.25; 
Papers  from   Picardy,  Rev.   T.   W.   Pym 


and  Rev.  Geoffrey  Gordon,  $1.50;  Abra- 
ham Lincoln,  Lord  Charnwood,  $2.00; 
An  Oral  French  Method,  Mile.  Alice 
Blum,  $2.00;  How  to  Fly,  A.  Frederick 
Collins,  $1.10;  Poems,  Rev.  Abram  J. 
Ryan,   $1.50. 

Juvenile 

Stories  for  the  Story  Hour,  Ada  M. 
Marzials,  $1.10;  Silverheels,  Gabrielle 
E.  Jackson,  $1.00;  Something  To  Do, 
Boys,  Edna  A.  Foster,  $1.35;  Some- 
thing To  Do,  Girls,  Edna  A.  Foster, 
$1.35;  Mother  West  Wind'  "When" 
Stories,  Thornton  W.   Burgess,   $1.00. 

GEO.  J.  McLEOD,  LTD. 
Fiction 

The  Secret  Witness,  George  Gibbs, 
cloth,  $1.50;  The  Broken  Gate,  Emer- 
son Hough,  cloth,  $1.50;  Carmen's  Mes- 
senger, Harold  Bindloss,  cloth,  $1.50; 
The  Sport  of  Kings,  Arthur  Somers 
Roche,  cloth,  $1.40;  Temperamental 
Henry,  Samuel  Merwin,  cloth,  $1.50;  A 
Top  Floor  Idyl,  George  Van  Schaick, 
cloth,  $1.50;  The  Tyranny  of  Weakness, 
Chas.  Neville   Buck,   cloth,  $1.35. 

THE  MUSSON   BOOK  CO. 
Fiction 

The  Definite  Object,  Jeffery  Farnol, 
cloth,  $1.40;  We  Can't  Have  Everything, 
Rupert  Hughes,  cloth,  $1.50;  Where 
Your  Treasure  Is,  Holman  Day,  cloth, 
$1.50;  The  High  Heart,  Basil  King, 
cloth,  $1.50;  Parnassus  on  Wheels, 
Christopher  Morley,  cloth,  $1.25;  Renny, 
Howard  Brubaker,  cloth,  $1.40;  Sudden 
Jim,  Clarence  Budington  Kelland,  cloth, 
$1.35;  Donald  and  Helen,  R.  W.  Camp- 
bell, cloth,  $1.35;  The  Tale  of  a  Tank, 
Harold  Ashton,  cloth,  $1.25;  The 
Triumph,  Will  N.  Harben,  cloth,  $1.40; 
The  Treasure  Train,  Arthur  B.  Reeve, 
cloth,  $1.35;  On  The  Edge  of  the  War 
Zone,  Mildred  Aldrich,  cloth,  $1.25;  Con- 
fessions of  a  War  Correspondent,  Wm. 
G.  Shepherd,  cloth,  $1.00. 

Non-Fiction 

The  Russian  Revolution,  Isaac  Don 
Levine,  cloth,  $1.00;  Lloyd  George, 
Frank  Dilnot,  cloth,  $1.00;  Rapid  Fire, 
English,  French,  German,  cloth,  25c; 
Kitchener  and  Other  Poems,  Robt.  J.  C. 
Stead,  cloth,  $1.00;  Poems,  By  Alfred 
Gordon,  cloth,  $1.50;  Allies  in  Art,  cloth, 
$5.00;  Literature  in  the  Making,  Joy:e 
Kilmer,  cloth,  $1.40;  The  Story  of  St. 
Paul's  Life  and  Letters,  J.  Paterson 
Smyth,  cloth,  $1.10;  Fancy  Dresses  Des- 
cribed, Arden  Holt,  cloth,  $2.50;  Sur- 
names, Ernest  Weekley,  cloth,  $1.50; 
The  Ford  Motor  Car,  H.  P.  Manley, 
cloth,  $1.00;  What  Is  Man,  Mark  Twain, 
cloth,  $1.75;  Homecrafts  of  To-day  and 
Yesterday,  Florence  Buchanan,  cloth, 
$1.00;  The  Elements  of  Navigation,  W. 
J.  Henderson,  cloth,  $1.25;  How  To  Re- 
duce Selling  Costs,  Pauline  Derrick, 
cloth,  $2.00. 

Juvenile 

Peter,  Lillian  Chessman,  cloth,  $1.25; 
Sandman's  Tales,  Abbir  Philips  Walker, 
cloth,  50c;  The  Sandman's  Hour,  Abbie 
Philips   Walker,   cloth,   50c;    Boy's   Book 
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of  Canoeing  and  Sailing,  Warren  II. 
Miller,  cloth,  $1.25;  The  Adventures  of 
Puss  in  Boots  Junior,  David  Cory,  clothe 
50c;  Further  Adventures  of  Puss  In 
Boots,  David  Cory,  cloth,  50c. 

OXFORD   UNIVERSITY   PRESS 
Fiction 

Old  Man  Savarin  Stories,  W.  E. 
Thomson,  $1.35;  Inner  Door,  A.  Sulli- 
van, $1.35;  Robert  Shenstone,  W.  J. 
Dawson,  $1.50;  Jap  Herron,  $1.25;  Sol- 
dier Men,  Yeo,  $1.25;  Mrs.  Hope's  Hus- 
band, G.  Burgess,  $1.00;  The  Puppet,  J. 
Harding,  $1.35;  London  Nights  on  Bel- 
size,  V.  Randall,  $1.40;  Marmaduke,  F. 
A.  Steel,  $1.25;  With  Gold  and  Steel,  C. 
S.  Johns,  $1.25;  Emily  Does  Her  Best, 
Mrs.  H.  Tremlett,  $1.25;  The  Rod  of  the 
Snake,  V.  Shortt  and  F.  Matthews, 
$1.25;  The  Candid  Courtship,  M.  Mears, 
$1.25;  The  Long  Spoon,  Mrs.  C.  Bryce, 
$1.25. 

Non-Fiction 

Pictures  of  Ruined  Belgium,  L.  Ber- 
den  and  G.  Verdavaine,  $3.00;  In  Greek 
Seas,  O.  Hardy,  $1.25;  The  Eat  Less 
Meat  Book,  Mrs.  C.  S.  Peel,  75c;  My  Un- 
known Chum,  "Aguecheek,"  $1.50; 
Britain  in  Arms,  J.  Destree,  $1.50; 
French  Civilization  in  the  XlXth  Cen- 
tury, A.  L.  Guerard,  $3.50;  Lively  Re- 
collections, C.  Shearme,  $1.50. 


A  new  love  story  by  Amelia  E.  Barr 
is  "Joan"  which  pictures  social  relation- 
ships between  English  coal  mine  owners 
and  the  mine  workers. 

Besides  Alice  Cholmondeley's  book  of 
war  letters  entitled  "Christine",  there  is 
a  novel  by  the  same  name  from  the  pen 
of  Amelia  E.  Barr,  in  this  season's  new 
books. 

"Creators  of  Decorative  Styles,"  by 
Walter  A.  Dyer  discusses  eleven  leaders 
of  artistic  thought  in  England  including 
Inigo  Jones,  Chippendale,  Adam,  Wedge- 
wood,  Hepplewhite   and  Sheraton. 

An  impressive  word  picture  of  Persia 
and  its  people  is  afforded  by  H. 
G.  Dwight's  book  entitled  "Persian 
Mineatures."  A  portion  of  the  book 
deals  with  Persian  rugs.  The  volume 
has  thirty-two  illustrations. 

"A  Little  Book  for  Christmas"  is  the 
title  of  a  holiday  gift  book  by  Cyrus 
Townsend  Brady,  author  of  And  Thus 
He  Came.  "I  have  gathered  here," 
states  the  author,  "a  sheaf  of  things  I 
have  written  about  Christmas:  personal 
adventure;  stories  suggested  by  the  old, 
ever  new  theme;  meditations,  words  of 
advice  which  I  am  old  enough  to  be  en- 
titled to  give;  and  last  but  not  least, 
good  wishes  and  good  will.  I  might  even 
call  this  little  volume,  A  Book  of  Good 
Will  Toward  Men.  And  so  fit  it  not  only 
for  Christmas  but  for  all  seasons  as 
well."  Mr.  Brady  brings  to  the  hearts 
and  understandings  of  his  readers  the 
spiritual  value  of  Christmas.  Through 
illustrative  story  and  stimulating  utter- 
ance he  directs  thought  to  the  signifi- 
cance, the  inner  meaning,  of  the  Christ- 
mas observance. 


New  Goods  Described  and  Illustrated 


NOVELTY   DOLLS 

What  might  be  termed  novelty  dolls 
or  figures  are  very  popular  in  Britain, 
and  it  would  appear  that  children  are 
much  more  attached  to  dolls  of  distinc- 
tive character  than  they  were  to  the 
stereotyped  class  of  article  which,  prior 
to  the  war,  came  from  Germany.  The 
miniature  Hilda  Cowham  Kiddies  are 
amongst  the  most  popular  on  the  mar- 
ket and  it  is  certain  that  these  goods 
will  be  in  demand  wherever  the  trade 
have  the  opportunity  of  securing  sup- 
plies. These  are  made  in  twelve  figures 
by  Dean's  Rag  Book  Co.,  Ltd.,  of  Lon- 
don, England,  who  are  producing  quite 
a  big  range  of  figure  toys  in  fabric  and 
other  material. 


LIFE  SIZE  KIDDIES 

In  addition  to  the  Hilda  Cowham  kid- 
dies in  miniature  sizes,  they  are  being 
produced  in  life  size.  Imagine  these 
dolls  as  illustrated  here  in  models  forty 
inches  high.  There  are  numerous  de- 
signs besides  those   illustrated. 

ALUMINUM  TENNIS  RACQUETS 

If  you  play  tennis  and  your  present 
racquet  wears  out,  you  may  have  to 
replace  it  with  one  made  of  aluminum. 
That  is  the  opinion  of  Fred  Alexander, 
veteran  tennis  star  who  played  in  the 
exhibition  matches  at  the  Detroit  Ten- 
nis club  in  September,  and  whose  busi- 
ness activities  are  centered  in  manufac- 
turing  of  sports   goods. 

According  to  Alexander  it  is  impos- 
sible to  get  the  grade  of  wood  needed 
for  the  manufacture  of  racquets  and  the 
future  implements  of  net  warfare  must 
be  made  of  some  other  substance.  The 
manufacturers,  realizing  the  future  con- 
dition, have  already  had  a  sample  rac- 
quet made  of  aluminum  with  wire 
strings.  This  model  proved  a  bit  too 
heavy  and  they  are  now  working  out 
one  that  will  be  lighter. — Detroit  Tri- 
bune. 


SCRAP  BOOK  FOR  WAR  CLIPPINGS 

The  great  war  has  created  a  demand 
for  a  special  scrap  book  for  war  clip- 
pings, and  the  Weis  Mfg.  Co.,  of  Monroe, 
Mich.,  has  just  put  out  the  Liberty  War 
Scrap  Book.  These  scrap  books  are  in- 
tended as  cheer-up  books  for  the  boys  in 
camp,  at  the  front,  on  shipboard  or  in  the 
hospitals,  containing  clippings  of  pic- 
tures, war  jokes  and  stories,  personal 
notices,  local  happenings,  etc.,  pasted  in 
by  friends  back  home.  One  kept  at  home 
will  also  prove  valuable  and  interesting 
after  the  war  is  over. 

"NEVER-LOSE"  ERASER 

The  Never-Lose  Eraser,  made  by  the 
N.  L.  Eraser  Company  of  South  Bend, 
Indiana,  is  adjustable  to 
_,  the  frame  of  any  machine 
and  is  therefore  easily 
found  when  needed  for 
instant  correction.  It 
neither  mars  the  machine 
nor  interferes  with  its 
operation,  nor  does  the 
hanger  interfere  with  the 
use  of  the  eraser.  The 
hanger  is  nickel-plated. 
Everything  from  a  rub- 
ber band  to  a  shoestring 
has  been  used  from  time 
to  time  to  secure  the 
typewriter  eraser  within 
handy  reach,  and  this 
invention  is  intended  to 
remedy   this    deficiency. 

HAVERSACK  LETTER  PACKET 

Illustrated  here  is  a  new  Haversack 
Letter  Packet  as  introduced  by  the 
Eaton,  Crane  &  Pike  Co. 

The  packet  contains  twelve  combin- 
ation note  sheets  and  envelopes.  In 
the  illustration  you  see  the  packet,  a 
sheet  opened  for  writing — and  the  fold- 
ed  sheet   or  letter  ready  for  mailing. 


The  utility  of  the  combination  sheet 
and  envelope  and  the  handy  packet  will 
appeal  to  the  men  in  khaki.  The  packet 
container  is  of  a  tough,  waterproof 
stock,  which  will  protect  the  writing 
paper  from   the   elements. 

"KLENRITE"  TYPEWRITER   BRUSH 

The  Metsys  System  of  Cleveland,  Ohio, 
is  handling  an  interesting  new  product 
in  the  "Klenrite"  brush  for  cleaning 
typewriters.  The  mechanism  is  so  con- 
structed that  any  part  of  the  typewriter 
can  be  reached.  The  material  is  a  fine 
grade  of  goat  hair.  It  will  clean  type 
without  the  use  of  benzine. 


A  toy  submarine  retailing  at  a  dollar 
in  the  U.S.,  will  sail  on  the  surface  or 
under  water  and  fires  a  torpedo  auto- 
matically.    It  is  fifteen  inches  long. 

An  Ashland,  Ohio,  rubber  manufac- 
turing concern  has  introduced  a  Christ- 
mas package  of  rubber  balloons  includ- 
ing six  varieties  and  sizes.  The  package 
retails  at  a  quarter  in  the   States. 

A  novel  musical  toy  is  "The  Euphon- 
ola"  which  by  means  of  a  crank  and 
music  rolls  grinds  out  different  selec- 
tions. It  is  a  $2.00  retail  proposition  in 
the  United  States,  and  is  being  market- 
ed by  a  .large  New  York  jobbing  house. 

The  new  game,  "Krom,"  which  is  be- 
ing offered  to  the  trade,  appears  to  be 
a  remarkable  one.  Of  this  there  seems 
to  be  no  doubt  in  the  opinion  of  the 
public.  Testimonials  from  players  are 
in  hundreds,  and  they  speak  of  it  as 
being  the  finest  game  in  existence. 


If  the  proprietor  will  not  see  to  it  that 
his  store  is  provided  with  an  adequate 
book  keeping  system — who  will  ?  If 
the  proprietor  will  not  establish  a  good 
credit  and  protect  it — who  will  ? 


A  remarkably  fine  new  war  picture 
"Her  Cross,"  the  work  of  Lawson  Wood 
is  one  of  the  big  successes  of  the  year. 


Haversack  Letters. 
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VALENTINE'S,   ST.   PATRICK'S 
AND  EASTER 

IN  the  plans  for  Christmas  trade  do 
not  overlook  proper  preparations  in 
advance  for  1918  trade.  A  few 
novelties  are  shown  here  for  St.  Valen- 
tine's Day  and  Easter.  Travelers  for 
the  different  houses  are  now  on  the  road 
show  wide  ranges  of  greeting  cards, 
postcards  and  novelties  for  these  occa- 
sions and  also  for  St.  Patrick's  Day. 
The  trade  is  reminded  that  it  is  advis- 
able to  purchase  these  goods  well  in  ad- 
vance because  after  the  first  of  the  year 
producers  will  be  entering  upon  the 
execution  of  samples  for  the  following 
Christmas  trade  and  to  wait  too  long, 
means  that  the  same  wide  choice  will  not 
be  available  as  now  when  the  travelers 
are  showing  these  goods. 

T.  Thauburn,  Bookseller  and  Stationer, 
Brampton,  Ont.,  has  a  leather  goods  de- 
partment in  which,  besides  ladies'  hand- 
bags, flat  goods,  etc.,  includes  grips  and 
valises. 

The  Melrose  Bookstore  is  a  new  retail 
concern  in  Montreal  with  J.  W.  Riddell 
and  H.  M.  Williams  as  partners. 

The  war  story,  "Four  Days,"  which 
appeared  first  in  the  "Atlantic  Monthly," 
is  to  be  published  in  book  form.  The 
author,  Hetty  Hemenway,  is  a  protegee 
of  Margaret  Deland,  and  "Four  Days"  is 
her  first  book. 


New   Valentine  and   Easter   Novelties   for   1918.      The  larger  ones   at  sides   reproduced   through   the   courtesy 
of  the  Copp.   Clark  Co.,  and  the  others  kindly  supplied  by  Valentine  &  Sons. 


TOO  BUSY  TO  BE  A  SOLDIER 

Walter  James  Boosey,  who  looks  after 
thirty-four  jobs,  has  been  exempted 
from  military  service  by  the  Essex 
county  tribunal,  England,  because  he  is 
too  busy  to  be  a  soldier.  In  addition  to 
his  two  regular  jobs,  as  postman  and 
clerk  in  a  book  store  Boosey  has  thirty- 
two  positions  on  different  public  com- 
mittees  of  the   town. 

Starting  with  the  unification  of  Italy 
by  Count  Cavour,  William  K.  Wallace 
in  "Greater  Italy,"  traces  her  progress 
and  policy  under  the  House  of  Savoy, 
also  her  economic  development,  and  her 
relations  with  the  Papacy,  and  ends  with 
an  account  of  the  causes  which  brought 
her  on  the  side  of  the  Allies,  and  of  her 
share  in  the  war.  He  writes  with  in- 
sight and  personal  knowledge;  and  his 
book  should  help  Canadians  to  under- 
stand Italy,  which  must  take  a  prominent 
place  in  any  final  settlement  of  Europe. 


A  TIMELY   AND  INEXPENSIVE  WINDOW  DISPLAY. 

— Reproduced   from   "The   American   Stationer.' 
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MANY  NEW  AND  INGENIOUS  TOYS 

Much  Improvement  Noted  From  a  Year  Ago— Germany  Will 

Find  Serious  Competition  From  the  Japanese  at 

Cessation  of  Hostilities — War  Toys  of  all 

Kinds  Quite  Numerous. 


WHEN  one  looks  back  over  the 
past  fifteen  years  and  compares 
the  toys  mostly  sold  at  that 
time  with  the  highly  ingenious  and  dur- 
able lines  now  on  the  market,  a  very 
large  proportion  of  which  have  a  useful 
lesson  to  teach,  one  is  forced  to  wonder 
at  the  change.  The  toys  of  fifteen  years 
ago  were  very  largely  made  of  tin,  solder 
and  bright  paint,  and  in  many  instances 
they  lasted  about  fifteen  minutes  in  the 
care  of  the  average  child.  People  had 
not  at  that  time  got  educated  to  the  fact 
that  it  paid  to  pay  a  fair  price  for  a  toy 
as  for  anything  else,  and  one  that  cost  a 
couple  of  dollars  and  lasted  a  year  was 
cheaper  than  the  25c  article  that  did  not 
outlive  Christmas  Day. 

Even  before  the  war  the  idea  of  im- 
provement in  the  toy  lines,  both  from 
durability,  common  sense  and  educational 
qualities,  had  begun  to  take  hold  of  the 
trade,  but  the  closing  of  the  German 
markets,  shutting  off  the  supply  of 
cheap,  worthless,  rubbish  that  consti- 
tuted 90  per  .cent,  of  their  product, 
hastened  developments.  To-day  toys  are 
being  made  which  cost  more  money,  it  is 
true,  but  which  with  reasonable  care  are 
playthings  for  months,  instead  of  hours, 
and  which  in  many  cases  are  of  great 
educational  importance.  That  the  chil- 
dren of  this  continent  will  never  again  be 
satisfied  with  cheap,  gimcrack,  tin  and 
paint  rubbish,  and  that  the  parents  have 
also  learned  their  lesson,  that  the  more 
expensive  toys  actually  pay,  is  evident 
by  the  quality  and  quantity  of  high- 
grade  toys  now  being  put  on  this  market, 
and  augurs  well  for  the  future  of  the 
whole  toy  industry  in  both  Canada  and 
the  United  States. 

At  Toronto  Exhibition 

Quite  a  number  of  both  Canadian  and 
American  toy  manufacturers  had  in- 
teresting exhibits  of  their  lines  at  the 
Toronto  Exhibition,  and  quite  an  im- 
provement was  noticeable  over  last  year, 
particularly  in  the  lines  of  dolls  shown. 
Both  American  and  Canadian-made  dolls, 


with  real  hair  and  life-like  features,  were 
quite  numerous,  some  American  lines 
with  moving  eyes,  and  had  quite  decided- 
ly a  better  appearance  than  many  of  the 
crude  numbers  brought  forth  the  first 
two  years  of  the  war.  It  is  very  evident 
that  the  manufacturers  of  this  line  are 
not  in  the  business  for  the  duration  of 
the  war  only,  but  also  do  not  intend  to 
allow  Germany  to  ever  again  control  the 
doll  industry,  in  so  far  as  this  country  is 
concerned  at  any  rate.  That  there  can 
still  be  improvements  made  there  is  no 
doubt,  but  much  has  been  already  done; 
and,  considering  the  high  prices  of  ma- 
terial and  labor,  the  prices  quoted  com- 
pare quite  favorably  with  the  pre-war 
prices  of  German  lines;  and  there  is  as 
well  no  question  but  that  the  dolls  shown 
are  constructed  to  stand  more  wear  and 
tear  than  any  imported  lines  have  done 
in  the  past. 

Among  the  other  new  lines  on  exhibit 
was  a  small  bicycle,  constructed  of  light 
steel  and  wood,  that  will  sell  for  $10, 
and  will  certainly  be  a  welcome  addition 
to  the  toy  family  from  the  viewpoint  of 
the  boy  whose  father  could  not  afford  a 
high-priced  bicycle. 

There  were  also  a  large  number  of 
"Construction"  and  builder  toys,  in  wood, 
steel  and  brick,  selling  from  25c  to  $15; 
and  the  usefulness  and  popularity  of 
these  toys  is  now  assured.  That  they  are 
being  constantly  improved  upon  goes 
without  saying. 

Among  the  war  toys'  was  a  genuine 
machine  gun,  with  magazine  for  12  wood- 
en bullets,  automatic  elevation,  heavy 
tripod,  that  shoots  10  shots  every  second 
if  desired,  and  stands  16  in.  from  the 
ground.    This  retails  for  $4.50. 

Then  there  was  a  diving  submarine, 
with  submerging  planes,  that  can  be  so 
placed  that  the  toy  will  run  submerged 
or  on  the  surface,  and  carrying  a  torpedo 
that  can  be  released  by  touching:  the 
periscope,  and  which  has  its  own  pro- 
nellor.  This  ingenious  little  toy  sells  for 
$2.25. 
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Genuine  wireless  outfits,  that  actually 
transmit  messages,  and  which  are  so  ef- 
fective that  the  Government  has  pro- 
hibited the  sale  of  all  but  the  smallest 
models,  until  the  expiration  of  the  war, 
will  certainly  delight  the  boy  with  a  me- 
chanical bent;  while  the  embryo  chemist 
will  get  much  pleasure  out  of  the  chem- 
istry outfits,  that  contain  a  number  of 
harmless  chemicals,  and  directions  for 
electro-plating,  nickel-plating,  soap- 
making,  ink-making,  etc. 

For  the  girls,  the  Red  Cross  nurse's 
outfit,  containing  complete  uniform,  scis- 
sors, bandages,  splints,  adhesive  tape, 
dental,  floss,  court  plaster,  etc.,  and  with 
a  book  of  primary  nursing  instructions 
will  at  the  present  time  prove  very  in- 
teresting. 

"Kiddie  Kars"  seem  to  be  going  as 
popular  as  ever,  and  along  the  same  line 
are  a  number  o_f  similar  devices  that  are 
called  kiddie  horses,  spiffy  cars,  Jim 
Dandy  cars,  etc.  These  are  likely  to  be 
with  us  always,  as,  like  the  girl's  doll  and 
the  boy's  wagon,  they  fill  a  place  of  their 
own  in  the  child  life. 

There  was  also  a  noticeable  exhibit  of 
Canadian-made  iron  toys,  trams,  horses, 
wagons,  etc.,  which  seemed  as  far  as 
could  be  told  as  complete  and  nifty  a 
range  as  ever  shown  in  the  imported 
lines. 

A  French  outfit,  comprising  sandbags, 
trench  periscope,  trench  mortar,  shovels, 
ammunition  box,  signal  flags  ai:d  ensign, 
will  help  the  average  young  soldier  to 
demonstrate  to  his  parents  how  the  war 
should  be  conducted,  and  should  be  a 
good  seller. 

Japanese  Showing  New  Lints 

Among  the  lines  that  are  being  put  on 
the  market  for  Christmas,  1917,  are 
many  lines — some  quite  new  and  orig- 
inal— from  the  land  of  Dai  Nippon 
There  are  too  many  of  these  lines  to  give 
all  mention  here,  but  there  are  a  number 
worthy  of  special  note.  Among  these 
are  the  Nippon  hand-painted  tea  sets,  in 
a  size  that  is  big  and  practical  enough 
for  the  little  girl  to  use  for  a  real  tea 
party.  These  sell  for  reasonable  prices, 
one  very  pretty  line  retailing  for  $1.50. 
Japanese  dolls  are  not  taking  so  well  as 
some  of  their  other  lines,  as  they  make 
the  likeness  rather  too  much  along  that 
of  their  own  kiddies;  but  in  the  smaller 
size  bisque  dolls  they  show  some  very 
grood  samples.  They  have  also  excelled 
themselves    in   making   wooden   toys. 


Salesmanship  from  a  New  Viewpoint 

Day  of  "  One   Man   Business  "   Gone 


Editor's  Note — At  the  recent  convention  of  the  Sales  Organiza- 
tion of  the  Steel  Company  of  Canada,  Hamilton,  Canada,  an  address 
was  delivered  by  George  A.  Simpson,  General  Sales  Manager  of  the 
Company.  Mr.  Simpson  in  his  address  dealt  with  salesmanship  from 
a  new  angle.  Incidentally  he  referred  in  a  most  interesting  manner 
to  the  probable  changes  which  will  take  place  at  the  end  of  the  war. 
We  are  reprinting  the  address  because  we  believe  it  will  prove  of  real 
practical  value  to  all  branches  of  the  trade  in  Canada.  Mr.  Simpson 
is  not  connected  with  either  the  book  trade  or  stationery,  but  what  he 
has  to  say  interests  salesmen  in  every  line. 


ON  previous  occasions  when  it  has 
been  my  privilege  to  address  you, 
the  conditions'  confronting  us 
were  not  such  as  they  are  at  present. 
We  have  been  and  are  passing  through 
a  period,  the  like  of  which  does  not  ap- 
pear in  history  and  through  this  ab- 
normal condition,  a  prosperity  that  is, 
in  my  judgment,  spotted,  has  sprung 
up  all  over  the  North  American  Con- 
tinent and  it  will  come  to  a  temporary 
end  directly  the  war  terminates;  in  fact, 
I  anticipate  a  decided  change  the  mo- 
ment there  is  any  definite  indication  of 
peace. 

The  abnormal  conditions  produced  by 
the  war  have  created  abnormal  condi- 
tions in  every  line  of  industry  and,  in 
consequence,  the  producers  of  all  kinds 
of  material,  especially  iron  and  steel 
products,  have  increased  their  output  to 
an  enormous  and  alarming  extent.  This 
does  not  only  apply  to  Canada,  but  also 
to  the  United  States.  Every  blast  fur-  . 
nace  on  the  continent  to-day  is  practic- 
ally in  operation  and  to  take  care  of  the 
increased  tonnage  of  finished  product 
that  this  abnormal  condition  demands, 
our  producing  capacity  has  been  largely 
increased,  consequently,  when  conditions 
again  assume  their  proper  shape  we 
will  be  confronted  with  a  competitive 
condition  such  as  the  world  has  never 
seen  before,  and  this  condition  will,  in 
a  sense,  bring  into  effect  the  law  of  the 
survival  of  the  fittest.  Competition,  in 
my  judgment,  will  he  fierce,  and,  in  con- 
sequence, the  burden  will  fall  on  the 
shoulders  of  the  salesmen. 

Day  of  "One  Man  Business"  Gone. 

After  the  war  the  business  that  ex- 
pects to  succeed  will  have  to  be  safe- 
guarded by  active,  alert,  attentive,  vig- 
ilant men — men  of  big  vision,  men  who 
realize  that  while  there  can  be  only  one 
Captain  of  the  Ship,  there  is  captain- 
material  in  the  crew  and  as  such  they 
must  be  recognized.  The  order  of  the 
day  will  be — systematic  organization  so 
adjusted  as  to  permit  of  aggressive,  in- 
tensified action,  all  moving  in  harmony 
with  a  determined  purpose  toward  a  de- 
finite end.  The  day  of  the  "One  Man 
Business-"  is  gone,  just  as  sure  as  the 
day  of  intoxicated  salesmen  has  passed 
into  the  discard.  Business  to-day  is  too 
big  for  any  one  man  to  personally  direct 


and  where  any  man  aspires  to  be  "IT" 
in  an  organization,  that  business  will 
only  expand  or  succeed  to  the  extent  of 
his  vision  and,  in  consequence,  if  he  per- 
sists, the  progress  will  be  arrested  in 
proportion  to  his  ability  to  direct.  The 
expansion  and  growth  of  the  business 
will  be  retarded.  The  burden  of  success- 
ful business  must  fall  on  many  should- 
ers, and  salesmen,  worthy  of  the  name, 
will  be  recognized  and  in  great  demand. 
Selling  Our  Product  An  Essential 
It  will  not  be  a  question  of  production, 
as  it  has  been  during  the  past  two  years; 
it  will  be  a  question  of  selling  the  pro- 
duction we  are  able  to  produce,  and  this, 
in  my  judgment,  is  going  to  be  a  very 
serious  problem.  Every  producer  of  iron 
and  steel  products  all   over  this  contin- 
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George  A.  Simpson  was  born 
near  Cheltenham,  England.  He 
attended  school  in  Cardiff  and 
Pontypool.  At  the  age  of  thir- 
teen, after  the  death  of  his  par- 
ents in  1881,  he  went  to  sea.  Re- 
turning to  Pontypool  he  went  to 
work  in  the  puddling  department, 
of  the  Pontypool  Iron  &  Tin 
Plate  Company,  and  later  was 
associated  with  the  Pantag  Steel 
Works  in  the  machine  shops  and 
steel  casting  department.  In 
1886  he  went  to  Pittsburgh,  go- 
ing direct  to  the  Sligo  Rolling 
Mills;  later  he  became  associated 
with  the  Black  Diamond  Steel 
Works,  which  is  now  a  part  of 
the  Crucible  Steel  Company  of 
America.  For  a  number  of  years 
he  represented  The  Struthers 
Furnace  Company  of  Cleveland, 
with  headquarters  in  Pittsburgh. 

Mr.  Simpson  has  been  con- 
nected with  the  iron  and  steel 
industry  in  the  Pittsburgh  Dis- 
trict for  many  years.  He  has  de- 
voted considerable  thought  and 
study  to  efficiency,  organization, 
advertising  and  sales  promotion. 
For  some  years  previous  to  be- 
coming associated  with  the  Steel 
Company  of  Canada,  he  was  con- 
nected with  the  Berger  Interests 
of  Canton,  Ohio,,  as  their  special 
representative. 
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ent  has  increased  his  output  to  such  an 
extent  that  the  market  will  be  flooded 
with  material.  To  make  this  argument 
more  specific,  we  need  only  refer  to  our 
own  facilities,  which,  at  the  outbreak  of 
the  war,  were  such  that  we  had  a  cer- 
tain melting  capacity  of  open  hearth 
steel.  This  we  have  increased  until  to- 
day we  have  facilities  to  produce  more 
than  double  the  amount,  and  so  all  along 
the  line,  as  a  result  of  the  terrific  de- 
mand on  our  manufacturing  facilities, 
our  output  has  been  speeded  up  to  a 
greatly  increased  extent,  in  consequence 
of  which  we  will  have  a  very  large  vol- 
ume of  iron  and  steel  products  to  sell. 

Tuning   Up  the   Sales  Organization. 

With  this  condition  confronting  us,  the 
thought  uppermost  in  my  mind  is,  how 
we  shall  best  prepare  ourselves  to  suc- 
cessfully cope  with  it,  and    I    have    con- 
cluded that  considerable  work   and  pre- 
paration is  necessary  for  each  and  every 
one  of  us.     In  past  years  we  have  heard 
a  great  deal  about  "getting  the  name  on 
the  dotted  line,"  which,  of  course,  as  you 
all   know,   means   the   closing   of   a   con- 
tract of  sale.     While  this  expression  has 
been  made  in  the  spirit  of  enthusiasm — 
all  of  which  I  recognize  is  a  determining 
factor    in    salesmanship,    as    there    has 
been  nothing  of  any  consequence  accom- 
plished without  enthusiasm — yet,  never- 
theless, the  advice  to   get  the  name   on 
the  dotted  line  is  merely  an  expression 
and  an  empty  phrasing  of  words,  unless 
it    is    accompanied    with    some    common 
sense  suggestion  as  to  how  to  prepare 
ourselves  to  bring  about  this  much  de- 
sired  objective.     "Getting  the   name    on 
the  dotted  line"  is  usually  the  final  op- 
eration;   in    other    words, — it    is    merely 
the   approval  with  our  signature  of  the 
transaction    which    has    been    concluded, 
and,      in    consequence,      the    importance 
does  not  lie  in  getting  the  name  on  the 
dotted   line,   as   much   as   it   does   in   the 
manner  in  which  we  conduct  the  trans- 
action, as  you  will  readily  see  from  this 
argument  that  the  name  would  never  be 
put  on  the  dotted  line,  unless  the  trans- 
action had  been  conducted  in  a  thorough 
manner  and  to  a  successful  end.  In  other 
words,  it  should  not  be  necessary  for  a 
salesman  to  urge  or  use  any  mysterious 
tactics    or    enthusiastic    efforts    to    get 
the  buyers'  name  on  the  dotted  line;  but, 
on  the  contrary,  he  should  so  present  his 
argument  and  create  in  the  mind  of  the 
buyer  such  an  intense  desire  to  purchase 
that  which  the  salesman  has  to  sell,  that 
the  buyer  would  reallv  be  more  anxious 
to  get  his  name  on  the  dotted  line  than 
the  salesman  would  be  to  have  him  put 
it  there. 

Buying  and  Selling  Are  Relative. 

It  seems  to  me  that  salesmen  should 
fully  appreciate  the  fact  that  it  takes 
two  to  make  a  transaction,  and  that  it 
is    just   as   necessary   for    the    buyer    to 
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purchase  the  material  the  salesman  has 
to  sell,  as  it  is  for  the  salesman  to  sell 
it;  in  fact,  he  could  not  run  his  business 
without  the  material,  consequently,  isn't 
it  reasonable  to  suppose  that  if  you  re- 
present a  high-class  organization,  who 
manufacture  their  products  with  the 
thought  of  quality  uppermost  in  their 
mind  and  whose  very  foundations  are 
built  on  quality  and  service,  fully  un- 
derstanding and  appreciating  the  defini- 
tions     of      these      two 

words,      a      purchasing       

agent,  representing  a 
company  who  desires 
the  best  products  that 
can  be  purchased,  will 
want  to  have  his  name 
on  the  dotted  line  of 
that  company's  con- 
tract? It  seems  to  me 
that  it  is  the  salesman's 
mission  to  so  represent 
the  company  he  works 
for,  and  so  place  before 
the  buyer  the  articles 
he  has  to  sell,  as  to 
create  a  desire  on  the 
part  of  the  purchaser 
to  want  to  do  business 
with  the  company  the 
salesman  represents. 

There  are  a  number 
of  manufacturing  con- 
cerns in  different  parts 
of  the  world,  who  have 
brought  their  business 
up  to  this  very  desirable 
condition,  and  it  is  con- 
sidered a  badge  o  f 
honor  or  compliment  to 
the  good  standing  of  a 
company  when  they  can 
state  they  buy  from 
such  a  concern.  The 
salesmen,  who  repre- 
sent such  a  concern  are 
imbued  with  the  spirit 
of  the  organization  of 
which  they  are  a  part, 
and.  in  conseauence. 
thev  convey  and  impart 
that  feeling  to  the  man 
thev  are  tryinsr  to  in- 
terest, and, in  pro- 
portion to  their  sincer- 
ity of  nurnose  and  their 
belief  in  the  statements 
they  make  do  they  im- 
press and  convince,  and 
create  in  the  mind  of 
the  buyer  a  desire  to  do  business  with 
them. 

Commerce  is  no  longer  exploitation — 
it  is  human  service;  and  no  business  con- 
cern or  body  of  men  can  succeed  or  exist 
permanently  whose  efforts  do  not  meet  a 
human  need  and  add  to  human  happiness, 
as  we  succeed  only  through  the  good  will 
and  good  wishes  of  the  people  we  serve. 
"Quality"  and  "Service"  to-day  corres- 
pond with  the  word  "Sterling"  on  silver — 
and  "Happiness"  is  the  true  end  and  aim 
of  life,  the  result  of  all  that  is  truly  right 
and  sane;  therefore,  it  is  not  to  urge  your 
getting  the  name  on  the  dotted  line,  that 


I  propose  to  touch  on,  but  to  try  and  put 
forward  what,  in  my  judgment,  is  neces- 
sary for  a  salesman  to  understand  in 
order  to  carry  the  transaction  to  a  suc- 
cessful issue. 

Rendering   Service  to   Salesmen 

The  subject  of  "Salesmanship"  is  one 
that  has  been  discussed  from  all  angles. 
We  have  heard  a  hundred  different 
views  from   a   hundred   different   people 


GEORGE   ,A.     SIMPSON 


on  the  one  subject,  and  I  am  free  to  ad- 
mit that  but  very  few  of  them  analyze 
the  subject  to  the  point  of  rendering  a 
service  to  the  salesman  who  hears  the 
discourse.  In  other  words, — they  deal 
with  the  subject  in  the  abstract,  rather 
than  in  the  concrete.  In  my  judgment, 
what  a  salesman  ought  to  know  and  un- 
derstand should  be  the  underlying  prin- 
ciples pertaining  to  salesmanship,  that 
is,  he  should  be  familiar  with  the  prin- 
ciples which  would  enable  him  to  take 
care  of  all  the  preliminaries  necessary  to 
bringing  the  transaction  up  to  the  point 
of  getting  the  name  on  the  dotted  line. 


The  question  of  selling  is  one  that  re- 
quires a  great  deal  of  thought  and  for 
any  man  to  become  proficient  in  this 
science,  it  is  as  necessary  for  him  to 
study  all  the  elements  that  enter  into 
his  success,  as  it  is  for  a  surgeon,  doctor 
or  lawyer,  or  any  other  professional 
man,  to  make  a  study  of  his  profession 
before  he  becomes  a  recognized  member. 
I  know  of  no  calling  in  which  it  seems 
to  be  understood  that  any  one  without 
training     may     enter, 

other  than  the  field  of 

sales.  It  seems  to  be 
accepted  in  a  general 
way,  that  the  constitu- 
ent parts  of  a  salesman 
are,  ability  to  talk — ir- 
respective of  whether 
he  says  anything  —  to 
dress  well,  carry  a  good- 
looking  grip,  and  last, 
but  not  least,  he  is  al- 
ways expected  to  be 
loaded  up  and  able  to 
tell  the  latest  joke  and 
relate  a  funny  story. 
This,  of  course,  is  look- 
i  n  g  at  salesmanship 
from  a  ridiculous  stand- 
point, but  it  is  really  the 
viewpoint  from  which 
it  is  seen  by  a  great 
number  of  people. 

We  have   also  heard 
that  salesmen  are  born; 
and  "a  born  salesman" 
is  a  common  expression. 
I  am  free  to  admit  there 
are  a  number  of  sales- 
men who  are  born  with 
certain  faculties,  essen- 
tial to  successful  sales- 
manship,  a  little  more 
pronounced,  but  that  a 
man  cannot  be  trained 
to  become  a  good  sales- 
man— if  he  will  give  the 
right  amount  of  study 
and   desires  to  be  suc- 
cessful in  that  line — is 
sheer     nonsense.       We 
may   just   as   well    say 
that  all  men  who  follow 
certain  professions  are 
born  into  those  profes- 
sions, or  born  with  cer- 
tain faculties  especially 
fitted  for  those  profes- 
sions.   In  my  judgment, 
this    is    wrong,    and    I 
maintain  that  any  young  man,  endowed 
with  common  sense,  fair  personality,  good 
health  and  the  love  of  work  fairly  pro- 
nounced can,  with  the  right  amount  of 
study,  become  a  successful  salesman.   The 
truth,   as   always,   lies  between   the  two 
extremes.     There  is  no  salesman  so  born 
to  his  duties  that  he  can  dispense  with 
a  knowledge  of  the  goods  he  sells,  or  so 
independent  of  experience  that  practice 
teaches   him   nothing   he   did   not  know. 
You  should  know  what  you  want  to  do, 
then  hold  the  thought  firmly  and  do  every 
day  what  should  be  done  and  every  sunset 
will    see   you    that   much    nearer   to    the 
goal.    Now  the  question  is:  "What  should 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


88   STYLES   OF   FINE   ERASERS 


THE    WELDON  ROBERTS    88    STYLES    of    rubber    erasers    meet   every   possible   demand   of   every    class   of   user.      The 

quality    of    each  style    is    all    that    could    be    wished.      These  erasers     are    standard     the     world     over     because   'they     are 

made    by    eraser  specialists     who    make    only    erasers,    because    they    give  ^ complete    satisfaction    in    erosive    qualities,    in 

pigment    and    in  durability.      They    are    compounded    by    experts    from    the    finest    materials    obtainable. 

If    you    do    not    now    handle    the    WELDON    ROBERTS    erasers,    you    and    your   customers    have    yet   to    know    the   maxi- 
mum   of    eraser    satisfaction. 

Illustrated    catalog    mailed    to    any    stationer    on    request. 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


Have  a  stock  of  High  Grade  Made  in 
Canada  Papeteries  on  your  shelves 
for  your  CHRISTMAS  TRADE 

ROLLAND  PARCHMENT  and 
CANADIAN  PARCHMENT 

PAPETERIES 

will  appeal  to  the  most  discriminating  user  by  their  nice  appearance  and  high  writing  qualities. 

Ask  your  Jobber  or  Wholesaler  for  prices. 

THE  ROLLAND  PAPER   COMPANY,  LIMITED 

High  Grade   Paper  Makers 


General  Offices : 
142  St.  Paul  St.  West,  Montreal,  P.Q. 


Mills  at 
St.  Jerome  and  Mont  Rolland,  P.Q. 


GETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER! 


Housatonic 
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he  study  and  how  can  he  prepare  him- 
self?" 

Personality    in    Salesmanship 

Last  year  I  embodied  in  my  discourse 
the  science  of  thought  and  the  law  of 
attraction,  both  of  which  I  know  are 
essential  factors  in  the  success  of  a  sales- 
man. I  will  now  touch  on  another  vital 
element,  which  we  will  call  "Personality." 

Personality  cannot  be  explained;  it  can- 
not be  photographed,  neither  can  the 
painter  or  sculptor  reproduce  it,  yet  it  is 
one  of  the  most  important  factors  in  our 
success  or  failure  in  life.  It  is  this  in- 
describable quality,  which  some  persons 
have  in  a  remarkable  degree,  that  holds 
an  audience  spell-bound  and  makes  peo- 
ple applaud  beyond  the  bounds  of  en- 
thusiasm.— Charm  of  personality  is  a 
divine  gift  that  will  sway  the  strongest 
character. — We  are  unconsciously  influ- 
enced by  people  who  possess  this  mag- 
netic power.  Of  course,  that  rare  charm 
of  manner,  which  captivates  all  who 
come  within  the  sphere  of  its  influence, 
and  that  strong  personality  which  in- 
clines all  hearts  toward  its  fortunate 
possessor,  are  largely  natural  gifts.  We 
find,  however,  that  the  man  who  prac- 
tises unselfishness,  who  is  generously 
interested  in  the  welfare  of  others,  who 
feels  it  a  privilege  to  do  a  fellow-crea- 
ture a  kindness — even  though  polished 
manners  and  a  gracious  presence  may  be 
conspicuous  by  their  absence,  will  be  an 
elevating:  influence  wherever  he  goes. 
He  will  brino:  encouragement  to,  and  up- 
lift every  life  that  touches  his.  He  will 
be  trusted  by  all  who  come  in  contact 
with  him.  This  type  of  personality  we 
may  all  cultivate  if  we  will. 

Success  From  Service 

Personality  is  intangible;  this  myster- 
ious something  which  we  sometimes  call 
"individuality"  is  often  more  powerful 
than  ability  that  can  be  measured,  or 
qualities  that  can  be  rated,  and  while  it 
is,  like  poetry,  music  or  art,  a  gift  of 
nature,  it  can  be  acquired  and  cultivated 
to  a  very  great  extent.  In  this  connec- 
tion it  is  well  to  cultivate  a  mild,  gentle 
and  sympathetic  voice  and  a  sure  way 
to  cultivate  it  is  to  be  mild,  gentle  and 
sympathetic  yourself.  The  voice  is  the 
sounding  board,  the  index  of  the  soul.  It 
is  through  the  voice  we  give  expression 
to  our  thought,  therefore,  fix  your  mind 
on  the  thought  and  the  voice  will  follow; 
and  if  it  is  filled  with  truth,  it  will 
vibrate  with  sincerity,  echo  with  sym- 
pathy and  so  convince  your  hearers  that 
thoughts  in  their  mind  contrary  to  your 
own  are  impossible.  It  is  the  man  who 
acts  his  thoughts  and  thinks  little  of  the 
act,  who  succeeds.  Because  success  is 
the  most  natural  thing  in  the  world, 
there  is  no  secret  to  it. 

The  man  who  does  not  succeed  fails 
because  he  has  placed  himself  in  oppo- 
sition to  the  laws  of  the  universe,  which 
is  progress.  The  pathway  to  success  is 
in  serving  humanity.  By  no  other  means 
is  it  possible.  Just  live  your  life — work 
hard — and  dont'  complain.  Mind  your  own 
business  and  give  others  a  chance  to 
mind  theirs  and  you  can  depend  upon  it 
great   men   will   appreciate  you  for  this 


very  thing;  and  while  I  am  not  sure  that 
absolute,  perfect  justice  comes  to  every- 
body in  this  world,  I  do  know  that  a  very 
good  way  to  get  a  fair  slice  of  justice 
is  not  to  think  of  it,  or  to  be  too  anxious 
about  getting  it.  The  great  rewards 
gravitate  to  the  man  who  fits  himself 
to  receive  them.  The  man  who  does  his 
work  so  well  that  he  needs  no  super- 
vision has  already  succeeded  and  the 
acknowledgement  of  his  success  is  sure 
to  follow.  The  work  of  the  world  must 
be  done  and  civilization  is  simply  a 
search  for  men  who  can  do  it. 

Tact,  Observation,  Good  Taste. 

Tact  is  also  a  very  important  factor; 
next  to  a  fine  manner,  perhaps  the  most 
important.  One  should  know  what  to 
do  and  be  able  to  do  the  right  thing  at 
the  proper  time.  Observation,  good 
judgment  and  common  sense  are  indis- 
pensable to  those  trying  to  acquire  the 
power  of  personality.  Referring  to  ob- 
servation, Herbert  Spencer  says:  "An 
exhaustive  observation  is  an  element  of 
all  great  success,"  therefore,  there  is  no 
position  in  life  where  a  trained  eye  and 
the  faculty  of  observation  cannot  be 
made  a  great  success  asset.  The  effi- 
cient salesman  is  always  growing;  he  is 
always  accumulating  knowledge  of  every 
kind.  He  does  not  merely  look  with  his 
eyes — he  sees  with  them;  and  he  not 
only  uses  the  optic  nerve,  but  he  uses 
his  mind.  He  keeps  his  mind  open  to 
all  that  is  new  and  helpful.  Careless, 
indifferent  observation  does  not  go  back 
of-  the  eye.  If  the  mind  is  not  focussed, 
that  which  we  see  is  not  clear  cut;  we 
do  not  carry  it  with  force  and  distinct- 
ness to  the  brain,  and,  therefore,  we  are 
not  able  to  draw  accurate  conclusions. 
The  faculty  of  observation  is  particular- 
ly susceptible  of  cultivation  and  is  cap- 
able of  becoming  a  mighty  power  and  a 
big  asset  in  the  success  of  a  salesman. 
No  matter  where  you  go,  study  the  sit- 
uation thoroughly;  observe,  and  store 
your  observation  away  in  your  mind  — 
some  day  it  will  serve  you  well. 

Good  taste  is  also  one  of  the  elements 
of  personal  charm,  as  you  cannot  offend 
the  tastes  of  others  without  hurting 
their  sensibilities.  The  power  to  please 
is  a  tremendous  asset.  What  can  be 
more  valuable  than  a  personality  which 
always  attracts.  It  is  not  only  valuable 
to  a  salesman,  but  to  every  one  in  every 
field  of  life.  -The  ability  to  bring  the  • 
best  that  is  in  you  to  the  man  you  are 
trying  to  reach,  to  make  a  good  impres- 
sion at  the  first  meeting,  to  approach 
a  prospective  customer  as  though  you 
had  known  him  for  years — without  of- 
fending his  taste,  without  raising  the 
le.ast  prejudice,  but  getting  his  attention 
and  good  will — is  a  great  accomplish- 
ment. There  :s  charm  in  personality 
from  which  it  is  hard  to  get  away.  It  is 
difficult  to  snub  the  man  who  possesses 
it.  There  is  something  about  him  that 
arrests  our  prejudice  and  no  matter  how 
busy  we  may  be,  or  how  much  we  dislike 
to  be  interrupted,  we  rarely  turn  away 
a  man  with  a  pleasing  personality.  We 
must  give  much  in  order  to  get  much; 
the  more  we  radiate  the  more  generous 
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we  arc,  and  the  more  we  fling  ourselves 
out  to  others,  the  more  we  get  back. 
The  current  will  not  set  toward  you  until 
it  goes  out  from  you.  The  more  gener- 
ously you  give,  the  more  you  get  in  re- 
turn. In  other  words — as  you  pour  out 
your  personality,  born  of  courtesy  and 
kindness  and  the  other  character-form- 
ing virtues,  so  do  you  inspire  respect  and 
confidence,  and  invite  from  others  a  re- 
turn of  that  which  you  give. 

Courtesy  and  consideration  in  every 
walk  in  life  is  now  the  accepted  rule. 
No  strong  man  lowers  himself  by  giving 
somebody  a  lift,  no  matter  who  that 
somebody  is.  It  may  be  an  ignorant  for- 
eigner, unversed  in  our  ways  and  lan- 
guage; or  it  may  be  an  old  man  or  wo- 
man, a  cripple  or  a  child — it  matters 
not — and  no  time  is  lost,  for  the  more 
people  you  rightly  direct  and  the  more 
intelligence  and  consideration  you  right- 
ly lend,  the  more  valuable  will  .be  your 
life.  Many  men  fail  because  they  do  not 
see  the  importance  of  being  kind  and 
courteous.  Kindness,  consideration  and 
courtesy  to  everybody  always  pays;  and 
besides,  it  is  a  pleasure  to  be  kind.  It 
increases  our  store  of  happiness.  I  have 
seen  men  lose  important  positions  and 
their  reputations — which  are  more  im- 
portant than  position — through  their 
lack  of  courtesy  to  men  to  whom  they 
did  not  think  it  wras  worth  while  to  be 
kind.  Beauty  of  character,  charm  of 
manner,  attractiveness  and  power  of  ex- 
pression, blended  with  courtesy,  consid- 
eration and  kindness,  will  open  the  door 
to  any  proposition,  and  our  sincerity  of 
purpose  will  clear  the  path  of  its  many 
obstructions. 

Cultivating  One's  Better  Self 

Finally,  the  thought  I  wish  to  convey 
is,  that  no  investment  will  give  greater 
returns  than  cultivating  your  better  self, 
and  thereby  developing  that  indefinable 
something  called  personality.  There  is 
nothing  that  pays  so  well  as  training 
our  minds  and  thoughts  along  the  lines 
of  the  beautiful  and  true.  It  matters 
not  howT  well  we  understand  the  lines 
we  have  to  sell;  we  may  be  experts  per- 
taining to  technique  or  detail  in  connec- 
tion with  iron  and  steel  products,  or  any 
other  articles  of  commerce  for  that  mat- 
ter, but  if  we  are  not  in  harmony  with 
nature  and  nature's  order  of  things,  we 
cannot  make  the  success  of  our  lives  that 
we  otherwise  would.  Being  in  harmony 
with  nature,  brings  us  into  harmony 
with  all  about  us  and  above  all  it  brings 
us  into  harmony  with  ourselves  and 
when  this  is  so,  and  the  physical  is  sub- 
ordinated and  ruled  by  the  mental,  life 
becomes  full  and  complete. 

I  fully  realize  I  am  painting  an  ideal 
picture,  although  not  an  impossible  one, 
and  while  we  may  not  rise  to  the  height 
of  this  ideal,  we  can,  by  following  it, 
at  least  go  part  of  the  way,  and  this 
part,  no  matter  how  small,  will  take  the 
place  of  some  discordant  element,  which 
would  retard  our  success.  Therefore,  I 
recommend  that  you  try  to  open  your 
mind  and  heart  to  the  wonderful  influ- 
ences of  nature. 
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YOUR  BEST  SALESMAN 


IS  YOUR  WINDOW 

The  cut  above  shows  what  was  accomplished  by  one  progressive  sta- 
tioner with  S+iBfR'G  Ring-  Books.  Every  book  in  this  window  was  wholly 
MADE  IN  CANADA  by  our  company.  Brass  and  steel  are  bought  in  the 
raw  state  and  made  into  metals — leather,  board  and  cloth  are  cut  and 
bound,  so  that  it  is  distinctly  a  Canadian  window.  This  feature  is  empha- 
sized and  creates  no  little  interest  with  the  prospective  buyer. 

A  similar  window  is  used  every  few  months  and  it  never  fails  "to  very 
materially  increase  the  sale  of  loose  leaf  goods  of  all  kinds  during  the  two 
weeks  it  stays  in  and  for  a  period  thereafter-.  Seasonable  goods  are  used 
of  course  and  the  arrangement  varied  each  time. 

LET  US  HELP  YOU 

to  secure  similar  results.  We  will  furnish  the  display  cards  and  make  sug- 
gestions. Our  line  is  complete  so  you  can  dress  your  window  with  every 
kind  of  loose-leaf. 


MEMO  BOOKS 
RING  BOOKS 
DIARIES 
RECIPE  BOOKS 


LEDGERS 
POST  BINDERS 
HOLDERS 
DESK  PADS 


SLUCKETT'S      ^^ 


made  in  canada  and  made  right 
Luckett  Loose  Leaf.  Limited 

539-543  KING  ST.  W.  TORONTO,  ONTARIO 


S*»G 
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The  Experience  of  Successful  Merchants 


Y 


OU  would  welcome  the  advice  of  over  1,000,000  suc- 
cessful merchants  as  to  the  best  and  most  efficient 
way  of  conducting  your  business. 


This  is  precisely  what  you  get  when  you  install  a  modern 
up-to-date  National  Cash  Register.  For  over "  thirty 
years  the  National  Cash  Register  Company  has  received 
suggestions  from  merchants  all  over  the  world  as  to  the 
best  way  of  perfecting  Cash  Registers.  These  ideas  are 
put  in  practical  operation  by  our  expert  mechanics — and 
the  result  is  a  machine  which  is  almost  human  in  its 
workings.  In  one  particular  it  differs — it  never  forgets 
— it  never  makes  mistakes. 

A  National  Cash  Register  will  relieve  a  merchant  of 
needless  work  and  worry.  It  will  give  him  time  to  look 
after  the  bigger  things  in  his  business. 

It  is  to  your  interest  to  write  us  to-day.  We  will  show 
3^ou  how  a  National  Cash  Register  will  save  you  money. 


The 


=    National    Cash   Register 

Company  of  Canada,    Limited 
TORONTO  -  -  -  CANADA 
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Now  is  the  time  business 

is  settling  down  for 

Fall.    There  will  be  a 

big  demand  for 

OFFICE 
SUPPLIES 


Blank  Books,  ledgers     Journals,    Day    Books     Cash 

,  ?  Books,  Column  Books,  1  rial  Balances, 

Letter  Books,  Etc.     Have  on  hand  a  complete  stock  of  our 
Blank  Books  of  all  kinds. 

L,OOSe-Leaf    Binders.      Headquarters    for    Loose- 

: ■       Leaf    Hinders,     lransrer 

Binders,  etc.,  and  all  Loose-Leaf  Forms. 

EnveloDeS       ^e    sure    y°u    nave   a  ^u^  assortment  on 

^ *     hand.     We  can  supply  you  with  them  in 

all  sizes  and  qualities. 

Typewriter  Papers.      Remember    we    carry    the 

—    r  r  largest  assortment  of  type- 


largest  assortment  ot  type- 
writer papers  in  all  thicknesses  and  finishes  of  any  house  in 
Canada.     Be  sure  to  handle  our  line,  it  is  the  best. 

Canadian  Selling  Agents  for  Irving  Pitt 

Loose-Leaf  Goods 


Prompt  and 

courteous  attention 

to  all  orders 

large  or  small 


X-cX  1M ITED 
MONTREAL         TORONTO         WINNIPEG 


Be  ready  for 

the  demand 

for  of f ice 

supplies 
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The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Scries  of  Lectures  to  Young  Officers) 

No.      1— INFANTRY. 

Drill   and   Attack. 
No.      2 — INFANTRY. 

Defence    and    I'rotection. 
No.     3— INFANTRY. 

Night   Operations.      Inter-communication. 

Reconnaissance;   and   Questions   on   Infantry 

Training. 

No.     4 — MUSKETRY. 

Parts  of  Rifle  and  Action  of  Mechanism.  Care 
of  Arms  and  Ammunition,  Daily  Cleaning  and 
Examination    of   Arms. 

No.     5— MUSKETRY. 

Aiming   Instruction   and   Trigger   Pressing. 

No.     6— MUSKETRY. 

Firing  Instruction.  Landscape  Targets  and 
Visual    Training.      Fire    Control    and    Discipline. 

No.     7— MUSKETRY. 

Range  Finding.  Observation  of  Fire.  Fire 
Control  and   Discipline  and   Sub-Target  Machine. 

No.      R — MUSKETRY. 

Tests  of  Elementary  Training.  Range  Prac- 
tices,   etc. 

No.     9 — MUSKETRY. 

Biirr    and    Stroud    Range    Finder. 

N«.    10— MUSKETRY. 

Theory   of   Rifle  Fire. 

No.  .11— HYGIENE    and    SANITATION. 

Disease.  Hygiene  of  the  Body.  Sanitation. 
Training.  Organization  of  Medical  Units.  First 
Aid. 

No.   12— FIELD    ENGINEERING. 

Explosives.     Arranging    for   Explosives.     Demoli- 
tions.     Bombs.      Gns    Attack.      Bridging. 
20c  EACH. 

All   Fully   Illustrated. 

Other    numbers     will    include    Discipline    and     Military 
Law,   Procedure  of  Courts   Martial,  etc. 

W.   S.   PAINE  &  CO.,   Military  Publishers 

HYTHE.  KENT 

McCLELLANkJ,    GOODCH1LD    &  STEWART,  Ltd. 

266   King  Street  West.  TORONTO,  CANADA 


Non-Corrosive!  • 

Yes,  and  free  from  sediment,  too.  Inks 
of  that  nature  arc  worth  selling  and  it's 
just  this  kind  of  non-corrosive,  free- 
flowing  ink  tnat  we  offer  you  in 

Maple  Leaf  Brand  Writing 
Inks  and   Ink  Essentials 

Note  particularly  our  Royal  Ink  Essentials. 
In  handy  little  vials.  Unaffected  by  atmos- 
pheric conditions.  Occupies  a  minimum  of 
shelf  space. 

Contents  of  a  two-inch  vial  will  make  a 
quart  of  clean,  non-corrosive  ink  of  superior 
quality. 

Order  Samples  and  Price  List  and 
try    it   out.      Strictly    Returnable. 

ROYAL  INK  CO. 


53  Yonge  Street 


Toronto 


It  will  pay  you  to  push 

Standard    Brand   Blottings 

because  every  first  sale  will  mean  a  satisfied 
customer,  a  customer  that  you  can  count  upon 
for   further    sales    of   these   reliable    blottings. 

STANDARD  Blottings  are  made 
from  high-grade  cotton  stock  and 
have  the  smooth,  firm  finish  that  de- 
notes  the   quality   blotting. 

Your  customers  will  find  any  of-  the  following 
just  right: 

"Standard,"  "Imperial,"  "Sterling,"  "Curi- 
Curl,"  "Prismatic,"  "Royal  Worcester"  and 
"Defender"  (Enameled)  Blottings.  Order  a 
supply  to-day. 

STANDARD    PAPER    MFG.    CO. 

Largest  Producers  in  the  World  of  Fine  Blottings 

RICHMOND,  VA.,  U.S.A. 


Mr.  Dealer !  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of 
use.  Backs  and  seats  are  shaped  to  en- 
sure comfort  and  a  correct  position  for 
the  body  of  the  pupil.  Woods  being 
coated  with  moisture-proof  varnish,  will 
not  warp,  crack  or  check.  Tops  finished 
in  rich  mahogany  color,  preventing  light 
•reflection  and  giving  the  desk  a  fine, 
rich  appearance. 

We  allow  representatives  a  very  hand- 
some discount  or  commission  and  sug- 
gest your  writing  now  for  full  particu- 
lars   of   the    Desk    and    the    Proposition. 

Just  a  postcard. 

Made  in  Canada  by 

The  James  Smart  Mfg.  Co.,  Limited 

Brockville,  Ontario 
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Wonder 
Soap  Bubbler 

BLOWS    BUBBLES    WITHIN 

BUBBLES 

CHAINS,    CLUSTERS,    ETC. 

1,000     DIFFERENT    FORMS 

INDESTRUCTIBLE 

SANITARY    AND    EDUCATIONAL 

RAPID  AND  EASY  SELLER 


bradway  novelty  co.,  ■ N^rY=rar;y 


Your  needs  in  Toys 
and  Games 


will  be  well  and  promptly  filled  from 
our  stocks.  The  TOYS  we  are  showing 
are  of  the  "practical"  kind,  they  will 
bring  vour  customers  lasting  satisfac- 
tion. We  have  SLEIGHS,  KIDDIE 
KARS,  SNOW  SHOVELS,  MONO- 
COIL  MOTORS,  FLAG'S  HOLDER, 

THE  ({AMES  are  new,  interesting  and 
novel,  and  include: 

"BERLIN  OR  PARIS,"  "GRAND 
AUTO  RACE,"  "CORTELLA,"  "AT- 
TACK," "WUDPEG  SOLITAIRE," 
"FLICK  CHASE"  and  "LINGO." 

See  these  lines  and  you  will  realize  the 
profits  that  are  in  them. 

J.  E.  Beauchamp  &  Co. 

20  St.  Nicholas  Street      -      Montreal 

AGENTS  AT 

Toronto,    Winnipeg,  Vancouver,  Quebec, 

Halifax  and  St.  Johns 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where   to   buy  stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,   18  SeVyork'"* 


RELIANCE 
INKS 

MANUFACTURERS    OF 


Ink  Paste  • 

Grip  Seals 

Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 


A  FEW  ILLUSTRATIONS 

OF  THE 

Famous  Paragon  Line  of  Specialties 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 


93  John  Strset,   New  York 


All  of  which 

may  be  ordered 

through 

Canadian 

Wholesalers. 


Japanese  Pictures 

By  Old  and  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc. 
Write  to-day  for  catalogue  telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20,  Yumicho,  Kyobashi-Ku    TOKYO,  JAPAN 
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YOU     CAN     NOW 

BUY 

MADE  IN  CANADA 
®-     PENCILS     -*• 

Manufactured    by 

'The  Wm.  Cane  £?  Sons  Company,  Limited 

IN  LU  MARKET,    Canada 
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Show  this  card  in  your 

store  and  get  real 
profitable  pencil   sales 


Good  stationers  everywhere  are  finding 
it  good  policy  to  push  the  sales  of  Cane's 
Made-in-Canada  Pencils. 

The  demand  is  good  and  the  excellent 
quality  of  the  pencils  so  pleases  the  user 
that  repeat  sales  are  certain  and  good 
profits  assured. 

Dealers  make  a  bigger  profit  selling 
Cane's  Canadian-made  Pencils  because 
there  is  no  duty  to  pay  and  shipments 
are  always  prompt  and  satisfactory. 

The  handsome  store  card  here  illustrated 
will  focus  your  customers'  attention  and 
make  sales  easy.  Hang  one  up  to-day 
and  prove  how  well  this  line  sells  and 
profits  you. 

We  are  the  Pioneer  Canadian  Manufac- 
turers of  Lead  Pencils  for  Commercial, 
Studio,  School  and  Advertising  Purposes. 


The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket,  Canada 


. 
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gives     universal     satisfaction     even    to    the 
most    fastidious    customer. 

The  Profit  On  A.A.  Fountain  Pens 


is   one   reason    why   you   should   handle   this 
line.     Many    Canadian   Dealers   are   steadily 
increasing    their   sales   of   "A.A."    Fountain 
Pens   every   year.     They   know   that   "A.A." 
Fountain    Pens   are   not  only  guaranteed   to 
give   satisfaction   but  that  they  actually   do 
so.     There    is    a    steady   and    constantly    in- 
creasing  demand  for   "A.A."   Pens 
in    Canada.     Why    not    stock    this 
line? 

We  will  furnish  attractive  dis- 
play cases  free.  Each  case  con- 
tains  an  attractive  assortment  of 
Self-Fillers.  Lower  End  Joint, 
Middle  Joint,  and  Safety  Foun- 
tain   Pens. 

Write  to  your  local  job- 
ber or  to  us  for  prices, 
catalogue  and  trade  dis- 
counts. 


Bgwfl 
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MODERN   PEN   CO. 

SUCCESSOR   TO 
ARTHUR   A.  WATERMAN   &  CO. 

170  BROADWAY.     Established  1  89S     NEW  YORK  CITY 

NOT  CONNECTED  WITH  THE  L.  E.  WATERMAN  CO. 


The  fashion  of  using 

<3 


ranes 


grows  steadily  among  people  of  cul- 
ture and  refinement. 

Their  discriminating  taste  responds  to 
the  rare  beauty  and  exquisite  richness 
of  Crane's  Linen  Lawn. 

Any  one  of  the  seven  tints  are  proper 
for  correct  social  correspondence. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 
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Christmas 
Cards 

at  better  than 

Pre-War  Prices 


We  have  purchased  practically  all 
RAPHAEL  TUCK  &  SONS'  stock 
of  5,  10  and  15  cent  Christmas  Cards, 
and  offer  them  to  von  at  PRICES 
LOWER  THAN  PRE-WAR  RATES. 

You  all  know  the  QUALITY  of 
TUCK'S  CARDS. 

Look  over  your  stock  NOW  and  get 
in  on  this  BIG  BARGAIN.  To  im- 
port these  cards  to-day  you  would 
have  to  pay  at  least  100%  more  for 
them. 

Cover  your  CHRISTMAS  CARD 
REQUIREMENTS— NOW.  This  is 
your  OPPORTUNITY. 

Small  selected  shipments  will  be 
made,  as  no  exception  is  made  on 
quantity.  Say  what  cards  you  want 
5c,  10c  or  15c,  and  we  will  send  you 
a  sample  order  of  100  each. 

We  handle  the  following-  magazines: 

McCALL'S ' 

MUNSEY'S 

ARGOSY 

RAILROADMAN'S 

ALL     STORY 

JACK    CANUCK 

PICTORIAL     REVIEW 

LADIES'  HOME  JOURNAL 

SATURDAY    EVENING    POST 

COUNTRY     GENTLEMAN 

LITERARY    DIGEST 

COLLIERS' 

Link  up  with  us  for  SERVICE. 

Send  for  Printed  Order  Form  with  prices  and 
conditions. 

The 

Imperial  News  Co., Ltd. 

254  Lagauchetiere  Street 
MONTREAL,  QUE. 


%  £  %  *s  % 


We    can    supply    you 
with 

Raphael  Tuck  &  Son's 

5c,    10c  and  15c   Lines 


All  dealers  know  the  class  of  stock  this  is. 
It  is  100  per  cent,  cheaper  than  yon  can  now 
buv.  Can  supply  in  100  lots  at  $2 .  00,  $3 .00 
and  $4 .  00  per  100  assorted.  The  supply  is 
limited  so  do  not  delay  in  seizing  this  bar- 
gain. 


The  Real  Mother 
Goose 

177  Illustrations  in  Color.  32  Full-Pag:e 
Plates.  By  Blanche  Fisher  Wright,  $1.50 
net. 


The  Goosey  Goosey 


oenes 

4  Titles 

OUR  CHILD'S  FAVOURITES 
TOMMY  TITTLEMOUSE 
POLLY  FLINDERS 
LITTLE  JACK  HORNER 
50c  each 


ORDER  NOW  FOR  CHRISTMAS  TRADE 


A  splendid  selection  of  Is.  3d.  cloth  novels, 
all  the  best  authors  and  titles  at  27  cents,  in 
100  lots.  Also,  all  the  hest  authors  in  (id. 
j  >aper  novels,  $11.00  per  hundred. 


IMPERIAL    NEWS    COMPANY 

WINNIPEG 
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ItuasT^sesn^a°nfatoH  OCTOBER,  1917  VOL.  XXXIII-No.  10 

—TO  ADVERTISERS— 


Your  earnest  attention  is  asked  for  what  is  set  forth  on  page 
35  relative  to  the  forthcoming 

HOLIDAY  GIFT  ANNOUNCEMENT 

NUMBER 

It  will  feature 

BOOKS  FOR  CHRISTMAS 

and  such  holiday  lines  as 

CHRISTMAS    PAPETERIES 
GREETING  CARDS  and  CALENDARS 
TOYS  and  GAMES,  LEATHER  GOODS 
and  FANCY  GOODS 

The  pages  of  this  section  will  again  be  printed  in  Red  and 
Green  and  two-thirds  of  each  page  will  be  available  for  ad- 
vertising. This  two-third  pages  space  in  two  colors  will  be 
charged  as  the  equivalent  of  a  full  page  in  one  color — $35,  or 
the  lower  rate  earned  by  contract  for  a  series  of  advertisements. 

Mail  copy  for  your  advertisements  in  this  number  to  reach  us 
not  later  than  October  25th. 


BOOKSELLER  &  STATIONER 

143-153  University  Avenue  -  -  TORONTO,  ONTARIO 
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The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want  you   to   know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 


What's  Wanted 


Almost  every  month  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fel- 
low Booksellers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Bookseller  and  Station- 
er and  watch  the  "Wanted"  page  for 
new  opportunities. 

Possibly  you  want  to  buy  or  sell  a 
stationery  business.  Bookseller  and 
Stationer's  subscribers  are  the  best 
prospects  in  Canada.  Talk  to  them 
through  our  columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad. 
Box  Number  5  cents  extra. 


CUSTOMS  FORMS 

The  Trade  supplied 
in  any  quantity. 
Some  odd  lines  of 
high  grade  drawing 
pencils  at  reduced 
prices. 

Send  for  list. 

Morton  Phillips  &  Co. 

Stationers,  Blank  Book  Makers 

Printers,    Loose    Leaf   Ledger 

Makers 


115  NOTRE  DAME  W. 


MONTREAL 
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PoeX^dger 


DUE  LEDGER 

Convenient  and  accurate  records  are  easily  ob- 
tained with  the  use  of  these  books.  For  install- 
ment house  cashiers,  society  secretaries,  and 
similar  purposes.  There  are  sizes  to  accommodate 
700,  1000,  1400  and  2000  accounts,  in  weekly  or 
monthly  collections.  These  are  attractive  books, 
substantially  bound  with  American  Russia  back 
and    corners   and    black   cloth    sides. 

If  you  are  not  familiar  with  this  line  let  us  send 
you    samples    and    prices. 

National   Blank  Book  Co. 

HOLYOKE,  MASS.,  U.S. A 


Moore  Push-Pins 

Moore   Push -less  Hanger 

THE      HAMILTON      HARDWARE 
CI  IRPORATION,       WATERBURY, 

CONN.,  says:  'We  wish  to  state 
that  with  this  display  in  our  store 
we  sold  daily  from  20  to  50  custom- 
ers Moore  Push-Pins  who  would 
never  have  thought  of  them  were  it 
not  for  this  cabinet. 
"We  consider  this  a  splendid  adver- 
tising feature  and  the  finest  kind 
of  a  silent  salesman   for  your  line." 

STYLE  L  $12.50 
YOUR  PROFIT  $6.25 

J.  J.  ASHDOWN  HARDWARE  CO.,  WINNI- 
PEG, CANADA,  says:  "Your  Style  L  Cabinet 
has  proved  a  great  booster  on  the  sale  of  'Moore 
Push-Pins  and  Pushless  Hangers.  In  fact  we 
believe  it  has  increased  our  sales  100%  since 
we  placed  this  cabinet  on  our  counter  in  view 
of  the  public.  It  attracts  their  eye  and  they 
see  exactly  what  they  want  by  the  sample 
attached   to  the  outside." 

Moore  Push-Pin  Co. .  1 1 7  Berkley  St.,  Philadelphia.  Pa.  wTtrfthe1 ivLt 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 
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It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob  Roy"  Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home   of 

the   pen-making  industry. 


"Rob  Roy 
Pen 

the  popular  and 
quick-sell- 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by     largest    houses     in    United    States    and    Canada. 


We  also  specialize  in  LOCAL  VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET  CHICAGO,  ILL. 


BOUND  AND 
LOOSE  LEAF 
BLANK  BOOKS 

Canadian  stationers  are  offered  a  first- 
class  line  of  commercial  and  school 
blank  books,  with  assurance  of  prompt 
shipment  and  satisfactory  service. 
Special  orders  can  be  handled  with 
dispatch.  Submit  your  requirements 
for  price  quotations. 

SCHOOL  AND 

COLLEGE 
EXERCISE  BOOKS 


$ 


mm 

BERTHIERVILLE,  P.Q. 
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Not  Too  Late  to  Order 

School  Supplies  and  Fine 
Stationery  from  the  Up- 
to-date  House  of  the  West 


THE  TRADE  MARK  OF  QUALITY 
MERCHANDISE 


CLARK  BROS.  &  CO.,  Limited 


WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 
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PER 
MONTH 


Canadians 


should  be  thankful  that  our  Country 
has  a  Canadian  Magazine  fit  to 
take  its  place  in  the  company  of 
the  big  American  magazines  —  a 
magazine  equalling  in  interest  and 
literary  merit  the  big  magazines 
produced  in  a  Country  of  100,000,- 
000,  where  it  is  possible  to  obtain 
$1,000  to  $5,000  a  page  per  issue 
or   more  for   advertising  space. 


THE  making  of  MACLEAN'S  MAGA- 
ZINE month  by  month,  year  after 
year,  has  been  hard  labor.  One 
difficulty  was  to  get  the  right  sort  of 
matter — Canadian  in  origin  and  theme. 
A  few  years  ago  our  country  possessed 
few  writers  and  artists  of  trained  and 
high  ability.  To-day,  thanks  very  largely 
to  MACLEAN'S  MAGAZINE,  we  have 
men  and  women  writers  and  artists  pro- 
ducing first-class  work;  they  developed 
when  they  found  a  medium  demanding 
a  grade  of  work  equalling  the  best  con- 
tributors to  American  magazines.  Also, 
the  Canadian  writers  and  artists  who 
were  finding  a  market  for  their  wares  in 
the  United  States  turned  to  MACLEAN'S 
when  this  magazine  showed  itself  to  be  a 
sufficient  and  creditable  vehicle  for  their 
work. 

The  future  has  a  good  crop  of  Al  Cana- 
dian writers  and  artists  in  store,  whose 
work  will  appear  in  MACLEAN'S;  but 
consider  these  names  of  Canadian  men 
and  women  who  have  already  "arrived," 
and  whose  work  appears  in  MAC- 
LEAN'S MAGAZINE:— 


Sir    Gilbert    Parker, 
Arthur   Stringer, 
Arthur    E.   McFarlane, 
Stephen    Leacock, 
Robert    W.    Service, 
Alan   Sullivan, 
Agnes    C.    Laut, 
L.    M.    Montgomery, 
"Janey     Canuck," 
A.    C.    Allenson, 


E.    Phillips    Oppenheim, 

Peter   McArthur, 

L.    B.    Yates, 

Geo.   Eustace   Pearson, 

W.    A.    Craick, 

H.    F.    Gadsby, 

C.    W.   Jefferys, 

J.    W.    Beatty, 

Arthur  William   Brown, 

Lou    Skuce. 


These  are  some  of  the  names  of  Canadian  men 
and  women — writers  and  artists — who  are  doing 
work  of  the  highest  class,  acceptable  to  the  hard- 
est-to-get-into  publications  of  the  United  States. 
Ten  years  ago  such  a  Canadian  galaxy  had  no 
existence. 

BESIDES   these  professional   writers   and   artists 
— men    and    women    who   depend   on   their   pen 
and   pencil   and   brush    for   their   livelihood — is 
a    big    host    of    others    who    write   only    when    suc- 


cessfully urged  to  do  so — because  they  have  some- 
thing to  say  that  is  worth  saying.  These  are 
usually  men  in  a  big  way  of  business,  or  pro- 
fessional men  at  the  top  of  the  ladder,  or  men 
and  women  doing  unusual  work  of  a  most  im- 
portant sort — often  obscurely  because  they  are  not 
self-trumpeters  of  their  achievements  or  labors. 
For   example,    such    men    and    women    as : — 

THE    LATE   SIR   MORTIMER    CLARK 

JOHN    BAYNE    MACLEAN 

ERMAN    J.    RIDGWAY 

LORD     NORTHCLIFFE 

JOSEPH    MARTIN,    M.P. 

BILLY    SUNDAY 

All  these  have  contributed  under  their  own 
name  or  a  nom  de  plume  to  MACLEAN'S  MAGA- 
ZINE in  the  last  12  or  15  months,  recognizing 
that  this  magazine  can  give  their  messages  to 
the  whole  nation,  and  to  a  class  of  persons  whom 
they    wish   to   reach. 

NOBODY  who  knows  MACLEAN'S  would  ever 
call  it  a  story  magazine,  but  rather  a 
national  magazine — almost  a  news  magazine. 
Stories  there  are  in  every  issue — enough  of  them 
to  satisfy  the  right  and  natural  desire  for  ro- 
mance, adventure,  achievement,  business,  love  and 
intrigue.  But  the  greater  part  of  the  contents 
of  every  issue  of  MACLEAN'S  MAGAZINE  may 
be  called  NEWS— NEWS  of  men  and  their  work 
and  triumphs ;  news  of  the  nation's  work  and 
workers  ;  news  of  discoveries  ;  news  of  movements  ; 
news  of  politics  ;  news  of  the  builders  and  build- 
ing of  Canada.  MACLEAN'S,  as  Canada's 
National  Magazine,  prepared  for  thinking  and 
intelligent  men  and  women,  must  be  an  informa- 
tive and  interpretive  magazine,  must  mirror 
national  opinion,  record  national  affairs  and  de- 
velopments, and  be  the  VOICE  of  prophets,  states- 
men and  leaders.  MACLEAN'S  is  a  magazine 
of  to-day — a  newspaper  of  a  sort,  dealing  with 
big  news  passed  over  by  daily  newspapers  whose 
function  is  the  recording  of  the  day's  news — 
passing  news  :  and  who  leave  the  fuller  statement 
— the  summed-up  presentation  of  things  they  can 
but    touch    on— to    MACLEAN'S    MAGAZINE. 


A  Magazine 
of  Power 


News  features  of  MACLEAN'S  MAGAZINE  great- 
ly   liked    by    its    50,000    readers    are 
The    Business     Outlook — article. 
The    Investment    Situation — article 
The  Review  of  Reviews  Department. 
The   Nation's   Business. 
Women    and    their    work. 
These   are   regular   department   features   appearing 
in   every   issue  of   MACLEAN'S.      They   are  of  the 
nature   of  surveys   or   digests,   and   perform  a   ser- 
vice   welcomed    and    praised    by    all    readers    "who 
aim    to    keep    themselves    broadly     informed    con- 
cerning what's  doing  in   Canada  and  what's  being 
thought   and   said   and   done   the   wide   world   over. 

REVIEW  of  Reviews  is  the  outstanding  feature 
of  MACLEAN'S,  in  that  it  gives  the  best 
articles,  in  condensed  form,  from  the  best 
magazines  of  the  world.  A  staff  of  trained  people 
read  and  study  the  contents  of  all  magazines  and 
select  for  each  issue  of  MACLEAN'S  twenty  or 
more  articles  which  mirror  the  world's  progress 
and  present  the  changing  aspects  of  world  opinion. 

IN  rounding  out  this  presentation  of  Canada's 
National  Magazine  a  brief  reference  may  be 
made  to  one  large  and  discriminating  and 
important  class  of  contributors  to  it — advertisers. 
Literally  hundreds  of  them  employ  MACLEAN'S 
for  their  advertising,  to  reach  the  influential 
classes  represented  by  MACLEAN'S  list  of  sub- 
scribers, and  because  they  get  national  publicity 
economically.  These  makers  and  producers  of 
goods  of  national  consumption  appreciate  the  fact 
that  a  select  circulation  of  50,000  gives  them, 
among  the  most  important  families  of  Canada, 
strong  local  publicity  as  well  as  broad  national 
publicity,  and  that  retail  distributors  are  both  can- 
vassed and  assisted  by  their  national  advertising 
in  MACLEAN'S  MAGAZINE.  They  recognize 
that  $1,000— $3,000  invested  in  space  in  MAC- 
LEAN'S MAGAZINE  to  buy  365-day  national  in- 
fluence is  dirt  cheap  publicity. 

THIS  is  but  condensed  presentation  of  MAC- 
LEAN'S MAGAZINE.  Very  much  more  can 
be  said  about  its  editorial  policy  and  charac- 
ter, about  its  making,  about  its  quest  for  and 
development  of  new  contributors,  about  the  policy 
that  keeps  canvassing  methods  and  advertising 
columns  clean,  aiiprt  the  hearty  approval  of  sub- 
scribers of  MACLEAN'S  MAGAZINE,  about  the 
significance  of  50,000  circulation,  about  the  wis- 
dom of  doing  a  "little  advertising  in  a  few 
magazines"  as  an  initial  step  in  national  adver- 
tising plans ;  about  the  advertising  of  MAC- 
LEAN'S MAGAZINE  in  all  the  MacLean  Pub- 
lishing Company's  list  of  business  and  technical 
newspapers,  about  the  influence  of  MACLEAN'S 
MAGAZINE   on    distributors. 

But     time     and     space     forbid     here    and     now    a 
continuation    of    the    MACLEAN    story. 
What   is   enough    to   be    impressed    is — 


MACLEAN'S  MAGAZINE 

Canada's  National  Magazine 


Union  Trust  Bldg.,  WINNIPEG 


143  University  Ave.,  Toronto 

IBoston        New  York        Chicago        London,  Eng. 


Southam  Bldg.,  MONTREAL 
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T  THE  SATURpA  Y 
EVENING  POST 


Some  of  the  National  Publications  of  Tremendous  Circulation  that  will  keep  Bicycle  Playing  Cards  and  Congress 
Playing  Cards  before  Practically  Every  Family  in  Your  Territory  with  Whom   You   Would  Like   to  do  Business 

Are  you  ready  to  secure  your  share  of  the 
big  fall  demand  for  playing  cards? 

COOL  evenings  are  on  the  way.  Folks  will  be  sit- 
ting indoors  and  playing  cards.  The  present 
world  conditions  will  make  more  people  than  ever 
before  seek  this  absorbing,  harmless,  inexpensive 
recreation. 

Most  player  swill  ask  for  the  cards  they  have  known 
for  years — the  cards  that  are  kept  constantly  before 
them  through  continuous  advertising — the  cards  that 
always  have  given  entire  satisfaction — 


You  Can  Sell 
This  Book 

"The  Official  Rules  of  Card 
Games"  —  New  edition  —  250 
pages — 300  games.  Every  card 
player  should  have  a  copy  and 
will  be  glad  to  buy  it  if  he  sees 
it  in  your  store.  Supplied  to 
you  at  such  a  figure  that  you 
can  sell  it  at  a  very  moderate 
price  and  still  make  a  big  profit. 
Order  from  your  jobber. 

Complete  Catalog  Free 

Illustrates,  describes  and 
prices  everything  in  playing 
cards  and  supplies,  including 
cards  for  general  play,  for  social 
play  and  for  children;  fortune 
telling  cards,  pinochle  packs, 
educational  games,  card  trays, 
chips,  etc.  Every  dealer  should 
have  a  copy.    Ask  for  it  to-day. 

The  U.S.  Playing  Card  Co. 


Dept.   4 


Toronto,   Canada 


BICYCLES0 


PL/tfING 
CARDS 


Look  over  your  stock  and  see  what  you  need  in  these  staple  brands. 
Hare  a  complete  assortment  of  the  popular  Bicycle  backs  and  the 
latest  Congress  designs.  The  best  selling  Bicycle  backs  are  now  packed 
with  a  reproduction  of  the  design  printed  on  the  fuck  case  so  your 
customers  can  select  the  backs  they  prefer.  Each  deck  is  also  wrapped 
and  sealed  so  that  it  reaches  the  player  exactly  as  it  leaves  the  factory. 

You  will  sell  your  full  share  of  playing  cards,  sell  them  most 
easily  and  m.ake  the  most  on  them  by  carrying  these  two  brands.  Your 
jobber  can  supply  you  at  once. 
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SPRING  CONCEALED  IN  BASE   WILL  FASTEN 
TO  BACK  OF  CHAIR  OR  BED. 


What  is  the  Wallace 

Adjustable  Lamp? 

AT  first  sight  a  novelty.  Next 
thing  a  practical,  mighty 
useful  article.  Then,  third  and 
last — a  big,  saleable,  firofitahh 
member  of  your  store's  merchan- 
dise family. 

Saleable  everywhere — for  ,  the 
home,  for  the  office,  for  the  trave- 
ler -  wherever  electricity  is  used. 

A.  C.  PENN,  Inc.,  New  York 

Canadian  Distributors : 

MENZIES  &  CO.,  LIMITED 

439  King  Street  West  -        -  TORONTO,   CAN. 


EACH  MEMO  SEPARATE 

— tear  out  when  attended  to 

No    lost    data  ;  ^  \ 

no     searching  H  ^^^Bl    I^A^  ^fx>^  1 

through     obso-         M  'V^IH^A  Hi  c^1^*^^  A 
M  ^^  IH         <fyrdwa'      1 

hence     no     ex-  '."> ';  H  Hl\  'Rafc*^^' ~R^^^fe 

for    for-       M£  tSJIKm  Bl-  ^TlI'^x^"^^ 

getting.  Han-  W7*5$E?y»  HA  0^/%/"  \  ^3 
diest      memo-  ^  j^SMk^^B  ^Hr;   6/  fjJ»«\ 

book      imagin-  fffiXBuX       B|L^^J    /noC& H**" 

able.     Everybody  jg^^flBwBki^tt  ffi*^  ,r-t*£  ^^fc" 
•  I                 Used         BMsI  Ml  £&*-*  '     ~*~   1      ^t 

round,  HPClBB^r  *BfcS6P*^^^^^^ 

but    fine    for  -**^*"  Wmmm      t  •        xi   * 

„  •  ^lr    ./       Live   Notes 

Xmas   trade.  M  f   mJ 

ROBINSON    REMINDER 

Nationally  Advertised  in  Canada 
Good  Profit— Easy  to  Sell 

Used  all  over  the  States  by  officials,  superintendents,  purchasing 
agents,  department  managers,  all  business  men — also  clergy, 
faculty,    students.      Here    are    the    retail    prices : 

With   each    Reminder   is    an    extra    filler. 

3  in.  x  5  in.     3^  in.  x  7  in. 

Handsome    Black    Leather    $1.00  $1.25 

India   Calf   or   Seal   Grain  Cowhide    1.51  1.76 

Genuine    Seal    or    Morocco    2.00  2.50 

Ladies'    Shopping    Reminder,    234    in.    x    3%    in.,    with    pencil    and 
extra    filler,    $1.00. 

EXTRA   FILLERS. 

Size  B,  3  in.   x  5  in.   (four  coupons  to  the  page) 70c    per    doz. 

Size  A,  3%   in.   x  7   in.    (six  coupons   to   the  page) 93c    per    doz. 

Size  L,  2%  in.   x  3%  in.    (three  coupons  to  the  page) 6Cc    per    doz. 

Name  in  gold   on  cover— 25  cents  extra. 
Prepare   for   the   holiday   trade — write   for   discounts. 

Robinson  Mfg.  Co.,74  Elm  St.,Westfield,  Mass.,U.S.A. 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  ftiessage  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers   who  are  my  constant  friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 
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mi 


Showing  you 
three  of  the 

many  popular 
easy-selling 

"  Standard" 
lines 


Selling-  Standard  Blank  Books  and  Loose 
Leaf  Devices  open  up  a  grand  opportun- 
ity for  you  to  make  worth-while  profits 
and  win  more  satisfied  customers. 

The  masterful  workmanship  of  these 
time-saving-  office  specialties  makes  them 
big  sellers  wherever  introduced. 

"Standard"  is  the  recognized  line  for 
high  quality  and  reliability. 

Build  your  business  on  "Standard"  repu- 
tation. 


BLANK  BOOKS 


-T^F™,,,M.1,,;|n,::.™T^r^TlWTm^ 


w 

n 

I 

I 

Hill 


B.  &  P.  STANDARD  COLUM- 
NAR AND  FIGURING  BOOKS. 

An  important  and  profitable 
item  in  every  up-to-date  sta- 
tioner's stock.  Rulings  from  2 
to  30  columns. 


B.  &  P.  HERCULES  PRICE  BOOKS. 

Just  what  the  name  implies,  Exception- 
ally strong.     Big  sellers  everywhere. 


B.  &  P.  STANDARD 
MEMO  BOOKS. 

The  book  with  the 
Booster  Leaves.  A 
line  every  good  Sta- 
tioner should  always 
carry. 


A      sure 
maker. 


customer 


Boorum  and  Pease  Co. 

Makers  of"  Standard"  Blank  Books  ana  Loose-Leaf  Devices 

Home  Offices:     Front  St    and  Hudson  Ave.,  Brooklyn,  N.Y. 
Factories:     Brooklyn,  N.Y.  St.  Louis,  Mo. 

Stocks  of  our  loose  leaf  lines  are  now  carried  by:  Copp,  Clark  Co.,  Limited.   Toronto,  Can. 
McFarlane,  Son  &  Hodgson,  Limited,  Montreal,  Canada 
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THE  FIRST. 


ii 


INCREASE  YOUR  PROFITS 


AWAKENING   OF    BUSINESS,   by 

EDWARD  N.  HURLEY,  Former  Chairman  of 
the  Federal  Trade  Commission.  This  is 
one  of  the  most  inspiring,  helpful  busi- 
ness books  that  has  ever  been  written. 
Mr.  Hurley  presents  in  a  clear,  forcible 
way,  plain  truths  that  give  business  men 
a  broader  vision.     240  pages. 

Price,  $2.00 

BENJAMIN   FRANKLIN,  Printer,  by 

JOHN  CLYDE  OSWALD,  Editor  of  The  Ameri- 
can Printer.  It  is  interesting  to  visit  with 
a  great  man  like  Benjamin  Franklin, 
and  just  such  an  opportunity  is  afforded 
in  this  book.  There  are  many  repro- 
ductions of  Benjamin  Franklin's  work. 
The  type  and  typography  are  in  harm- 
ony with  the  thoughts  that  Mr.  Oswald 
presents.  239  pages,  54  illustrations. 
Half  leather  binding,  $3.50 
Popular  Edition,  $2.00 

THE  MANUAL  OF  SUCCESSFUL 
STOREKEEPING,  by  W.  R.  HOTCHKIN, 
Ten  Years  Advertising  and  Sales  Mana- 
ger for  John  Wanamaker.  One  of  the 
greatest  needs  of  men  in  the  retail  busi- 
ness is  ideas  for  selling  plans.  This 
book  is  filled  with  good  ideas. 
289  pages.  De  Luxe  Edition  $10 

Popular  Edition,  $3.00 

HOW  TO  ADVERTISE,  by  GEORGE 
FRENCH,  Editor  of  the  Advertising  News. 
This  book  tells  how  to  prepare  adver- 
tisements. It  contains  many  illustra- 
tions of  advertisements.  279  pages,  115 
illustrations.  Price,  $2.00 


ADVERTISING,  SELLING  THE 
CONSUMER,  by  JOHN  LEE  HAHIN,  New 
York  Advertising  Agent.  The  most  im- 
portant thing  in  advertising  is  selling  the 
consumer.  Mr.  Mahin  tells  specifically 
how  to  do  this.  298  pages,  26  illustrations. 
Price,  $2.00 

ADVERTISING  AS  A  BUSINESS 
FORCE,  by  PAUL  TERRY  CHERINGTON,  of  the 
Graduate  School  of  Business  Admini- 
stration, Harvard  University.  William 
C.  Freeman,  of  New  York,  whose  Talks 
on  Advertising  are  universally  known, 
says:  "I  will  read  again  his  book  and 
reread  it  until  I  have  learned  thoroughly 
many  things  that  I  must  know." 
562  pages.  Price,  $2.00 

FIRST  ADVERTISING  BOOK,  The, 

by  PAUL  TERRY  CHERINGTON,  Author  of 
"Advertising  as  a  Business  Force."  A 
great  deal  of  the  power  of  The  First 
Advertising  Book  lies  in  the  fact  that  it 
deals  with  actual  experiences,  not 
theories.     596  pages.  Price,  $2.00 

THE  NEW  BUSINESS,  by  HARRY  TIPPER, 
Manager  "The  Automobile";  Lecturer 
on  Advertising,  New  York  University. 
Everyone  who  has  anything  to  sell  will 
find  this  book  a  practical  first  assistant 
in  increasing  his  sales.     391  pages. 

Price,  $2.00 

WE,  by  GERALD  STANLEY  LEE,  Author  of 
"Crowds."  A  book  as  thought-compel- 
ling as  "Crowds."  It  gives  a  splendid 
vision  of  the  opportunities  of  the  adver- 
tising profession.     711  pages. 

Price,  $1.50 


ORDER  FORM 


r 


#f 


MacLEAN  PUB.  CO.,  LTD.,  Technical  Book  Dept.,  Toronto 

PLEASE  SEND  ME  the  following  hooks,  charges  prepaid.    I  agree  to  remit  $1.00  within  five  days 
after  receipt  of  books  and  $1 .00  a  month  until  they  are  fully  paid  for,  or  to  relurn  them  to  you 
within  five  days  (the  payment  plan  applying  ONLY  to  ORDERS  for  TWO  OR  MORE  BOOKS). 
( Check  the  Books  Desired) 


H  Awakening  of  Business  ~|  How  to  Advertise 
^                          ($2.00)  ($2.00) 

— |  Benjamin  Franklin,  Printer  H  Advertising,  Selling  the 

($2.00)  Consumer  ($2.00) 


|  Manual  of  Successful 
Storekeeping      ($3.00) 

NAME__  __ 


I  Advertising  as  a  Business 
Force  ($2.00) 


The  First  Advertising  Book 
($2.00) 
~  The  New  Business 

($2.00) 

($1.50) 


Firm  or 
Reference. 


STREET 


CITY 


SPECIAL  CASH  OFFER— If  5  or  more  are  ordered  and  are  paid  for  IN  CASH  in  5  days,  a  special  discount  of  $1.00  will  ^e  allowed. 
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MADE  IN  ALL  STYLES 

STANDARD-SELF-FILLING— SAFETY 


! 


r 

to 

1 


"Swan    Safety"      "Swan    Safety"    Regular   "Swan"    Regular   "Swan" 


with  Rolled 

Gold  Mount 

Plain  or  Engraved 


with  Rolled 

Gold  Mount 

on   Barrel 


No.  Each 

CI    $2.50 


No.  Each      No.  Each      No. 

CI    $3.50       100    $2.50       100 

4.00   200  3.00   200 

5.00   300  4.00   300 

6.00   400  5.00   400 

7.00   500  6.00   500 

Swans"   are   supplied    in    vest   pocket    " 
"Swan"    Roll    Clip    Caps,    fitted    to    any    of    above    pens    extra. 
Every   "Swan"  pen   is  guaranteed   to  give  complete  satisfaction. 
medium   broad,   stub,   turned   up,    oblique   and   special   points   for   spe 


'Swan    Safety"     "Swan    Safety" 
Self-Filler  Self-Filler 

•    with  Rolled  Full  Covered 

Gold  Mounts        Filigree  Design 

Plain  or  Engraved 

No. 


"Swan    Safety"   Regular    "Swan" 


3.00 
4.00 
5.00 
6.00 


C2 
C3 
C4 
C5 


Each 
.$3.50 
.  4.00 
.  5.00 
.  6.00 
.    7.00 


Safety   and    Self-filling 


No. 

CI  LSF. 
C2  LSF. 
C3  LSF. 
C4  LSF. 
C5  LSF. 
B"   length 


Each 
$2.50 
3.00 
4.00 
5.00 
6.00 


No. 

CI   LSF.. 
C2   LSF. 
C3   LSF. 
C4   LSF. 
C5   LSF. 


A2  Silver 
B2      "      . 


Each 
$3.50 
4.00 
5.00 
.    6.00 
7.00 
same   sizes   as   "C 
Nickel.    25c;    Rolled    Gold,    $1.00. 
Points    are   made   for   every    style   of   handwriting — fine,    medium 
cial   work,  such  as  stenography,  bookkeeping,  etc. 


C2 
A2 
B2 
C2 


Each 
$8.00 
..  9.00 
..10.00 
Gold  9.00 
..10.00 
.  .11.00 


Rolled  Gold 
Full  Covered 
Wave  Pattern 


No.  Each 

100 $8.50 

Also  Supplied 
Barrel  Covered 
100    $6.00 


at  same   price. 


TRADE  DISCOUNTS  ON  REQUEST 

Some  very  attractive  patterns  of  Presentation  Self-filling  Swan  Pens  have  been  added  to  our  list  and  our  travellers  are  already  on 
their  fall  visits ;  the  importance  of  placing  orders  early  this  fall  cannot  be  too  strongly  emphasized,  owing  to  the  difficulties  to  be 
overcome    due    to    the    shortage    of    both    labor   and    material,    but   our    increased    facilities    now    that    Swan    Fountain    Pens    are 

MADE  IN  CANADA 

Have  greatly  relieved  the  strain,  although  by  no  means  entirely  overcome  the  difficulties,  because  of  the  increased 
popularity  and  very  heavy  demand  for 

^"SWANlEVER  SELF-FILLING  FOUNTAIN  PEN 

which  fills  with  a  flip  of  the  finger.    Writes  instantly.    Sells  readily. 

MABIE,  TODD  &  COMPANY,  243  cXTs^to^onto 


LONDON 


PARIS 


NEW  YORK 


CHICAGO 
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TKcSi^ 


£ol,[»l£R 


It's  Your  Initial 
Order  We  Want 

— given  that,  we  feel  certain  of  your 
further  orders,  for  our  lines  sell  with 
the  snap  and  the  vim  that  is  the  delight 
of  every  aggressive  dealer. 

Our  celebrated  line  of 

TOY  BOOKS 

is  having  a  larger  sale  than  ever 

We  have  in  stock  a  very  extensive  range  of  Children's  Toy  and  Picture 
P><  ioks. 

If  j/oii  are  interested  write  for  our  catalogue  and  terms. 

DEAN  &  SON,  LIMITED 

160A  FLEET  STREET,  LONDON,  ENGLAND 


DEAN  &  SON,  LIMITED 
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Dean's  Rag  Books  are  the   greatest 

invention  ever  introduced  for 

little  children. 


Deans  Rag  Books 


Quite  Indestructible 


TRADE  MARK  Registered   in   All   Countries 

Look  for  the  Trade  Mark  and  in- 
sist  upon    having  "Ft AG"  Books. 

DEAN'S 

PATENT  RAG 
BOOK  LINE 


WASHABLE 


INDESTRUCTIBLE 


HYGIENIC 


DEAN'S    RAG    BOOKS    are    produced    in 
Fast,   non-poisonous  colours. 
DEAN'S    RAG    BOOKS    are    British    from 
cover  to  cover. 

DEAN'S  RAG  BOOK  Range  comprises 
about  ninety  titles  retailing  at  10c,  15c,  30c, 
50c,  75c,  $1.00,  $1 .25  and  $1 .50. 
DEANS  RAG  BOOKS  are  handled  by  all 
first  grade  Wholesalers  and  Jobbers  through- 
out the  Dominion.  Only  the  best,  and  most 
popular  artists  of  the  day  such  as  Ceil  Alden, 
John  Hassell,  Stanle;/  Berkeley,  H.  C.  Marsh, 
Hilda  Cowham,  etc.,  etc.,  are  employed  in  the 
designing  of  DEAN'S  RAG  BOOKS. 


Sole  Manufacturers  and  Patentees  of  "RAO" 
Bonks. 

Dean's  Rag  Book  Co.,  Ltd. 

2  to   14  Newington  Butts 
LONDON,  S.E.,  No.  1 


The  Miniature  Hilda 
Cowham  Kiddie  Line 

Twelve  figures,  reproduc- 
tion of  the  life-size  models 
as  purchased  by 

Her  Majesty 
Queen  Mary 

Each  12  inches  high.  Boxed 
dozens   assorted. 

Suitable  for  Menu,  Guest 
Card,  and  Calendar  Hold- 
ers, Advertising  and  Dis- 
play Figures. 

BRITISH  MADE 


Prices  and  Samples  upon  Application 


Manufacturers   and   Patentees 

The  British  Novelty  Works 

ELEPHANT  BUILDINGS,         LONDON,  S.E. 
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HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses    in 
Toronto 

and 
Montreal 


AMERICAN  BIG  SONG  SUCCESSES 

"My  Sweetheart  is  Somewhere  in  France" 

The  Ballad  Beautiful  with  a  Pretty  Story 

"Gee!  What  a  Wonderful  Time  We'll  Have  When  the 

Boys  Come  Home5 


Another  "Yip-I-Addy-I-Aye"  Waltz  Song 

"LOOKOUT  MOUNTAINS" 

BALLAD 


"INDIANA" 

BALLAD 


a 


LONG   BOY" 


Good  Bye,  Maw!  Good  Bye,  Paw!    Good  Bye,  Mule!  with  Yer  Old  Hee  Haw! 

The  biggest  nut  song[ever  published.         One'of  ruttiest  nut  songs  on  the  market 

and  one  of  the  biggest  sellers. 


PUBLISHED 
BY 


SHAPIRO-BERNSTEIN  COMPANY 

224  WEST  47th  STREET,  NEW  YORK 


MUSIC 
PUBLISHERS 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton.  London,  Eng. 

A.RAMSAY  &SON   C2 

EST'D.   1842.    MONTREAL. 


Thi 


the 


Pat.   May   13,    1913 


"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 
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YOUR  copy  of  our  Fall  and  Xmas  Cata- 
logue is  on  the  press.     If  your  name  is 
on  our  Mailing  List  you  will  receive  it 
early  in  October. 

Should  your  name  not  be  on  our  Mailing- 
list  send  us  a  post  card  and  our  advertising 
matter  will  go  to  you  regularly.  Catalogue 
is  full  of  money-making  lines. 

Booklets,  Cards, 
Post  Cards,  Etc. 

Pennants,  Cushions,  Calendars,  Crest  Shields 
and  Textile  Novelties. 

Tigris  Ivory  Novelties  (made  in  Canada), 
Purses  and  Wallets,  Souvenir  lines,  Dolls, 
Toys  and  Novelties,  and  a  host  of  good 
things. 

Be  sure  to  get  a  copy. 

PUGH  SPECIALTY  CO. 

LIMITED 
38-42  Clifford  Street,      Toronto,  Canada 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 
f 


Kindergarten   and  Primary   Material 
Water  Color  Boxes,  Drawing  Papers 


Reeds,     Raphia,     Hyloplate 

Johnston's  Maps  and  Globes 

Plasticine,  Slated  Cloth 


Chambers's  Gazetteer 

Imperial  Concise  Dictionary 

World  Wide  Atlas 


We  carry  in  stock  all  the  above  lines. 
Trade  orders  solicited. 

The 

George  M.  Hendry  Co. 

Limited 

School  Equipment 

215  VICTORIA  ST.    -    TORONTO 


Here  are  two  good  ones 

from  the 

Globe- 
Wernicke 


Utility    Card    Index    Cabinet     (Two 
drawer     size) 


You  can  depend  up- 
on any  office  fixture 
bearing  the  name 
"Globe."  It  will  sell 
readily  and  give  last- 
ing satisfaction  to 
the  most  efficient 
office  man. 

Our  illustrated  cata- 
logue will  show  you 
the  many  Globe- 
Wernicke  sales-get- 
ters. Write  for  a 
copy  and  ask  for 
trade  price  list. 

THE 

GL0BE-WERN1CKE 

CO.,  LTD. 

STRATFORD   -    ONTARIO 


Line 


Cloth    Covered    Vertical    File 
Tray    No.    381     (Letter    Size) 
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BUYERS9   GUIDE 


MADE 


ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina  Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made   in   America 
Sol  id  he d  Tack  Co. 

Makers 
38  Murrays,  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 

Send  for  price  list 

ThtyCopp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew,  Ltd. 

Publishers  of  the 
Famous  "ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART   SUPPLIES. 

Artists'    Supply    Co.,   77    York    St.,   Toronto. 

A.   Ramsay   &   Son    Co.,   Montreal. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 

Toronto. 

BLOTTING   PAPERS. 
The    Albemarle    Paper   Co.,    Richmond,   Va. 
Beveridge    Paper    Co.,    Ltd.,    Montreal,    Que. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Standard   Paper  Mfg.   Co.,   Richmond,  Va. 

BLANK    BOOKS. 
Boorum    &    Pease    Co.,    Brooklyn,    N.Y. 
Brown    Bros.,    Ltd.,    Toronto. 
Buntin,    Gillies    &   Co.,   Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp,    Clark   Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 
CHRISTMAS    AND    PICTURE    POST    CARDS. 
Birn   Bros.,   266   King  St.   W.,   Toronto. 
A.    O.    Hurst,    Canadian    representative,    32    Front 

St.    W..   Toronto. 
J.   H.   Jost.   Halifax,   N.S. 
Menzies    &    Co.,    Toronto. 
Ritchie    &    Sons,    Ltd..    William. 
Valentine    &    Sons,    Toronto    and    MontreaL 

CODE    BOOKS. 
The    American     Code     Co.,     83     Nassau    St.,    New 

York. 

CRAYONS. 
Binney    &    Smith,    New   York. 
A.     R.     MacDougall     &     Co.,     266     King     St.     W., 

Toronto. 

EYELETTING   MACHINES. 
Elbe   File  and   Binder   Co.,   New   York,   N.Y. 
Ideal   Specialties    Mfg.   Corporation,   552   Pearl   St., 

New   York    City. 

ENVELOPES. 
Beveridge  Paper  Co.,   Ltd.,  Montreal,  Que. 
Brown    Bros..    Limited,    Toronto. 
Buntin,   Gillies   &   Co.,   Hamilton. 
Copp,    Clark    Co.,   Toronto. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &   Co.,   Limited,   Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 

ERASERS. 
St.    Mungo    Mfg.    Co.,    Glasgow,    Scotland. 
Weldon    Roberts    Rubber   Co.,    Newark,   N.J. 

FANCY    PAPERS,    TISSUES    AND    BOXES. 
Beveridge  Paper  Co.,   Ltd.,  Montreal,   Que. 
Dennison   Mfg.   Co.,   Boston. 
Menzies   &  Co.,  Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W.,    To- 
ronto. 

FOREIGN   TEXT   BOOKS. 
Wycil    &   Co.,   83   Fulton   St.,   New  York. 

FOUNTAIN   PENS. 
Arthur  A.   Waterman   Co.,   Ltd.,   New  York. 
Sanford   &   Bennett  Co.,   51-53   Maiden   Lane,   New 

York. 
A.     R.     MacDougall     &     Co.,     266     King     St.     W., 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,   MUCILAGE   AND   GUMS. 
Chas.   M.   Higgins    &   Co.,    Brooklyn,   N.Y. 
The  Carter's   Irfk   Co.,   Montreal. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King    St. 

W.,   Toronto. 
"Glucine."   Menzies    &    Co.,    Limited,    439    King   St. 

W..   Toronto. 

INDELIBLE   INK. 
Carter's   Ink    Co.,   Montreal. 
Payson's   Indelible   Ink. 
S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 
The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN    MATERIALS. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St.. 

Toronto. 

LANGUAGE  BOOKS. 
Wycil  &   Co.,   83  Fulton  Street,   New  York. 
LEAD    AND   COPYING    PENCILS. 
American    Pencil   Co.,   New  York. 
Wm.   Cane   &    Sons,   Newmarket,    Ont. 
A.     R.     McDougall     &     Co.,     266     King     St.     W.. 

Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    G>C    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wit 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and  Paper  Goods  in  all  lines, 
White  and  Colored  Tissues. 

Blottings,   Napkins    and    Lunch    Sets. 

SPECIAL  SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 


of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y.  . 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing:  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful display. 


Wm.  Sinclair  & 
Sons,  Limited 

STATIONERS 

Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.  Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  Etc. 


If    you    are    looking    for    a    pad    of 
class   then   order   my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  eight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian  Representatives 
266  KING  STREET  WEST.  TORONTO 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


LOOSE    LEAF    BOOKS,    BINDERS   AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin,    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark   Co.,   Toronto. 
Luckett    Loose    Leaf,    Limited,    215    Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Victor.   22   Cliff   St.,  New  York   City. 
Warwick   Bros.    &   Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 
Wilson-Jones    Loose    Leaf    Company,    3021    Carroll 

Ave.,    Chicago ;    129    Lafayette   St.,   New  York. 
LEATHER    AND   FANCY   GOODS. 
!  Brown   Bros.,    Ltd.,   Toronto. 

MAP  PUBLISHERS. 
Rand,    McNally    &    Co.,    Chicago. 
The   Copp.   Clark   Co.,   Toronto. 

The    Scarborough    Co.    of   Canada,    Hamilton,    Ont. 
METAL    PARTS    FOR    LOOSE    LEAF    BINDERS. 

I  Wilson-Jones    Loose    Leaf    Company,    3021    Carroll 
Ave.,   Chicago ;    129   Lafayette   St.,   New   York. 
MILITARY   SPECIALTIES. 
Geo.    Clark,    Southam    Bldg.,    Montreal,    Que. 
Pugh    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 
Imperial   News   Co.,   Montreal,   Toronto,   Winnipeg. 
Toronto  News   Co. 
Montreal  News  Co. 
Winnipeg  News   Co. 

PAPER   FASTENERS. 
Bump    Paper    Fastener    Co.,    La    Crosse,  '  Wis. 
Ideal    Specialties   Mfg.    Corp.,    552    Pearl    St.,   New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPETERIES   AND   WRITING   PAPERS. 
Beveridge   Paper   Co.,   Montreal,   Que. 
W.   V.   Dawson,   Limited,   Montreal,   Toronto,   Win- 
nipeg. 
The  Brown  Bros.,   Ltd.,  Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 

PERIODICALS. 
Life  Publishing  Co.,  17  West  31   Street,  New  York 
City. 

PLAYING   CARDS. 
Goodall's   English   Playing   Cards,   A.   O.   Hurst,   32 

Front  St.   W.,   Toronto. 
Menzies    &    Co.,   Limited,   Toronto. 
U.    S.    Playing    Card    Co.,   Toronto,    Canada. 

POST    CARDS,    GREETING    CARDS,   ETC. 
Hildesheimer,    Ltd.,    93,     Clerkenwell    Road,     Lon- 
don,   E.C. 
A.    O.    Hurst,    Canadian    representative,    32    Front 

St.    W.,    Toronto. 
Philip    G.  -Hunt    &    Co.,    332    Balham    High    Rd., 

London,   Eng. 
Pugh   Specialty   Co.,   38-42   Clifford   St.,   Toronto. 
Ritchie    &    Sons,    Ltd.,    William. 
Valentine    &    Sons    Publishing    Co.,    Montreal. 

SCHOOL  SUPPLIES. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

SCHOOL   AND   OFFICE   RULERS. 
Lucas-Tuttle   Mfg.    Co.,    Silver   Springs,   N.Y. 
The   Up-to-Date   Co.,    Canister,   N.Y. 
Westcott-Jewell   Co.,    Seneca   Falls,    N.Y. 

SHEET   MUSIC. 
Anglo-Canadian    Music    Pub.    Assn.,    144    Victoria 

St.,   Toronto. 
Chappell  Co..   348   Yonge   St.,   Toronto. 
Hawkes    &    Harris   Co.,    Toronto. 
McKinley  Music   Co..   1501-15   East  Fifty-Fifth   St., 
Chicago. 
STANDARD    COMMERCIAL    PUBLICATIONS. 
Morton,   Phillips   &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 
Beveridge  Paper  Co.,  Montreal,   Que. 
Brown   Bros.,   Ltd.,   Wholesale   Stationers,   Toronto. 
Buntin,   Gillies   &  Co..  Hamilton. 
The    Copp.    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark   Bros.    &   Co.,   Ltd..   Winnipeg,   Man. 
W.   V.   Dawson,   Limited,   Montreal,   Toronto,   Win- 
nipeg. 
Warwick  Bros.   &   Rutter,  Toronto. 

STEEL    WRITING    PENS. 
John    Heath,    8    St.    Bride    St.,    E.C.    London. 
Hinks,   Wells   &   Co.,   Birmingham.   Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Representatives. 
A.    R.    MacDougall    &    Co.,    266    King   St.    W.,   To- 
ronto. 
Spencerian    Pen    Co.,   New   York,   N.Y. 
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ELBE  FILE   &   BINDER   CO. 

97  Reade  Street  New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO,  U.S.A. 


Payson's  Indelible  Ink 

for  marking 
clothing,  linen, 
etc.  Ready  for 
use  with  a 
common  pen. 
Always  in  red 
and  yellow 
wrappers.  Es- 
tablished over 
eighty   years. 


Payson's ' 
preparedness 


d  r  u  ggists  (I     [jF  \Y 
and     sta- 
tioners   in    m 
the  Domin     ' 
ion. 


The  STANDARD 

Memorandum 

Calendar 

The  best  and  most  pop- 
ular on  the  market. 

W  rite  for  prices,  etc. 

Edward    Kimpton   Co. 

Wholesale  Stationers 
60  John  St.        New  York 


GEM  CLIPS 

\\   Made    from    the   best   spring  | 

I-    I    steel   wire. 

Box  imprinted  with  your 
name  and  address  free  of 
charge. 

Order     your     yearly     needs 
now     and     obtain     quantity 
prices. 
Have    shipments    made   monthly. 
COMMERCIAL  CLIP    COMPANY,   Inc. 

225  Fifth  Avenue  -  NEW  YORK 


BOOKSELLER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


New  York 

L  I  F  E 

The    leading   artistic   and   humorous    weekly    of 

the  United  States. 

On    every    news-stand    Tuesday,    10c    a   copy. 

Trade    supplied    by    American    News    Company 

and   Canadian   branches.     Write  to  them   or   to 

us    for   particulars. 

A    distribution    of    copies    of    Miniature     Life 

No.    4    will    increase    your    sales    of    Life.     We 

will   furnish   these  gratis.    How   many  can   you 

use? 

LIFE  PUBLISHING  COMPANY 
17  W.  31  Street  -         -  New  York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 

Send  for  Titles,  etc. 

2  Amen  Cor  ner  -         London,  E.C 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 
CO.,   Limited 

1  43  University  Ave.  TORONTO 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215  Victoria   St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto. 
Ont. 

Cassell    &   Co..   55   Bay   St.,   Toronto,   Ont. 

Copp,   Clark   Co..   517    Wellington   St.   W..   Toronto. 
Ont. 

J.   M.  Dent  &   Sons,  27  Melinda  St.,  Toronto,   Ont. 

S.    B.    Gundy,   25   Richmond   St.   W.,   Toronto,   Ont. 

Hodder    &    Stoughton,    17    Wilton    Ave.,    Toronto. 
Ont. 

Thomas    Langton,    23   Scott   St.,   Toronto,    Ont. 

Macmillan    Co.   of   Canada,   70    Bond    St.,    Toronto, 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,   Toronto,   Ont. 
Geo.   J.   McLeod,    Ltd.,   266   King   St.    W.,    Toronto, 

Ont. 

Musson   Book   Co.,    17    Wilton   Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 
Toronto,    Ont. 

Imperial    News     Agency,    Toronto,     Montreal    and 

Winnipeg. 

Business   Books. 
Musson    Book    Co.,    17    Wilton    Ave.,    Toronto. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

New   York   City. 
Wycil    &    Co.,    85   Fulton   St.,   New   York    City. 


Periodicals. 

Life.   17   W.   31   St.,  New  York   City. 

MacLean's  Magazine,   143  University  Ave.,  Toronto 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  1%  in. 

for 

$25  a  year. 

Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at  many   Expositions. 


Wycil  &  Company 

85  Fulton   Street.   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

01  the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter   Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should   Have.  Cloth  Illustrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 


266  King  Street  West 


Toronto,  Canada 


SELL 

MACLEAN'S 


MAGAZINE 

FOR 
CANADIANS 


15c  A  COPY 


Fully    Returnable 
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BOOKSELLER     AND     STATIONER 


Gold  Medal 
Crayons 

For  Every  Use 


TEXTILE, 

RAILROAD, 

CARPENTERS, 

COLORED    AND 

WHITE    CHALKS, 

SLATE  PENCILS,  Etc. 

DRAWING, 

PASTEL, 
MARKING, 
PRESSED 
AND  LUMBER 
CRAYONS. 


If  your  jobber  cannot 
supply  you,  write  us 
and  we  will  give  you 
the  name  of  one  who 
can. 


Binney  &  Smith  Co. 

NEW  YORK 


ADAM  PIETZ 

1011  Chestnut  St.,  Philadelphia 

Steel  and  Copper  Plate  engrav- 
ing of  the  better  kind. 
We  engrave  especially  fine  dies 
for  Christmas  and  other  greet- 
ing cards,  also  for  Box-tops, 
French  edge  seals,  Coats-of- 
Arms,  Monograms,  Addresses, 
etc. 


::"* 


My  policy,  Mr.  Stationer, 
IS  to  .see  how  well  carbons 
and  ribbons  ran  be  made, 
not  how  cheaply  they  can 
>e  sold,  therefore: — 

Caribonum 

Carbons  and 
Ribbons 

mean  increased  turnover, 
greater  profits  and  per- 
manent customers. 

Write  tO  me  about  it  and 
our  advertising  scheme,  at 


Caribonum  Company,  Ltd, 

54  Wellington  Street  East, 
Toronto. 


"••as. 


i^i      JfrhJist 


OoXHtt    i)<^ 


Say  you  saw  it  in 

BOOKSELLER    AND 
STATIONER 


Albemarle    Paper    Mfg.     Co 88 

Allen,   Thomas    31,   32,    33,   34 

American    Lead    Pencil    Co 16 

Beauchamp   &   Co.,  J.   E 79 

Bennett  &   Jennison,   Ltd 16 

Beveridge   Paper   Co 96 

Binney    &    Smith    Co 99 

Blackie   &   Sons,   Limited    7 

Blake,   Arthur  J 9 

Boorum    &    Pease    89 

Bradford,    John    96 

Bradway   Novelty   Co 79 

Briggs,    Wm 24.    38 

British    Novelty    Works    93 

Brown    Bros..    Limited    2 

Buntin,    Gillies    &    Co Back    cover 

Cane   &   Sons,    Limited.   Wm 80 

Caribonum    Co.,    Limited    99 

Carter's    Ink    Co 83 

Cassells,    House    of    17,    18,    19,    20 

Chambers.    Ltd.,    W.   &   R 8,   98 

Clark    Bros.    &    Co.,    Ltd 85 

Climax   Baler   Co 96 

Copp    Agency,    Harold    7,    10.    16 

Copp,   Clark   Co.,   Limited    4,   5,   96 

Dawson,    Ltd.,    W.    V 77 

Dean    &    Son,    Limited    92 

Dean's   Rag   Book   Co..    Ltd 93 

Dominion  Blank   Book  Co 84 

Eaton,   Crane  &   Pike   Co 80 

Eaton-Dikeman    Co 73 

Elbe    File    &    Binder    Co 15,    97 

Esterbrook    Pen    Mfg.    Co 9 

Gale    &    Polden.    Limited    15.    98 

Gilbert   Co.,   A.    C 29 

Gilbert   Post   Card    Co 84 

Globe- Wernicke   Co.,    Limited    95 

Gordon    &    Gotch    6 


INDEX  TO  ADVERTISERS 

Grossett    &    Dunlap    11 

Gutmann   &   Gutmann    14 

Gundy,    S.    B 21 

Heath,  John,  &  Sons  94 

Hendry  &  Co.,  Geo.  M 95 

Higgins  &  Co.,  Chas.  M Inside  back  cover 

Hinks,    Wells    &    Co 84 

Hodder    &    Stoughton,    Ltd 13 

Hoshino   &   Co.,   S.   K 79 

Hurst,  Aubrey  0 1 

Imperial   News   Co.,    Ltd 81 

Irish,    G.    L 97 

Irving-Pitt    Mfg.    Co 3 

Kimpton    Co.,    Edward    97 

Life    Publishing    Co 98 

Lilywhite,    Limited    10 

Lonsdale   &   Bartholomew.   Limited 96 

Luckett   Loose-Leaf   Co.,    Ltd 75 

Mabie-Todd    &    Co 91 

MacLean's    Magazine    86,    100 

Macmillan    Co 30 

McClelland.     Goodchild     &     Stewart,     Lim- 
ited     25,    26,   27,  98 

McCready    Publishing    Co 79 

McDougall  &  Co.,  Limited,   A.  R.22.   23.  30,  97 

McFarlane,  Son  &  Hodgson,  Ltd #.  .  .  97 

McKinley    Music   Co 83 

Menzies    &    Co.,    Ltd 28 

Merriam  Co.,    G.   &    C 9 

Meyers,    Fred   J.,    Mfg.   Co 97 

Mittag    &    Volger,    Inc Inside   back    cover 

Modern    Pen    Co 80 

Modellit   Mfg.    Co 9 

Monarch    Paper   Co.,    Limited    96 

Moore  Push  Pin  Co 84 

Morgan  &  Scott,  Limited    10 

'    ■    <"■' 83 

Musson  Book  Co.,  Limited   36 
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National   Blank    Book    Co 84 

National  Cash  Register  Co /g 

Ogilvie   Publishing   Co 14 

Paine  &  Co.,   W.   S 78 

Payson's    Indelible   Ink    97 

"Penn,  Inc.,  A.  C 88 

Pietz,    Adam    »  99 

Pugh    Specialty    Co 95 

Putnam's    Sons,    G.    P 15 

Ramsay    &   Son   Co.,    A 94 

Reliance    Ink    Co 79 

Robinson    Mfg.    Co gg 

Rockhill  &  Vietor   94 

Rolland    Paper   Co.,    Ltd 73 

Royal   Ink   Co 78 

Sanford   &   Bennett  Co Front  over 

Scarborough    Co.  of  Canada    97 

Scott   Publishing   Co..    Leonard    21 

Sinclair    &    Sons.    Ltd.,    Wm 8,  97 

Shapiro-Bernstein    Co 94 

Smart   Mfg.    Co..    Ltd.,    James 78 

Solidhead    Tack    Co 96 

St.   Mungo   Mfg.    Co.,   Ltd 28 

Stafford,    S.    S.,    Inc 95 

Standard  Paper  Mfg.  Co 78 

Stationers'    Loose    Leaf   Co 96 

Terry,    Herbert,    &    Sons,    Ltd 94 

U.S.   Playing   Cards   Co 87 

Up-to-date    Advertising   Co 97 

Valentine   &   Sons,   United    Publishing   Co., 

Ltd 12 

Warwick   Bros.   &   Rutter,   Ltd 

Inside  front  over 

Waterston    &    Sons,    Limited,    George 8,  96 

Weldon    Roberts    Rubber    Co 73 

Weeks    Mfg.    Co.,    Frank    79,  96 

Wilde    Co.,    W.    A 21 

Wycil  &   Co 98 
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Escaped  from  Germany 

Another  Canadian  Prisoner  Escapes  from  Germany— 

His  Terrible  Experiences  in  Germany— His 

Revelations— Wife  Didn't  Know  Him. 

AN  escaped  prisoner  tells  the  story  of  his  fearful  experiences  in 
Germany  in  MACLEAN'S  MAGAZINE  for  Novemher;  and  gives 
a  vivid  picture  of  conditions  in  Germany  as  he  saw  them.  He  got  out 
by  way  of  Holland  after  appalling  perils  and  hardships.  In  Holland, 
he  was  photographed,  but  so  altered  was  he  that  his  wife  quite  faded  to 
recognize  him  in  this  photograph.  Read  this  story  of  this  Canadian 
soldier's  escape.    It  is  gripping  stuff — a  rare  tale. 

Canadian  Finances  After  the  War 

WILL  conditions  in  Canada  be  serious  when  peace  comes?  They 
may.  What  do  the  big  men  say?  What  do  they  know?  What  do 
you  think?  Are  your  opinions  well  informed?  The  subject  is_  of  the 
greatest  possible  importance,  and  you  will  get  light  and  leading  by 
reading  the  contribution  of  Col.  John  Bayne  Maclean,  who  has  taken 
the  trouble  to  get  the  opinion  of  the  biggest  and  most  highly  placed 
men  in  Canada  to  help  him  prepare  his  article. 

Back  from  the  Arctic 

WILLIAM  THOMPSON,  representing  the  American  Geographical 
Society,  was  this  year  in  the  Arctic  Regions.  He  went  to  the 
delta  of  the  Mackenzie  River,  and  took  many  excellent  pictures  of  the 
country  and  its  Eskimo  inhabitants.  He  makes  the  November  MAC- 
LEAN'S the  vehicle  of  many  of  his  pictures  and  for  an  account  of  his 
journey.  Read  what  this  Arctic  scientist  has  to  tell  us  about  a  remote 
part  of  our  land. 

Slackers  and  Conscription 

WHAT  is  your  attitude  towards  the  draft?  You  have  positive 
opinions,  of  course.  How  do  they  square  with  Miss  Laut's  as 
they  are  expressed  in  her  ringing  article  on  Slackers  in  the  November 
MACLEAN'S? 

The  Nation's  Business 

THIS  is  a  new  feature — a  fearless,  well-informed  survey  of  national 
affairs.  What  we  all  want  is  an  outspoken — but  not  vindictive — 
and  clear-visioned  presentation  of  factors  and  facts  affecting  our 
national,  political  and  economic  welfare. 

The  Late  Sir  Mortimer  Clark 

BEFORE  he  died,  a  few  weeks  ago,  the  late  Sir  Mortimer  Clark, 
eminent  jurist  and  an  ex-Lieutenant-Governor  of  Ontario,  wrote 
for  MACLEAN'S  an  article  on  "Safeguarding  Your  Lleirs."  It  has  to  do 
with  the  functions,  service  and  safety  of  Trust  Companies  as  executors 
of  estates.  This  article  by  a  man  so  distinguished,  so  cautious,  so  able, 
and  so  wise  a  counsellor,  can  be  of  first-rate  value,  to  every  man  per- 
plexed with  the  problem  of  how  his  estate  can  be  safely  and  prudently 
administered  after  he,  the  testator,  has  passed  from  this  life. 
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A  Complete  Novelette 

By  Peter  B.   Kyne 

HIS  story  in  the  November  MACLEAN'S 
is  a  thunderingly  good  story  of  lumber- 
men and  lumbering.  Red  blood  is  in  this 
tale  of  business.  R.  M.  Brinkerhoff  illus- 
ti'ates  it. 

Short  Story 

By  Ethel  Watts  Mumford 

THE  writer  of  this  short  story — the  first 
of  a  delightful  series  by  this  author  to 
appear  in  MACLEAN'S — is  very  well  known 
among  short  story  writers.  Delicate  fancy, 
wholesomeness,  freshness  and  finished  work- 
manship characterize  all  her  work. 

Short  Story 

By  W.  A.  Fraser 

A  MIGHTILY  well-written  story  of  India 
— the  kind  that  we  all  delight  in ;  tense, 
bewildering,  and  lots  of  action.  Fraser  never 
wrote  a  better  short  story  than  this.  Ben 
Ward  illustrates  it. 

Hendryx  and  Oppenheim 

SERIALISTS 

**'TpHE  Gun  Brand,"  by  Hendryx,  comes 
-»-  to  an  end  in  the  November  issue. 
Oppenheim's  greatest  story,  "The  Pawns 
Count,"  is  continued.  Oppenheim's  story 
is  the  biggest  single  feature  ever  secured 
by  MACLEAN'S. 

Sketches  of  Trench  Life 

By  Gunner  McRitchie 

McRITCHIE  was  a  cartoonist  on  a  West- 
ern Canada  daily  before  he  went  over- 
seas. He  has  done  a  number  of  sketches  of 
trench  life  "On  the  Spot,"  and  these  he  has 
sent  home,  for  publication  in  MACLEAN'S 
MAGAZINE.    They're  interesting  and  good. 


MACLEAN'S 
MAGAZINE 

for  November 


Booksellers 
of  Canada: 

WE  confidently  ask  you  to  give 
MACLEAN'S  a  good  showing, 
and  to  introduce  it  to  your  customer?. 
They  will  appreciate  your  act. 


B  0  0  KS  E  L  L E R    AND    S  T  A T I  0 N  E R 
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Quality  Typewriter 
Supplies 

When  you  want  to  supply  your  customers 
with  typewriter  ribbons  and  carbons  of 
specialized  quality  suggest  the  MITTAG 
AND  VOLGER  lines. 

We  supply  every  kind  of  carbon  paper  and 
every  style  of  inked  ribbon.  And  every  one 
of  our  lines  is  as  high-grade  and  customer- 
satisfying  as  human  skill  can  produce. 

Try  "  M.  &  V.  "  Typewriter  Supplies. 
You'll  like  how  they  sell. 

MITTAG  &  VOLGER,  Inc. 

Principal  Office^and  Factory:     Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 
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Higgins' 


Fine  Inks  and  Adhesives 

FOR    THOSE    WHO    KNOW 

Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 

Are  the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing  among  discriminating  con- 
sumers, the  ready-money  kind  who  know  what  they  want  and  are  willing 
to  pay  for  it.    They  are  worth  catering  to. 

CHAS.  M.  HIGGINS  &  COMPANY,  Manufacturers 

271   Ninth  Street  -  -  .  BROOKLYN,  N.  Y. 

Branches  :   Chicago,   London 


BOOK  SELL  E  Ii     A  X  D     S  T  A  T  I  0  X  E  l: 


HAMILTON 


CANADA 


To  Victory" 


Goodall's  English  Gold  Edge 

PLAYING  CARDS 

New  range  of  Patriotic  designs,  beautifully 
Lithographed  in  colors.  Linen  and  ivory  fin- 
ish. We  carry  a  complete  Line  of  Playing 
Cards  at  all  {trices. 

Fine  Stationery 


'On    Leave' 


See  that  your  stock  of  Dimity,  Dutch  Pabrik  and  Kildare,  etc.,  is  complete. 
Ask  ns  for  showcards  and  display  material. 

Inks  and  Adhesives 

All  writing  fluids,  mucilage,  paste,  etc.,  should  be  ordered  before  the  frost 
comes.  The  leading  makes  are  stocked  at  Hamilton,  and  sold  at  manufac- 
turers' prices. 

The  Parker  Safety  Sealed  Self-FiMing 
Fountain  Pen 

The  simplest,  neatest,  handiest  pen  in  the  world.  Absolutely  non-leak- 
able.     No  bumps,  slits  or  holes  in  the  walls. 


Mechanism  of  the  Parker  Self-Filler,  showing  "A,"  the  rubber  tube  deflated   and  "B,"  the   pen   as 

in  use. 


HAMILTON 


CANADA 


i 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  'Kindred 
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How  Many  Fountain  Pens 

Will  You  Sell 

Before  Christmas? 


S.  &B. 
GRAVITY- 
STYLO 


More  fountain  pens  are  bought  during  the 
Christmas  season  than  at  any  other  time.  Yet 
many  dealers  will  sell  less  this  Christmas  than 
last — while  others  will  sell  more — particularly 
those  dealers  who  know  how  quickly  Christ- 
mas shoppers  buy 

SANFORD  &  BENNETT 

FOUNTAIN  PENS 

Pens  that  you  can  sell  at  popular  prices,  and  make  a 
good  profit  and  a  quick  sale  on  every  one  you  order. 

These  pens  are  made  the  best  we  know  how.,  from  the 
finest  materials  to  be  found.  The  workmanship  is 
perfect,  the  mechanism  accurate,  and  the  writing 
smooth,  uniform  and  continuous.  Our  pens  are  posi- 
tively non-leakable,  and  we  guarantee  each  one  made, 
to  give  entire  satisfaction. 

S  &  B  Fountain  Pens  make  most  acceptable  gifts  for 

men  and  women,  boys  and  girls.  Please  give  us  all 
the  time  possible,  on  your  Holiday  requirements. 

Write  to-day  for  prices  and  discounts 


Sanford  &  Bennett  Co. 

51-53  MAIDEN  LANE,  NEW  YORK 

W.  E.  COUTTS,  Canadian  Sales  Agent,  266  King  St.  West 
Toronto,  Ontario 


s.  &  B. 
AUTOPEN 
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LOTUS  LAWN  STATIONERY 

NOTE  PAPER,  ENVELOPES,  TABLETS 
AND  PAPETERIES 


A  SPECIAL  OF  THE  DE  LUXE  SERIES 

This  handsome  line  of  popular  linen-finish  paper  for  social 
correspondence  is  a  striking  combination  of  beauty  and 
utility. 

The  wonderful  drawing-  power  of  an  attractive  window 
display  cannot  be  overestimated.  It  tempts  the  ever-inter- 
ested searching  public — and  tells  its  own  story. 

We  have  a  liberal  proposition  to  offer,  whereby  we  send  you, 
absolutely  free,  material  for  the  above  window  display. 

Write  for  samples  and  quotations. 

WARWICK  BROS.  &  RUTTER,  Limited 

MANUFACTURING  STATIONERS 

TORONTO 
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BLANK  BOOKS 

A  Complete  Assortment  Always  on  Hand 

LEDGERS 

JOURNALS 

.     DAY  BOOKS 

CASH  BOOKS 
MINUTE  BOOKS 
Etc.,  Etc. 


Time 
Books 


Weekly 

Fortnightly 

Monthly 


Column 
Books 


Two  to  twenty-four 
columns,  five  sizes, 
open  end  and  open 
side,  three  bindings. 


Trial 

Balance 

Books 

Six  hundred  to  five 
thousand  names  with 
recapitulation  sheets 
bound  in  back  of 
book  or  with  exten- 
sion recapitulation 
sheets. 


I^DxM^dtv 


Toronto 


I^IMl'TDD 

MONTREAL 


Winnipeg 


hv//////////////////^^^^ 


I'.ooKS  E  L  L  E  R     A  N  I)     8  T  A  T  I  O  N  E  K 


ENUS 


A  big  pencil- 
yes!    Big  in 

popular  favor 
because  it  is 
big  in  value. 
For  smooth- 
ness, unifor- 
mity  and 
durability, 
VENUS 
pencils 
are  peer- 
less! 


There's 
nothing 

experi  men- 
tal    about   the 
VENUSpencil.lt 
has  been  perfect 
for  years.     Any 
degree  you  bought 
in    1910   you   can 
duplicate  precisely  to- 
day.   VENUS  pencils' 
unvarying  merit  is  the 
reason  for  the  big  VENUS 
sales. 

17  black  degrees  from  6B 
softest  to  9H  hardest  and 
hard  and  medium  copying. 

Write  for  prices  and  information 

American  Lead  Pencil 
Company 

220  Fifth  Ave.,     New  York 


LEATHER  GOODS 


Ladies'  Writing  Portfolios, 
Travellers'  Sample  Cases 

SOLDIERS'  PORTFOLIOS 

Large  Range,  All  Styles 

LADIES'  HAND  BAGS, 

Wallets,  Letter  and  Card  Cases, 

Bankers'  Cases 

MEMORANDUM  BOOKS 

Loose-Leaf  and  Tight  Bound 
Great  Variety  Sizes  and  Bindings 

the  BROWN  BROTHERS, 

LIMITED 
Simcoe  &  Pearl  Streets,         -         TORONTO 


BOOKSELLER  AND  STATIONER 


Ledger  Efficiency 


Demands  the  use  of  a  mechanically  bound  ledger  that  is 

RIGH1    in  design 
RIGHT  in  materials  and 
RIGHT  in  construction 


The  New  Model 


LOOSE 


IP 


LEAF 


Current  Ledger  Binder,  now  supplied  on  all  orders,  is 
RIGHT  in  all  particulars. 

It  is  the  Ledger  of 
UNFAILING  DEPENDABILITY 

SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Backed  by  the  Powerful  Epose]  [-Pheaf]  Guaranty 

Containing   the 

significant  phrase 

" — without  cost  to  dealer  or  consumer" 

Irving-Pitt  Manufacturing  Company 

=^^=       LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS       == 

Kansas  City     I  loose  |  J«P|leaf1     Missouri 

NEW  YORK  ::  CHICAGO 

Canadian  Agents-THE    BROWN   BROTHERS,    LIMITED,  TORONTO 
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( )nc  (if  the  eye-catch- 
ing advertisements 
now  being  -ecu  by 
the  people  in  your 
territory. 


The  New  Edition  of 
"The  Official  Rules 
of  Card  Games ' ' 

will  sell  to  almost  every- 
body who  buys  cards. 
Thousands  of  copies  sold 
by  dealers  every  season. 
Order  from  your  jobber. 


Sell  special  packs  and 
supplies  which  you  do 
not  carry  in  stock  from 
our  catalog 

Contains  complete  descrip- 
tions, illustrations  and 
prices  of  educational 
games,  fortune  telling 
cards,  small  juvenile  toy 
cards,  pinochle  packs, 
"500"  decks,  etc.  Send 
for  it  to-day.     It   is  free. 


I 


m&t  would 
YOU  bid? 

To  improve  your  judgment  and  foresight,  play  cards. 
To  play  your  favorite  game  correctly,  send  for  the 
latest  edition    of    "The    Official    Rules  of   Card 
Games."     To  increase  the  pleasure  of  playing  any  game  use 

BICYCLEM&G 

Perfect  slip — no  misdeals.     Big  indexes — easy  on  the  eyes.    Superior  quality — longer 
lasting.  Now,  as  ever,  selling  at  the  lowest  price  for  which  high-grade  cards  can  be  obtained. 


CONGRESS  PLAYING  CARDS— Gold  edges.  Art  backs  repro- 
ducing beautiful  paintingsi  n  full  color.  Especially  for  card  parties, 
clubs  and  social  play.     Ideal  for  prizes  and  gifts. 

Send  For  J  his  Book — Official  rules  of  every  known  card  game, 
300  i  n  all,  including  Pirate  Bridge.  1 5c  postpaid.  Catalog  of  all  kinds 
of  playing  cards,   educational  games  and  supplies  Free.     Address 

THE  U.  S.  PLAYING  CARD  CO. 

Dept.  4  Cincinnati,  U.  S.  A.  or  Toronto,  Canada 


Just  like  handing  you  so  much  money 


CONGRESS 
PLAYING   CARDS 

are  the  de  luxe  brand  that 
sells  readily  to  women  for 
parties  and  clubs,  and  for 
gifts  and  prizes.  There 
are  many  people  in  your 
territory  who  want  gold- 
edged,  art  hack  cards  and 
they  all  know  Congress. 
Ask  your  jobber  for  the 
following  new  designs: 

Birches,  Homeward,  Trooper, 
Poetry,  Apache,  Youth  in 
standard  size;  Brook,  Carni- 
val, Moonlight,  Argosy,  Vista, 
Muse  in  whist  size. 


TO  TURN  over  your  invest- 
ment in   a  stock  of  Bicycle 
Playing  Cards  several   times 
every  year  and  make  your  profits 
requires  practically  no  more  effort 
than  to  accept  money  freely  given. 

Bicycle  Playing  Cards  are  sold 
for  you.  You  simply  hand  them 
out  to  your  share  of  the  millions 
who  use  them. 

Continual  advertising  in  the 
greatest  national  magazines  makes 
Bicycle    the    hest    known    brand. 


Rigidly  maintained  quality 
makes  Bicycle  the  hest  liked 
brand. 

Popular  price  makes  Bicycle  the 

most  widely  used  brand. 

To  sell  Bicycle  Playing  Cards 
simply  stock  them  and  put  them 
where  they  will  be  seen.  Ask 
your  jobber  for  the  following 
backs.  They  move  fast.  Rider, 
Racer,  Thistle.  New  Fan.  Acorn. 
Lotus. 


Window  Display  material,  mailing  slips  and  other  things  to  let  people 
know  that  yoa  sell  U.S.  Playing  Cards  sent  on  request  to  us.      Address 

THE  U.S.  PLAYING  CARD  CO.,  Dept.  4,  Toronto,  Can- 
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There  is  so  much  individuality  in  an  Esterbrook  Pen 
that  only  our  standard  hand-made  pens  meet  all  the 
requirements.  High-grade  pen-  must  be  modified  by 
hand  processes  to  make  them  just  right  to  the  human 
touch. 

From  the  laboratory  bests  of  the  steel  through  all  the 
processes  of  making  to  finishing  and  inspecting  each 
separate  pen.  every  step  is  watched  with  the  utmost 
vigilance  to  insure  a  pen  of  uniform  dependability. 
Over  two  hundred  million  Esterbrook  Ten-  are  made 
by  these  processes  and  with  greatesl  care  to  meet  the 
annual  demand  for  the  most  popular  writing  unit  in 
the  world. 

Esterbrook  Pens  are  made  to  give  satisfaction.  Yon 
cmi  rely  upon  their  perfect  performance  for  every 
writing  task  for  which  they  are  designed.  Your 
satisfied  pen  customers  will  help  you  on  the  road  to 
profits  if  you  sell  them  Esterbrook  Steel  Pens. 

ESTERBROOK  PEN  MFG.  CO. 


18-70  Cooper  St. 


CAMDEN,  N.  J. 


Write  for  information  about  the  Esterbrook 
Counter  Display  Case 

CANADIAN  AGENT: 

THE  BROWN  BROS.,   LIMITED 

Toronto,  Canada 


BOO  K  S  E  J.  I.  E  It     A  N  D     ST  A  TK)  N  K  l: 


Full  Profits 


IN  these  days  of  narrow  margins,  a  merchant 
must  secure  all  his  legitimate  profits.  Losses 
mean  failure.  Mistakes  and  carelessness  cause 
losses.  If  a  charge  transaction  of  one  dollar  is 
lost  or  destroyed,  the  profit  on  a  ten  dollar  sale 
is  eaten  up. 

Safeguard  profits.  Install  the  National  Cash 
Register  system  for  protecting  retail  merchants. 
The  electrically  operated  National  Cash 
Register  and  the  National  Credit  File  are 
earning  their  way  in  thousands  of  stores  to-day. 
Write  us  for  full  information.  This  request 
will  place  you  under  no  obligation. 


The  National  Cash  Register  Company 

OF  CANADA,  LIMITED 

Toronto  Ontario 


BOOKSELLER  AND  STATIONER 


The  Success  of 

Canada's  Victory  Loan 

will  Provide  your  Customers 
with  Money  to  Spend 


GREAT  BRITAIN  cannot  continue 
to  buy  the  agricultural  and  manu- 
factured products  of  Canada  unless 
Canada  is  prepared  to  grant  credit  to 
Britain. 

And  if  Great  Britain  were  compelled, 
through  the  lack  of  this  credit,  to  buy 
in  some  other  producing  country, 
where  she  COULD  get  credit,  think  of 
the  effect  it  would  have  upon  YOUR 
CUSTOMERS. 

The  farmers  would  lose  their  best 
market  for  live-stock,  grain,  cheese  and 
other  products;  miners  would  have  to 
work  short  shifts;  workers  in  manu- 
facturing industries  of  every  kind  would 
have  their  wages  reduced,  and  many 
would  be  thrown  out  of  employment. 

You  would  have  to  face  IMPOVER- 
ISHED CUSTOMERS  with  your 
shelves  loaded  with  merchandise 
bought  at  above  normal  prices. 

For  the  great  business  prosperity  of 
Canada  is  very  largely  due  to  the  mil- 
lions upon  millions  of  dollars  expended 
in  Canada  by  Great  Britain. 

And,  as  Great  Britain  requires  credit 
so  that  she  may  continue  to  buy, 
Canada's  Victory  Bonds  are  offered  so 
that  this  credit  may  be  established. 


The  money  so  raised  will  be  SPENT 
IN  CANADA— will  be  used  so  that 
those  who  SELL  to  Great  Britain  can 
be  paid  IN  CASH. 

Therefore,  it  is  in  your  interest  as  a 
business  man — to  say  nothing  of  your 
duty  as  a  patriotic  citizen — to  DO 
ALL  YOU  CAN  to  make  the  issue  of 
Canada's  Victory  Bonds  a  GREAT 
SUCCESS.  Suggest  it,  discuss  it 
with  your  customers.  Study  the  ques- 
tion so  that  you  can  advise  those  who 
are  sure  to  ask  you  about  it. 

Canada's  Victory  Bonds,  moreover, 
are  an  exceptionally  good  investment. 
They  earn  a  good  rate  of  interest;  the 
principal  is  secured  by  the  signed  pledge 
of  Canada,  backed  by  all  the  resources 
of  Canada.  Any  bank  will  lend  money 
upon  their  security  alone,  and  the 
bonds  can  be  sold  at  any  time. 

Buy  Canada's  Victory  Bonds  when 
offered  in  November,  to  the  limit  of 
your  ability.  Even  anticipate  future 
profits  so  that  you  may  do  so.  Your 
bank  manager  will  help  you — he  will 
arrange  any  accommodation  within  his 
power  for  this  patriotic  purpose. 


That's    the    Way   to    Keep 
Your    Business    Booming 


Issued   by  Canada's  Victory  Loan  Committee 

in   co-operation    with  the   Minister  of   Finance 

of  the  Dominion  of  Canada. 
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YOU     CAN     NOW 

BUY 

MADE  IN  CANADA 
*-     PENCILS     -« 

•Miiiuit.K  lnr««l     by 

7/fe  Wm.  Cane  6?  Sons  Company,  Limited 
Newmarket,  canao* 
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•  CANE'S  BH.!*    NELSON  HB 
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Mr.  Dealer — There  is  a 
good  demand  for  Cane's 
Made-in-Canada  Pencils. 

And  the  margin  on  every  sale  is 
bigger  than  what  you  can  get  on  the 
imported  lines,  because  there  is  do 
duly  to  i>ay  on  Cine'-  Pencil — they 
are  made  righl  here  in  ( !anada  by  the 
old-established  firm  of  Wm.  Cane  & 
Sons. 

Cane's  Pencils  are  very  lii.uh  class — 
they  are  made  to  give  satisfaction 
and  to  "repeal  ." 

We  help  \  hi  sell  your  .-tuck.  The 
attractive  store  card  shown  here  will 
get  your  customers  interested.  Get 
one  in  your  -tore  to-day  and  watch 
the  Cane  Pencil  demand. 

The  Wm.  Cane  &  Sons 
Co.,  Limited 

Newmarket,  Canada 


When  a  woman  of  refinement  comes 
into  your  store  for  stationery 

(jranes 
c/menc 

is    sure    to    meet   with    her    approval. 

This  line  enables  you  to  offer  her  a 
wide  variety  of  tints  and  styles  from 
which  she  may  select  those  which  suit 
her  individual  and  cultured  taste. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


QUICK   Way  to 
Mount 

PHOTO 
PRINTS 


Treasured  camera  pic- 
tures or  post  cards  are 
easily  lost  unless 
mounted  in  a  book, 
where  they  can  always 
be  turned  to  at  a  min- 
ute's  notice. 


JiO  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
to  mount  photos  and  post  cards: — are 
always  secure,  neat  and  artistic.     Slip 
on   each   corner   of  the   picture — wet    'em 
and  stick  'em,  that's  all.   They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.    Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND  DEALERS 

This   is   a   big  selling,  easily  handled   line. 
Millions   sold   in   all  parts   of  the  world. 
Stationery,    photo    supply    departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post    card     collectors. 
it™ j£/~X         Write    us   to-day   for    samples 
■".-rs*-'>£.3\  and  quantity  prices. 


ENGEL  MANUFACTURING   COMPANY 

456  LELAND  AVENUE.  CHICAGO    ILL  .  U.S.A. 
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ARO-AIlAC 


SELLING  DIRECT  FROM  FACTORIES" 


A.R  MacDougall  8  Co. 

TORONTO 


ARO-AVAC 

LI  NCS  , 


SUNDRIES 


It's  the  Guarantee 

that  first  attracts 

attention. 

But  the  other  features  supply  support- 
ing arguments  that  complete  the  sale. 
If  a  buyer  wants  long  wear,  neat 
appearance,  lightness,  graceful  shape, 
cleanliness,  fire  resistance,  solid  sides 
and  bottoms  and  all  round  good  service 
he  will  get  them  in 


VUL-COT 


WA  STE 
BASKETS 

GUARANTEED  FIVE   YEARS 

You  will  find  Vul-Cct  Baskets  among  those 
unusually  quick  sellers  that  result  in  a  tidy 
increase  in  revenue  with  low  selling  costs. 
Since  the  public's  attention  was  first  called 
to  Vul-Cct  Baskets  through  advertising 
Vul-Cot  sales  have  increased  considerably 
more  than  100  r; . 

Dealers  who  formerly  carried  only  a  few 
old-fashioned  baskets  for  which  there  was 
but  an  occasional  call,  turned  this  depart- 
ment into  one  of  their  best  profit-makers 
by  putting  in  a  line  of  Vul-Cot  Baskets. 

You,  too,  can  add  to  your  profits  in  like 
manner. 

Write  for  full  particulars. 


For 

Engineers 
Architects 
Draftsmen 

Artists 


Strong 
Smooth 
Long-Wearing 
Leads 

17  Degrees 


The  most  scientific  achievement  in  pencil  making, 
The  perfect  balance  of  smoothness,  strength  and 
wearing  quality  has  made 

DIXON'S  ELDORADO 

THE  MASTER  DRAWING  PENCIL 

The  favorite  of  engineers,  architects,  draftsmen 
and  artists. 

The  above  handsome,  standing  sign,  18"  x  21", 
finished  in  six  colors,  free  to  dealers. 

DIXON'S  SOVEREIGN 

Yellow  Finish,  Smooth  Edge.  Pleasing  to  the 
Fingers.  Strong,  Smooth  Leads.  Made  in  Five 
tirades  Tipped  and  Six  (hades  Un tipped. 

THE   FIVE   CENT  PENCIL   FOR 
CANADIAN  DEALERS  TO  PUSH. 

The  Sovereign  will  satisfy  your  customers  and 
give  yon  a  good  profit.  Von  will  create  good-will 
for  your  business  by  recommending  Eldorado  and 
Sovereign  Pencils. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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WATERSTON'S 


TRADE 


BEE"  %Sk  BRAND 


SEALING    i 


Established 
1752 


Banker's 
Specie" 


is  the  banker's  favorite 
quality.      It    is    a    thor- 
oughly reliable  wax.   pos- 
sessing     a      brilliancy      of 
colour,   combined   with   the 
greatest    adhesiveness,    and 
has  the  additional  advantage 
of  being  sold  at  a  moderate 
irice. 


^jftRRISTONROAD  - 

^DINBURGHJJ 


s  St, Bride  Street- Ludcate  Circus 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Pads 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane,  Paternoster  Row.  E.C.  4 


^r\ 


Mr.  Dealer!  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of 
use.  Backs  and  seats  are  shaped  to  en- 
sure comfort  and  a  correct  position  for 
the  body  of  the  pupil.  Woods  being 
coated  with  moisture-proof  varnish,  will 
not  warp,  crack  or  check.  Tops  finished 
in  rich  mahogany  color,  preventing  light 
reflection  and  giving  the  desk  a  fine, 
rich  appearance. 

We  allow  representatives  a  very  hand- 
some discount  or  commission  and  sug- 
gest your  writing  now  for  full  particu- 
lars   of   the    Desk    and    the    Proposition. 

Just  a  postcard. 

Made  in  Canada  by 

Canada    Foundries    &     Forgings,  Limited 

Jas.  Smart  Manufacturing  Co.   Plant 
Winnipeg,  Manitoba  Brockville.  Ontario 
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BOOKSELLER  AND  STATIONER 


DOMINION 


BOUND  AND 
LOOSE  LEAF 
BLANK  BOOKS 


DOMINION  \%%  PRICE  BOOKS 

6200  Line:  made  with  3,  5  and  7  rings.  Bound  in  Genuine 
Black  Morocco  or  Flexible  Black  Piggrain  Texhide. 
Fillers  in  all  standard  rulings. 


BLANK  BOOKS 

School  and 
College 
Exercise  Books 

Canadian  stationers  are 
offered  a  first-class  line  of 
commercial  and  school 
blank  books,  with  assur- 
ance of  prompt  shipment 
and  satisfactory  service. 
Special  orders  can  be 
handled  with  dispatch. 
Submit  your  requirements 
for  price  quotations. 


DOMINION  BLANK  BOOK  COMPANY,  LIMITED 

BERTHIERVILLE,   P.Q. 
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PENCIL  ERASERS 


BRITISH    MADE 

CAN  BE  OFFERED  TO  YOUR  CUSTO- 
MERS WITH  EVERY  CONFIDENCE 
THAT  THEY  WILL  GIVE  THE  UTMOST 
SATISFACTION. 


The     soft     Pink     "COLONEL"     ERASER 

(No.  1190)  is  especially  manufactured  to 
meet  the  requirements  of  draughtsmen, 
architects,   artists,    etc. 


For  general  office  use  the  Square  White 
(Nos.  1210  and  1200),  the  Square  Green 
(No.  1200)  and  the  Bevel  White  (No. 
1200)  are  the  popular  brands.  All  those 
are  made  in  various  sizes. 
The  trade  are  buying  "COLONEL" 
ERASERS  freely  without  the  slightest 
doubt  regarding  the  reliability  of  the 
rubber  and  its  effective  erasive  quality 
-both  are  right.  It  is  our  business 
to   see   to   this. 


Samples  and  prices  can  be  obtained  from 
our  distributors  for  Canada. 


Menzies  &  Co., 


Ltd.,  439  King  Street  W. 
Toronto 


Sole  Manufacturers: 

The  St.    Mungo    Manufacturing 

Co.,  Limited 

Glasgow,  Scotland 


EHHimi 


COLUMN  BOOKS 

Made   to   take   the   place    of   books   now- 
ruled  to  order. 


SEND  for  a  supply  of  folders  showing, 
in  reduced  form,  the  many  combina- 
tions   of    rulings     supplied     in    the 
National   Multi-Column  Books. 
SENT  FREE. 

National   Blank  Book  Co. 

HOLYOKE,  MASS.,  U.S. A 
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BOO K SELLER    AND     ST AT 10 NEK 


Moore  Push-Pins 

Moore   Push -less  Hanger 

Till:      HAMILTON      HARDWARE 
CORPORATION,       WATKItl'.i   Bl 

i'o\\  .       .,  .  'Wl      «i.  Ii     to 

thai    with   this  display   in  our  store 

we   sold    daily   from   20   to  50  CB 

I  i  B      Qjfi  OI>        Push  I'ins      u  hn      w  <  h  1 1 1 1 1 

never  have  thought   of  then)  w< 
not    tor   this  cabini 
"W<    consi  iir  this  a  splendid  a 
Using    featun     and    the    finest    kind 
ilent  salesman   fox  your  line." 

STYLE  L  $12.50 
YOUR  PROFIT  $6.25 

J.  .1.  ASHDOWN  HARHWAUK  00.,  WIWI 
PEG,  CANADA,  says:  "Tour  Style  h  Cabinet 
has  proved  I  ter  on  the  sale  of  Moore 

Push  Pins    and    Pnshless    Hangers.      In    fact    we 

it    has    increased    our   salt's    100^    sii 

we  placed  this  cabinet  on  our  counter  in  view 
of  the  public.  It  attracts  their  eye  and  they 
see  exactly  what  they  want  by  the  sample 
attached    to  the  outside." 

Moure  Push-Pin  Co..  1 1 7  Berk'ey  St.. Philadelphia.  Pa.  wTthtoeTwtat 


HOLD  THE  LINE 


PHOTO-FRAMES 

In  Polished  Rosewood,  Walnut,  Black  or  Gilt. 
Sure  sellers  for  the  Christmas  and  Winter 
trade. 

Every  portrait  of  our  fighting  men  is  worthy 
of  a  frame. 

Bennett  &  Jennison,  Limited 

GRIMSBY,    ENGLAND 

Wholesale  Houses  and  Departmental  Stores  specially  catered  for. 

Sample   collections   to   the   value   of$25   to   $50   shipped   promptly 

for    payment    through    usual    London    or    Liverpool 

shippers    or  agents. 


PELOUBET'S 

SELECT  NOTES 

On  the  INTERNATIONAL  LESSONS 
for  1918 

Forty-fourth  Annual  Volume  of  this  Great 
Commentary 

Price  $1.25  net;  delivered,  $1.35 

Your  old  friend,  Peloubet's  SELECT 
NOTES,  is  now  ready  for  1918,  with  many 
new  and  striking  features  made  possible  by 
the  IMPROVED  UNIFORM  GRADED 
LESSONS. 

You  will  find  in  it  a  rare  combination  of  care- 
fully culled  facts,  explanations,  helpful 
comments  and  practical  suggestions  which 
will  make  the  lesson  a  pleasure  to  teach  and 
a  delight  and  inspiration  to  the  class. 

W.  A.  WILDE  COMPANY 

Rand-McNally  Bld'g.,  120  Boylston   St.,  Boston 

FOR  SALE  AT  ALL  BOOKSTORES 


(Registered) 


London  (  Eng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's   quality 
about     it.       It    writes 
smoothly,   never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  qaick  sales. 
Supplied 
by  all  "'< 
leading 
whole- 
sale 
houses   i» 
Toronto 

and 
Montreal 


The 

TERRY 

Pen  or  Pencil  Clip 


EW)  j    II      ill 

I'll 

liliii 
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A 

%_ 

10c. 

THBTS 

Line 

■f 

A/ 

—  prevents  pen  or  pencil  slipping  out 
of  pocket  and  Retting;  lost. 
Write  for  a  sample  and  terms. 

Herbert  Terry  tsf  Sons,  Limited 

The  Spring  and  Presswork  Specialists 
REDDITCH,  ENGLAND 


(British!  Patented  and 
Registered 


Another  Popular" Globe"  Line 

Card   Index  Storage  Cases 

For  3x5,  4x6  and  5x8  cards.  Made  in 
telescopic  box  style  of  heavy  cardboard 
covered   with    imported   marbled   paper. 

A  dandy  little  fixture  for  the  efficient 
office  executive.  Made  up  to  the  quality 
standard  that  has  placed  "Globe"  office 
specialties   ahead    of   all. 

The  "Globe"  catalogue  will  show  you 
many  other  popular  fixtures.  Copy  will 
be  mailed  you  free  on  request,  also 
price    list. 

Write -Now   To 


STRATFORD,  ONT. 
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BOOKSELLER     AND     STATIONER 


StarrWcddS* 

4MNUflb 

FULLY  ILLUSTRATED. 


THE  BIG  SELLER 

NOW  READY 

AND  PUBLISHED  BY 

GORDON  &  GOTCH,  Limited 

136  BAY  ST.     -     TONONTO,  CAN. 
15  ST.  BRIDE  ST.,  LONDON,  ENG. 


. 


ONE  LITTLE  50c  VIAL  OF 

Royal  Ink  Powder 

Makes   One   Big   Imperial   Quart   Best 
Blue      Black      Fountain      Pen      Ink. 

Price  List:                                               Blue  Black  Red 

dozen  dozen 

No.  1— 2-in.   Vial   Ink   Powder $6.00  $15.00 

No.  2— 2-in.   Vial   Ink   Powder 4.80  9.00 

No.  3— 2-in.   Vial    Ink   Powder 3.00  6.00 

Dealers  make  money  selling  Royal  Ink  Powder.    Send 
for   Sample   and   Trade    Discount. 

ROYAL  INK  CO. 

53  Yong-e  Street  -  Toronto 


You  should  sell  this  B.  &  P. 
Standard  Memo  Book 


It's  a  quick  mover  and  like  all  the  B.  &  P. 
lines  a  certain  customer  pleaser. 

The  Standard  Memo  Book  is  a  novel  idea 
that  is  certain  to  interest  your  customers. 
Show  it  to  them  and  note  how  it  profits 
you. 

Boorum  &  Pease  Loose  Leaf  Book  Company 


Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 


Home  Office  : 

Front  St.  and   Hudson   Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y. 
St.  Louis  Mo. 


The  "Hythe"  Series  of  Aids  to  Training 

(Being  a  Series  of  Lectures  to  Young  Officers) 
No.      1— INFANTRY. 

Drill   and  Attack. 
Xo.     2— INFANTRY. 

Defence   and    Protection. 
No.     3 — INFANTRY. 

Night   Operations.     Inter-communication. 

Reconnaissance;   and   Questions   on   Infantry 

Training. 
Xo.     4 — MUSKETRY. 

Parts   of   Rifle   and    Action   of   Mechanism.      Car* 

of   Arms   and    Ammunition,    Daily    Cleaning    and 

Examination    of    Arms. 
No.     5 — MUSKETRY. 

Aiming   Instruction  and   Trigger   Pressing. 
No.     6— MUSKETRY. 

Firing     Instruction.       Landscape     Targets     and 

Yisual    Training.      Fire    Control    and    Discipline. 
X„.      7— MUSKETRY. 

Range     Finding.       Observation     of     Fire.       Fire 

Control  and  Discipline  and   Sub-Target  Machine. 
No.      8 — MUSKETRY. 

Tests     of     Elementary     Training.       Range     Prac- 
tices,   etc. 
No.     9 — MUSKETRY. 

Barr    and    Stroud    Range    Finder. 
No.    10 — MUSKETRY. 

Theory   of   Rifle  Fire. 
No.    11— HYGIENE    nnd    SANITATION. 

Disea«e.       Hygiene      of     the     Body.       Sanitation. 

Training.     Organization  of  Medical   Units.    First 

Aid. 

No.   12 — FIFED   ENGINEERING. 

Explosives.     Arranging    for    Explosives.     Demoli- 
tions.     Bombs.      Gas    Attack.      Bridging. 
20c  EACH. 

All   Fully   Illustrated. 

Other    numbers    will    include    Discipline    aud     Military 
Law,   Procedure  of  Courts   Martial,  etc. 

W.  S.   PAINE  &  CO.,  Military  Publishers 

HYTHE.  KENT 

McCLELLANi),    GOODCHILD    &  STEWART,  Ltd. 

266  King  Street  West.  TORONTO.  CANADA 
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BOOK  S E  L  L  E  R     A  N  D     S  T  A T I O N E  R 


His  Last  Bow 

Anew  Sherlock  Holmes  story 


By  Sir  Arthur  Conan  Doyle 


Cloth  $1.35 


Sir  Arthur  Conan  Doyle  has  brought  fiction's  most  famous 
detective  out  of  his  retirement  to  unravel  the  most  important 
mystery  of  his  career  —  one  that  might  have  thwarted  all  of 
Britain's  plans  in  the  war. 

Hodder   &  Stoughton   Limited,  Publishers 


LONDON 


TORONTO 


NEW  YORK 
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B  O  0  K  S  E  L  L  E  K     A  N  I)     S  T  A  T  1  ( )  N  E  1 ! 


Musson's  60c.  Reprints 


UAll|Good  Titles 


All  Attractive  Jackets 


fX£l 


SlL  is 


3 


LATER  ADVENTURES  OF  WEE 
MACGREGOR.     J.  J.   Bell. 

SOPHIA  OF  KRAVONIA.  Anthony 
Hope. 

CAPTIVATING  MARY  CARSTAIRS. 
Henry  Sydnor   Harrison. 

4  RICH     MRS.     BURGOYNE.       Kathleen 

Norris. 

5  THE     CRUISE      OF      THE      SHINING 

LIGHT.      Norman    Duncan. 

6  THE   RAMRODDER.      Holman    Day. 

7  BLOW    THE    MAN    DOWN.      Holman 

Day. 

8  ALONE       IN       THE       WILDERNESS. 

Joseph    Knowles. 

9  SWEETHEART    TRAVELERS.      S.    R. 

Crockett. 

10  ANCESTORS.     Gertrude  Atherton. 

11  THE      DOUBLE      SQUEEZE.        Henry 
Beach  Needham. 
COUNSEL   FOR   THE   DEFENCE.      Le 

Roy  Scott. 
THE   PLACE    BEYOND   THE    WINDS. 

Harriet  T.   Comstock. 
BEHIND      THE      SCENES      AT      THE 

COURT  OF  VIENNA.      Weindel  and 

Sergeant. 

16  CHECKERS:      A      Hard      Luck     Story. 

Henry   Blossom,    Jr. 

17  AN  AFFAIR  OF  STATE.  J.  C.  Snaith. 

18  THE    GOLDEN    SILENCE.      The    Wil- 

liamsons. 

20  THE     MOTOR     MAID.       The     William- 

sons. 

21  SECRET  HISTORY.     The  Williamsons. 

22  THE    LETTER    OF    THE    CONTRACT. 

Basil   King. 

23  THE   WAY   HOME.      Basil   King. 

24  THE     STREET    CALLED     STRAIGHT. 

Basil   King. 

25  A    SENTIMENTAL    DRAGON.       Nina 

Larry    Duryea. 

26  KINGS.  QUEENS  AND  PAWNS.  Mary 

Roberts  Rinehart. 

27  KATHERINE.     Katherine   Cecil  Thurs- 

ton. 

28  THE       MYSTICS.         Katherine       Cecil 

Thurston. 

29  THE       GAMBLER.       Katherine       Cecil 

Thurston. 

30  MAX.     Katherine    Cecil   Thurston. 

31  THE    AMATEUR.      Charles    G.    Norris. 

32  THE    LEAST   RESISTANCE.      Kate   L. 

McLaurin. 

33  OTHER  MAIN  TRAVELLED  ROADS. 

Hamlin  Garland. 
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34  MAY     IVERSON'S     CAREER.        Eliza- 

beth   Jordan. 

35  THE  EAGLE  OF  THE  EMPIRE.  Cyrus 

Townsend    Brady. 

36  THE    TEMPLE    OF    DAWN.      I.    A.    R. 

Wylie. 

37  THE     BACHELORS.        William      Dana 

Orcutt. 

38  THE    LEVER.      William    Dana    Orcutt. 

39  THE   SPELL.      William    Dana   Orcutt. 

40  THE  BATTLE  MONTHS  OF  GEORGE 

DAURELLA.      Beulah    Marie   Dix. 

41  THE    VINTAGE.      Edward    F.    Benson. 

42  SILAS   STRONG.     Irving   Bachelor. 

43  THE  BLIND  SPOT.     Justus  Miles   For- 

man. 

44  THE    OPENING    DOOR.      Justus    Miles 

Forman. 

45  BOON.       Introduction    by    H.    G.    Wells. 

46  THE  IDYL  OF  TWIN   FIRES.      Walter 

Prichard    Eaton. 

47  MINNIE'S     BISHOP.       Geo.    A.     Birm- 

ingham. 

48  SPANISH     GOLD.      Geo.    A.    Birming- 

ham. 

49  LALAGES    LOVERS.      Geo.    A.    Birm- 

ingham. 
51      SIMPKIN'S    PLOT.      Geo.    A.    Birming- 
ham. 

53  THE   RED   HAND   OF   ULSTER.      Geo. 

A.    Birmingham. 

54  THE    BAD    TIMES.      Geo.    A.    Birming- 

ham. 

55  HYACINTH.     Geo.   A.    Birmingham. 

56  FROM    DUBLIN    TO    CHICAGO.     Geo. 

A.    Birmingham. 

57  COLLECTED      DIPLOMATIC      DOCU- 

MENTS. 

58  THE    SOUL    OF    GERMANY.      Thomas 

F.   A.  Smith. 

59  GERMAN    ATROCITIES.      Prof.    J.    H. 

Morgan. 

60  TOM   SAWYER.      Mark    Twain. 

61  A   TRAMP    ABROAD.     Mark    Twain. 

62  HUCKLEBERRY    FINN.    Mark    Twain. 

63  ROUGHING   IT.      Mark    Twain. 

64  THE    PRINCE    AND    THE    PAUPER. 

Mark   Twain. 

65  INFORMATION        WANTED.         Mark 

Twain. 

66  THE  CELEBRATED  JUMPING  FROG. 

Mark   Twain. 

67  FANCHION,      THE      CRICKET.        By 

George    Sand     (Mary     Pickford     Edi- 
tion). 

68  THE    LOVERS.     Eden    Phillpots. 


Trade  Price  36c.  in  Hundred  Lots 

The  MussonlBook  Co.,  Limited 

PUBLISHERS  TORONTO 


»AIS 
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MOOKSELLER  AND  STATIONER 


Christmas 
Cards 

at  better  than 

Pre-War  Prices 


We  have  purchased  practically  all 
RAPHAEL  TUCK  &  SONS'  stock 
of  f),  10  and  15  cent  Christmas  Cards, 
and  offer  them  to  von  at  PRICES 
LOWER  THAN  PRE-WAR  RATES. 

You  all  know  the  QUALITY  of 
TUCK'S  CARDS. 

Look  over  your  stock  NOW  and  get 
in  on  this  BIG  BARGAIN.  To  im- 
port these  cards  to-day  you  would 
have  to  pay  at  least  100%  more  for 
them. 

Cover  your  CHRISTMAS  CARD 
REQUIREMENTS— NOW.  This  is 
your  OPPORTUNITY. 

Small  selected  shipments  will  be 
made,  as  no  exception  is  made  on 
quantity.  Say  what  cards  you  want 
5c,  10c  or  15c,  and  we  will  send  you 
a  sample  order  of  100  each. 

We  handle  the  following  magazines: 

McCALL'S 

MUNSEY'S 

ARGOSY 

RAILROADMAN'S 

ALL     STORY 

JACK    CANUCK 

PICTORIAL     REVIEW 

LADIES'  HOME  JOURNAL 

SATURDAY    EVENING    POST 

COUNTRY     GENTLEMAN 

LITERARY    DIGEST 

COLLIERS' 

Link  up  with  us  for  SERVICE. 

Send  for  Printed  Order  Form  with  prices  and 
conditions. 

The 

Imperial  NewsCoMLtd. 

254  Lagauchetiere  Street 
MONTREAL,  QUE. 


We  can  give  dealers  the  best  value  on 
the  market  in 

Xmas  Toy  Books  and 
Cards 


RAND    McNALLY'S 

The  Real  Mother 
Goose  Book 


The  Goosey,  Goosey 
Gander  Series 


Tommy  Tittlemouse 
Little  Jack  Horner 
Our  Child's  Favourite 
Polly  Flinders 

Splendidly  Illustrated  by 
Blanch   Fisher   Wright 


A  big  selection  of  Donohue's  well-known  lines 
to  retail  at  10,  15,  25,  35  and  50  cents.  Com- 
prising the  complete 

MOTHER   GOOSE 
PETER  RAREBIT 

and  all  the  known  titles. 


The  Play  Box  Annual 

Coloured  illustrations  throughout 


Splendid    line    of    RAPHAEL    TUCK'S    well-known 
XMAS  CARDS  to  retail  at  popular  prices. 


Imperial   News    Company 

WINNIPEG 
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BOOKSELLER  AND  STATIONER 


Holiday 
Gift  ©ooks 


The  following  pages  introduce 
you  to  the  best  books  of  the  year 
— affording  you  a  wide  choice  of 
titles  on  a  wide  range  of  sub- 
jects; books  that  are  eminently 
suitable    for    Christmas-giving. 
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Doltbap  Oft  ©oofcg 


BOOKS 


as  gifts  proclaim  the 
heart  and  mind  of  those 
who  give  and  those  who 
get.  Therefore,  when 
hapily  chosen, -hooks  are 
matchless  as  gifts. 

'  Happily  chosen  hooks 
become  treasured  pos- 
sessions and  never  fail 
to  awaken  p  leas  a  n  t 
memories  of  their  giver. 

f  Books  make  the  gift 
speak  of  and  from  the 
giver. 


&mm£ 


New  Aviation  Books 

NOW   READY 

AVIATION   ENGINES 

THEIR   DESIGN-CONSTRUCTION— REPAIR 

By  Lieut.  Victor  W.  Page,  Aviation  Section,  S.  C.  U.  S.  R. 


600  Octavo  Pages. 


253   Specially   Made  Engravings. 


Price,   $3.00. 


The  rapidly  increasing  interest  in  the  study  of  aviation,  and  especially  of  the  highly 
developed  internal  combustion  engines  that  make  mechanical  flight  possible,  has  created  a 
demand  for  a  textbook  suitable  for  schools  and  home  study  that  will  c.early  and  concisely  explain 
the  workings  of  the  various  aircraft  engines  of  foreign  and  domestic  manufacture. 

This  treatise,  written  by  a  recognized  authority  on  all  the  practical  aspects  of  internal 
combustion  engines,  fills  the  need  as  no  other  book  does.  The  matter  is  arranged  in  32  lessons; 
all  descriptive  matter  is  simply  expressed  and  copiously  illustrated  so  that  anyone  can  understand 
airplane  engine  operation  and  repair,  even  if  without  previous  mechanical  training.  This  work 
is   invaluable  for  anyone  desiring  to  become  an  aviator  or  aviation   mechanician. 

INVALUABLE  TO  THE  STUDENT,  MECHANIC  AND  SOLDIER  WISHING  TO  ENTER 
THE  AVIATION   SERVICE. 

NOT  A  TECHNICAL  BOOK  BUT  A  PRACTICAL,  EASILY  UNDERSTOOD  WORK  OF 
REFERENCE  FOR  ALL  INTERESTED   IN   AERONAUTICAL  SCIENCE. 


JUST   PUBLISHED 

Glossary  of  Aviation  Terms 
TERMES   DEVIATION 


ENGLISH-FRENCH 


FRENCH-ENGLISH 


ILLUSTRATED 


A  complete  glossary  of  practically  all  terms  used  in  aviation,  having  lists  in  both  French 
and  English,  with  equivalents  in  either  language.  A  very  valuabJe  book  for  all  who  are  about 
to  leave  for  duty  overseas,  compiled  by  Lieuts.  Victor  W.  Page,  A.S.,  S.C.U.S.R.,  and  Paul 
Montariol,  of  the  French  Flying  Corps,  on  duty  on  Signal  Corps  Aviation  School,  Mineola,  L.I., 
include  all  words  in  common  use.  A  complete,  well  illustrated  volume  intended  tu  facilitate 
conversation  between  English-speaking  and  French  aviators.  The  lists  are  confined  to  essentials, 
and  special  folding  plates  are  included  to  show  all  important  airplane  parts.  The  lists  are 
divided  in  four  sections — 1 — Flying  Field  Terms.  2 — The  Airplane.  3 — The  Engine.  4  Tools 
and   Shop   Terms.     Should   Be   in   Every   Aviator's   and   Mechanic's   Kit.      Price,   Cloth,   $1.00. 


JUST  READY 

AVIATION  CHART 

Location  of  Airplane  Power  Plant  Troubles  Made  Easy 

BY   LIEUT.  VICTOR   W.   PAGE,   A.S.,   S.C.U.S.R. 
Author  of   "Modern   Gasoline   Automobile,"   "Aviation   Engines,"   Etc. 

A  large  chart  outlining  all  parts  of  typical  airplane  power  plant,  showing  the  points 
where  trouble  is  apt  to  occur  and  suggesting  remedies  for  the  common  defects.  INTENDED 
ESPECIALLY  FOR  AVIATORS  AND  AVIATION  MECHANICS  ON  SCHOOL  AND  FIELD 
DUTY.     PRICE,   50  CENTS. 


Other  Books  by  Victor  W.  Page 

AUTHORITATIVE    WRITER    ON    AUTOMOBILE    SUBJECTS 

Storage   Batteries   Simplified              ------                            .  $1.50 

How   to   Run   an   Automobile             .--..___  i.oo 

Automobile    Repairing    Made    Easy                 ----...  3.00 

Modern    Gasoline   Automobile            .........  3.00 

The  Model  T.   Ford  Car         -             -              -             -             -              -              -             -             -  1.00 

Automobile    Starting,    Lighting    and    Igniting    Systems      -----  1.50 

Automobile    Questions    and    Answers                          -               -               -               -               -               -  1.50 

The    Modern    Gas   Tractor                  -              -              -              -              -              -              -              -  1.10 

Motorcycles,   Sidecars   and   Cycle  Cars         -------  1.50 


McClelland,  Goodchild  &  Stewart,  Limited 

266  King  Street  West,  Toronto,  Canada 
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BOOKS  !•:  L  L  E  R     AND     ST  ATKiN  E  R 


noltbap6(«t©oofes! 


A  Book 
Christmas 

This  should  be  to  an 
even  greater  extent  than 
ever  before  "A  Book 
Christmas,"  because  of 
the  exceptionally  good 
books  that  arc  offered. 
There  are  novels  by  the 
most  popular  authors, 
volumes  of  poems,  emin- 
ently suitable  for  holi- 
day gifts,  and  the  out- 
standing grip  of  the  war 
influence  on  the  public 
mind  will  mean  a  big 
demand  for  the  import- 
ant new  volumes  of  war 
interest  published  this 
autumn. 

Whether  man,  woman, 
boy  or  girl,  including 
the  little  tots  three  or 
four  years  old,  there  are 
books  which  will  please 
them  as  would  no  other 
gift. 


The  Best  New  Fiction 


RALPH  CONNOR 
Rev.  C.  W.  Gordon' 


THE  MAJOR By  Raiph  Connor   $1.4o 

Thi*   is  what  is  conceded  oil  all   sides  to  be  the  big  novel  of  the  year. 

ANNE'S    HOUSE    OK    DREAMS  $1.50 

By   L.  M.  Montgomery 
Presents    the    married    life    in    the    "house    of   dreams"    of    tin 
who    won    so    many    friends    in    the    previous    "Anne"    books.       This 
one    is    the    best    01    them    all. 

UNDER    SEALED    ORDERS   By   H.   A.  Cody     $1.35 

another  big  novel  by  a  Canadian  author  and  the  story  itself 
is    Canadian,    too.      A    gripping    tale. 

UP    THE    HILL    AND    OVER   .  .'. $1.35 

By   Isabel   Ecclestone   MacKay 

This    author   gains    a    place   in    the    forefront   of    Canadian    novelists 
with    this    book    presenting    a    Canadian    story    of    absorbing    interest. 

THE    WHITE    LADIES    OF    WORCESTER   $1.50 

By   Florence   L.   Barclay 

The    author    of    "The    Rosary"    presents     a     romance    of    the     12th 
century. 

RED  PEPPER'S  PATIENTS By    Grace   S.    Richmond   Sl-35 

The    irrepressible    "Red    Pepper    Burns"    is    back    again.      This    is    a    truly    delightful    story. 

THE    LONG    LANE'S    TURNING      By   Hallie   Erminie   Rives    $1-50 

The   finest  story   this   popular   author   has   written. 

THE  GREEN   MIRROR   By   Hugh   Wa'.pole Sl-50 

Shows    how   youth    and    love   must    inevitably    shatter    the    mirror   of    family    pride,    self-possession. 

A   KING    IN    BABYLON    .       By    Burton    E.    Stevenson $1.50 

The   action   of   this   story    is    in    Egypt.    It   indicates   the   ama/.ing   possibilities   of   the   modern    art 
of   the   motion    pictures,   against   the    background   of   forty    centuries. 

THE    MASK By    Florence    Irwin    11.40 

The  heroine  of  this  story  wore  a  mask  but  didn't  realize  it  until  a  crisis 
in    her    life   came. 

SOMA:  BETWEEN  TWO  WORLDS...  By  Stephen  McKenna  ...  $1.35 
An  interesting  vital  novel.  The  two  worlds  are  the  England  of  too  much 
folly    and    night    clubs,    before    the    war,    and    the    England    of    the    future. 

War  Literature 

MY  FOUR  YEARS  IN  GERMANY  By  Ex-Ambassador  Gerard  ..  $2.00 
Here  is  the  biggest  war  book  of  the  year.  Candid  testimony  of  his  ex- 
periences in  Germany  during  the  most  critical  period  of  the  world's  history. 

MORE    LETTERS    FROM    BILLY  $1.00 

By  the  Author   of   "A   Sunny   Subaltern." 


A  STUDENT  IN    ARMS 


/lst    Series    \    ;J      DonaA    Hankey 
'    V2nd   Series/ 


$1.50 


EX-AMBASSADOR 
GERARD 


The    chapter    "Don't   Worry"    is    a    wonderfully    brilliant    piece    of    wril 
Reveals    the    attitude    of    our    soldier    boys    to    the    "Great    Mystery." 

THE   FRINGE   OF   THE   GREAT   FIGHT By  Col.  Geo.  G.   Nasmith $1.35   net 

A   scholar-soldier's   estimate   of   the    war. 

THE    FIRST    CANADIANS    IN    FRANCE    By   Col.   F.   McKelvey   Bel:     $1.35 

First   hand   descriptions. 

MY  HOME   IN   THE   FIELD   OF   MERCY By   Frances    Wilson    Huarr $1.35 

TOWARDS   THE   GOAL ...   By   Mrs.    Humphrey    Ward    $1.25 

A    woman's    letters    from   the   Front. 

FROM    MONTREAL    TO    VIMY    RIDGE    AND    BEYOND S1.35 

Letters  to  his  Canadian  mother  by  a  graduate  and  Fellow  of  Johns  Hopkins  University. 

FOUR   DAYS:   THE   STORY   OF   A   WAR   MARRIAGE $1.50 

By    Hetty    Hcmenway 
manhood    went   to    the   ordeal. 


How    England's 

THE    NORTH    AMERICAN    IDEA 

By    James    A.    Macdonald,    LL.D. 
Liberty's    relation    to    the    Great    War    is    discussed. 


$1.25 


Poetry 


A    CANADIAN    TWILIGHT $1.25 

And    Other   Poems   of   Peace    and    of   War 
By    Bernard    Freeman    Trotter 
Lieut.    Trotter    was    killed    in    action    in    France    last    May.      As    a 
poet    he    is    being    linked    with    Rupert    Brooke    and    Alan    Seeger. 

THE    PIPER    AND    THE    REED $1.25 

By    Robert    Norwood 

Contains  the  best  lyrics  yet  written  by  this  brilliant  poet  and  gives 
full    expression    to    his    divine    and    uplifting    philosophy. 


_i^ 


L.  M,  MONTGOMERY 


McClelland,  Goodchild  &  Stewart,  Limited 
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BOOKS E L L E R     AND     STATIONER 


Bolfoap  Qiit  ©oofes 


BOOKS 


w  i  I  I  admirably  enable 
you  to  express,  in  the 
form  of  a  gift  at  Christ- 
mas time,  good-will  to- 
wards near  and  dear 
friends. 

1  Yield  to  that  impulse 
by  choosing  books  to  be 
that  exhibit  o  f  y  our 
kindly  thought. 

ii  To  give  pleasure,  a 
book  need  not  necessary 
ily  be  a  highly  expen- 
sive volume.  There  are 
moderate  priced  books 
that  will  delight  certain 
pe<  'pie  more  than  pre- 
cious metals. 


NOW  HERE  IS  A  BOOK 

that  every  man  or  woman  wishing  to  be  well  posted  should  read.  After  they 
do  read  it  they  will  decide  to  buy  more  copies  for  presentation  to  friends  at 
Christmas  time.    It  is  a  book  of  permanent  value. 

A  Journal  from  Our  Legation  in 
Belgium 

By  Hugh  Gibson,  $2.50 
Secretary  of  the  U.S.  Legation  at  Brussels 
WHAT  HUGH  GIBSON  SAW: 

1.  He   saw  the   agitated   German   Minister   returning   from   delivering  the 
ultimatum. 

2.  He  took  over  the  German  legation  when  war  was  declared. 

3.  He  saw  the  great  throng  who  heard  King  Albert's  speech  of  defiance. 

4.  He  was  in  Louvain  during  the  burning  and  pillaging  of  that  city. 

5.  He  was  in  Brussels  when  the  Germans  entered. 

6.  He  passed  many  times  through  the  firing  lines  between  the  Germans  and 
Belgians  with  American  dispatches. 

7.  He  had  all  manner  of  official  and  unofficial  dealings  with  the  Germans. 

8.  He  had  many  opportunities  to  see  King  Albert  both   in  the  field  and 
behind  the  lines. 

9.  His  journal  gives  the  fullest  first  hand  account  of  the  murder  of  Edith 
Cavell,  which  he  used  every  endeavor  to  prevent. 


McClelland,  goodchild  &  stewart, 

LIMITED 

266  King  Street  West  -  -  TORONTO 
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BOOKS  ARE 


SILENT    FRIENDS 


A  Beautiful  Holiday  Gift 

Friends  in  Feathers 

By   Gene    Stratton   Porter, 

Author   of  "Moths   of   the   Limberlost," 

"Morning  Face,"  etc. 

Character  studies  of  native  American 
birds  which,  through  friendly  advances, 
I  induced  to  pose  for  me,  or  succeeded 
in  photographing  by  good  fortune,  with 
the  story  of  my  experiences  in  obtain- 
ing their   pictures. 

Beautifully   Illustrated.     Price  $3.50  net. 
No    Finer    Holiday   Book. 


Gus  the  Bus 

and  Evelyn  the  Exquisite 
Checker 

By  Jack  Lait, 
Author  of  Beef,  Iron  and  Wine. 

Gus  is  a  touse-headed  bus  boy  in  a 
restaurant  who  started  as  a  green  hand. 
He  falls  in  love  with  Evelyn,  the  ex- 
quisite checker — a  humorist  and  philo- 
sopher in  petticoats. 

Cloth   extra,  $1.35  net. 
The   Most    Humorous   Book  of  the   Year. 


THOMAS  LANGTON 


23  Scott  Street 


TORONTO 
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BOOKS E LL  E  B     AND     S T A  TION E R 


EMtbap  Gift  ©OOfeS 


BOOKS 


'  Whether  for  fathei  or 
mother  or  any  other 
member  of  the  family, 
lover,  kinsman  or  friend, 
i Ik  it's  a  hook  admir- 
ably suitable  as  a  gift  to 
that  particular  person. 

if  There  is  no  easier  so- 
lution of  the  Christmas 
gift  quandary  that  wor- 
ries so  many  people  each 
year,  than  the  decision 
to  give  books — Just  the 
right  sort  of  books  can 
be  found  in  any  book- 
shop AYorthy  of  the 
name. 


BEST  BOOKS  FOR 
CHRISTMAS  GIFTS 

Put  Them  on   Your  List 

FIGHTING   FOR   PEACE 


By   Henry   Van  Dyke. 


$1.25. 


THE  SIN 
THAT  WAS  HIS 

I  RANK  I..  PACKARD 


Di.    Van    Dyke   «  i     i    3     "  I  I  me,   1913,   to 

r»;7       He    was    in    tie  a    the    storm 

gathering,   and   when    the  war  clouds  burst     Hi  he  over-run- 

ning of  Luxembouii  rm;  the  wolfish  qt  i  the 

Kaiset    and    his    military    advisers;    the   illegality    ol    '. 

the   It;'<l   Cross;   tin-  sinking  oi 

men.     Tin-   whol.  an    indictment    ol   Germans    but   an    ippeal    to    ill    -1  •■ 

■STAND    PA8T,     VK    I' RICK' 

THE     SIN     THAT     WAS     HIS  By  Frank  L.  Packard  $135 


'The    Adventures  of 


It   is 


■   a   novel   of  old    Queb       bj 
illustral 
With    that    genius   for   situation   which    is   his   peci'Iiai    gift.    Frank    P«  the   complex    chai 

of    "Three    Ace    Artie,"    Raym I    Chappelli     H  Uiberl      a  man,    and    I 

ii    i-'i,  nch  Canadian   lit 

i   bad   man.   masqui  a   good    «  abued    with    thi    spirit   of  his    in 

himself  becomes   good? 


"BEYOND" 

By  John  Galsworthj ,  auf  hi  i  ol  Chi  Pati  ician," 
etc.     $L50. 

Mr.    Qalsworthj  's       Be! I       will    i       it 

look  to  him  as  unsurpassed  among  all  current  writers 
as  the  interpreter  of  young  love,  and  he  tells  this 
new  story,    with  au  nal    and    vai  ied   plot 

and  its  intensity  of  feMine-.  with  tin     ami    haunting 
Ich   marks   all    that  he   writes. 

BAREE,    SON    OF    KAZAN 

A  Sequel  to  "Kazan."  B\  James  Oliver  Cm-wood, 
author  of  "The  Grizzly  King."  "God's  Country- 
arid    the    Woman."    etc.      Mam      intd illustrations 

bj    Frank    B.    Hoffman.     $1.35. 

What    a   world  jCnrwood  describes    where    "the   full 

red   moon    shines  down   upon   a    vast   forest    and   its 

wild     creatures!"      No    ifhin -blooded     Hum,'    here— 

■he     eternal     struggle     between     the     primeval     and 

civilization. 

THE    FORFEIT 

By    Ridgwel]    Cullmn,    author    of    "The    Men    Who 

Wrought. rin'  Wav  of  the   Strong,"  etc.     Wrap 

per    in    full    color.      $1.35. 

This  is  a   talc  of  the   West,    in   this  popular  am 

beSt    style. 

THE  SNARE 

Rv  Ii.it  i  !  3abatini,  author  of  "The  Sea-Hawk." 
etc.      s 

A  well-told  armv  tale  of  Wellington's  time.  Ad- 
venture   and    romance. 

HIS    OWN    HOME    TOWN 

Rv    Larry    Evans,    author  of   "Once    to    Every    Man. " 
"Then    I'll    Cam     Hack    to    You."    etc.      $1.35. 
The    intin-,  i    man    fighting    back    against 

great    olds    in    his    homi  riled 

him.  and  who  lives  to  see  it  grovelling  at  his  feet 
in     the     end. 

And  there  is  the  love  storj  of  a  woman  who 
dared   to   love   where   her   heart    bade   her. 

THE    LOST    PRINCESS    OF    OZ. 

By  Frank  L.   Baum.     $1.35. 

This   i-   •■'■-.'    Mih   ii/   Book.     No  juvenile  books  can  he 

i    that    will    please    boys    and    girls    more    than 

•  his  new   tale  of  the  famous  denizens  of  the  mythical 

THE   BOY   SCOUT   AND   OTHER   STORIES 
FOR   BOYS 
By    Richard    Harding   Davis.     $1.25. 
Richard     Harding    Davis,    as    a    friend    and    fellow 
atrfhor  has  written  of  him.    was   "youth    incarnate". 
and  i  at    he    wrote    of 

which    a    boy   would   not   so/m,  to  feel   the 

appeal.      This    hook    takes    its    title   from    "The    Boy 

'The 
Boy   Who   Cried    Wolf,"    "Blood    Will    Tell,"    the 
"The     liar    Sinister," 
story. 


THE   WONDER  WOMAN 

Bj    Mar   \  ii,    v, .mm    I Beautifully   illustrated. 

$1.35. 
,',    tells    of    David    Hale,    the   "fixing   man," 
Joey,    in    the  ii     littl 
among    the    mountains    of    Idaho,     and     their    simple 

joys    of    work    well    6 ui     ■■!     l 

shared   with    wandering, 
loyal,   big-hearted   Wanza.     Then   cami 

Love  and  life,   and    the  love  of  nature  are 
and   woof  of  this  compelling  book. 


BAB,    A    SUB-DEB. 


Illtis- 


I',\    Man    Roberts    Rinehart,    author   of   "K. 
mil.      $1.40. 

"Mary    Roberts    Rinehart    has  done"  for   the   girl   in 

-    some  thing    of    the    same    service 

i    Tarkington    did    for    the    boy    of    that 

ii.'    .    .     A    graphic    picture    of    the 

adolescent     American    girl.    .    .    ■    This    is    a    book 

that    mothers  and   fathers   of   girls   should   read— the 

r    anil    amusing    of    all    Mrs.     Rinehart's 

books."   -The    New    York    Times. 

WEBSTER— MAN'S     MAN 

I!.     Kvne.  author    of     "Cappy     Ricks." 

black  and-white  ami    colored    frontispiece    by 

i ',  unwell.     $1.35. 

Billy    Geary    disci  ir     a     Mexican    claim— 

-inch    is    the     jump-off 

of   a    yarn    that    I  breathless   moments   for 

two  men  and  a  girl. 

ADVENTURES    AND    LETTERS* OF 
RICHARD   HARDING  DAVIS 

Edited     by     his    brother,     '  h -     Belmont    Davis. 

Illustrated  $2.50. 

letters,    inti  edited   by   his   brother 

Charles    Belmont     Davis,    begin    with    his    boyhood. 

of    the    almost    daily 

letters   to  his  mother,   which   contin  ;fa   all 

th,     most    active    and    varied    part    of    his    life,    and 

and     untiringly     in- 

,  If.      An    inspirational 

THE   BOY'S   KING   ARTHUR 

N.    C.    Wyrth.     $2.50. 

One    of    the    best    ami    best-loved    treasuries    of    ro- 

i   all   people    who  never 

Boy's     King    Arthur."    edited    by 

Lanier  from  old   sir  Thomas  Malory's  legends 

e    Round    Table   Knights.    js    here    issued   with 

rations  by   N.   (".   Wyeth 


THE  COPP,  CLARK  CO.,  LIMITED 

495-517  FRONT  STREET  WEST,  TORONTO 
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BOOKS E L L E R     A  N D     ST  A  TIO  X  E  R 


Llolfoap  0ilt  ©oofes; 


BOOKS 

The  Reader's  Duty:  — 
Truth  spreads  by  testi- 
mony. There  is  a  sort  of 
high  compulsion,  which 
lofty  spirits  recognize, 
to  bear  witness  to  the 
truth  wherever  found. 
That  is  how  the  best 
books  gel  their  circula- 
tion. A  reader  who  has 
dwj;  treasure  from  a 
hook  spreads  the  news 
o  f  his  discovery  t  o 
others  whom  he  desires 
to  enrich. 

If  these  books  have 
pleased  or  helped  you, 
will  you  not  tell  about 
them  to  the  most  ap- 
preciative person  you 
know  I 


BOOKS  THAT  SOLVE  THE  GIFT  PROBLEM 

FOR  CHILDREN 

The    Big    Christmas    Book    for    1917 
MOTHER   GOOSE   RHYMES    WO    FAVORITE    FAIRY   TALES 
This   beautiful   big  book    will  delight  every   child.      It  has  all  the  favorite  old   fairy   tales,  told   in 
simple    language,    with    numerous    pictures    and    all    the?    complete    Mother    Goose    nursery    rhymes 
as   they  are  told   to-day.   with   a   picture  to  every   page.      It   is    really   two   bin   books   in   one   large 
handsome   volume. 

Illustrated  with  400  Pictures  and  Eight  Colored  Plates 
A    Big    Book    of    516    Pages.      Octavo.      Cloth.      Price,    $1.25    Net 

FOR  GIRLS 

TiU-;   MARY    FRANCES    STORY-INSTRUCTION    HOOKS 

By   Jane    Eayre   Fryer 

For    Teaching    Useful    Things    in    an    Interesting    Way 

THK    MARY    FRANCES    FIRST    All)    BOOK 

Teaches  the  value  of  presence  of  mind   in  emergencies   arising   inside  and   outside   the  home,   and 

what  to  do   in   case  of  accident  and   illness.      Cloth.      Illustrated    in   color.      Price $1.00   Net 

THE    MARY    FRANCES    COOK    HOOK 
The   Pots  and   Pans — Thr   Kitchen   People— teach   Mary   Frances  how  to  cook.     Cloth.      175   pages. 
Illustrations   in   color.      Price $1.20   Net 

THE   MARY    FRANCES   SEWING    BOOK 
Ir.    as    quaint   and    delightful    a    story    as    ever    appealed    to   a    child's    imigination.    the    "Thimble 
People"  teach  Mary  Frances  to  sew.     320  pages.     Cloth.     Illustrations  in   color.     Price,  $1.50  Net 

THE    MARY     FRANCES    HOUSEKEEPER 
Practical    explanations   of   household   duties   and   management   so   that   Mary   Frances    learns   how 
to   dust,    sweep,    iron,    make   beds,    polish    silver,    use   stencils,    and   assume   the   duties    of   hostess 
or  guest.     280  pages.     Illustrations  in  color.     Cloth.     Price •. $1.50  Net 

FOR  YOUNG  AND  OLD 

Over  500,000  Copies  Sold 
HURLBUT'S    STORY    OF    THE    BIBLE 

From   Genesis  to   Revelation.     By   Rev.  Jesse   Lyman   Hurlbut,    D.D. 

One  hundred  and  sixty-eight  stories.  c;ich   complete  in   itself,   yet  forming  a  continuous   narrative 
of  the  Bible,  rem'ered  vitally  interesting  by  the  author's  fresh  and   realistic  treatment.     16  color 

plates.      250   illustrations,   octavo.      762   pages.     COth.      Price $1.50   Net 

Publishers:   The  John   C.  Winston   Co.,   Philadelphia. 

THOMAS  ALLEN 

Canadian  Representative 

219  Victoria  Street    -    TORONTO 


FIVE  MACMILLAN  BOOKS 


THE  SOUL  OF  A 
BISHOP 

By  H.  G.  Wells.     $1.50. 

A  powerful,  epoch-making  novel.  Mr. 
Wells  thrashes  out  for  himself  and  for 
all  of  us  the  question  of  the  inability 
of  religious  dogma  to  satisfy  the  needs 
of  the  world  to-day.  Broadly  Mr.  Wells 
tells  us  that  to  follow  Christ  one  must 
lid  oneself  of  mere  creeds,  and  to  be 
sincere  one  must  estimate  much  lower 
the  worth  of  mere  symbols.  As  a  novel 
alone,  "The  Soul  of  a  Bishop"  is  prob- 
ably Mr.  Wells'  most  finished  effort.  It 
is   a   fascinating   story. 

THE   DWELLING    PLACE 
OF   LIGHT 

By    Winston    Churchill.      $1.50. 

America,  dynamic,  changing,  diverse  with 
new  laws  and  old  desires,  new  industries 
and  old  social  rights,  new  people  and 
old — this  is  the  environment  in  which 
Mr.  Churchill  places  the  heroine  in  his 
new   book. 

The  author  has  never  written  a  more 
entertaining  story;  he  has  never  written 
one  that  is  more  significant  in  its  in- 
terpretation of  human  relationships  to- 
day. 


CHRISTINE 

By  Alice  Cholmondeley.    $1.25. 

In  many  ways  the  most  notable 
book  of  the  war.  Controversy  has 
raged  round  the  point  of  its  fic- 
tional quality  or  basis  in  fact.  It 
strikes    the   keynote   of   the   war. 

KING  COAL 

By  Upton  Sinclair.  $1.50. 
"The  Jungle"  of  the  coal  mines. 
It  is  a  clear,  convincing  picture  of 
the  situation.  We  get  every  odor 
of  the  mines  and  the  squalor  and 
dread  of  the  territory  over  which 
despotism   extends. 

A  SON  OF  THE 
MIDDLE    BORDER 

By  Hamlin  Garland.    $1.50. 

"One  of  the  greatest  autobiogra- 
phies in  all  history,"  says  William 
Dean    Howells. 

"It  is  to  me  of  absorbing  interest," 
says  Theodore  Roosevelt. 


MACMILL  A  N 

TORONTO 
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Books 

for 

Christmas 

'  The  Bookstores 
throughout  Canada  arc 
showing  this  year  a  par- 
ticularly fine  array  of 
books  suitable  for  holi- 
day gifts,  both  in  point 
of  attractive  bindings 
and  the  merit  of  their 
contents.  These  volumes 
cover  the  widest  con- 
ceivable  range  of  sub- 
jects, affording  titles 
particularly  adapted  to 
the  tastes  and  tenden- 
cies of  any  man.  woman, 
bov  or  u'irl. 


A  HOLIDAY  BULLETIN 

Books  that  are  Timely  and  Permanent 
SONGS  FROM  A  YOUNG  MAN'S  LAND 

BY  SIR  CLIVE  PHILLIPI'S -WOLLEY 
A  Canadian  Book  for  the  Boys  Overseas,  or  for  Friends  Everywhere. 

A  volume  of  verse  that  is  intensely  Canadian  and  throbbing  with  the 
spirit  of  unity  and  solidarity  that  is  vibrant  throughout  the  far-flung 
Empire.    Cloth,  12mo.,  $1.50  net. 

THE  SEASON'S  BEST  FICTION 


LONG  LIVE  THE  KING        -        $1.50 
By  Mary   Roberts   Rinehart. 

"Will  prove  the  greatest  of  Mrs.  Rinehart's 
successes." — New    York    Times. 

THE   INDIAN    DRUM       -     -       $1.35 
By  William  McHarg  and   Edwin  Balmer. 

A  mystery  of  the  Great  Lakes,  as  good  if  not 
better,    than    "The    Blind    Man's    Eyes." 

THE  NEXT  OF  KIN,  or  Those  Who 
Wait  and  Wonder  -       -       $1.25 

By   Nellie   L.   McClung. 

This  book  reflects  public  feeling  in  typical 
towns  and  country  districts  throughout  Canada, 
and  shows  with  telling  effect  how  Canadian 
men  and  women  are  doing  their  bit  in  the 
war.  The  whole  book  is  strong  and  fearless, 
but    always    comforting    and    healing. 

THE  ROAD  TO   UNDERSTANDING 

$1.40 
By  Eleanor  H.  Porter. 

A  delightful  love  story,  by  the  author  of  "Just 
David." 

POLLY  AND  THE  PRINCESS,  $1.25 
By  Emma  C.  Dowd. 

All  lovers  of  "Polly  of  the  Hospital  Staff" 
and  "Polly  of  Lady  Gay  Cottage"  will  want 
to  read   this   new   story  by   the   same  author. 

TO-MORROW  MORNING— A  Chron- 
icle of  the  New  Eve  and  the  Same 
Old  Adam  -         -         -         $1.35 

By  Edith  Barnard  Delano. 

A  delightful  piece  of  domestic  comedy*  filled 
with  a  warm,  human  quality  that  will  give 
it    wide    popularity. 

SKINNER'S  BABY  -         -     $1.25 

By  Henry  Irving  Dodge. 

Even  more  amusing  than  "Skinner's  Dress 
Suit." 

A  REVERSIBLE  SANTA  CLAUS 

$1.00 

By  Meredith  Nicholson. 

A  Christmas  story  of  mysterious  surprises 
and  a  joyful  holiday  spirit,  by  the  author  of 
"The    House    of    a    Thousand    Candles." 


SOMETHING   VERY  SPECIAL 

AMONG      US      .MORTALS      (Square 

12m«.)  ....       $1.00 

Illustrations    by    W.    E.    Hill. 

Text  by  Franklin  P.  Adams. 

A   volume  of  delightfully  humorous   and  amus- 

mg    drawings,     with     F.     P.     A.'s     appropriate 

text. 

TWO   FINE   BOOKS  FOR   CHILDREN 

THE  BELGIAN  TWINS         -       $1.25 
By  Lucy  Fitch-Perkins. 

A.  new  volume  in  the  famous  "Twins  Series." 
Charmingly   illustrated  to   delight  the  children. 

THE    RED    INDIAN    FAIRY    BOOK 

S2.00 

By  Frances  Jenkins  Olcott. 

Miss  Olcott  has  retold  these  legends  simply 
so  that  children  may  either  read  them  them- 
selves or  listen  to  others  read  them.  Most 
of  them  are  nature  stories,  and  are  arranged 
to    follow    the    sequence    of    the    seasons. 

REALISTIC  BOOKS   ON  THE  GREAT 
WAR 

AT  THE  FRONT  IN   A   FLIVVER 

$1.25 

By  William  Yorke  Stevenson. 

Written  offhand,  this  book  has  a  freshness 
that  makes  it  as  readable  as  it  is  authentic. 
Illustrated  with  some  striking  photographs 
which  the  author  was  fortunate  in  getting 
through. 

THE    JOURNAL    OF    SUBMARINE 
COMMANDER    VON    FORSTNER 

$1.00 

This  full  and  frank  journal  of  submarine  ex- 
periences and  adventures  was  never  intended 
to  meet  the  eyes  of  British   readers. 

THE  RETREAT  FROM  MONS.  $  .50 

With   a   Preface   by   Field-Masshal 

Lord   French. 

The  official   story  of  the   "Old   Contemptibles." 

told  by  a  member  of  the  British  general  staff. 


CRUMPS 


THE  PLAIN  TALE 
WHO  WENT 


OF  A  CANADIAN 

$1.25 


BY  LOUIS  KEENE,  C.E.F. 

In  August,  1914,  Louis  Keene  was  an  artist  on  the  staff  of  a  Montreal 
newspaper.  "Crumps"  describes  his  transformation  into  a  veteran 
Captain  of  a  Machine  Gun  Section  that  operated  in  the  vicinity  of  Ypres. 
We  have  heard  much  of  those  first  Canadian  regiments,  but  nowhere  is 
there  a  better  record  of  their  gay,  light-hearted  courage,  their  tenacity  in 
the  face  of  annihilation. 

Captain  Keene  is  his  own  artist  and  has  supplemented  his  writing  with  a 
series  of  unusually  clever  and  realistic  sketches.    Illustrated,  12 mo.,  SI. 25 
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BOOKS 

arc  minds  speaking  to 
minds  —  vital,  refresh- 
ing, enlarging.  For  this 
reason  books  are  peer- 
less as  gifts. 

'  The  estimation  of  a 
book-gift  is  never  its 
cost.  It  is  its  human 
quality  alone  that  is  felt 
and  seen. 

1  A  book-gift  transcends 
all  other  gifts  in  poten- 
tial pleasure  and  en- 
richment. 


SOME  OF  BRIGGS'  BEST  ONES 

Von  probably  know  the  Briggs'  reputation  for  securing 
the  best  books  of  the  best  authors.  Our  facilities  and  the 
size  of  our  business  allow  us  to  do  this  in  a  way  which 
cannot  be  approached  by  any  other  Canadiau  publisher. 
The  following  are  some  of  the  best  of  the  Briggs'  Fall 
publications.  In  most  cases  the  authors'  names  are  an 
immediate  guarantee  of  excellence.  As  gifts — well,  run 
over  them  and  form  your  own  conclusions. 

MARTIE,    THE    UNCONQUERED  By  Kathleen  Norris 

Mrs.  Norris  has  made  an  enviable  reputation  in  her  several  preceding  books, 
and  this  one  bids  fair  to  eclipse  the  others.  Martie  is  a  story  of  a  very  human 
girl  in  an  average  small  town  with  the  outlook  of  a  good  many  of  her  kind. 
How  her  life  was  worked  out  rather  tragically,  yet  courageously,  is  depicted 
as  only  this  author  can  deal  with  woman's  problems.     Price  $1.35. 

CALVARY  ALLEY  By  Alice  Hegan  Rice 

The  author  of  Mrs.  Wiggs  of  the  Cabbage  Patch  again,  but  in  a  new  and  most 
interesting  setting,  this  book  setting  forth  the  contrast  between  luxury  and 
poverty  very  strongly.  As  usual  the  character  studies  are  inimitable.  Price  $1.35. 

THE    LIGHT    BEYOND        By  Maurice  Maeterlinck 

Maeterlinck's  philosophy,  as  outlined  through  his  beautiful  writings,  is  not  only 
inspiring,  but  refreshing.  This  is  a  specially  beautiful  edition  of  selected 
essays  which  will  make  a  splendid  gift  to  a  serious-minded  friend.    Price  $2.00. 

A  GREEN  TENT  IN   FLANDERS        By  Maud  Mortimer 

As  the  title  suggests,  this  is  impressions, — extremely  vivid  ones — of  field 
hospital  work  in  Flanders.  Pathetic  often  and  yet  most  appealing  are  these 
sketches  of  a  side  of  the  life  of  the  wounded  and  suffering  heroes  which  we 
know  too  little  of.    Price  $1.25. 

THE    SHELL  By  A.  C.  Stewart 

Look  in  your  bookseller's  window  for  a  reproduction — so  far  as  paper,  ink, 
and  engraving  can  make  it — of  an  eighteen-pounder  shrapnel.  That's  the 
outside.  The  inside,  comprising  "Fragments  and  Reverberations,"  as  the 
author  notes,  is  very  characteristic  verse,  some  of  it  strong,  some  sentimentally 
touching,  some  unusually  beautiful  in  lyrical  quality,  from  the  pen  of  a  writer 
who  should  be  better  known  in  Canada.  This  is  not  ordinary  verse  as  most 
people  know  it,  but  the  kind  that  gets  under  one's  skin  and  either  makes  one 
mad  at  the  subject  it  treats  or  makes  him  laugh.  The  Shell  will  make  mighty 
acceptable  gifts  for  half  a  dozen  of  your  friends.     Price  75c. 

THE    HEART'S    KINGDOM       By  Maria  Thompson  Daviess 

This  author  was  responsible  for  "The  Melting  of  Molly,"  which  story  melted 
a  good  many  hearts.  This  one  is  another  good  story,  centering  around  very 
human  and  romantic  people.  It  has  a  thrill  as  well  as  ever-present  romance. 
Price  $1.35. 

MRS.  ALLEN'S   COOK   BOOK 

You  have  heard  of  the  Westfield  Pure  Food  Movement,  doubtless.  This  book  is 
really  the  official  recipe  collection  grown  out  of  the  movement.  Mrs.  Allen  is 
one  of  the  world's  authorities  on  cooking.  Her  contributions  to  the  Ladies' 
Home  Journal,  Delineator  and  other  similar  magazines  have  established  her 
reputation  and  standards.  This  is  the  newest  and  best  Cook  Book  known. 
Large  12mo.  With  memorandum  pages  for  favorite  recipes  and  envelope 
pockets  for  clippings,  as  well  as  many  illustrations,  this  is  a  splendid  gift  for 
the  new  housekeeper  or  one  interested  in  food  conservation  along  newest  lines. 
Price  $2.00. 

YOUR    BOOKSELLER   HAS  ALL   THESE    BOOKS,   OR    WILL 
GLADLY  GET  THEM  FOR  YOU.      ASK  HIM  ABOUT  THEM. 


WILLIAM  BRIGGS,  Publisher 


TORONTO,  ONT. 
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1  Think  of  the  case  with 
which  even  a  long  list  of 
n  a  in  e  s  to  be  remem- 
bered with  Christinas 
gifts,  may  be  checked 
off  as  selections  a  r  e 
made  from  tables  in  the 
bookshops  amply  laden 
with  books  suitable  for 
holiday  giving. 

S  Then  why  should  not 
people  "shoo  eairy"  so 
as  to  make  their  pur- 
chases more  leisurely 
than  is  possible  in  the 
rush  and  crush  of  simp- 
ping  in  the  last  few  days 
before  Christmas  '. 


FOUR  NOTABLES 

Among  all  the  books  offered  by  Canadian  publishers  this 
Pall  the  four  quoted  below,  for  very  good  reason,  stand 
out  as  "notables."  Any  one  or  all  of  them  will  well  repay 
your  personal  interest.  And  as  gifts  for  your  serious- 
minded  friends  they  are  unique. 

Militarism         By  Dr.  Karl  Liebknecht 

This  book  is  a  translation  of  an  original  which  landed  its  author,  a  member  of 
the  German  Reichstag,  in  jail  for  an  extended  period.  One  man,  at  least,  has 
seen  the  situation  and  the  outcome  and  has  spoken  his  mind.  "The  boldest  man 
in  Europe,"  he  has  been  called  because  of  his  passion  to  make  the  world  safe 
for  democracy.  The  translation  was  made  from  a  copy  borrowed  from  the 
author's  brother — the  only  copy  obtainable  since  the  book  was  banned  by  the 
German  authorities  immediately  after  publication  and  the  edition  destroyed. 
This  book  is  having  an  enormous  circulation  in  England  and  promises  to  be 
very  widely  read  in  Canada.    Price  $1.00. 

AH  In  It — (Kl  Carries  On)  ByianHay 

Remember  with  what  enjoyment  and  intense  interest  you  read  "The  First 
Hundred  Thousand,"  which  was  the  first  descriptive  book  on  the  war  to  make 
any  notable  place.  This  is  a  continuation  of  the  narrative  of  Ian  Hay's  earlier 
book,  with  a  continuation  also  of  all  the  intense  interest.  The  author  was  in 
"the  big  scrap"  from  the  landing  of  the  first  section  of  the  British  Expeditionary 
Force  till  a  few  months  ago,  when  the  Government,  realizing  his  ability  in 
other  lines,  withdrew  him  from  active  service  and  used  him  as  a  sort  of  envoy 
to  the  United  States,  where  he  has  been  giving  lectures  and  presenting  the 
Allies'  side  of  the  struggle.  "All  In  It"  is  written  from  the  same  intimate 
standpoint  as  the  earlier  book  and  is  just  as  intensely  human.  You  will  know 
of  it  sooner  or  later.    Why  not  get  acquainted  with  it  early?     Price  $1.35. 

Over    the    TOP        By  Arthur  Guy  Empey 

That  a  War  Book,  written  by  an  inexperienced  and  heretofore  unknown  writer 
should  in  four  months  after  publication  jump  into  the  position  of  "best  seller" 
in  the  United  States,  towering  in  sales  over  the  most  popular  fiction,  says  a  good 
deal.  "Over  the  Top"  is  without  doubt  the  most  intimate,  direct  record  of 
actual  war  experiences  yet  portrayed.  The  author,  an  United  Stateser,  en- 
listed in  a  British  Battalion  after  the  Lusitania  outrage,  and  for  eighteen 
months,  until  incapacitated,  fought  with  the  British  Tommy  as  one  of  them. 
Empey  tells  things  no  other  man  has  told,  some  things  a  good  many  men 
would  not  want  to  tell,  but  it's  all  true  and  gives  a  very  practical  idea  of  the 
life  and  hardships  our  Canadian  boys  are  enduring.  Either  yourself  or  your 
friend  will  enjoy  "Over  the  Top"  immensely.  While  it  is  exceedingly  realistic 
it  doesn't  contain  a  line  you  would  not  want  your  sixteen-year-old  daughter  to 
read.     Price  $1.50. 

A  Journal  from  Our  Legation 

in     Belgium  By  Hugh  Gibson 

This  is  the  official  story  of  Belgium's  tragedy.  The  author  was  First  Secretary 
of  the  American  Legation  in  Brussels  when  the  German  invasion  took  place. 
He  tells  with  vividness,  to  which  his  official  position  adds  terrible  emphasis,  the 
story  of  those  early  days  of  the  war.  F.  N.  Doubleday,  head  of  the  well-known 
house  of  Doubleday-Page,  which  is  publishing  the  book  in  the  United  States, 
says:  "This  book  is  the  best  and  most  important  we  have  published  for  many 
years.    Germany  will  never,  in  our  lifetime,  be  able  to  explain  these  facts  away." 

THESE  FOUR  ARE  BRIGGS'  BOOKS. 
YOU  KNOW  THE  BRIGGS'  REPUTATION. 


WILLIAM  BRIGGS,  Publisher 

TORONTO,   ONT. 


25 


BOO  K  S  E  L  I.  E  R     A  N  D     ST  A  T  I  o  N  E  U 


^olibapQ[tft©ocfes! 


Books 

for 

Christmas 

1  There  are  available 
this  year  a  particularly 
fine  array  of  book  suit- 
able for  holiday  gifts, 
both  in  point  of  attrac- 
tive bindings  and  the 
merit  of  their  contents. 

T  h  e  s  e  volumes  cover 
the  widest  conceivable 
range  of  subjects,  af- 
fording titles  particular- 
ly adapted  to  the  tastes 
and  tendencies  of  any 
man.  woman,  hoy  or 
girl. 


Make      this 
Christmas. 


a     Boo  k 


Good  Books— Ideal  Gifts 


PUNCH 


'Thank  the  powers 
that  be  for 'SAPPER' 


says: 


By  SAPPER 

FOURTH  BRITISH  EDITION 

completing  35,000  copies 

"Among  the  writers  on  the  War  I  place 
him  first,  for  the  simple  reason  that  I 
like   him   best." — Punch. 

"'Sapper'  is  known  to  a  host  of  admir- 
ers as  the  foremost  literary  genius  in 
our  Army.  His  new  work,  NO  MAN'S 
LAND,,  more  than  fulfils  the  rare  promise 
of  his  earlier  volumes.  It  throbs  with 
the  life  of  the  trenches.  .  .  'Sapper's' 
books  will  live  for  generations,  and  will 
take  their  place  with  the  classic  litera- 
ture of  the  war."— British  Weekly. 

"There  are  chapters  in  this  book  which 
will  live  when  hundreds  of  the  books 
written  about  the  war  have  been  for- 
gotten. 'A  Point  of  Detail' — the  story  of 
a  spy  in  the  trenches — is  without  doubt 
the  finest  war  story  ever  written.  .  . 
I  could  not  sleep  until  I  had  read  the 
last  word.  And  now  I  am  going  to  read 
the  book  through  again." — Weekly  Dis- 
patch. 

BOOKS  BY  SAPPER 

NO  MAN'S  LAND 

Cloth,  $1.25 

MEN,  WOMEN    AND  GUNS 

Cloth,  $1.25 

MICHAEL  CASSIDY,  SERGEANT 

Cloth,  60c 

THE   LIEUTENANT  AND  OTHERS 

Cloth,  35c 

SERGEANT  MICHAEL  CASSIDY 

Cloth,  35c 


LORD  TONY'S  WIFE 

The  new  Scarlet  Pimpernel  Novel  by  Baroness 
Orczy.  The  only  new  Scarlet  Pimpernel 
Novel    since    "Eldorado."      Cloth $1.25 

THE  FOUR  CORNERS  OF 
THE  WORLD 

Stories  by  A.  E.  W.  Mason,  author  of  "The 
Four  Feathers."  The  only  new  "Mason"  since 
"The   Witness   for  the    Defence."      Cloth.    $1.25 

HIS  LAST  BOW 

A  reminiscence  of  Sherlock  Holmes.  By  Sir 
Arthur  Conan  Doyle.  These  "later  reminis- 
cences ".  abound  in  grotesque  situations  and 
complications — in  adventures  characteristic  of 
Sherlock  Holmes—  in  mysteries  and  intricate 
problems  neatly  solved  by  the  matchless  and 
master  detective  of  fiction  as  well  as  of  the 
real    world.       Cloth $1.35 

THE  PATH  OF  GLORY 

Another  great  War  story  by  Joseph  Hocking. 
66.000  copies  have  already  been  sold  of  "All 
for  a  Scrap  of  Paper"  and  "Dearer  Than 
Life."     Cloth    $1.25 

FOSSIE  FOR  SHORT 

By  Harold  Brighouse,  author  of  "Hobson's 
Choice."  Nothing  so  joyous  as  "Fossie  for 
Short,"  by  the  author  of  "Hobson's  Choice." 
has  been  written  for  a  long  time.     Cloth.  $1.25 

IN  ANOTHER  GIRL'S 
SHOES 

By  Berta  Ruck,  author  of  "His  Official 
Fiancee."  A  lively,  cleverly  written  story  of 
Entrland  and  Paris.  A  delightful  blend  of 
humour  and   sentiment.     Cloth $1.25 

THE  AZURE  HAND 

S.  R.  Crockett's  last  novel.  "A  masterpiece 
of  sustained  mystery."     Cloth $1.25 

THE  AMATEUR 
DIPLOMAT 

By  Hugh  S.  Eayrs  and  T.  B.  Costain.  A 
breezy  and  most  exciting  romance  of  love 
and  politics  and  the  War.     Cloth $1.25 

BATTLEWRACK 

By  F.  Britten  Austen.  Mr.  Britten  Austin's 
studies  of  battle  incidents  are,  all  of  them, 
picturesque,  dramatic  and  thrilling.  "Battle- 
wrack''  is  that  rare  thing— a  man's  book  that 
is  real  and  inspired.  This  book  will  make 
its     mark.       Cloth     $1.25 

2nd  LIEUTENANT  BILLIE 
IMPETT  and  his  Orderly 

By  Captain  Eustace  Ainsworth.  Hodder  A 
Stoughton  presents  "Billie  Impett"  to  the 
reading  public  with  every  confidence  in  their 
discovery  of  a  brilliant  new  soldier-author. 
Cloth $1.2.') 
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make  the  best  presents. 
There  is  Qothing  easier 

to  buy  than  a  book,  and 
nothing  that  makes  a 
better  showing  for  the 
cost.  There  is  nothing 
that  indicates  such  lov- 
Lng  thoughtfulness  on 
the  part  of  the  giver, 
and  brings  such  real  and 
lasting  pleasure,  as  well- 
chosen  books. 


Don't   forget- 


The  boys  at  the 
fr  ont  need  books 


i      ,  hi   in  i  iNi'1 
■DJEi 


Great' 
Possessions 

DAVID  GRAYSON 

Jim  - 


How  Could  \bu. 
Jean9 

ELEAHOR.  HOYT  BRAINERD 


AT  THE  FRONT 
—OR  AT  HOME 

wherever  books  arc  read  for  entertain- 
ment or   inspiration    these    hooks   will 
find  favor 

A  CHECK  LIST  OF 

*  All  Star  Books  * 

JEFFERY  FARNOL 

Definite  Object" 

$1.40  net 

REX  BEACH 
"Laughing  Bill  Hyde" 

$1.35  net 

DAVID  GRAYSON 

"  Great  Possessions 

Cloth,  $1.30         Leather,  $1.75 

HAROLD  MacGRATH 
"  The  Luck  of  The  Irish  " 

$1.50 

BASIL  KING 
"  The  High  Heart  ' ' 

$1.50 

RUPERT  HUGHES 

"  We  Can't  Have  Everything" 
$1.50 

R.  W.  CAMPBELL 

"Donald  and  Helen" 

$1.35 

MILDRED  ALDRICH 

"OntheEdgeofthe  War  Zone" 

$1.25 

ROBT.  J.  C.  STEAD 

"Kitchener  and  Other  Poems ' ' 
$1.00 

WADSWORTH  CAMP 

"The  Abandoned  Room" 

$1.35 

ELEANOR  H.   BRAINERD 

"How  Could  You,  Jean  ?  ' 

$1.35 


9m 

w. 


t. 


[ 


Herself.  Himself 
•  Myself  « 

Ruth  Sawyer 


THE  MUSSON  BOOK  CO.  LIMITED 

TORONTO 


Publishers 


Complete    Catalogue 
Post  Free  on  Request 


27 


BOOKSELLER     AND     STATIONER 


Qoitbap  Gift  ©oofcs 


Books  for 
Children 


Children  are  admitted  to  new 
worlds  of  delight  through  books, 
thus  stimulating  their  imagina- 
tion and  storing  up  for  them 
life-long  joyous  memories. 

Thus,  it  will  be  appreciated  that 
books  contribute  not  only  to 
their  immediate  happiness,  but 
give  it  permanence  throughout 
their  whole  lives. 

There  are  no  better  gifts  for 
Children  than  books.  For  the 
wee  kiddies  there  are  toy  books, 
comprising  a  wide  range  in 
treatment.  There  are  elabor- 
ately designed  volumes,  includ- 
ing the  work  of  some  of  the  most 
noted  artists,  but  naturally  the 
sale  of  these  is  restricted  by 
reason  of  the  necessarily  high 
price.  There  is,  however,  so 
rnucn  merit  in  the  low-priced 
books,  even  the  five-cent  toy 
books,  that  there  is  plenty  of 
choice  to  adequately'  delight 
every  cnild  in  the  land. 

Remembering  that  Books  are  a 
Delight  all  through  Life,  Christ- 
mas Shoppers  will  do  well  to 
select  BOOKS  as  their  Christ- 
mas gifts  to  Children,  whether 
they  be  wee  tots  or  boys  and 
girls  in  their  "teens." 


They  sell  "Like  a  Christmas  Rush" 

ALL  THE  YEAR  THROUGH 

The  Best  Books  for  Boys  and  Girls 


FOR  BOYS  FROM  10  to  16 

THE  TOM  SWIFT  SERIES 

Tom  Swift    and    His    Motorcycle. 

Tom  Swift    and    His   Motorboat. 

Tom  Swift    and    His    Airship. 

Tom  Swift    and    His    Submarine    Boat. 

Tom  Swift    and    His    Electric    Runabout. 

And  15    other    titles 

SOc     Each 


FOR  BOYS  FROM  9  to  14 

THE  MOTION  PICTURE 
CHUMS    SERIES 


The  Motion 

The  Motion 

The  Motion 

The  Motion 

tion. 

The  Motion 

The  Motion 

The  Motion 


Picture    Chums'    First    Adventure. 
Picture    Chums    at    Seaside    Park. 
Picture    Chums    on     Broadway. 
Picture    Chums'    Out-door    Exhibi- 

Picture    Chums'    New    Idea. 
Picture    Chums    at    the    Fair- 
Picture   Chums'    War   Spectacle. 

50c    Each 


THE    MOVING    PICTURE 
BOYS    SERIES 


The  Moving    Picture    Boys. 

The  Moving    Picture   Boys   in   the   West. 

The  Moving    Picture    Boys    on    the    Coast. 

The  Moving    Picture    Boys    in    the    Jungle. 

The  Moving  Picture  Boys  in  Earthquake  Land. 

The  Moving    Picture    Boys    and    the    Flood. 

The  Moving    Picture    Boys    at    Panama. 

The  Moving    Picture    Boys    Under    Sea. 

50c     Each 


FOR  GIRLS  FROM  10  to  16 

THE  GIRLS  OF  CENTRAL 
HIGH    SERIES 

The    Girls    of    Central    High. 

The    Girls    of    Central    High    on  Lake    Luna. 

The    Girls    of    Central    High    at  Basketball. 

The    Girls    of    Central    High    on  the    Stage. 
The  Girls  of  Central  High  on  Track  and  Field. 

The    Girls    of    Central    High    in  Camp. 
50c   Each 


FOR  GIRLS  FROM  9  to  14 

MOVING  PICTURE  GIRLS 
SERIES 

The    Moving  Picture    Girls. 

The   Moving  Picture   Girls   at   Oak   Farm. 

The    Moving  Picture    Girls    Snowbound. 

The    Moving  Picture    Girls    Under    the    Palms. 

The    Moving  Picture    Girls    at    Rocky    Ranch. 

The    Moving  Picture    Girls    at    Sea. 

The    Moving  Picture    Girls    in    War    Plays. 
SOc    Each 


FOR  GIRLS  FROM  8  to  12 

THE  OUTDOOR  GIRLS 
SERIES 

The    Outdoor    Girls    of    Deepdale. 
The    Outdoor    Girls    at    Rainbow    Lake. 
The    Outdoor   Girls   in    a   Motor   Car. 
The    Outdoor    Girls    in    a    Winter   Camp. 
The    Outdoor    Girls    in    Florida. 
The    Outdoor    Girls    at    Ocean    View. 
The    Outdoor    Girls    on    Pine    Island. 
SOc    Each 


FOR  CHILDREN  FROM  5  TO  10  YEARS. 


THE  BOBBSEY  TWINS 
BOOKS 

The     Bobbsey    Twins. 
The    Bobbsey    Twins    in    the    Country. 
The    Bobbsey    Twins    at    the    Seashore. 
The    Bobbsey    Twins    at    School. 
The    Bobbsey    Twins    at   Snow    Lodge. 
The   Bobbsey    Twins   on   a   Houseboat. 
The    Bobbsey    Twins    at    Meadow    Brook. 
The    Bobbsey    Twins    at    Home. 
The    Bobbsey    Twins    in    a    Great    City    (Sept.). 
The      Bobbsey     Twins     on      Blueberry      Island. 
(Ready   Sept.). 

50c    Per  Volume 


THE  BUNNY  BROWN 
SERIES 

Bunny    Brown    and    His    Sister   Sue. 

Bunny    Brown    and    His   Sister    Sue   on    Grand- 
pa's  Farm. 

Bunny     Brown     and     His    Sister    Sue    Playing 
Circus. 

Bunny    Brown    and    His    Sister    Sue    at    Camp 
Rest-a-While. 

Bunny    Brown    and    His    Sister    Sue    at    Aunt 
Lu's    City    Home. 

Bunny   Brown    and    His   Sister   Sue   in   the    Big 
Woods.       (Sept.). 

Bunny   Brown   and   His   Sister  Sue  on   an   Auto 
Trip.      (Sept.). 

50c    Each 


GROSSET  &  DUNLAP,  Publishers 

1 140  Broadway  Broadway  at  26th  Street  NEW  YORK 

Geo.    J.    McLeod   Limited,   Selling  Agents,   Toronto 
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BOOKS 

The  Reader's  Duty:- 
Truth  spreads  by  testi- 
mony. There  is  a  sort  of 
high  compulsion,  which 
Lofty  spirits  recognize, 
to  hear  witness  to  the 
truth  wherever  found. 
That  is  how  the  best 
books  get  their  circula- 
tion. A  reader  who  has 
dug  treasure  from  a 
book  spreads  the  news 
of  his  discovery  to 
others  whom  he  desires 
to  enrich. 


Suitable  Christmas  Gifts 

FRENZIED  FICTION.    By  Stephen  Leacock.     $1.25  net.      . 

Nowadays  they  are  quoting  Leacock  in  the  text-books  as  a  master  of  the  art  of  Short  Story 
writing.  He  is  not  only  that,  but  he  is  still  one  of  the  world's  master  humorists.  This  new 
volume   will    add    to    his    reputation. 

OLD  MAN  SAVARIN  STORIES.    Tales  of  Canada  and  Canadians.     By  E.  W. 
Thomson.    Cloth,  fully  illustrated,  $1.35  net. 

The  New  York  Critic  joins  in  the  chorus  of  praise  of  E.  W.  Thomson's  volume  of  short  stories, 
"Old  Man  Savarin  and  Other  Stories."  The  Critic  says:  "It  is  intensely  human,  vividly  true 
to  life.  The  tales  are  kaleidoscopic,  bright  bits  of  human  experience,  each  rapidly  succeeding 
another,  hardly  any  two  alike,  yet  all  blending  in  a  harmonious  impression."  The  illustrations 
by  Jefferys  are  marvels  of  the  artist's  fancy. 

CANADIAN  WONDEKTALES.    By  Captain  Cyrus  Macmillan.    Illustrated  in 
colors  by  George  Sheringham.    12mo.    Cloth,  $3.50  net. 

This  is  a  book  of  authentic  folk  tales  of  Canada.  For  two  years  before  the  war  Mr.  Macmillan 
had  been  engaged  on  behalf  of  the  Canadian  Government  to  collect  the  folk-tales  of  Canada 
for  official  publication  and  had  obtained  permission  to  use  a  certain  number  of  them  separately 
in  a  book  of  his  own.  The  stories  are  curiously  fascinating.  He  has  performed  a  great  service 
to   Canadian    literature   and    Canadian    life,    and   he   has   performed    it    remarkably    well. 

THE  INNER  DOOR.     By  Alan  Sullivan.     12mo,  400  pages.     Frontispiece  in 
color  hy  William  van  Dresser.    $1.35  net. 

" As  a   love   story,   pure  and  simple,   it  will  appeal   to  a   wide  circle  of   readers,   but 

its  gripping   qualities   lie  in  the   grim   tragedy   of   modern   competition.     .     .     .     This   book    places 

its   author   in    the   front   rank   of    American    writers.  'The   Inner  "Door'    is   the 

first  big  book  of  the  war  period  that  goes  down  to  the  roots  of  the  world  unrest.  ...  In 
'The  Inner  Door'  the  advocates  of  social  and  industrial  reconstruction  will  find  a  powerful 
ally   and   the   reader  of   fiction   an   admirable  tale  of   love  and   war." — The   Globe,   Toronto. 

MY  UNKNOWN  CHUM.     ("AGUECHEEK").     Foreword  by  Henry  Garrity. 
Price  $1.50  net. 

"An  Ideal  Chum."  You  will  read  it  often  and  like  it.  better  the  oftener  you  read  it — once 
read  it  will  be  your  chum  as  it  is  now  the  chum  of  thousands.  You  will  see  France,  Belgium, 
England  and  America — men  and  women  in  a  new  light  that  has  naught  to  do  with  the  horrors 
of  war. 

It  fulfills  to  the  letter  Lord  Rosebery's  definition  of  the  three-fold  function  of  a  book  "to  Furnish 
Information,    Literature,    Recreation." 

THE- RED  PL\NET     By  William  J.  Locke,  author  of  "The  Wonderful  Year," 
"The  Beloved  Vagabond,"  etc.    12mo.    Cloth.    $1.50  net. 

A  story  of  wartime,  but  not  of  war.  Love  and  mystery  and  love  again — these  are  the  threads 
the  war  god  tangled  and  W.  J.  Locke  has  unravelled  in  this,  his  best  story  since  "The  Beloved 
Vagabond." 

THE  RHYME  GARDEN.     By  Margaret  Buller  Allan.     With  colored  illustra- 
tions by  the  author.    4to.    Boards.    $1.25  net. 

Short  rhymes  for  children,  admirably  illustrated  with  full-page  colored  pictures  and  most 
artistic  tail-pieces  in  black  and  white.  A  book  to  please  the  eye  and  ear  of  a  child  of  almost 
any  age,  but  especially  the  younger  ones  to  whom  it  is  meant  to  be  read  aloud.  Some  of  the 
rhymes   are   admirably   suited   for   acting   to   music   for   children's   songs. 

CARRY  ON:    LETTERS  IN   WARTIME.     By  Lieutenant  Coningsby  Dawson, 
author  of  "The  Garden  Without  Walls,"  "Slaves  of  Freedom,"  etc.  $1.00  net. 

POEMS:    By  Alan  Seeger.    With  an  introduction  by  William  Archer.    $1.25  net. 

LETTERS  AND  DIARY      ^v  Alan  Seeger,  the  Poet  of  the  Foreign  Legion. 

$1725  net. 
A  DIARY  OF  THE  GREAT  WAR.    By  Samuel  Pepys,  Jr.,  Sometime  of  Ma.g- 

dalene  College  in  Cambridge  and  His  Majesty's  Navy  Office,  Esquire,  M.A., 

with  16  Effigies  by  M.  Wratson  Williams.     Newly  engraven  at  large  upon 

copper.    $1.50  net. 
A   DIARY  OF  THE  GREAT  WAR— Second   Series.     By   Samuel  Pepys,   Jr. 

Illustrated.    12  mo.    Cloth.    $1.50  net. 

An  up-to-date  and  amusing  History  of  the  Times.  A  record  of  events  and  contemporary  im- 
pressions   during    one    of   the    most    stirring    periods    of    our    history. 

BOSWELL  OF  BAGDAD.     By  E.  V.  Lucas.     $1.50  net. 

"Mr.    Lucas   at   his  best." 

THE  LAMP  OF  POOR  SOULS.     By  Marjorie  Pickthall,  author  of  "Drift  of 
Pinions."    With  Frontispiece.    $1.25  net. 

"The  Lamp  of  Poor  Souls"  is  filled  with  song,  and  it  contains  some  devotional  poetry  of  rare 
beauty.     Miss    Pickthall    is   a    Canadian    poetess   worthy   of  all   praise." — The   Mail   and   Empire. 

THE  CONSTITUTION  OF  CANADA;  ITS  HISTORY  AND  PRACTICE.     By 
Justice  Riddell.     $1.25  net. 

As  its  title  indicates  this  is  a  study  of  our  Constitution  written  rather  for  the  ordinary  reader 
than  for  the  constitutional  lawyer.  Additional  interest  is  given  by  the  comparison  made  between 
our   form   of   government   and    that   of   the   United   States. 


S.  B.  GUNDY 


TORONTO 


PUBLISHER  IN  CANADA  FOR  HUMPHREY  MILFORD 
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Books 

for 

Christmas 

5  The  Bookstor  e  s 
throughout  Canada  are 
showing  this  year  a  par- 
ticularly fine  array  of 
books  suitable  for  holi- 
day gifts,  both  in  point 
of  attractive  binding 
and  the  merit  of  their 
contents.  These  volumes 
cover  the  widest  con- 
ceivable range  of  sub- 
jects, affording  titles 
particularly  adapted  to 
the  tastes  and  tenden- 
cies of  any  man,  woman, 
hoy  or  girl. 


The  Memoirs  of  a  Balkan  Diplomatist 

CHEDOMILLE  MIJATOVICH 

These  Memoirs  supply  interesting  contributions  to  the  history  of  the  present 
world-conflict,  in  so  far  as  it  originated  from  the  irremediable  antagonism  between 
the  Austrian  and  Russian  interests  in  the  Balkan  Peninsula.  From  1869  to  1903 
the  author  occupied  important  diplomatic  positions  in  connection  with  his  country, 
and  thus  speaks  with  authority  on  such  matters  as  the  Treaty  of  Peace  between 
Serbia  and  Bulgaria  (1886),  the  first  Hague  International  Peace  Conference,  the 
Royal  Divorce,  the  circumstances  of  King  Milan's  abdication,  etc.,  etc.  With  4  photo- 
gravures.    Medium  8vo.     Cloth  gilt $4.00  net 

Winnowed  Memories 

By  Field-Marshal  Sir  EVELYN  WOOD,  V.C.,  G.C.B.,  G.C.M.G.,  LL.D. 

Many  of  the  stories  comprised  in  this  volume  of  unique  experiences  relate — 
as  befits  a  sportsman  of  the  first  water— to  the  hunting-field,  or  sport  in  various 
parts  of  the  world;  and  Sir  Evelyn  has  received  letters  from  most  of  the  great 
soldiers  and  statesmen  of  the  last  fifty  years.  The  book  may  be  opened  at  any 
page  with  the  certainty  of  finding  something  of  outstanding  interest  which  will 
induce  further  dippings  into  his  treasure-bag  of  good  stories  of  soldiers,  sailors, 
statesmen,  peers  and  peasants.  With  8  photogravures.  Medium  8vo,  416  pages. 
Cloth   gilt,    $4.00   net 


My  Reminiscences 


By  Rt.  Hon.  Sir  GEORGE  REID,  M.P.  (Ex-High  Commissioner  for  Australia) 

A  singularly  fascinating  autobiography  of  a  contemporary  who  rose  from 
junior  clerk  to  Premier  of  Australia,  interwoven  with  the  history  of  perhaps  the 
most  crucial  period  in  the  evolution  of  that  great  outpost  of  Empire.  Inter  alia 
these  reminiscences  give  cinematographic  pictures  from  the  inner  side  of  the  ad- 
ministrative machine,  characterisations  of  the  principal  figures  of  Australian  politics, 
Sir  George's  experiences  in  England  and  on  the  Continent,  in  Egypt  and  at  the 
Western  Front,  and  a  wealth  of  humnously  touched,  crisp  anecdote.  With  16 
photogravure   plates.     Medium  8vo.     Cloth  gilt    $4.00  net 

Germany  Under  Three  Emperors 

By   PRINCESS   CATHERINE   RADZIWILL 

Gives  much  hitherto  unrevealed  information  in  regard  to  William  I.  of  Prussia 
and  his  dominating  Chancellor,  Bismarck,  the  brief  reign  of  Frederick  III.,  and 
the  nrotives  underlying  William  II. 's  power-hunger.  Significant  incidents,  conver- 
sations, and  a  number  of  remarkable  letters  are  included.  With  8  photogravures. 
Medium   8vo,   364   pages.      Cloth   gilt    $1.00   net 

The  Tragedy  of  a  Throne 

By  HILDEGARDE  EBENTHAL 

The  unvarnished  and  tragic  story  of  Ludwig  II.  of  Bavaria,  whose  deliberately 
engineered  downfall,  accomplished  by  means  of  bribery  and  corruption  in  general, 
and  by  Richard  Wagner  in  particular — was  one  of  the  essential  antecedents  of  the 
present  world-crisis.     Medium  8vo.     Cloth  gilt    $3.00  net 

Belgium  Under  the  German  Heel 

By  ODON  HALASI 

This  prominent  Hungarian  author  and  journalist  gives  us  a  deep  study  of 
the  economic  conditions,  education,  finance,  social  life,  press,  and  the  food  con- 
ditions under  which  the  oppressed  and  tormented  population  of  Belgium  exists. 
Medium  8vo,  320  pages.     Cloth    $1.50  net 

The  Revised  1916  Edition  of 


Imperial  Germany 


PRINCE    VON    BULOW,   With   Foreword   by  J.  W.  Headlam 

The  Revised  Edition  of  "Imperial  Germany"  should  form  one  of  the  most 
important  and  permanent  records  of  Germanism  as  revealed  by  a  German.  Alto- 
gether more  than  half  of  the  text  has  been  rewritten,  and  much  new  matter  added. 
The  Foreword,  by  Mr.  J.  W.  Headlam,  is  a  masterly  analysis  of  the  whole  book, 
and  a  valuable  contribution  to  the  understanding  of  the  German  mental  outlook. 
Large  Crown  8vo.     Cloth    $1.50  net 


THE  HOUSE  OF  CASSELL 

55   BAY  STREET,   TORONTO 
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BOOKS 

1  The  teacher  seeking 
suitable  gifts  for  pupils 
or  the  committee  of 
pupils  in  search  of  the 
right  gift  "for  teacher," 
can  do  no  better  than  re- 
pair to  a  bookshop. 

'  There  the}-  will  rind  a 
wide  range  of  books  or' 
various  classes  —  books 
by  modern  writers  or 
standard  works  of  the 
old  masters  —  fro  m 
which  to  make  their 
selections. 

'  Whether  for  the  school 

teacher  or  for  pupils,  no 
more  suitable  gifts  than 
books  could  possibly  be 
chosen. 


FICTION 


WHAT     ALLAH     WILLS 

A  tale  of  Morocco.  By  Irwin  L. 
Gordon.  F.  R.  G.  S..  author  of 
"The  Los  of  the  Ark."  An  Amer- 
ican love  story  with  a  M 
setting,  filled  with  the  thrill  of 
the  mystery  land.  The  book  deals 
with  Mohammedanism  and  Chris- 
tianity in  a  manner  not  before 
touched  by  a  novelist. 

Illustrated    by    Modest     Stein. 
Net   $1.35. 


SYLVIA  ARDEN   DECIDES 
By   Margaret   It.  bpr  of 

"Sylvia's    Experiment,    the    Cheer- 
ful   Book,"  ; 1 1 1 ■  J  "Sylvia  of  the  Hill 
Top."      WhPrein   Sylvia   shuts  tight 
the    doors    of    c  illege    and 
out-door--.         She      meets      all      that 
comes   her    way    with   the   old-time 
And   you'll    want   to   know 
he    decides  ! 
Illustrated    by    Haskell    Coffin. 
Net  $1.35 


UNDER    THE    WITCHES'    MOON 

By   Nathan   Gallizier.   author  of  "The   Court  of  Lucifer."  etc.      A  story  of  Rome   in   far-off 
days,  how  Tristan,  the   Pilgrim  of  Avalon,  came  riding  there  all   for  the  love  of  Hellayne 
— and   how  he   lived  and   fought   in  battles   long  ago. 

Four   colored    illustrations   by   the    Kinneys.      Net   $1.50. 

HISTORY 

THE     WORLD'S     GREATEST    MILITARY    SPIES     AND     SECRET     SERVICE     AGENTS 

By    George   Barton.      Nowhere    is    the   old    adage    that   truth    is    stranger    than    fiction    more 

strongly    illustrated    than    in    Mr.    Barton's    book.      The    darinir    adventures    of    these    men 

and    women,    soldiers    of    their    country,    though    in    the   dark,    bring    wonder    to   our   mirxU 

Fully    illustrated.      Net   $2.00. 

TRAVEL 

Two  notable  new  volumes  in  our  "  See  America  First  Series  " 
ARIZONA.   THE   WONDERLAND 

By    George   Wharton  James,   author   of   "California,   Romantic   and    Beautiful,"   etc.      Uni- 
formly   interesting,    reliable   and   comprehensive. 

OREGON:    THE    PICTURESQUE 
By   Thomas    D.    Murphy.      Keen    observation    and    an    interesting    and    enjoyable    style    are 
combined    with    a    wealth    of    information    in    this   book. 

Each,    superbly    illustrated.      Net.    $3.50. 

THE   SPELL    OF    CHINA 

A   new    volume    in    the   "Spell   Series,"   by   Archie    Bell.      A    vital    and    vastly   entertain  in  % 

book,  giving  complete  and  exceedingly   valuable  information   about  China  and  the  Chinese 

people. 

Fully  illustrated.     Net  $2.50. 

Published  by     The  Page  Company  53  Beacon  St.,  Boston 


NELSON'S  INDIA  PAPER 
Nelson's  India  Paper  Editions 

THE  NEW  CENTURY  LIBRARY 

These  books  are  printed  on  Nelson's  India  Paper,  in 
large,  clear  type. 

Bound  in  smooth,  soft  leather,  flexible  cover,  with  plain 
sides  and  gilt  back. 
CHARLES  DICKENS— 17  Volumes. 
W.  M.  THACKERAY— 14  Volumes. 
SIR  WALTER  SCOTT— 25  Volumes. 
SHAKESPEARE— 6  Volumes. 
ANTHONY  TROLLOPE— r  Volumes. 
Can  be  purchased  either  in  sets  or  single  volumes. 
Price  per  volume,  $1.25. 

THOS.   NELSON  &  SONS,  Limited 

77  Wellington  Street  West,  TORONTO 
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13  oltbap  Qtft  ©oofes 


BOOKS 


1  Think  of  the  case  with 
which  even  a  long  list  of 
names  to  be  remem- 
bered with  Christmas 
gifts,  may  be  checked 
off  as  selections  a  r  e 
made  from  tables  in  the 
bookshops  amply  laden 
with  books  suitable  for 
holiday  giving. 

If  Then  why  should  not 
people' "shop  early"  so 
as  to  make  their  pur- 
chases more  leisurely 
than  is  possible  in  the 
rush  and  crush  of  shop- 
ping in  the  last  few  days 
before  Christmas'? 


Two  years  in  hell  and  back  with  a  smile 


PRIVATE 

PEAT 

A   stirring   story,  true  in  every   word    and   unlike   any    that    has 

gone  before. 

by  HAROLD  R.  PEAT 

of  First  Canadian  Contingent 

In  deadly  earnest  but  with  fine  humor,  the  spirit  of  adventure  and 
the  enthusiasm  of  youth. 

Private  Peat  enlisted  at  Edmonton,  and  was  trans- 
ferred to  the  famous  Third  Battalion.  His  descrip- 
tion of  the  battle  of  St.  Julien  and  the  other  battles 
in  which  the  Canadians  fought,  should  be  read  by 
every  one  who  had  a  friend  in  the  first  contingent. 

THIS  IS  ALL  TRUE 

A  Canadian  soldier  of  the  ranks  tells  his  story  from  the  hour  of  his  enlistment  until  the 
moment  he  "got  his"  and  lay  in  the  open  t  .o  rights  and  a  day  before  the  stretcher  bearers 
found  him  Told  in  deadly  earnest,  yet  in  th  -  fighting  man's  fine  humor,  with  a  full  realiza- 
tion of  what  he  is  fighting  for  and  what  def.at  would  mean.  With  a  touching  Last  Chapter 
by   his  wife. 

Shipments  made  as  orders  received. 
Cloth,  12mo.        Many  original  illustrations.        Price  $1.50  net 

GEORGE    J.    McLEOD,    Limited 

266  King  Street,  West  -  .  TORONTO 
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Gfifts  for 


Christmas 


In  the  following  pages  you  will 
find  interesting  particulars  about 
different  classes  of  goods  particu- 
larly appropriate  for  holiday  gifts, 
including  items  especially  suitable 
for  children. 
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BOOKSELLER     AND     STATIC)  NKK 


Books 

for 

the  Home 


1  In  dealing  with  books 
suitable  for  the  home, 
such  volumes  as  cook 
books,  recipe  books  and 
books  ori.h  o  u  s  e  h  o  1  d 
economy  .will  appeal  to 
every  housewife. 

Considering  cook  books, 
it  does  not  matter  how 
many  a  woman  may 
have,  she  will  be  glad  to 
get  another,  because  it 
will  provide  ,  her  with 
something  new. 

Eecipe  books-  are  now 
available  in  loose-leaf 
binding,  making  it  pos- 
sible to  eliminate  such 
matter  as'may  no  longer 
be  wanted,  replacing 
this  with  new  recipes  as 
obtained. 

Guest  books,  too,  make 
suitable    gifts    for    the 

home  at  Christmas  time. 


MADE  IN  CANADA  AND  MADE  RIGHT 

i 

LOOSE-LEAF  DIARIES 


Four  standard   sizes.      Perpetual,   good   for  any   year.     No   dead   stock. 


THE  GIFT 

for    soldier,    civilian,    man    or    woman.      The    most    suitable    all-purpose    loose-leaf    gift. 

SLUCKETTS     «■* 
TERLINM 
LINE U 

Loose-leaf  Recipe 
Book 

It's  white ;  it's  washable ;  it's  clean ;  it's 
attractive.  Men  can  choose  no  more  suitable 
gift  for  ladies.  It  will  appeal  to  your  lady 
customers    for    themselves   or   their    friends. 

Autographic 

"The  old-fashioned  autograph  alubum  brought 
up-to-date."  Distribute  the  sheets  among 
friends,  have  them  write  their  favorite  recipe 
and  sign,  then  collect  the  sheets  under  the 
proper  index  tabs.  This  will  give  a  choice 
collection  of  recipes  as  well  as  a  desirable 
autograph    album    of    friends. 


terlinQ 

Loose-leaf  Memo  Books 


10    standard    sizes.      Two    grades. 

Style  AR  bound  in  Morocco  leather  retails  from 
$1.05  to  $2.15.  Style  CR  bound  in  Morocco  grain 
"Sterluck"   retails    from    80c   to   $1.65. 

"Sterluck"  is  our  trade  name  for  the  very  best 
imitation  leather  produced.  It  has  the  appearance 
of  leather  and  will  outwear  all  ordinary  grades  of 
leather.      We   thoroughly    recommend   it. 


TO  DEALERS: 

ASK  FOR  OUR  ATTRACTIVE   DISPLAY  CARDS  OF  THE 

ABOVE 

We   also  make   Ledgers,   Post   Devices,   Sheet   Holders,   Price   Books,   Ring   Books,   etc. 

_     ,r.    Luckett  Loose  Leaf,  Limited     c=TERUNr 

539-543  KING  ST.  W.  TORONTO,  ONTARIO 
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The 

Christmas 

Package 


If  Perhaps  one  of  the  most 
popular  Lines  of  holiday  mer- 
chandise in  stationery  stores 
is  that  represented  by  such 
Christmas  and  New  Year's 
talties  as  tags,  seals,  en- 
closure cards,   together  with 

I k  lets,    cards   of   greeting, 

postcards,  bOxed  writing 
paper  in  Christmas  dress,  and 
such  holiday  wrappings  as 
holly  paper,  nested  holly 
boxes,  etc. 

These  various  articles  are  so 
very  attractive  in  themselves 
that  they  lend  themselves 
most  readily  to  attractive  dis- 
play in  the  -hops  and  this  cir- 
cumstance is  responsible  for 
much  of  the  attraction  which 
hook  and  stationery  stores 
have  for  Christmas  shopper-. 

Holiday  wrappings  are  being 
used  more  and  more,  and  it  is 
a  fact  that  a  book  or  other 
articles  will  give  added  plea- 
sure to  the  recipient  if  pleas- 
ingly packaged  with  wrap- 
ping of  holly  or  poinsettia 
paper,  ribbonzene,  colored 
twine  or  such  like  garniture. 


Well  Considered  Gifts 


Tel  I  mo    I  lie   .Story 
Tilt    STORIATOR. 


-a 


,n 


STORIATOR 

The  story  of  the  Three 

>     Bears   can    be   staged 

by  the  child.     Comes 

in   an  attractive  box. 

Sells  $1.25. 

» 

An  educational  gift — 

a     great    joy    to    the 

child. 


Dean's  Rag  Books 

Retail  15c,  30c,  50c,  75c 
and  $1.00  each. 

Dean's  Board  Books 
and  Painting  Books, 
15c,  25c,  35c  and  50c 
each. 


Deans  Rag  Books 


Quite  Indestructible 


Modelling 
Clay 

for  Children  and  Art 
Students 

25c,  50c,  75c,  $1.00  and 

$2.50  per  set;  lb. 
b  r  i  c  k  s  40c  lb. ;  all 
colors. 


Cut  Out  Paper 
Dolls 

With  4  changes  of  Dress  and  Hats 

Sells,  25c  each. 
4   d  e  s  i  g  n  s — Billy   Boy, 
Polly  Dolly,  Dolly  Dimple 
and  Tommy  Tom. 

Calendar  Pads,  Tally    Cards, 
Xmas  Tags  and  Seals,   Xmas 
Papeteries,     Soldiers'     Post 
Cards  and  Booklets. 
Personal  Christmas  Cards. 


MENZIES  &  COMPANY  Limited 


439  King  Street  West 


TORONTO 
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Art 
Publications 

Is  it  not  true  that  pic- 
tures carry  a  universal 
appeal  ( 

For  that  reason  pic- 
tures, especially  t  h  e 
many  attractive  small 
p  i  c  t  u  r  c  s  supplied  in 
such  a  wide  variety  of 
treatment,  for  sale  in 
the  book  and  stationery 
shops,  constitute  a  line 
which  is  of  exceptional 
importance. 

The  "Bookstore"  is  the 
"picture  store"  as  well 
and  presents  pictures  in 
abundance  for  the  bene- 
fit of  the  holiday  shop- 
per. 


An  Ideal  Christmas 
Picture 


1    No.    123— "The    King    of 
Hearts." 


No.    132 — "A    Novice.' 


No.     130 — "Winners.' 


Jessie     Wfllcox     Smith's     noted 
painting  of  Madonna  and  Child 

Art  critics  have  pronounced  this  picture  to 
be    the    tiiiest    of    modern    Madonnas. 

Size  23  x  28  inches.  The  colorings  are 
accurate  reproductions  of  the  original  paint- 
ing. 

Printed  on  heavy  coated  paper,  ready  for 
framing. 

Special  Christmas  Price,  $1.50  retail 

The  art  of  Jessie  Willcox  Smith  is  fittingly 
ranked  with  the  best  painters  of  children, 
and    this    is    exemplified    in    her 

NURSERY    RHYMES   PICTURES 

i  Six    Subjects) 

AND     MOTHER     GOOSE     PICTURES 

I  Eighteen    Subjects    in    Sets    of    Six  I 

Admirably    Suitable   for    Schoolroom    or    Home. 

The    Cosmopolitan    Prints    include    hundreds 

of   subjects   by 

HARRISON     FISHER     (Pictures    and     Post- 
cards) 
HOWARD    CHANDLER    CHRISTY 
C.    COLES    PHILLIPS 
PENRHYN   STANLAWS 
EMILE   BENSON   KNIPE 

THE  COSMOPOLITAN  COVERS 

Among  the  very  best  sellers  in  pictures  are 
the  reproductions  of  the  fine  pictures  ap- 
pearing each  month  on  the  cover  of  the 
Cosmopolitan  Magazine.  They  are  printed  on 
exceptionally  fine  stock  and  retail  at  20c 
EACH.      Size    11    x    14    inches. 


No.    115— "Baby   Mine." 


No.    139— "When    the    Leave: 
Turn." 


No.  133 — "King  of  Clubs."      No.  37 — "Caught  Napping."       No.  601 — "Winter."        No.  310 — "Great  Britain.' 


THESE  PICTURES  ARE  BIG  SELLERS  FOR  SOLDIERS'  CAMPS 

A.  R.  MacDOUGALL  &  CO.,  Limited 

266  King  Street  West,  Toronto,  Canada 
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For  Office 
or  Home 

There  are  in  every  book  and 
stationery  store  so  many  hun- 
dreds of  varieties  of  articles 
suitable  for  holiday  gifts  that 
customers  are  frequently  be- 
wildered by  this  very  variety. 
Many  people,  realizing  this, 
like  to  form  some  idea  before 
going  to  a  store,  as  to  the 
nature  of  their  requirements 
and  the  articles  described  in 
this  announcement  are  set  forth 
for  their  suggestive  value  to 
such  people,  to  help  them  to 
make  judicious  selections. 
Prominently  featured  are  a 
number  of  articles,  which  al- 
though really  staple  goods  in 
stationery  shops,  may  suitably 
be  termed  Christmas  Special- 
ties. 

These  include  articles  most  ap- 
propriate as  gifts  to  business 
men — office  specialties,  such  as 
desk  ink  stands,  which  are 
equally  appropriate  for  the 
Library  or  Writing  Rooms  in 
the  homes. 


These  Loose-Leaf  diaries 

4  '  2 

5" 

6" 


Trussell  Loose-Leaf  Diaries 

Are  distinctly  in  a  class  by  themselves  and  are  the  only  Diaries  ever  marketed  that  the  first 
date  in  the  diary  can  be  any  day  in  the  year.  This  is  accomplished  by  simply  placing  all 
sheets  before  a  given  date  in  the  back  of  the  diary.  By  leaving  of]  the  "year"  and  the  "day" 
of  the  week  they  are  as  good  one  year  as  the  ether  and  »ny  day  of  any  year.  Beautifully 
bound  in  two  popular  bindings,  they  fill  the  wiits  of  all  classes.  Carried  in  stock  in  three  most 
popular   sixes. 

in  Morocco  covers  come  in  three  sizes: 

x  2'  2  retails  for  $1.75 
x  3"  retails  for  2.00 
x   3|/2     retails   for     2.50 

One  distinct  advantage  of  these  diaries  is  thai  they  are  Triplering  hooks 
with  standard  punching  the  same  a-  the  popular  Trussell  Loose-Leaf 
Memo  books  and  Cash  books.  This  "three-in-one"  feature  will  make  a 
strong  appeal.    The  sheets  can  be  readily  interchanged, 

Holman  Albums  for  Photographs 

Make  Most  Pleasing  Holiday  Gifts 

Holman  albums  arc  made  in  >izc~  from  W/%  X  5%"  with  black 
silk  cloth  covers  to  retail  at  25c  up  to  sizes  L0"  x  12"  and  9"  x  14"  with 
line  black  flexible  leathei  covers  retailing  up  to  $6  each. 

Holman  Alliums  come  in  cloth,  keratel  or  leather  covers 

LOOS  E-LEA  F  or   BOUND 
A  Fine  Range  from  which  to  select  Most  Desirable  Holiday  (lift.-. 


HERE  ARE  HIGHLY  ATTRACTIVE  AND  SENSIBLE 
ARTICLES  FOR  THE  LIBRARY  OR  THE  OFFICE, 
MAKING  THEM    MOST  SUITABLE  HOLIDAY   GIFTS. 


No.  300.  A  highly  attractive  stand 
with  pressed  glass  base,  size  5x1x1 'j  in. 
Very    practical. 


Complete    as    illustrated $2.50 


No.    310. 
No.      300. 
5%Jt7%xl> 
pin    trays. 

Complete  as  shown 


Same    stand    as 

but      with      base 

>    in.,    with   double 


$3.25 


Sectional    View 

Center  float  automatic- 
ally closes  ink  well  air- 
tight on  withdrawal  of 
pen. 

The  Sengbusch  Self- 
Closing  Inkstand  is  the 
embodiment  of  Utility- 
Durability    —   Cleanliness 

Economy.  Cuts  ink 
bills   76%. 


HERE'S     ANOTHER     USEFUL    SPECIALTY     COMBINING 
UTILITY     WITH     HANDSOME     APPEARANCE 

Strictly  sanitary  and  highly  efficient.  Removes  the 
temptation   to  stick   dirty  glue  on   the  tongue $1.75 

Should  be  in  the  commercial  departments  of  all  schools. 
Pupils  should  be  taught  the  knack  of  using  it  rapidly,  as 
it    is    in    quite    general    use    in    the    business    world. 


A.  R.  MacDougall  &  Co.,  Limited 

266  King  Street  West,  Toronto,  Canada 


37 


BOO  K  S  K  I.  I.  E  I!      A  N  I)     ST  A  T  I  0  N  ER 


0tftg  for  Qfjrtgtma^ 


DOLLS 


Nothing  can  ever  re- 
place dolls  in  popularity 

as  gifts  for  little  girls. 
If  there  were  no  pretty 
dolls  available,  sorry- 
looking  old  rag  dolls 
would  still  find  f  a  v  o  r 
with  them. 

Fortunately,  however, 
there  are  plenty  of 
highly  attractive  dolls, 
and  in  greater  variety 
than  ever  before.  Char- 
acter dolls  are  being 
shown  in  increasing 
v  a  r  i  e  t  y  ,  while  those 
whose  tastes  cling  to  the 
familiar  old  flaxen- 
haired  wax  dolls  can 
have  their  wants  most 
satisfactorily  filled. 


Some  Seasonable  Suggestions 


Serving  Trays 

From  $2.25  to  $10.00 

Portable  or 
Floor  Lamp 

From  $3.00  to  $25.00 

Clocks 

From  $6.00  to  $10.00 


Silver-plated 

Tea  Sets 
Bon-Bons 
Fruit  Bowls 
Cake  Plates 

From  $1.50  to  $10.00 


Pipes 

Smoker's 
Sundries 

Perfume 

Drug 
Sundries 

Hair 
Brushes 

Toilet 
Articles 

Photo 
Frames 

in  Metal, 

Leather 

and  Ivory 


Meibaphone 

Phonographs 

Table  Models 

At  $30.00  and  $40.00 

Cabinet  Models 

At  $50,  $75  and  $150 

Best  English  Records 

10"   Double  Disk  75c. 
Good  List  of  Selections. 


Toys 

Games 

Dolls 


Imported 

and 
Domestic 

Our   range 

is  still 
complete, 

and  we 
will  do  our 

best  to 

keep  it  so 

as  long  as 

possible. 


Torcan  Fancy  Goods  Co.,  Limited 

77    BAY    STREET,    TORONTO 
THE  HOUSE  OF  SERVICE 
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Qifts!  for  Gfjngtmasi 


MUSIC 


Musical  publications  and 
musical  instruments,  especi- 
ally phonographs,  have  now 
a  large  place  in  association 
with  the  book  and  stationery 
business.  Not  only  do  cer- 
tain pieces  of  music  in  sheet 
form  create  calls  for  these 
same  selections  on  records  for 
phonographs  but  the  reverse 
is  the  case  as  well. 

Both  these  items — phono- 
graph records  and  sheet 
music  will  be  popular  sellers 
for  Christmas  gifts  and  there 
is  a  wonderful  scope  for  se- 
lecting just  the  thing  to 
please  any  relative  or  friend. 


You  Can  Sell  Lots  of  Sheet 

Music  If  It's  What  the 

Public  Wants 

These  Numbers  are  Hits!  All  tried  out— and 
being  sung  everywhere.  All  these  have  been 
selected   for    Victor  and    Columbia    Records 

Lay  in  a  Big  Stock  for  Cool  Weather  Business 


♦"THAT'S    WHAT    IRELAND 
MEANS  TO  ME" 

The  prettiest  Irish  ballad  ever  written 
by  the  authors  of  "Indiana"  and 
"Lookout  Mountain." 


*"LOOKOUT   MOUNTAIN" 

The  wonderful  selling  Southern  ballad 


*"GEE     WHAT     A     WONDERFUL 

TIME     WE'LL     HAVE     WHEN 

THE   BOYS   COME  HOME" 

Another  "Yip  I  Addy  I  Ay"  with  a 
wonderful  story 


*"OH    PAPA!    OH    PAPA!    WON'T 
YOU  BE  A  PRETTY  PAPA  TO  ME" 

A  great  big  novelty  song  hit 


*"MY    SWEETHEART    IS 
SOMEWHERE  IN   FRANCE" 

The  little  song  that  has  startled  the 
music  trades  in  the  line  of  quick  sales 


*"THE     RAGTIME     VOLUNTEERS 
ARE  OFF  TO  WAR" 

A   real   novelty   rag   song   sensation, 
sung   by   many   vaudeville   headliners 


'"INDIANA" 

The  song  that  needs  no  advertising- 
sells    on   sight 


'"HAWAII    AND   YOU" 

The    Hawaiian    ballad    and    teaching 
piece  written   very   simple — sells   big 


*"GOOD-BYE    MY    LITTLE    LADY" 

March  ballad  successor  to  Dolly  Gray 
with   a  wonderful   melody 


INSTRUMENTAL   SUCCESSES 

♦"Romany  Waltz" 

"In  the  Everglades" — A  Romance 

"Boogie  Rag"  "Granada  Waltz' 


NUMBER   MARKED   WITH    *   NOW  ON   VICTOR,  COLUMBIA.   EMERSON    AND 
LITTLE  WONDER    RECORDS. 


SEND  ALL  ORDERS  TO 


Shapiro,  Bernstein  &  Co.,  Inc. 

224  West  47th  Street,  New  York  City 
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Qta  for  Gftrisitmag 


The 
Book  Gift 


No  present  gives  SO 
great  and  lasting  pleas- 
ure as  a  Book,  and  noth- 
ing that  gives  so  much 
pleasure  costs  so  little. 
Therefore  give  1)  0  0  k  s 
this  Christmas. 

1 1  o  1  i  d  a  y  buyers  are 
urged  to  shop  early.  Not 
only  will  they  be  able  to 
in  a  k  e  their  purchases 
more  leisurely,  but  their 
opportunities  for  selec- 
tion will  be  wider.  To 
wait  until  the  last  day 
or  two  before  ( Christmas 
is  almost  sure  to  mean 
some  disappointments. 
Shop  early. 


STANDARD   ANNUALS 


The  most  instructive  and  interest- 
ing bock  published  for  boys,  with 
large  color  plate  and  profusely 
illustrated. 


An  ideal  Christmas  gift.  Splendid 
reading  on  subjects  of  interest  to 
girls  of  all  ages;  bound  in  full 
cloth. 


WARWICK  BROS.  &  RUTTER,  LIMITED 


Canadian  Publishers 


TORONTO 


The  BIG 
SELLER 


VkSNARK* 
StarrWcddS* 
1918  "> 

flgNUflb 

FULLY  ILLUSTRATED. 


Now  Ready 

and  Published  by 

GORDON  &  GOTCH,  Limited 

136  BAY  STREET      -     TORONTO,  CAN. 
15  ST.  BRIDE  STREET,     LONDON,  ENG. 
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Oops!  for  Gftrisitmasi 


Toys  and 
Games 


Few  items  of  goods  for 
holiday  gifts  constitute 
so  important  a  line  as 
toys  and  games,  more 
particularly  because  of 
the  maimer  in  which 
they  loom  up  when  one 
considers  the  children. 

What  would  Christmas 
he  for  Children  without 
gifts  i 

What  gifts  for  Children 
excel  toys  and  games? 

These  terms  cover  a 
wide  variety  of  goods, 
including  articles  cost- 
ing a  few  cents  a  piece 
up  to  others  costing  as 
many  dollars. 

"Games"  are  available 
in  a  big-  variety  and  con- 
sidering those,  it  must 
be  remembered  that 
while  they  are  sold  very 
extensively  as  gifts  for 
Children  there  is  almost 
as  extensive  a  variety  of 
sanies  for  Adults. 


The  Greatest  Craze 

OUIJA 

Mosf  wonderful  and  mys- 
terious Fortune  Teller  of 
the  age.  Intensely  amus- 
ing. Tells  the  past,  pre- 
sent   and    future. 

Two  or  more  persons  rest- 
inn  their  fingers  upon 
the  table  cause  it  to 
move  about  the  board  like  a  living  thing,  giving  intelligent  answers  to  any  questions 
asked.       Two    popular    priced    si/.es    to    retail    at    ?1  .00. 

Made    of    highly    polished    hardwood,    veneered    to    prevent    warping. 

Pocket  Folding  Cribbage  Boards 

Just    a    delightful    gift    for    soldiers    overseas.      They    can    be    readily    folded    up    and    carried    in 
tunic  pocket.     They   would  be  a   source  of  unending  enjoyment   to  the   boys   in   the   trenches. 
Nothing    like    them    made    in    Canada    before. 


No. 

180 

Polding    Rexine,    retail.... 

$   .75 

No. 

1  10 

ng    Leather,    retail.  .  .  . 

LOO 

No. 

150 

Polding    Rexine.    retail.... 

No. 

160 

■    Leather,    retail. . . . 

1.25 

No. 

190 

Polding      Leather      (include 

NEW  GAMES 

2.25 

Games  that  will  help  pass  away  the  long 
wintry  nights.  Games  that  will  amuse 
the    kiddies    and    the    older    folks. 

Crack  the  Coon 


The  object  of  this  game  is   to   hit  the  coon's   head  through  a  small   noli 
with   a  celluloid  ball   with  a   twist  of  the    fingers. 


Rolleo 

The    Monte    Carlo 
Ball   Game. 

Rolling  marbles  into 
cups ;  each  cup  is 
numbered. 

Highest  score  wins 
the  game. 

35c. 


Midway  Fun  Game 

Revised    game    of    ninepins.       The    game     is    to    knock    pins    off    raised 
platform   with   celluloid   ball.     35c. 


Military  Checkers 

New  war  game  of  skill.  Similar  to  checkers. 
Played     by     sixteen     generals     for     the 
capture    of    eight    capitals. 
35c. 

A  BIG  VARIETY 
OF  GAMES 


Parchesi,  different  qualities,  to  retail    35c,  50c,  75c 

Halma,    to    retail 35c    and    50c 

35c    Games     Ludo,    Ups    and    Downs,    Halma,    Donkey    Party,    Perrywinkle,    Crazy    Seven. 
25c    Games — Authors,    Nations,    Lost    Heir.    Old    Maid,    Peter   Coddles,    Snap. 

15c    Games      Authors.    Castaway,    Lost    Heir.    Nations,    Old    Maid,    Snap,    Dr    Busby,    Perrywinkle. 
10c    Games-   Golden    Locks.    House    That    Jack    Built,    Jack    the    Giant    Killer,    Old    Maid,    Peter 
Coddles,    Snap,    Authors. 


THE  COPP,  CLARK  CO.,  LIMITED 

495-517  FRONT  STREET  WEST,  TORONTO 
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Choose 

Gifts 

Carefully 


Efficiency  in  buying  is  a  term 
that  may  have  rather  a  heart- 
less sound  associated  with 
Christmas,  because  in  the 
holiday  season  there  should 
be  no  restraint  in  making  it 
a  happy  time  for  the  chil- 
dren, but  the  fact  is  that 
more  lasting  joy  can  be  given 
them,  if  their  gifts  are  wisely 
chosen",  joy  that  will  extend 
into  riper  years  and  old  age. 
Therefore,  parents  should 
give  a  great  deal  of  thought 
to  this  question  of  buying 
gifts  for  the  children,  and  if, 
instead  of  purchasing  per- 
ishable articles,  they  will  give 
their  children  something 
that  will  last  more  than  a 
few  hours  or  a  few  days  they 
will  make  Christina-  mean 
far  more  t<>  the  children. 


L 


C^P*  anir  €famesi 


Each  Memo  on  a  Perforated  Coupon 

Tear  it  out  when 
attended  to. 


Always- 
live  notes 
for  quick 
reference. 


No  lost  data,  no  searching 
through  obsolete  notes. 
Therefore,  no  excuse  for 
forgetting.  Without  doubt 
the  handiest  memo  book 
made.  Everybody  needs  it. 
High  officials,  superinten- 
dents, purchasing  agents, 
department  managers  —  also 
all  other  business  men  and 
women,  society  women,  shop- 
pers, clergy,  faculty,  stud- 
ents. 

Easy  to  sell — Good 
Profit 

Reminder  with  extra  filler 
and  handy  pocket  in  cover. 

SELLING    PRICES    IN    U.S.A.  3"x5"  3%"x7" 

Handsome     Black     Leather $1.00  $1.25 

Seal    Grain    Cowhide    or    India    Calf 1.50  1.75 

Genuine   Seal   or    Morocco 2.00  2.50 

Ladies'   Shopping    Reminder,   2%x3%,   with    pencil   and   extra    filler.. $1.00 
EXTRA   FILLERS 

Size  3"x5"   (4  coupons  to  a  page)    70c  per  dozen 

Size  3y2"x7"  (6  coupons  to  a  page) ...  .90c' per  dozen 
Size  2%"x3%"  (3  coupons  to  a  page).. 60c  per  dozen 
Name    in    gold   on    cover 25c   extra 

Dealers. — We  have  a  very  inviting  discount  to'  offer  you  on  the  above  retail  prices. 

Write  for  it. 

ROBINSON  REMINDER  N at  n  1,yCatdr  ed  n 

ROBINSON  MFG.  CO.,  74  Elm  St.,  WESTFIELD,  MASS. 


Introduce  it 
this  XMAS 


For  the  Holiday  Trade 

Plasticine  Lines  Carried  in  Stock 


FANCY     BOXES  -..,_. 

Retail  Price 

Pennj    Packet    $  .05  each 

Gem    10  " 

Rainbow    20  " 

Little  Modeler   20  " 

Empire    45  " 

Flage    45  " 

Child's    Delight    45  " 

Brilliant    65  " 

Little   Housekeeper    85  " 

Flag   anil    Crown    1-00  " 

Complete   Modeler   1.00  " 

Designer    1.25  " 

Adda-bit     1.50  " 

Plastic  .Zoo    , 2.00  " 

Builder     2.00  " 

PLASTIC'   PICTURES    SERIES 

In   Boxes 


No.    l    Dickens'    Series 
No.   2   Historical    Series 

Xo.    3.    Nurseiy    Series    ., 


$  .85  each 
.85    " 


PLASTICINE     IN     BULK 

1  lb.  packages  $  .1 

Carried   in  stock  in   the  following  colors:   Red,    I 
Yellow,    Green,    Blue,    White,    Brown. 


MODELING    BOARDS 

To    use    with    Plasticine 

Doz. 

Grease     Proof     Boards,    64x9    in $  .75 

Proof    Bi  ii  Is,    9x13    in 1.50 

W U-n    Boards,    No.    4»,    7x9   in 2.25 

Woolen    Boards.    No.    445a,    9x12    in 

Tin    Trays,   8x12    in 3.C0 

MODELING     TOOLS 

Best    Boxwood    Grade,    12    patterns    carried    in 
stock,    per  doz $1.50 

BOOKS    ON    MODELING 

Clay    Modeling   in    the   School    Room.    Hildrcth..$  .35 

Easy   Modeling    35 

Plastic    Methods   for   Plastic   Minds 50 

Way    of    the    Clay.    The 25 

Plastic    Picture    Outlines,    in    envelope    containing    6 
cards,   per  set    25 


subject  'to   change   without  notii 


trade    discount   will   be   allowed;    special    quotation    given    upon 

application. 


Send   in   your  orders   early  to  secure   prompt    delivery 

The  Geo.  M.  Hendry  Co.,  Limited 

215  Victoria  Street  -  -  Toronto,  Ont 
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©(tftg  for  Christmas; 


BOOKS 

Grandfather,  grand- 
mot  her,  father,  mother, 
brother,  sister,  husband, 
w  i  £  e,  son,  daughter, 
cousin,  sweetheart  or 
friend,  old  or  young— 'all 
can  be  suitably  present- 
ed with  some  book 
among  the  many  that 
are  offered  for  sale  at 
your  bookshop. 

What  easier  method  of 
solving  the  Christmas 
gift  problem  than  to  de- 
cide upon  giving  books. 
You  can  make  no  wiser 
choice. 


UNDER  FIRE  !  Bj    Henri  Burbnsae  $1.50 

This  is  the  greatest  novel  of  the  war;  300,000  copies  sold  to  date.     You  must 

re*ad  this  book. 

» 

THE  OPPRESSED   ENGLISH  .    Bj    Ian   Haj  50c 

A  Scot  on  the  Irish  Question.  The  relation  of  Ireland  to  England  written 
for  Canadians  by  Ian  Hay.     An  informative  book  and  humorous  withal. 

THE  NEW  ERA  IN.  CANADA  $1.50 

A  volume  of  essays  by  prominent  Canadians,  dealing  with  great  questions 
of   the   day. 

CANADA  IN  WAR  PAINT   By  Capt.   Ralph  W.  Bell  $1.00 

This  is  purely  a  Canadian  war  book  written  by  a  Toronto  man  who  enlisted 
in  Canada's  first  battalion  as  a  private.     It  should  be  in  every  Canadian  home. 

THE  POST  OF  HONOUR    Edited  by   Dr.   Richard   Wilson  25c 

A  cloth-bound  book  of  160  pages.  Stories  of  daring  deeds  done  by  men  of 
the  British  Empire  in  the  Great  War.  Tells  of  the  Canadian  Scottish,  the 
Canadians  at  Vimy  Ridge,  of  Edith   Cavell  and  scores  of  others. 


J.  M.  DENT  &    SONS,  Limited 

27  Melinda  Street 

TORONTO 


Have  YOU 
ordered  your  supply  of  the 

HOLIDAY    GIFT 
ANNOUNCEMENTS 


The  section  of  32  pages  in  green  and  red  as 
appearing  in  this  issue  will  be  supplied  to 
you  in  separate  form 

with  your  name  and  address 
imprinted  on  the  first  page 

for  $3.00  PER   100  COPIES 

or  $2.50  per  hundred  without  imprint. 

We  will  hold  this  form  a  few  days.      If  you  want  a  supply. 

WIRE  YOUR  ORDER  AT  OUR  EXPENSE 

These  announcements  will  greatly  help  your 
Christmas  Sales. 

BOOKSELLER  &  STATIONER 

143-153  University  Ave. 
TORONTO 
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Gltfts  for  Gftristmag 


m 


DE  LUXE 

QUALITY  STATIONERY 


There  are  fashions  in  writing  papers  and  in  no  other 
line  is  Dame  Fashion  more  whimsical  or  exacting. 

Our  "DE  LUXE"  papers  are  the  most  comprehensive 
and  exclusive  line  of  note  papers  shown  anywhere. 
Among  the  20  different  selections  are  to  be  found  new 
creations,  Linen,  Kid  Finish,  Plaid,  and  other  popular 
styles  representing  the  acme  of  the  paper  maker's  art, 
"De  Luxe"  papers  and  envelopes  are  most  artistically 
packed  separately,  and  in  Holiday  Boxes. 

To  keep  abreast  of  the  present  day,  you  must  investi- 
gate this  line — you  have  no  better  opportunity  of 
securing  exclusive  and  fashionably  correct  goods. 

We  have  proved  it,  in-  the  manufacturing  of  Lotus 
Lawn,  Early  English,  etc.,  that  quality  counts.  The 
trade  is  showing  a  practical  appreciation  of  it,  and  we 
are  selling  more  and  better  stationery  to-day  than  at 
any  period  in  our  business  history. 

WARWICK  BROS.  &  RUTTER,  LIMITED 

Manufacturing  Stationers  TORONTO 
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Editorial   Chronicle  and  Comment 


UOLIDA  Y  GIFT  ANNOUNCEMENTS 

TIIK  big  feature  of  this  issue  of  Bookselleb  and 
Stationeb  is  the  Holiday  Announcement  Sec- 
tion, and  there  arc  so  many  ways  in  which  this  can 
be  used  by  retailers  to  increase  Christmas  sales  that 
we  want  to  say  something  about  these  here,  specify- 
ing -nine  of  them  so  that  they  may  not  he  overlooked 
l>v  the  merchants. 

In  the  first  place,  as  all  the  booksellers  have  been 
advised,  this  section  will  he  supplied  in  separate  form 
in  quantities  of  from  100  copies  up.  with  the  retailer's 
imprint  in  the  first  page  al  the  nominal  rate  of  three 
dollars  per  hundred  copies,  or  fifty  cents  per  hundred 
less,  if  they  arc  not  so  imprinted.  In  the  latter  i 
the  dealer's  rubber  stamp  or  gummed  labels  with  firm 
name  may  he  put  on  the  front  cover,  serving  the 
same  purpose  as  would  the  imprint,  although  this 
would  not  look  so  well. 

The  big  advantage  of  tin-  idea  i.-  the  "club"  fea- . 
lure.  But  for  clubbing  with  other  retailers  in  getting 
supplies  of  the.se  announcements,  the  cost  would  he 
infinitely  greater  for  any  individual  hookseller  to 
have  a  holiday  announcement  of  this  size  printed. 
An  estimate  obtained  from  any  printer  for  a  similar 
announcement  of  the  same  number  of  pages,  printed 
in  two  colors,  will  convince  any  man  that  this  con- 
tention of  our-  is  true. 

In  view  of  the  extraordinary  opportunities  which 
the  hook.-eller  and  .stationer  has  for  attracting  holiday 
trade  to  his  -tore,  it  is  most  advisable  that  he  should 
-end  out  a  creditable  holiday  announcement  that  will 
adequately  impress  the  people  of  his  community  as 
10  the  many  claims  such  a  store  has  to  the  expressive 
term  of  "Santa  Claus5  headquari 

Booksellers  and  stationers  are  prone  to  put  too 
inode-t  an  estimate  on  their  own  stores  as  "holiday 
gift  -liuiis."  hut  there  are  no  other  stores  more  en- 
titled  bo  this  appellation,  because  in  these  stores  are 
stocked  goods  must  suitable  for  every  class  of  people 
and  bonk  and  stationery  stores  are  especially  rich  in 
articles  for  children,  among  which  picture  hooks, 
toys,  and  games  may  be  especially  mentioned.  In 
this  connection  (he  close  association  of  Christmas 
with  the  children  deserves  special  consideration  be- 
cause it  i-  an  institution  for  children  to  an  even 
greater  extent  than  for  grown-ups,  The  available 
"gift   appropriations"  of  every   family   and  of  every 


grandfather,  grandmother,  uncle,  and  aunt  may  at 
time-  necessarily  have  to  he  curtailed,  even  to  tb 
tent  of  eliminating  altogether  presents  for  adult.-,  but, 
no  matter  how  straitened  financial  circumstances, 
may  be.  fund-  will  be  formed  to  provide  gifts  for  the 
children. 

(Jettin.u'  back  to  our  ''text."  this  holiday  an- 
nouncement sets  forth  hooks  and  other  articles  ad- 
mirably suited  to  meet  the  gift  requirements  for  all — 
children  and  adults  alike — and  consequently  it  can 
be  made  productive  of  a  good  grist  of  holiday  busi- 
ness for  any  book  and  stationery  .-tore,  if  these  an- 
nouncements are  judiciously  mailed  or  otherwise 
placed  in  the  hands  of  the  likely  holiday  customers. 

It  may  also  be  made  to  serve  a  good  purpos 
the  way  of  suggestions  for  newspaper  advertisement.-. 
window  cards,  or  bulletins  for  the  store  front.  The 
reading  matter  on  each  page  of  the  announcement  is 
of  such  a  nature  a-  to  accentuate  the  influence  of  the 
goods  advertised  in  this  hook  of  Holiday  Announce- 
ments. 

Another  scheme  which  certain  bookseller-  put 
into  practice  last  year  was  to  send  '-marked  co] 
to  certain  people,  drawing  special  attention  to  par- 
ticular  hooks  which  these  booksellers  had  reason  to 
believe  would  especially  interest  these  people.  This 
i-  an  idea  well  worthy  of  emulation  because  ihifl  . 
specified  application  cannot  fail  to  he  effective  in 
many  ca 

These  are  some  of  the  uses  to  which  retailers  may 
pul  these  Holiday  Announcements  in  the  way  of 
specialization,  but  the  most  beneficial  general  effect 
must  not  he  overlooked  in  estimating  the  value  of  this 
method  of  promoting  Christmas  trade.     It  will  add 

tige  to  any  store  because  of  its  extent  and  its 
creditable  appearance  and  this  latter  circumstance 
will  assure  for  it  the  favorable  attention  of  every 
|>er-on  to  whom  it  is  sent. 


COLLECTING  those  old  accounts  has  been  in  your 
mind  for  a  long  time.  Do  it  now  and  invest  the 
proceeds  in  war  bond-.  Mere  is  an  opportunity  for 
you  to  make  these  old  account-  render  your  country 
a  real  service,  besides  bringing  you  in  mighty  good 
intere-t.  A  patriotic  duty  then — collect  all  your  old 
accounts  and  turn  the  inouev  into  war  bond-. 
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Using  Book  Reviews  to  Boost  Sales 

Show  Card  Idea   Set   Forth  for  the   Benefit  of   Booksellers— A    Plan   That   Can   be 

Immediately  Put  Into  Practii 


SUGGESTIONS  are  presented  here- 
with setting  forth  an  idea  tha,t  will 
enable  booksellers  to  make  practical 
use  of  the  reviews  of  books  as  appear- 
ing in  BOOKSELLER  AND  STA- 
TIONER. Naturally  these  reviews  deal 
with  new  books,  not  with  books  issued 
six  months  or  a  year  ago  as  is  very 
often  the  case  with  reviews  appearing 
in  the  daily  newspapers. 

These  cards  should  be  at  least  8  x  10 


Now  as  to  the  uses  of  such  cards: 
one  might  be  made  to  serve  as  a  bulletin 
of  new  books  and  hung  in  a  cpnspicuous 
place  at  the  store  entrance,  or  the  win- 
dow may  be  preferred  by  the  bookseller 
for  displaying  this  feature.  In  any 
event  it  should  always  be  put  in  exactly 
the  same  place  so  that  people  may  form 
the  habit  of  always  looking  for  it  there. 
Not  only  should  prominence  be  given  to 


TRADE  NOTES 

F.  E.  Osborne,  Calgary,  Alta.,  who 
has  been  confined  through  illness,  is  now 
at  his  desk,  having  recovered  his  usual 
health. 

Mr.  Martin,  formerly  of  the  Gaskill 
Stationery  Co.  of  Vancouver,  B.C.,  has 
succeeded  Mr.  Walker  as  manager  of  the 
V'illson   Stationery  Co.,  Calgary. 

The   Toronto   Annual,   a   new   publica- 


BEST  SELLING   BOOKS 


Reviews  clipped  from  Bookseller 
and  Stationer  to  be  pasted  in  these 
columns. 


BOOKS  FOR  CHILDREN 


Reviews  clipped  from  Bookseller 
and  Stationer  to  he  pasted  in  these 
columns. 


Suggestions   in   reduced   size  for   Cards   to  be   7"  x      10"   in   size  or  larger. 


inches  and  preferably  larger,  but  even 
this  small  size  will  accommodate  three 
columns  and  leave  a  margin  on  either 
side  so  as  to  have  it  appeal  to  the  eye. 
The  card  should  be  well  executed  so  as 
to  at  once  make  it  evident  that  extreme 
care  has  been  taken  to  make  it  look 
good.  That  will  tend  to  get  far  more 
attention  than  if  the  card  were  not  well 
done. 

The  same  card  may  be  used  again  by 
pasting  new  reviews  over  the  old  ones 
and  thus  made  to  do  duty  three  -or  four 
months,  perhaps  longer,  if  the  pasting  is 
neatly  executed  and  care  taken  to  keep 
the  card  clean. 


the  best  selling  novels  and  those  that 
give  every  indication  of  becoming  best 
sellers,  but  due  attention  should  be  paid 
to  children's  books  because  in  books  for 
children,  as  pointed  out  in  an  article 
elsewhere  in  this  issue,  are  afforded  the 
greatest  possibilities  for  developing  a 
good,  profitable  and  ever-expanding 
book  trade. 

The  same  idea  might  well  be  kept 
working  inside  the  store.  The  cards 
should  display  different  sets  of  reviews 
and  could  be  interchanged  from  time  to 
time. 
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ti.on  just  issued  by  Heaton's  Annual 
Publishing  Co.,  is  a  pamphlet  that  is  cal- 
culated to  interest  both  the  casual  reader 
and  the  business  man. 

The  death  occurred  in  Perth,  Ontario, 
on  September  13  of  John  Semple  Hart, 
who  established  the  Hart  bookstore  in 
that  town  over  fifty  years  ago.  He  had 
reached  the  age  of  84. years. 

Among  the  s;de  lines  handled  in 
Thompson's  Bookstore,  Seaforth,  Ont., 
are  window  shades,  picture  frames  and 
dress  patterns.  These  are  incidentally 
referred  to  in  their  advertisement  of 
books  in  the  last  issue  of  the  Huron 
Expositor. 


Canada's  Development  as  a  Toy-MakingCountry 

Conditions  al    Present   Not   Productive  of  the  Most  Perfect  Commercial  Output,  but 

Daily  Advances  Being  Made  Towards  Perfection,  and  an  Abundant 

Range  of  Opportunity  Available. 

An    article    based    mi    interviews    with    Montreal   Toy    Buyers    and    Department    ManaKers. 


MADE-IN-CANADA  toys  are 
coming  slowly  but  steadily  to 
the  front.  Unless  something 
happens  to  hinder  development  of  the 
industry  it  is  probable  that  a  few  more 
years  will  find  Canada  noL  only  able  to 
manufacture  finely  finished  toys  for 
*  domestic  demand,  but  also'  an  exporter 
of  toys  on  a  considerable  scale.  It  is 
necessary,  however,  to  contradict  cer- 
tain too  rosy  accounts  of  the  Canadian 
toy  industry  which  have  been  gaining 
credence  through  the  well-meaning  ef- 
forts of  the  non-Canadian  press.  For 
instance,  the  following  paragraph  ap- 
peared recently  in  a  paper  published  in 
Great  Britain. 

"It  is  only  two  years  since  the  Can- 
ad'an  toy  industry  Which  belongs  essen- 
tially to  the  Province  of  Quebec,  stai'ted 
to  wrest  the  trade  from  the  present 
enemies  of  civilization,  and  during  that 
time  they  have  established  the  trade  on 
rock  foundations.  Quebec  toys  are  to  be 
had  throughout  Canada.  They  are  an 
improvement  on  the  'made-in-Germany' 
specimens.  In  Quebec  Province  there 
are  many  small  towns  and  villages 
where  large  families  of  children  are  liv- 
ing the  'simple  life,'  but  whose  very 
numbers  make  work  on  the  part  of  the 
young  people  a  necessity.  The  individ- 
ual operations  in  the  manufacture  of 
toys  are  necessarily  quite  simple,  and  in 
most  cases  are  hand  work  rather  than 
machine  made.  The  French-Canadian 
boys  and  girls  are  quick  to  learn.  It  is 
anticipated  that  Quebec  toys  will  reach 
the  European  markets  during  the  war." 


CHILDREN'S    DUMB    BELT.? 
Japanned    Black. 

What   Quebec   Province  is   Really   Doing 

From  the  foregoing  paragraph  any 
reader  not  familiar  with  the  toy  indus- 
try in  its  present  stage  in  the  Province 
of  Quebec  would  imagine  a  condition  of 
assiduous  home-industry  making  speedy 
progress  towards  the  development 
achieved  by  the  Germans,  a  series  of 
districts  dotted  with  villages  where  the 
children  with  deft  little  fingers 
assembled  Noah's  Arks  and  painted  the 
snots  on  wooden  giraffes  and  leopards. 
The  condition  is  rather  different.     There 


is  a  toy  Industry  developing  in  Quebec 
Province,  but  it  is  not  yet  widely  organ- 
ized on  the  home-industrial  lines  indi- 
cated so  positively  in  the  paragraph 
published  in  Britain.  Beginnings  have 
been  made  in  toy-making  on  a  com- 
mercial scale  by  city  firms,  and  by  firms 
located  in  thriving  country  district 
centres,  but  the  work  is  not  yet  to  any 
important  extent  being  done  by  the 
French-Canadian  people  in  their  village 
homes.  In  some  very  expert  opinion 
it    is    doubtful    if    the    French-Canadian 


lumber,  the  furniture  industry  for  in- 
stance. Several  developing  toy-making 
departments  are  already  in  operation 
beside  furniture  factories,  and  in  con- 
junction with  them  in  the  Province  of 
Quebec.  The  making  of  doll  furniture 
almost  naturally  follows  the  making  if 
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children  will  ever  incline  towards  the 
characteristics  of  close  application  and 
painstaking  neatness  supposed  to  be 
possessed  by  the  children  employed  in 
the  German  toy  industry  before  the 
war.  The  French-Canadians  of  the 
country  districts  are  pastoral  people, 
good,  up  to  their  own  standards,  at 
cultivating  the  soil,  and  devoted  to  the 
land  on  which  they  have  been  born  and 
brought  up.  In  the  view  of  leading  toy 
buyers  of  Montreal  they  have  not  yet 
evinced  any  special  aptitude  for  the 
making  of  toys,  and  the  product  of  the 
toy  industry  of  Quebec  Province  is,  so 
far,  below  the  standards  of  Old  Country 
British,  American,  and  Japanese  toy 
makers.  It  is  not  up  to  the  standards 
of  the  German  toys  which  were  im- 
ported before  the  war.  But  very  notice- 
able improvement  is  being  shown,  and 
rapidly. 

Toys  of  Wood  and  of  Tin 
The  paragraph  previously  quoted  says 
that  the  toy  trade  of  Quebec  has  been 
established  on  "a  rock  foundation."  Had 
wood  been  emphasized  instead  of  rock 
(though  in  a  different  manner)  a  factor 
of  importance  in  connection  with  the 
Canadian  toy  industry  might  have  been 
impressed  on  readers.  For  Canada 
possesses  peculiar  facilities  for  the  de- 
velopment of  an  industrial  advantage  in 
the  wooden  toy  trade.  Abundance  of 
wood  suitable  for  the  manufacture  of 
tovs  is  available  in  connection  with 
other  industries  making  use  of  Canadian 
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domestic  furniture  on  a  large  scale  now 
that  there  are  markets  running  short  of 
their  former  supplies  of  toy  furniture 
which  came  from  Germany.  The 
Japanese  competition  in  doll  furniture 
is  considerable,  however,  and  to  be  faced 
by  Canadian  producers,  though  Japan's 
lack  of  plentiful  supplies  of  wood  mili- 
tates on  Canada's  side  against  the  men- 
ace of  Nippon. 

Besides  the  wooden  toys  in  Canada, 
however,  there  are  toys  made  of  tin  and 
these  have  been  spoken  of  favorably  by 
buyers  of  the  world's  best  toys  in  mar- 
kets of  beth  hemispheres.  A  firm  mak- 
ing these  is  located  in  Montreal,  and  the 
toy  industry  in  this  case  is  a  side  line 
with  the  manufacture  of  tin-ware,  gal- 
vanized ware,  enamelled  ware,  stoves, 
etc.,  on  a  much  greater  scale. 

In  the  Matter  of  Dolls 

There  is  a  firm  making  dolls  in  Can- 
ada. Doll-making  is  an  art  as  much  as 
it  is  an  industry.  This  branch  of  the  toy 
making  business  is  capable  of  the  high- 
est possible  development.  In  one  im- 
portant respect,  affecting  this  industry 
seriously  all  over  the  Allied  countries 
of  the  world,  Germany  has  a  formidable 
advantage.  The  Germans  have  the  best 
clay,  or  know  the  secret  for  making 
bisque — the  unglazed  white  porcelain 
from  which  the  faces  and  limbs  of  dolls, 
or  the  entire  doll  body,  are  modelled. 
It  is  reported  that  a  large  reward  was 
offered  in  the  United  States  for  an  Am- 
erican clay  or  process  to  make  bisque  of 
high  Quality  in  commercial  quantities. 
There  is  a  fortune  in  it  for  someone,  ac- 
cording to  views  of  doll  buyers  for  large 
firms  who  know  the  demand  for  dolls. 
But  no  very  satisfactory  bisoue  doll  is 
vet  being  turned  out  in  Canada.  There 
is  a  Japanese  bisque  doll,  however, 
which  is  approaching  much  more  closelv 
to  the  before-the-war  standards  of  doll 
demand.  In  its  larger  sizes  this  product 
of  Nipponese  commercial  activity  is  far 
more  like  the  European  type  of  doll  than 
has  ever  been  made  before  in  Japanese. 
The    eyes    are    infinitely     less     almond 
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shaped — almond  eyes  being  a  defect  of 
Japanese  dolls  from  the  first,  pardonable 
perhaps,  but  present.  Canadian-made 
dolls  have  a  hard  pace  set  for  them  by 
French  and  Japanese  rivals,  and,  though 
the  Dominion  is  doing  wonders  in  this 
industry  considering  the  brief  period  of 
practice  experienced,  there  is  more  to  be 
done  before  Canadian  dolls  can  hope  to 
dominate  even  their  home  market. 

More  Substantial   Toys 

Building    blocks,     plain     and     painted 


extent,  a  toy  industry  of  the  Province  of 
Quebec.  Work  of  Montreal  help  in  col- 
oring clever  paper  devices  designed  by 
the  lady  buyer  and  manager  of  the  toy 
department  was  also  indicated,  and  col- 
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models  of  moving  vehicles  in  wood,  and 
constructive  toy  sets  are  being,  turned 
out  satisfactorily  in  Canada.  Something 
i.s  still  lacking  in  the  finish  of  even  the 
"best  of  these,  it  is  said,  but  rapid  im- 
provement is  being  made.  Wheeled  toys 
for  little  boys  and  girls  to  chariot  them- 
selves around  upon  are  manufactured 
to  some  extent,  and  satisfactorily,  but 
not  in  large  quantity  as  yet. 

It  is  true  of  the  whole  industry  of 
toy-making  in  Canada  so  far  that  the 
quantities  of  toys  being  turned  out  are 
as  yet  insignificant  in  proportion  to  the' 
production  that  might  be  achieved.  In 
the  toy  department  of  one  of  Montreal's 
large  department  stores  BOOKSELLER 
AND  STATIONER  asked  to  be  shown 
some  Canadian  made  toys. 

The  department  manager,  a  toy  buyer 
of  wide  experience,  looked  to  right  and 
to  left,  backwards  and  forwards,  North, 
South,  East,  and  West  in  the  depart- 
ment. 

"Do  you  know"  he  said,  "that  in  all 
this  array  of  toys,  looking  in  every  dir- 
ection possible,  over  all  the  tables  and 
toy-stands  there  is  not  one  made-in-Can- 
ada  toy  to  be  seen  though  we  are  doing 
our  utmost  to  buy  and  to  encourage  the 
sale  of  made-in-Canada  toys  ?  Over 
there  behind  some  British  toys  there  is 
a  Canadian-made  doll,  but  it  is  a  poor 
model,  and  its  complexion  is  peeling  off 
in  places.  They  are  improving  on  that, 
"but  they  have  a  long  way  to  go  yet. 
No,  much  as  we  would  like  to  have  it 
different,  the  situation  as  to  Canadian- 
made  toys  to-day  is  one  of  small  produc- 
tion and  considerable  imperfection.  But 
there  is  great  development  being  done 
in  this  direction." 

In  another  great  toy-fair  of  Montreal, 
similar  views  were  expressed.  Here  the 
work  of  the  Khaki  League  in  develop- 
ing a  toy-making  industry  for  returned 
soldiers    was    pointed    out   as,   to    some 


ored  building  blocks  made  by  one  of  the 
Provincial  toy-factories  were  shown.  In 
this  department  also,  however,  highly 
saleable  Canadian-made  toys  were  not 
discoverable.  The  art  and  industry  of 
toy  making  in  Canada  is  sti.ll  in  its  in- 
fancy. There  is  room  for  improvement, 
there  is  time  for  improvement,  and  there 
is  improvement  in  progress.  Some  day 
the  general  intention  of  the  paragraph 
from  the  British  paper  which  has  been 
quoted  will  be  fully  realised  by  the  de- 
velopment and  economic  effectiveness  of 
a  great  Canadian  toy  industry,  even 
though  the  German  method  of  letting 
the  village  children  spend  their  time 
making  playthings  may  never  be  as 
widely  practised  in  the  Province  of  Que- 
bec as  the  paragraph  would  indicate  to 
be  already  the  case. 


DOLL  MAKING  IN  CANADA 

Dolls  are  the  most  difficult  toys  to 
make,  on  account  of  the  inability  to  get 
proper  sand,  etc.,  which  is  used  in  the 
manufacture  of  the  heads.  But  many  of 
these  difficulties  have  been  overcome  in 
Canada.  Before  the  war  there  was  only 
one  factory  making  dolls,  Teddy  bears 
and  toys  of  this  nature;  now  there  are 
six  in  the  particular  district  referred  to, 
and  these  factories  are  making  almost 
as  good  a  doll's  face  as  was  ever  import- 
ed. Of  course  the  French  "Bisque"  doll 
was  one  of  the  best  kinds  of  dolls  turned 
out,  and  they  are  hard  to  copy,  so  that 
the  Canadian  manufacturers  who  find 
they  cannot  rely  on  their  own  factories 
to  supply  the  demand  are  making  spe- 
cial efforts  to  get  some  from  France,  but 
the  supply  is  scarce,  and  getting  scarcer. 

The  sand  that  was  used  in  the  manu- 
facture of  dolls'  heads  mostly  came  from 
Britain    and    Italy,   but   many   manufac- 


turers are  trying  out  a  sand  that  can  be 
procured  in  Canada.  As  to  the  variety 
of  dolls,  this  has  been  more  or  less'  re- 
stricted, but  the  girls  will  have  a  very 
wide  range  to  choose  from. 


WHERE  CANADA  BUYS  HER  TOYS 

Prior  to  the  war  German  toys  domin- 
ated the  Canadian  toy  market,  but  now 
the  United  States  is  the  chief  foreign 
supplier  of  the  Dominion  market,  as  the 
following  table  from  the  Journal  of  Com- 
merce covering  the  imports  of  toys  and 
games  into  Canada  shows: 

Fiscal  year  ended   March  31. 

Imported    from—          1914.  1916.            1917. 

United   States    $    293,853  $459,450     $631,504 

France     33,214  27,339          19.703 

Germany    579,547         

Japan    •'• 66,965        17*9,465 

United   Kingdom 91,373  82.722         99  004 

Other    countries 39.168  5,714               390 

Tota'     $1,087,155     $642,190     $930,066 


W.  J.  F.  Mallagh,  buyer  for  the  book 
and  stationery  department  of  the  Robert 
Simpson  Company,  Limited,  Toronto, 
Canada,  has  also  been  placed  in  charge 
of  the  supply  department  for  the  pur- 
chasing of  office  supplies  and  other  re- 
quisites, including  paper,  twine,  etc.,  in 
connection  with  their  store  and  mail 
order  departments. 


CHRISTMAS   ENVELOPES 

Something  new  in  the  way  of  Christ- 
mas novelties  is  the  series  of  Christmas 
envelopes  introduced  by  the  Goes  Litho- 
graphing Co.  They  are  suitable  for 
use  in  presenting  employes  with  bonus- 
es, gifts,  extra  wages,  church  and  so- 
ciety contributions.  The  same  company 
has  put  out  a  series  of  Christmas  checks, 
which  can  be  used  by  banks  as  a  cash- 
ier's check,  or  by  an  individual  who  has 
a  checking  account,  Christmas  savings 
club  checks  (used  by  banks  who  have' 
savings  clubs),  merchandise  and  glove 
certificates  (used  by  department  stores 
and  local  merchants  during  the  year  and 
especially   at   Christmas   time). 

The  merchandise  and  glove  certificates 
are  sold  to  the  customer,  made  out  for  a 
specified  amount  of  cash  paid  for  the 
certificate,  who  then  turns  the  certifi- 
cate over  to  a  friend  as  a  Christmas 
gift,  and  upon  presentation  the  depart- 
ment store  or  local  merchant  issuing  the 
certificate  will  redeem  it  at  face  value 
on  any  purchase. 


Photo  frame  line  being  introduced  by  Bennett  &  Jennison,  of  Grimsby,  England. 
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Leaves  from  the  Other  Fellow's  Book 

Saving  to  do  Mostly   With  Newspaper  Advertisements    of    Retail   Booksellers    and 
Stationers  in  Various  Canadian  Cities  and  Towns. 


AMONG  the  comparatively  few  book 
and  stationery  stores  that  are  ade- 
quately represented  by  newspaper 
advertising  is  that  of  H.  Cooke  &  Co.,  of 
Orillia.  This  firm  uses  liberal  space  and 
uses  it  well. 

The  Book  Shop,  of  Oakville,  Ont.,  has 
put  in  a  stock  of  art  needlework,  and  in 
a  well-worded  newspaper  advertisement, 
in  a  double  column  space,  ten  inches 
deep,  readers  are  urged  to  .start  prepar- 
ing Christmas  gifts  by  utilizing  art 
needlework.  Prominence  is  given  to  such 
articles  as  dresser  scarves,  table  centres, 
cushion  tops,  bath  towels,  guest  towels — 
"all  stamped,  ready  for  working." 

A.  H.  Humphries,  Melfort  Moon,  Sas- 
katchewan, in  a  recent  newspaper  adver- 
tisement, specialized  suitable  gifts  for 
soldiers,  and  also  devoted  prominent 
space  to  the  circulating  library  he  con- 
ducted in  his  store.  This  library  now 
comprises  300  volumes. 

Garrett  Byrne,  bookseller  and  sta- 
tioner, St.  John's,  Nfld.,  had  a  good  con- 
vincing advertisement  in  the  newspapers 
of  that  city  recently  featuring  "Three 
Useful  Books."  The  books  in  question 
were:  "The  Woman's  Book,"  "Jack's 
Self-Educator,"  and  "Jack's  Reference 
Book." 


REPRINT 
NOVELS 

The  latest  books  off  the  press 
in  this  issue  just  received. 
Each 

75c 


3  for 


$2.00 


A.  H.  ESCH  &CQ.  Ltd. 

Jasper  Ave.  at  104th  St. 
Phones  1514-4834 


The  Esch  advertisement  is  a  good  ex- 
ample for  effectively  advertising  reprint 
novels  at  "long"  rather  than  "short" 
prices. 

Patterson's  Bookstore,  Stratford,  Ont., 
being  in  a  city  having  a  Normal  School, 
had  a  good  advertisement  headed  "Nor- 
mal School  Opening,"  and  refers  to  this 
store  as  "The  Stratford  Depot  for  Books, 
Materials  and  Supplies."  Here  is  a  para- 
graph of  suggestive  value  to  other 
stationers:  "The  Normal  Fountain  Pen, 
the  favorite  of  past  students.  Manu- 
factured specially  by  Watermans.  Sold 
under  guarantee.  Complete  in  box  with 
filler.     One  Dollar." 


This    illustration    affords   a   good    example   of   effective    interior   display   of   stationery   specialties, 
inks,   drawing   instruments,   etc.      Observe   the   mezzanine   floor. 


Brown's  book  and  wallpaper  store,  Col- 
lingwood,  devoted  a  half-page  of  the 
Collingwood  Bulletin  to  advertising  a 
special  sale.  While  the  subject  matter 
of  the  advertisement  was  good,  the  typo- 
graphy reflected  no  credit  upon  the  com- 
positor who  set  up  this  advertisement, 
because  it  is  evident  that  he  followed  the 
line  of  least  resistance  and  did  not  go  out 
of  his  way  to  give  character  and  effective 
display  to  the  advertisement.  Goodness 
knows,  half-page  advertisements  are  not 
very  often  given  to  newspapers  by  book- 
sellers and  stationers,  and  when  news- 
papers do  get  such  orders  they  should  do 
their  utmost  to  make  such  advertising 
effective  to  the  highest  possible  degree. 
This  advertisement  of  Brown's  could 
have  been  made  much  more  effective  if 
it  had  had  proper  treatment  as  to  work- 
manship in  the  newspaper  plant. 

Coming  back  to  the  subject  matter, 
this  advertisement  offers  various  wall- 
papers at  special  prices,  features  rem- 
nants in  room  lots  at  $1  and  up,  and  also 
advertises  window  shades,  room  mould- 
ings, curtain  rods,  framed  pictures,  pic- 
ture framing,  burlaps,  muresco',  stick- 
fast,  O-Cedar  mops,  liquid  veneer  and 
serving  trays. 

Kempton's  book  store,  Weyburn, 
Sask.,  specializes  in  wallpaper,  and  has 
been  conducting  a  special  sale  urging 
people  to  "brighten  up  your  home  before 
the  long  months  of  winter  set  in." 

One  of  the  most  attractive  advertise- 
ments of  book  and  stationery  stores  seen 
in  any  of  the  Canadian  newspapers  late- 
ly was  a  recent  announcement  of  special 
bargains  by  the  R.  O.  Smith  Co.,  of 
Orillia.  It  was  a  single  column  adver- 
tisement ten  inches  deep.  The  prices 
were  in  bold  type,  but  in  such  a  manner 
as  to  add  to  the  appearance  of  the  ad- 
vertisement. This  was  a  good  example 
of  typography  that  combines  with  the 
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subject  matter  to  enhance  the  merit  of 
the  advertisement.  In  this  respect  the 
Orillia  newspaper  might  well  be  emu- 
lated by  certain  other  newspapers  in  this 
country.  These  "certain"  others  may  re- 
tort that  if  they  get  the  same  well  ar- 
ranged copy  for  advertisements  as  sup- 
plied by  The  R.  O.  Smith  Co.,  they  will 


12  Only  "Rosco"  guaranteed 
Fountain  Pens,  self -filler, 
regular  $2.00.  for      ^  |     £Q 

$1500  Worth  of  China,  clear- 
ing at  20%  discount 

24  Only  Nice   Pic-Nic  and  Mar- 
ket Baskets,  at  20%  discount. 

Dozens  of  other  Bargain  lines  on 
Sale  Friday  and  Saturday. 


The  R.  0  Smith  Co. 

LIMITED 

THE  BARGAIN  BOOKSTORE 
OF  ORILLIA. 


produce  similar  good  results  typographi- 
cally. This  affords  additional  food  for 
thought  on  the  part  of  retail  merchants. 
Just  a  portion  of  the  Smith  advertise- 
ment is  reproduced  to  show  the  typo- 
graphic  effect. 

"More  than  one-half  the  decorative 
character  of  a  perfectly  appointed  home 
is  due  to  the  wallpapers.  Our  offering  is 
the  choicest  selection  of  the  continent's 
manufacturers."  This  is  from  a  display 
newspaper  advertisement  of  Curran's 
Bookstore,  St.  Thomas,  Ont. 

J.  P.  Hipwell,  of  Alliston,  Ont.,  in  an 
attractive  newspaper  advertisement  of 
school  supplies,  has  this  paragraph: 
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"The  scarcity  of  paper  has  had  its 
effect  on  exercise  books,  scribblers,  blot- 
ters and  foolscap,  but  for  quantity  for 
money  and  value  for  the  money  we  will 
put  our  stock  against  anything  that  can 
be  produced." 

"Introducing  the  New  Phonograph," 
in  large  type,  is  the  heading  of  an  ad- 
vertisement of  Edmonds'  book  and  fancy 
goods  store,  Alliston,  Ont.,  followed  by 
these  paragraphs: 

The  final  accomplishment  of  years  of 
experimenting.  This  machine  embodies 
all  the  virtues  and  advantages  of  every 
instrument  made.  It  is  a  phonograph  of 
intrinsic  value.  There  is  no  fabulous 
advertising  or  costly  literature  included 
in  its  price. 

It  plays  Columbia,  Edison,  Pathe, 
Victor  and  every  other  make  of  Disc 
Records   perfectly. 

Made  in  Two  Cabinet  Sizes.  Hear  it 
anyway. 

That  is  the  complete  advertisement 
so  that,  it  will  be  seen,  the  distinctive 
feature  of  the  announcement  is  that  the 
name  of  this  new  phonograph  is  not 
given.  Is  the  idea  to  make  people  so 
inquisitive  that  they  will  at  least  go  to 
the  store  to  satisfy  their  curiosity  in 
this  respect? 

We  cannot  agree  with  the  sentiments 
expressed  by  that  reference  to  fabulous 
advertising  and  costly  literature  and  if 
the  mysterious  phonograph  in  question 
lives  up  to  what  this  advertisement  says 
of  it,  it  too  will  soon  be  advertised  in  a 
big  way  and  this  advertising  will  not 
increase  the  selling  price  because  the 
greatly  increased  sale  of  this  machine 
that  will  result  will  materially  reduce 
the  cost  of  production. 

An  advertisement  by  Harry  J.  Win- 
ton,  stationer,  Govan,  Sask.,  makes  a 
special  appeal  to  "Trustees  and  Teach- 
ers of  Rural  Schools,"  in  advertising 
school  text  books  and  supplies.  He  says: 
"You  will  save  money,  time  and  incon- 
venience by  buying  these  goods  from  the 
home  dealer." 

Grand  &  Toy,  Limited,  Toronto,  are 
cloina:  some  good  newspaper  advertising 
of  office  supplies.  "Completeness,"  was 
the  word  in  big  type  heading  a  recent 
advertisement  with  these  paragraphs 
following: 

Fall  assortments  in  each  and  every 
line  give  customers  exactly  what  they 
want  without  substitution.  For  any  sort 
of  device  or  convenience  for  office  use, 
come  to  us — we  have  it.  All  the  regular 
old  lines  and  something  new  every  day. 

Headquarters  for  absolutely  every- 
thing in  office  supplies.  There  is  no  need 
imaginable  in  the  ordinary  or  even  ex- 
traordinary run  of  the  day's  work  in  a 
modern  office  that  we  cannot  supply. 
Telephone  orders  filled  and  quickly  de- 
livered. Seven  lines  to  "Central" — you 
can  always  get  us.  Blank  Books,  Office 
Stationery,  Office  Furniture,  Filing  Sys- 
tems, Loose  Leaf  Systems.  Order  by 
Phone,   Main  4169. 

Among  the  stationers  who  do  well  with 
a  developing  and  printing  department  for 
amateur  photographers  is  the  firm  of  R. 
Phillips  &  Sons,  Fergus,  Ont. 


Just  look  at  this  type  in  the  "life-size" 
reproduction  of  the  name  in  an  adver- 
tisement in  a  recent  issue  of  Shoal  Lake 
Star   (Manitoba): 


Gundy's  of  St.  Thomas,  have  changed 
their  circulation  library  rates  from  10c 
a  book  to  2c  a  day. 

The  College  Book  Store  of  Kingston  is 


Druggist  and  Stationer      Shoal  Lake 
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It  is  reminiscent  of  days  when  most 
of  us  were  in  school  reciting  "cat,  rat, 
hat,"  and  playing  "mibs"  at  recess — in 
other  words,  the  printers  should  have 
thrown  this  type  in  the  "hell  box"  long 
before  the  close  of  the  nineteenth  cen- 
tury. 

Otherwise  Fulkerson's  advertisement 
is  good.  It  features  fountain  pens, 
kodaks,  photo  supplies,  talking  machines 
and  records,  and  BOOKSELLER  AND 
STATIONER  would  call  the  attention 
of  other  retailers  to  this  footnote  in  the 
Fulkerson    advertisement:    "Our    prices 


a  recent  issue  of  "The  Kingston  Whig" 
devoted  a  three-column  space,  four  inches 
deep,  to  an  advertisement  of  the  Red 
Book  in  its  new  size,  giving  a  complete 
list  of  contents. 

With  a  wallpaper  advertisement  in 
two-column  five-inch  space  Brown's  book 
and  wallpaper  store  of  Collingwood,  Ont., 
features  window  shades,  curtain  rods, 
paste  and  paints. 

In  an  advertisement  of  school  goods 
Garland's  book  store,  of  St.  John's,  Nfd., 
includes  blackboard  cloth,  slating,  globes, 
desks,  seats,  etc. 


WEDDING 
STATIONERY 


y^sTVEN  in  Stationery  so  formal  as 
\j,  the  Wedding  Invitation, 
^^>  Fashion  often  dictates  here  and 
there  some  little  novel  change. 

We  make  it  a  point  to  keep  well 
posted  —  and  most  important  of  all 
—  you  may  rely  absolutely  on  cor- 
rectness. Birks  may  be  taken  as 
authoritative  on  all  matters  of  social 
etiquette,  such  as  Invitations,  Tea 
and  At  Home  Cards. 

All  orders,  including  those  for  Odd 
Monograms,  Heraldic  Work,  etc., 
promptly  executed  —  everything  — 
designing,  engraving  and  embossing 
being  done  in  the  Birks  Workshops. 


HENRY  BIRKS  &  SONS 

LIMITED  phillips  square.  MONTREAL 


ffM^^^^MM^MM^M3j| 


are  guaranteed  as  low  as  any  mail  order 
house  in  Canada." 

Chappie's  of  Gait  gathered  together  a 
couple  of  hundred  odd  scribblers  of  five 
cent  value  and  advertised  them  at  7  for 
25c.  "If  you  go  to  school  come  in  and 
pick  out  a  quarter's  worth,"  said  the  ad- 
vertisement. 
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In  the  advertisements  reproduced  in 
this  issue,  that  of  Causgrove's  is  pre- 
sented to  show  the  unusual  effect  ob- 
tained" by  the  broken  border.  Birks'  ad- 
vertisement is  reproduced  for  its  artistic 
appearance  as  well  as  to  afford  sugges- 
tions to  other  stationers  for  advertising 
wedding  stationery,  invitations,  etc. 


BOOKSELLER  AND  STATIONER 


I 
I 


I 
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Causgroves  | 

O^^P.,  j 

Blue  Lined  Envelopes 

Finest   Stationery 
Newest  Dolls  &  Games 

n  I 

TEN  NEW  BOOKS 

will  be  passed  into  our 

Circulating  Library  this 

week. 

READ  THEM 
for  a   Cent  a  Day. 

m 

Macey  Book  Cases 
Picnic  Supplies 

Stationery 

Garner  House  Block, 

'You'll  Do  a  Little  Better 
at  Cautgrove's" 


I 
I 
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A  Creditable  Store  Paper 

Something  About  a  Trade  Booster  in  Periodical  Form  Put  Out 
By  a  Pembroke  Book  and  Stationery  Firm. 

**'-p  HE    first    issue    of    Grigg's    Store  have    been    in    business,    has    grown    to 

J-    News,"   has   reached   BOOKSELL-  many  times  its  original  size,  due    we  be- 

ER    AND    STATIONER."         This    four  lieve,   to    our   policy    of   QUALITY    and 

page  periodical  is  a  booster  for  the  Grigg  SERVICE. 

Book  and   Stationery  Co.,  of  Pembroke,  "You    will    find,    when    you    visit    our 

Ont.  store,  that  anyone  of  our  salespeople  will 

The  following  editorial  appears  on  the  be  as  interested  in  serving  you  well,  as  I 

first  page:  would  be  myself. 

"THE   PURPOSE  of  this   little  paper  If  you  have  not  recently  been  in  our 

is  to  acquaint  the  public  with  the  GREAT  store,  we  invite  you  to  come  and  inspect 

VARIETY  of  goods  which  we  carry.  our  various  departments.     You  will  not 

«i~>     •                   i                        u             j  j   j  be  asked  to  buy.    You  will,  however    find 

During  recent  years  we   have  added  ,             •            ,         '  u"weve*»  "«u 

j          *.         ±            i-i  our    salespeople    readv    to    answer    anv 

many    new    departments,    until    now    we  ,.                   ~           *        ,  <"lowei    <*"> 

i.                      i     i              -J.T.-                  uru  questions    or    offer    anv    other    attention 

have  several  stores  within  one.     When-  ,     .     „          y    "L"CI    <*n.enuun 

ever  it  has   seemed  to  us  that  we  could  <<v 
rerve  the  people  of  Pembroke  with  some  *™r.s  tor  service, 
line    kindred    to    our    original    stock    of  XT        .      ,       A"  J-  Grigg'  Manager." 
books  and  stationery,  we  have  endeavor-  *J_ew  bo°ks>  are  advertised  with  illus- 
ed   to   secure   the  best  in   that  line   and  tratl0ns  °f  some  of  them  and  among  the 
open  uo  a  department  for  it.    Our  policy  other    artlicles    advertised    are    fountain 
has   always   been   to   get  the   BEST  the  Pens,  greeting  cards,  sheet  music,  phono- 
markets  offer  in  each  line  we  have  taken  graPhs  and  records,  while  a  whole  page 
up  is  devoted  to  the  basement  store  where 

«ti7       4.4.  -u   4-                 4.  j     i     *  china,    crockery,    glassware,    dolls,    toys 

We  attribute  a  great  deal  of  our  sue-  0_j  ■^.:i.„i,n„  t,„„j,„„                     ,     ■,      ml_. 

,,  .         ,.       %      ,,          ul.          ,.  and  kitchen  hardware  are  stocked.     This 

cess  to  this  policy,  for  the  public  realize      v,,^™^!.  „4.„ :  j 

,,,           ,     £       ?!      .    or>T^^,0           j  basement  store  is  a  new  department, 

that  goods  bought  at  GRIGG  S  are  de-  T,       *„n„„i 

,  *                 &  Ine    following    coupon    was    given    a 

pendable.                            ^  prominent  place  on  this  page: 

"In   each   of  our  various   departments  COUPON 

you  will  find  the  goods  that  are  nation-  This    Coupon   is    good   for   twenty-five 

ally  advertised  and  have  behind  them  the  cents  on  a  dollar  purchase  in  GRIGG'S 

country's  most  reliable   firms.     We  like  BASEMENT  STORE, 

to  feel,  when  we  sell  a  customer  an  arti-  Good  only  to  the  end  of  October  and 

cle,  that  it  is  worth  the  amount  he  pays,  must  be  signed  by  the  person  presenting 

so  well  worth  it,  that  we  would  gladly  it.     Only  one  coupon  for  each  person. 

refund  the  money  should  it  for  any  rea-       Name     i. ...... , 

son  be  returned.  p.  o.  Box 

"Our  store,  during  the   ten   years   we  Address    


Winston  Churchill's  "The  Crisis,"  is 
appearing  on  the  screens  in  movies  in 
different  parts  of  Canada  at  present. 
This  is  an  opportunity  for  booksellers  to 
•play  up  this  book  together  with  the  new 
Churchill  novel  out  this  month. 


OUT-OF-DATE   ADVERTISING 

A  Kentville  bookstore  carried  an  ad- 
vertisement in  the  Advertiser  of  that 
town  in  the  issue  of  Oct.  13  wholly  de- 
voted to  tennis  racquets,  croquet  sets 
and  hammocks.  Both  the  bookstore  and 
the.  newspaper  are  at  fault  for  running 
such    unseasonable    advertising.  How 

can  the  advertiser  get  good  results  from 
such  untimely  publicity?  A  newspaper 
should  see  to  it  that  its  advertisers 
change  their  advertisements  regular- 
ly, because  such  out-of-date  announce- 
ments make  both  the  advertiser  and  the 
newspaper  appear  ridiculous  and-  value 
is  neither  given  nor  received. 


HOW  ABOUT  COUNTY  MAPS? 

How  about  selling  maps  of  your  coun- 
ty? In  Dufferin  County,  Ontario,  a  new 
county  map  has  recently  been  issued  and 
F.  Bretz  &  Son,  of  Shelburne,  have  been 
advertising   these   maps   in   the   newspa- 


pers, in  sheet  form  at  50c,  folder  for 
pocket  60c,  hanger  for  wall,  with  trim- 
med ends  75c,  same  mounted  on  cotton 
with  wood  rollers  $1.50,  and  same  with 
spring  roller  and  base  for  $3.00. 

W.  B.  Clark  tells  his  story  about  re- 
print novels  in  a  newspaper  advertise- 
ment in  this  manner. 


B 


1,000 


OOKS 

EST  TITLES 
IG  VALUE 
UY  NOW 


60c. 


BUYING  AN  AUDIENCE 

In  contracting  for  advertising  the  mer- 
chant with  something  to  sell  does  not 
purchase  so  many  square  feet  of  white 
paper,  and  so  many  gallons  of  printers' 
ink.  The  advertiser  in  a  trade  journal 
buys  an  audience,  made  up  of  people  who 
pay  to  hear  what  he  has  to  say  just  as 
they  pay  to  learn  the  news  of  the  mar- 
ket and  articles  thereon.  And  when  the 
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audience  is  gained  the  merit  of  the  mer- 
chandise must  make  good  the  money  ex- 
pended— Notions  and  Fancy  Goods. 


THE   CHICAGO   CONVENTION 

The  13th  annual  convention  of  the 
National  Association  of  Stationers  and 
Manufacturers  of  the -United  States  was 
held  in  Chicago  last  month  and  brought 
out  the  largest  attendance  in  the  history 
of  this  organization  which  has  accomp- 
lished much  good  for  the  stationery 
trade  in  the  United  States  and  in  this 
country  as  well. 

The  new  president  is  W.  H.  Brooks. 
Next  year's  convention  will  be  held  in 
Richmond,  Va. 

Some  of  the  important  questions  dealt 
with,  together  with  resolutions  passed, 
will  be  set  forth  in  the  next  issue 
of    BOOKSELLER    AND    STATIONER. 


NEW  TEXT  BOOK 

The  Ontario  Department  of  Education 
is  calling  for  tenders  for  the  publication 
of  a  text-book  on  machine  sketching  and 
drawing. 


Eversfield  &  Blair  have  succeeded  the 
Alberta  Drug  and  Book  Co.,  High  River, 
Alberta. 


Your  Show  Windows  in  November 

Some  Suggestions  for  Their  Appearance  and  Arrangement. 


By   Wesley   Hevner,    in   Geyer's   Stationer. 


THIS  is  the  season  of  the  year  when 
women  who  entertain  are  buying 
playing  cars,  score  pads,  etc. 
Euchres,  bridge  parties  and  the  like  are 
starting  up,  and  by  consistently  display- 
ing your  varied  line  you  can  attract  this 
trade  to  your  store.  And  it  is  good  bus- 
iness, in  spite  of  the  fact  that  the  actual 
purchases  resulting  from  the  windows 
seem  small.  The  class  of  buyers,  who 
are  socially  inclined,  and  who  will  be  led 
to  patronize  your  store  in  order  to  se- 
cure the  many  necessary  articles,  is  a 
valuable  clientele  to  reach  and  establish. 

Furthermore,  you  must  regard  your 
window  display  advertising  as  successful 
if  it  brings  people  into  your  store.  From 
that  point  on  it  is  entirely  up  to  your 
merchandise  and  salesmanship. 

A  playing  card  window  does  not  neces- 
sarily have  to  be  unattractive.  It  is 
true  that  playing  cards  are  not  fitted 
either  by  appearance  or  shape  to  fit  into 
artistic  decoration,  but  there  are  many 
ways  that  you  can  devise  to  overcome 
this  suggestion.  Use  a  reproduction  of 
some  famous  picture  showing  a  card 
party  scene,  and  then  you  can  build  up 
your  display  on  glass  panels  around  the 
picture.  Playing  cards  look  especially 
well  on  glass,  as  they  need  something  to 
bring  them  out. 

Endeavor  to  have  the  major  portion  of 
your  display  taken  up  with  fancy  play- 
ing card  sets,  in  leather  cases  and  odd 
solitaire  packs  of  cards. 

Do  not  try  to  crowd  too  much  into  the 
window.  The  successful  display  is  in- 
variably simple  and  odd  in  thought  and 
conception.  Some  little  variation  such 
as  the  picture  referred  to  or  other  differ- 
ent touches  will  serve  to  give  it  added 
attention. 

Card   Party   Prize  Window 

You  may  not  care  to  devote  another 
window  solely  for  this  purpose,  and  we 
would  not  recommend  your  doing  so. 
Work  the  various  oddities  and  sugges- 
tions into  your  playing  card  and  game 
window.  To  our  mind  there  is  every 
good  reason  why  the  progressive  sta- 
tioner should  group  together  somewhere 
in  his  store  a  number  of  dainty  and  odd 
suggestions  for  card  party  prizes.  There 
are  so  many  articles  that  can  be  offered 
for  this  purpose.  Odd  vases  and  flower 
holders,  made  of  pottery,  and  painted  or 
colored  in  an  odd  and  attractive  man- 
ner; diaries,  handsome  leather  bound 
copies,  leather  address  books;  fountain 
pens,  gold  and  silver  pencils,  flashlights, 
pearl  pen  knives,  smoking  stands,  ash 
trays,  humidors  and  cigarette  cases. 
These  are  only  a  few  suggestions,  but 
the  writer  is  well  aware  that  some  sta- 
tioners would  not  have  all  of  them  in 
stock.  There  is  no  reason  why  he 
shouldn't  carry  them  all,  and  a  number 
of  good  arguments  can  be  offered  to  show 


that  they  are  good  sellers,  with  an  easy 
and  quick  turnover. 

Cards  for  the  window  could  contain 
copy  as  follows:  "Some  Suggestions  for 
the  Perplexed  Hostess,"  "Cardy  Party 
Prices  That  Will  Appeal,"  "Let  Us  Sug- 
gest Novelties  and  Prizes  for  Your 
Party,"  etc. 

Dance   Programs — Tally    Cards 

Try  out  a  window  devoted  to  advertis- 
ing your  ability  and  willingness  to  han- 
dle dance  program  business.  And  make 
it  a  combination  window.  Show  a  num- 
ber of  samples,  display  some  beautiful 
specimens  of  specially  engraved  and 
printed  programs  in  the  center.  There 
are  happening  in  your  community 
dances,  balls,  dinners  and  various  festiv- 
ities that  should  rightfully  give  you  a 
good  deal  of  work. 

Fountain  Pens 

There  are  a  great  many  reasons  why 
it  is  especially  important  to  push  foun- 
tain pens — now!  In  the  first  place,  it  is 
entirely  seasonable.  Reports  from  deal- 
ers throughout  the  country,  computed  on 
the  basis  of  actual  experience,  show 
that  their  business  starts  in  with  a -rush 
at  this  season  and  continues  on  the  same 
scale  until  Christmas  and  after. 

Added  to  this  known  fact,  we  are 
aware  that  the  present  separation  of  so 
many  of  our  young  men  from  their  fam- 
ilies, through  military  service,  has  made 
the  demand  for  fountain  pens  exception- 
ally great.  Here  are  suggestions  for 
window    cards:    "Make    Sure     He     Will 

Write  Home  and  Give  Him  a  

Fountain  Pen";  "The  Pen  That  Put  the 

Pen    in    Dependable    Fountain 

Pen";  "The  Army  Lives  on  Letters,  Have 

an    Easy     Writing     Fountain 

Pen." 

Any  manufacturer  to  whom  you  write 
will  gladly  foi-ward  frames,  folders,  pla- 
cards, colored  rolls  and  anything  you 
need  to  help  make  your  background  at- 
tractive. Buy  three  or  four  yards  of 
black  velvet  or  colored  silk  and  use  this 
on  the  floor  of  the  window.  Black  velvet 
will  make  the  white  boxes  and  colored 
bows  stand  out  prominently.  If  you  buy 
silk,  get  a  light  blue  or  pink  color,  and 
avoid  the  dull,  drab  shades  that  will  not 
contrast  with  your  display.  Try  by  all 
means  to  work  color  and  life  into  the 
display.  Red  or  green  quill  pens,  fancy 
envelope  flaps,  the  touch  of  metal  from 
a  desk  set,  all  these  things  tend  to  at- 
tract attention  and  catch  the  eye  of 
passersby. 

A  Calendar  of  Articles  for  November 
Window   Displays 

Christmas  Cards. 

Bookcases. 

Calendars. 

Place  and  Greeting  Cards. 

Fountain  Pens. 
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Writing    Paper — Boxes    and    Samples. 
New  Novels  and  Children's  Books. 
Box  Paper*  and  Monogram  Dies. 
Loose  Leaf  Ledgers. 
Waste  Baskets. 
Adding  Machines. 
Typewriter  Supplies. 
Blank  Books. 


MAKING  A  MODERN  PENCIL 

At  a  recent  meeting  of  the  Rotary 
Club  of  Toronto,  the  speaker  was 
A.  Roy  MacDougall,  whose  house 
markets  the  Joseph  Dixon  Crucible  Co.'s 
lead  pencils  in  this  country.  Mr.  Mac- 
Dougall's  subject  was,  "The  Making  of  a 
Modern  Lead  Pencil. 

A  lead  pencil  is  comprised  of  three 
chief  constituents,  Mr.  MacDougall  said 
— graphite,  clay  and  cedar.  Clay  is  used 
with  the  graphite  as  a  binder.  Before 
the  war  German  clay  was  used,  but  now 
they  use  American,  and  it  is  just  as  good. 
The  care  with  which  graphite  is  pre- 
pared was  shown  by  the  statement  that 
the  "lead"  for  the  pencils  of  highest 
grade  is  ground  for  six  solid  months. 
The  mixing  of  the  graphite  and  the  clay 
is  an  important  work  which  with  the 
proper  quantity  of  clay  brings  the  lead 
to  the  varying  degree  of  hardness. 

The  cedar  used  in  the  pencils  is  a 
great  thing — the  consumption  of  wood 
being  more  than  the  growth.  The 
Dixons  have  their  own  cedar  forests  and 
saw  mills.  The  cedar  comes  from  the 
tropics,  as  northern  latitudes  are  unsuit- 
able for  its  growth. 

In  cutting  the  wood  69  per  cent,  of  the 
log  is  lost,  that  is  only  31  per  cent,  is 
available  for  slats  from  which  the  pen- 
cils are  cut.  Not  only  must  they  have 
tropical  cedar  but  no  other  wood  than 
cedar  is  satisfactory.  Mr.  MacDougall 
told  of  the  process  of  manufacture, 
some  by  hand  and  much  by  machinery. 
The  two  halves  of  a  pencil  are  glued  to- 
gether and  subjected  to  a  pressure  of 
15,000  lbs.  He  spoke  of  shaping  of  the 
pencil,  round  or  hexaeronal,  of  the  var- 
nishing, the  best  pencils  having  11  coats, 
and  then  beihg  hand-polished.  The 
cheapest  varnished  pencil  has  four  coats. 

The  stamping  is  done  by  hand  and  ma- 
chinery. On  the  high-grade  goods  gold 
leaf  is  used,  the  Dixon  Company's  bill 
for  gold  leaf  bein?  $65  000  annually. 
They  made  about  one  million  gross  last 
year,  and  their  daily  output  is  about 
3,000  gross,  432.000  pencils. 


Luckett  Loose  Leaf  Limited  have  just 
issued  their  second  dealers'  catalogue 
comprising  24  pages,  not  illustrated.  It 
is  in  a  measure  supplementary  to  the 
larger  list  issued  last  year  to  which  the 
trade  is  referred  in  this  list  for  illustra- 
tions and  general  descriptions.  The  var- 
ious new  items  recently  brought  out  are 
of  course  included  in  the  new  catalogue. 


Novel  Window  Trims  in  Winnipeg 

Stationery  Shops  of  the   Prairie  City  Show      Kntci-pnso  Typical  of  the   Live   West. 


A  LITTLE  nonsense  now  and  then 
is  relished  by  the  best  of  men" — 
and  it  is  even  permitted  in  adver- 
tising, provided  there  .is  an  underlying 
sentiment  which  links  it  with  the  mer- 
chandise displayed.  Such  was  the  idea 
of  the  Wilson  Stationery  Co.,  Ltd.,  who 
showed  in  the  middle  of  their  stationery 
window  a  ..large  picture  of  "The  First 
Loose  Leaf  System."  This  was  a  sketch 
showing  a  big  tub  of  water  set  out  under 
a  tree,  and  a  vine  used  as  a  clothes  line, 
to  which  were  fastened  with  clothes  pins 
a  number  of  big  fig  leaves.  The  window 
was  floored  with  green  crepe  paper  and 
backed  with  straw  board,  and  in  it  were 
shown  loose  leaf  books  ranging  from 
those  of  vest  pocket  size,  to  great  many- 
ruled  ledgers.  A  number  of  note  books 
in  red  leather  contrasted  well  with  the 
green  and  buff  background.  One  of 
their  windows  was  devoted  entirely  to 
featuring  an  office  perforator.  The 
background  was  of  bluff,  in  which  were 
set  long,  narrow  panels  of  green,  letter- 
ed in  black  and  white  "An  Office  Neces- 
sity." "A  Real  Good  Thing,"  "Systemat- 
ize Your  Papers,"  and  "Special  Sale  of 
Perforators."  These  little  instruments 
were  shown  on  a  long  low  table,  and  also 
down  in  front  on  the  floor,  and  a  card 
in  corner  advised:  "While  They  Last — 
Small  perforators,  25c;  large,  $1.00."  A 
leather  portfolio,  a  number  of  sheets  of 
paper,  pen  and  ink,  on  the  table,  gave  a 
business-like  look  to  the  display. 

The  Gordon  Mitchell  Co.  had  an  ex- 
cellent pen  display,  with  the  military  at- 
mosphere which  is  so  popular  these  days. 
The  floor  was  covered  with  billows  of 
white  silk,  and  in  the  midst  stood  a  cut 
out  figure,  two  feet  high,  of  soldier  boy 
in  khaki  uniform.  By  his  side  was  a 
brown  card,  lettered  artistically  in  red, 
white  and  blue: 

THE  FOUNTAIN  PEN  IS  MIGHTIER 
THAN  THE  SWORD 
In  camp — On  the  march — On  board 
ship — In  the  trenches — After  the  battle. 
What  gift  so  useful  as  one  of  our  self- 
filling 

FOUNTAIN    PENS? 

On  either  side  of  this  card  were  bronze 
statuettes  of  soldier  and  sailor.  Close 
by  was  a  desk,  fitted  out  with  brown 
blotter,  and  inkwell,  paper  clip,  paper 
cutter  and  framed  calendar — all  of  hard- 
wood— together  with  a  silver  pencil  and 
gold-banded  fountain  pen.  Another  set 
was  shown  in  mahogany,  also  with  silver 
pencil  and  efficient  fountain  pen.  Memo- 
randum books  with  flexible  leather  backs, 
stamped  in  gold,  with  fountain  pen  laid 
across  the  top,  were  displayed,  and  near 
by,  in  a  wire  rack,  a  little  card : 

MAKE  YOUR  OWN  HISTORY  OF  THE 
WAR   IN   A   "LINE-ADAY" 
NOTE   BOOK 
Good  for  five  years,  starting  any  day. 
Each  day  under  the  same  day  of  the  pre- 
vious year. 


Although  this  window  was  not  arrang- 
ed with  Christmas  in  mind  it  would  be 
especially  appropriate  for  a  pre-holiday 
display,  as  all  of  the  articles  are  small, 
practical  and  easily  mailed  to  the  sol- 
dier boys. 

Beautiful  simplicity  marked  the  dis- 
play of  H.  Birks  &  Son,  Ltd.  Across  the 
polished  hardwood  floor  was  thrown  a 
scarf  of  black  velvet,  and  on  it  were 
strewn  note  paper  and  correspondence 
cards  of  delicately  tinted  pink  or  blue, 
with  just  a  touch  of  gold,  with  envelopes 
to  match,  lined  with  deeper  shade  of 
pink  and  blue.  Across  each  open  box  of 
stationery  was  laid  a  fountain  pen,  and 
a  card  advised:  "Linen  Stationery  and  a 
Good  Fountain  Pen  Are  Indispensable 
to  One  Who  Would  Conduct  Social  Cor- 
respondence Properly  and  Without  Ef- 
fort." Another  window,  suggestive  of 
the  holiday  season  was  hung  with  cur- 
tains of  dark  green  velvet  and  a  scarf 
of  the  same  hue  was  thrown  across  the 
floor.  In  the  background  were  tall  rolls 
of  cream  linen  lawn  paper,  topped  with 
open  boxes  of  stationery  of  the  same  hue 
and  quality.  In  the  middle  foreground 
were  rolls  of  red  paper,  topped  with  red 
boxes,  open  to  show  paper  of  deep  cream, 
tied  with  crimson  ribbons.  In  the  front 
were  mottled  boxes,  filled  with  delicately 
tinted  blue,  pink,  green  and  grey  sta- 
tionery, tied  with  ribbons  of  correspond- 
ing colors.  A  lithograph  showing  a 
voung  woman  in  a  window  seat,  open- 
ing a  box  of  holiday  stationery,  was  cap- 
tioned: 

Fine  stationerv  combines  a  delicte 
charm  and  usefulness  to  a  degree  which 
makes  it  a  most  acceptable  gift  at  any 
season. 

Engraved  cards  of  greeting,  and  others 
with  artistic  little  verses  or  colored 
views,  many  of  them  tied  with  narrow 
red  ribbons,  were  scattered  about  the 
floor,  and  a  card  suggested: 

OUR  STOCK  OF  HOLIDAY  GREETING 
CARDS  IS  NOW  COMPLETE 
"Do    your   Christmas    shopping    early" 
and   get  your   cards  while   the   lines   are 
still  unbroken. 

Eaton's,  tho  big  department  store, 
featured  business  stationery  and  office 
outfitting  in  a  manner  that  attracted 
universal  attention.  The  large  window 
was  fitted  out  to  represent  a  complete 
modern  office.  The  walls  were  tinted  a 
deep  indigo  blue,  and  flooded  with  lights 
from  above,  rendering  them  particularly 
effective  at  ni<rht.  Against  this  dark 
blue  background  the  rosewood  furni- 
ture showed  up  to  splendid  advantage.  A 
long,  rectangular  rug  in  Oriental  design 
covered  the  floor.  In  one  corner  was  an 
umbrella  stand  with  dripping  pan  of 
brass.  Against  the  wall  was  a  roll  top 
desk,  with  letter  files  on  top.  The  desk 
itself  was  fitted  out  with  a  combination 
desk  set — ink-well,  pen  rack,  clock,  and 
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green  shaded  lamp.  In  front  of  it  was 
drawn  up  a  swivel  chair.  In  the  centre 
of  the  room  was  a  flat  top  desk  with 
blotter  and  glass  top.  This  was  fitted 
out  with  a  copper  desk  set,  calendar  in 
rack,  address  book,  pencil  tray,  paper 
knife,  and  open  ledger.  Behind  it  was 
a  leather  arm  chair,  and  beneath  it  a 
copper  lined  waste  basket.  A  touch  of 
realism  was  given  to  the  scene  by  the 
hat  tree  in  the  background,  on  which 
hung  a  motor  cap  and  duster  that  were 
far  from  new.  Against  the  side  wall 
was  a  sectional  filing  cabinet,  on  top  of 
which  was  a  globe,  and  near  it  an  open 
typewriter  desk,  on  which  was  a  letter 
scale,  a  note  book  in  rack,  and  a  tray 
with  several  sharpened  pencils.  Sev- 
eral steel  engravings  in  oak  frames 
adorned  the  wall. 


PENS  AND  PENCILS 

A  pen  manufacturer  recently  proclaim- 
ed that  he  makes  two  hundred  million 
steel  pens  annually  and  this  has  led  the 
American  Lead  Pencil  Co.  to  call  atten- 
tion to  the  fact  that  their  annual  produc- 
tion of  pencils  exceeds  by  far  the  two 
hundred  million  mark. 

There  are  important  differences,  how- 
ever, between  the  manufacturing  of  a 
pen  and  a  pencil.  Compact,  powerful 
automatic  machinery  which  can  be  placed 
in  small  space  produces  pens  at  an  as- 
tonishing rate.  The  material  is  steel 
only.  The  size  of  the  factory  can  be 
kept  to  modest  proportions  even  though 
the  output  of  pens  be  large. 

To  make  pencils  on  a  big  scale,  forests 
of  choice  cedar  wood  are  required;  graph- 
ite is  brought  from  distant  mines,  a  spe- 
cial clay  is  required;  paints,  dyes,  etc., 
all  enter  into  the  comnosition  and  then 
the  various  materials  have  to  be  com- 
bined, and  the  pencil  is  assembled  grad- 
ually. 


ART  LAMPS 

Art  lamps  for  odd  corners  are  being 
marketed  by  a  New  York  concern  for 
gift  shops.  The  rise  of  the  gift  shop  in 
the  United  States  was  referred  to  in  a 
recent  issue  of  BOOKSELLER  AND 
STATIONER.  In  Canada  every  book 
and  stationery  store  should  be  a  well- 
stocked  gift  shop  and  these  merchants 
should  ever  be  on  the  lookout  for  novel- 
ties. 


TIMES   STATIONERY   STORE 

The  Times  Stationery  Store,  Wing- 
ham,  Ont.,  has  been  enlarged  and  has 
been  repainted  and  papered.  The 
changes  have  made  a  great  improve- 
ment in  the  store.  This  store  is  now 
carrying  in  stock  a  comprehensive  line 
of  staple  and  fancy  stationery  as  well 
as  a  stock  of  books,  Bibles,  etc. 


Many  Businesses  Wrecked  by  Details 

Meeting  To-day's  Competition — Frank  Stockdale,  Merchandising  Authority,  Tells  of 
the  Problems  of  the  Retailer  and  of  the  Dangers  Prom  Without  and 
Within  His  Business  That  Face  Him — The  All-importance 

of  Management. 


Frank  Stockdale,  Advisory  Councillor 
of  the  United  Advertising  Clubs,  and  one 
of  the  foremost  authorities  on  Retail 
Merchandizing  Problems  is  at  present 
delivering  a  series  of  four  lectures  in 
Toronto.  The  First  of  these  Lectures 
with  the  General  Problem  of  "How  to 
Meet  To-day's  Competition"  is  repro- 
duced in  brief  herewith,  because  we  be- 
lieve that  some  of  the  points  raised  are 
points  of  the  most  vital  import  to  every 
merchant  at  all  times,  but  especially 
under  the  trying  conditions  of  the  pres- 
ent time. — Editor's  Note. 
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NE  of  the  earliest  and  most 
important  problems  with  which 
we  are  faced"  stated  Mr.  Stock- 
dale  "is  a  problem  that  is  known  as 
'rising  costs,'  that  is,  the  increased  ex- 
pense of  conducting  retail  business  as 
compared  with  conducting  a  business 
ten,  fifteen,  or  twenty  years  ago."  He 
stated  that  an  investigation  of  1,560 
stores  revealed  the  fact  that  the  expense 
of  conducting  retail  business  had  in  the 
course  of  twenty  years  increased  until 
now  it  was  approximately  double. 

"In  the  last  three  or  four  years  I 
don't  know  exactly  where  they  have 
gone,  but  I  know  where  they  are  going. 
Everyone  knows  what  is  happening  now 
in  the  retail  business  and  what  is  going 
to  happen  as  long  as  conditions  exist  as 
they  are.  While  the  expenses  of  con- 
ducting retail  business  have  doubled,  I 
have  yet  to  find  one  retailer  who  has 
been  in  business  over  a  period  that  long, 
who  has  been  able  to  increase  his  gross 
profit.  If  the  expense  of  doing  business 
twenty  years  ago  was  12  per  cent.,  to- 
day it  is  approximately  24  per  cent.  If 
the  gross  margin  twenty  years  ago  was 
31  per  cent.,  the  man  who  could  run  his 
business  on  12  per  cent,  had  a  net  profit 
of  19  per  cent.  The  same  man  to-day 
would  have  a  gross  profit  of  only  7  per 
cent,  and  in  some  cases  the  variation  is 
wider.  Some  cases  to-day  there  are  in 
which  only  3  per  cent,  profit  is  made 
where  years  ago  it  was  17  per  cent,  or 
18  ner  cent-.  The  net  profit  was  six  times 
as  large  20  years  ago  as  it  is  to-day. 

"This  is  one  of  the  fundamental  points, 
and  it  has  to  be  excavated  carefully  if 
the  retailer  hopes  for  success,  conscious- 
ly or  unconsciously. 

Cost    of    Doing    Business    Dependent    on 
Cost   of   Living 

"Do  you  realize  that  costs  are  rising 
more  rapidly  now  than  -they  have  in  the 
past?"  said  Mr.  Stockdale,  who  stated  as 
the  reason  that  the  cost  of  conducting 
a  business  in  a  retail  store  is  parallel  or 
based  upon  the  cost  of  living. 

"Whenever  the  cost  of  living  goes  up, 


FRANK    STOCKDALE, 
The    Noted    Retail    Merchandising    Expert. 

the  expenses  of  conducting  a  retail  store 
go  up,  just  as  sure  as  night  and  day  fol- 
low each  other,"  added  Mr.  Stockdale. 

Another  fundamental  principle  was  the 
evolution  in  the  kind  of  stores,  which  Mr. 
Stockdale  enumerated  as  follows: 

(1)  The  crossroads  general  store  which 
is  vanishing  rapidly  with  the  advent  of 
automobiles,  parcel  post  and  good  roads 
movements. 

(2)  Specialty  stores  such  as  grocery, 
hardware,  etc. 

(3)  Department  store  (collection  of 
specialty  stores) . 

(4)  Mail  order  house. 

(5)  Chain  store. 
Management   the  Great  Item 

"The  stores  that  exist  to-day  and  are 
making  headway  are  stores  that  are 
managed,"  said  Mr.  Stockdale,  "and 
their  progress  is  the  result  of  the  brain 
work  which  is  being  put  into  them. 

"People  in  department  and  chain 
stores  and  the  men  at  the  head  are  more 
alive  for  information  and  experience 
than  is  the  man  in  the  specialty  store 
who  manages  the  whole  business  himself. 
Men  who  run  department  stores  recog- 
nize that  management  is  the  great  thing, 
and  they  also  recognize  that  the  problem 
in  the  department  store  is  to  manage 
managers  and  to  make  good  managers 
of  the  managers  who  are  managed. 

"To-day  we  are  face  to  face  with  the 
problem  of  management.  The  thing  that 
is  holding  the  margin  of  profit  down  is 
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the  management  of  stores.  My  experi- 
ence has  taught  me  that  management  is 
the  most  acute  of  retail  problems.  A 
knowledge  of  how  to  sell,  how  to  con- 
trol, how  to  run  a  store  in  general,  is 
the  reason  for  the  success  and  the 
growth  of  the  various  kinds  of  stores." 
Mr.  Stockdale  pointed  out  that  owing 
to  abnormal  circumstances  an  investiga- 
tion of  business  should  not  be  made  on 
present  conditions,  but  should  be  based 
on  conditions  which  existed  some  time 
back.  "If  such  an  investigation  is  made" 
said  Mr.  Stockdale  "you  will  get  a  clear 
vision  that  management  is  the  real  big 
factor  in  the  market." 

Three  Types  of  Managers 

Outlining  three  distinctive  types  of 
managers,  Mr.  Stockdale  classed  them 
as  follows  (1)  The  fearful  manager,  who 
is  fearful  that  the  man  he  is  directing 
will  not  do  the  job  right,  and  who  there- 
fore loads  himself  down  with  details. 
This  kind  of  manager,  he  said,  could  not 
delegate  authority  and  did  not  usually 
get  very  far.  The- second  type  was  the 
domineering  manager  who,. he  said,  was 
not  wanted  where  brain  power  was  re- 
quired, though  he  was  all  right  where 
he  supervised  men  who  worked  with  their 
muscles.  The  third  type  which  was  get- 
ting the  farthest  was  the  expectant 
manager,  who  sets  a  standard  and  lets 
others  know  that  he  is  expecting  them 
to  come  up  to  it,  reward  being  given  on 
the  basis  of  results. 

Mr.  Stockdale  added  that  the  man  who 
gave  him 'the  outline  of  the  latter  type 
of  manager  was  a  man  who  spent  over 
one  million  dollars  annually  in  advertis- 
ing. 

Referring  to  the  pioneer  method  of 
laying  roads  along  the  calf  paths 
through  new  country,  Mr.  Stockdale  re- 
minded the  audience  that  to-day  we  have 
progressed  beyond  the  calf  path  siage 
and  had  come  to  the  scientifically  laid 
roadway.  This  was  true  also  in  retail 
merchandizing,  we  had  developed  beyond 
the  calf  path  stage. 

"We  must  remember  this"  said  Mr. 
Stockdale,  "that  we  must  eventually 
come  to  the  civil  engineer  stage,  that  the 
problems  of  retail  merchandising  must 
be  figured  out  with  the  precision  of  an 
engineer's  pencil  and  the  sooner  we 
recoqnize  this  the  better  we  will  be  off. 

"Many  retail  merchants  are  of  the 
"fearful  manager"  type,  and  get  lost  in 
the  details  of  their  business.  The  same 
thing  applies  to  managers  In  department 
and  chain  stores.  They  forget  to  look  at 
things  in  the  right  aspect.  They  lose 
sicrht  of  profits  and  when  they  do  that 
their  chance  of  success  is  lost." 

Mr.  Stockdale  aptly  illustrated  his 
point  with   a  story  to  the  effect  that  a 
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lling  salesman  who  had  been  call- 
ing upon  a  certain  merchant  for  fifteen 
years  stopped  one  day  on  entering  the 
store  and  asked  the  merchant,  standing 
with  broom  in  hand,  what  he  was  doing 
at  the  same  time  fifteen  years  previous. 
The  reminder  that  he  had  been  doing  the 
same  operation  for  so  many  years 
brought  a  much  needed  awakening. 
The  Unwisdom  of  Doing  the  Work  That 
Others   Can   Do  As  Well 

"The  same  principle  applies  to  all 
branches  of  business"  said  Mr.  Stockdale. 
"Whenever  you  can  hire  a  man  to  do  a 
thing  cheaper  than  you  can  do  it  your- 
self, and  don't  do  it  you  are  missing  an 
opportunity  for  growth.  There  is  no 
rule  to  allow  a  man  to-day  to  do  $12  a 
week  work  and  reap  $25  a  week  returns. 
It  does  not  work  out  that  way  in  this 
world. 

"There  is  another  thing  every  man  in 
business  must  recognize.  Unless  he  can 
delegate  authority  in  these  days  of  com- 
petition, he  cannot  hope  to  maintain  his 
end  of  the  competition  struggle. 

Driving  home  his  point  Mr.  Stock- 
dale  bluntly  put  the  question  to  the 
audience:  "Are  you  the  fireman  or 
are  you  the  engineer,  the  man  who 
watches  the  signals  or  are  you  the 
man  who  shovels  in  the  fuel  and  lets 
someone  else  do  the  directing?" 

"Two  things  we  must  do  in  order  to 
make  our  profits  in  spite  of  rising  cost, 
in  order  to  make  our  profits  with  the  net 
profit  so  small,  and  one  of  the  reasons 
why  we  must  give  so  close  attention  is 
exemplified  in  the  bigger  stores.  I  know 
stores  whose  cost  of  doing  business  is  27 
per  cent.  The  net  marking  which  is  the 
gross  profit  is  approximately  30  per  cent. 
That  store  is  making  3  per  cent,  net  pro- 
fit. In  the  old  days  there  was  17  or  18 
cents  profit — the  merchant  could  lose  6 
cents  and  still  have  12  cents,  but  what 
happens  if  the  merchant  to-dav  lost  6 
cents?  His  3  cents  is  on  the  other  side 
of  the  ledger  and  whenever  profits  get 
small  then  we  have  to  figure  close. 

The  Dangers  of  Waste  and  Lost  Motion 

"Two  main  things  to  look  after  are 
waste  and  lost  motion.  Waste  which 
does  not  consist  of  any  motion  at  all  is 
the  thing  in  business  to-day.  Waste  in 
stores  to-day  is  in  the  clerks  that  are 
doing  nothing  and  that  is  small  to  the 
waste  that  is  in  the  merchandise  that  is 
doing  nothing.  It  is  an  easier  problem 
to  get  the  maximum  efficiency  from  mer- 
chandise than  from  the  clerk. 

"The  average  merchandise  stays  on  the 
shelf  six  months  in  the  United  States," 
said  Mr.  Stockdale,  "which  means  two 
turns  a  year,  taking  stores  of  all  sizes 
and  kinds,  and  there  we  have  one  of  the 
big  and  vital  problems  in  merchandising. 

"When  net  profits  get  down  to  3  per 
cent.,  and  lots  of  specialty  stores  run  on 
3  per  cent.,  we  are  up  against  the  real 
proposition  in  handling  figures.  The  vital 
question  is  'What  is  the  profit  on  mer- 
chandising?' If  I  know  where  my  pro- 
fits are,  I  know  where  to  put  my  efforts, 
and  I  know  where  my  losses  are.  If  I 
know  how  to  compute  my  profit  on  an  ar- 
ticle, I  know  how  to  conduct  that  busi- 


ness. I  know  enough  about  that  business 
to  conduct  it  profitably.  I  can  put  my 
finger  on  the  sore  spots." 

In  conclusion,  Mr.  Stockdale  pointed 
out  that  the  foundation  of  all  retail  busi- 
ness is  a  knowledge  of  profits. 

Asked  to  link  up  the  main  points  of  his 
line  of  argument  as  to  how  the  retail 
merchant  can  meet  competition  to-day, 
Mr.  Stockdale  stated  that  the  first  thing 
laid  down  is  that  "we  must  get  down 
past  the  stage  of  theories  and  get  down 
to  principles.  In  the  second  place,  the 
rising  cost  of  doing  business  is  compli- 
cated and  made  so  intricate  that  we  must 
give  special  attention  to  figures.  In  the 
face  of  this  competition  we  must  recog- 
nize that  management,  real  management 
that  studies  all  phases  of  retail  distribu- 
tion, must  have  more  of  our  time,  no 
matter  what  size  store  we  are  running. 
We  must  get  down  to  these  two  prin- 
ciples, i.e.,  to  eliminate  all  waste  in  goods 
and  help,  and  get  away  from  guesswork 
and  have  absolute  knowledge." 

Answering  a  question  in  regard  to  the 
retailers'  influence  upon  the  "high  cost 
of  living,"  Mr.  Stockdale  replied  that  the 
retail  merchant  was  least  to  blame  for 
the  high  cost  of  living  of  any  person  in 
the  world. 

A  merchant,  who  found  a  competitor 
selling  the  same  line  of  goods  cheaper 
than  he  could  afford  to  mark  them  owing 
to  a  lack  of  knowledge  of  the  cost  of  do- 
ing business,  queried  Mr.  Stockdale  as  to 
his  procedure  in  such  a  case.  The  reply 
was  that  "if  the  competition  was  so  great 
that  I  could  not  make  any  profit  I  would 
decide  that  I  should  be  in  some  other 
business.  Competition  based  on  ignor- 
ance is  the  hardest  to  meet,"  added  Mr. 
Stockdale,  "and  the  merchants  who  are 
making  the  real  success  do  not  allow  any 
person  to  set  prices  for  them." 

Mr.  Stockdale  set  grocers  as  a  class  by 
themselves  owing  to  the  fact  that  so 
many  entered  the  business  with  small 
capital  and  many  left  it  in  short  time. 
On  the  other  hand,  he  stated  that  some 
of  the  keenest  merchants  are  retail  gro- 
cers, but  added  that  he  did  not  know  how 
to  cure  the  merchant  who  is  not  aware 
of  where  his  business  stands.  "This 
practice,"  said  Mr.  Stockdale,  "is  bad 
for  himself  and  his  competitors,  and  is 
bad  for  his  customers,  too,  in  the  end." 

A  merchant  in  the  audience,  who  had  had 
previous  experience  with  the  same  diffi- 
culty, made  answer  that  in  one  case  a 
number  of  merchants  troubled  with  such 
a  competitor  paid  him  a  personal  visit 
and  showed  him  the  mistake  he  was  mak- 
ing in  selling  at  such  a  figure  that  it  was 
plainly  evident  he  lacked  a  knowledge  of 
the  cost  of  running  his  business. 

"What  in  your  opinion  is  the  chief 
cause  for  failure  among  retail  mer- 
chants?" was  next  asked. 

Mr.  Stockdale  laid  emphasis  on  man- 
agement in  making  his  reply.  "The 
greatest  source  of  failure  to  keep  books, 
to  know  about  the  business,  to  look  after 
the  buying  and  the  market,  is  because  a 
man  tries  to  do  too  many  small  details." 
Mr.  Stockdale  added  that  only  one  thing 
was  worse  than  the  failure  of  a  man  to 
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have  at  hand  figure  facts  about  his  busi- 
ness, and  that  was  to  have  figure  facts, 
that  were  not  truthful. 

In  replying  to  a  question  re  cutting 
prices  on  advertised  and  non-advertised 
lines,  Mr.  Stockdale  stated  that  "the  man 
who  cut  prices  on  advertised  lines  is  a 
pietty  wide-awake  merchant." 

"How  about  the  man  starting  in  busi- 
ness who  has  not  reached  the  stage 
where  he  can  live  on  3  per  cent,  net  pro- 
fit?" was  asked. 

Mr.  Stockdale's  reply  was  that  50  per 
cent,  of  the  retail  merchants  in  the  coun- 
try were  getting  along  without  any  net 
profit,  their  salary  being  included  before 
a  net  profit  is  struck. 

Mr.  Stockdale  was,  in  conclusion,  asked 
to  define  profit.  His  answer  was  that 
profit  "is  the  reward  a  merchant  gets  for 
doing  an  exceedingly  difficult  job  a  little 
better  than  the  other  fellow  can  do  it." 


INK  FROM  POWDER 

From  the  Royal  Ink  Co.,  comes  a  most 
attractive  announcement  on  the  subject 
of  "turning  water  into  ink."  It  tells 
about  this  firm's  ink  powder  and  pre- 
sents an  illustration  showing  how  the 
ink  is  made  while  another  illustration 
shows  comparative  sizes  of  the  little  vial 
of  powder  required  to  make  a  quart  of 
ink.  Emphasis  is  laid  on  the  recommen- 
dation of  this  ink  for  fountain  pen  use 
and  the  advantages  of  ink  powder  to- 
gether with  its  economy  are  dwelt  upon. 


NEW   STAPLING  MACHINE 

A  new  stapling  machine  called  the 
"No-miss,"  put  on  the  market  by  a  New 
York  specialty  house  is  made  of  all 
steel,  heavily  nickel  plated,  and  can  be 
taken  apart  and  any  part  replaced.  This 
eliminates  the  returning  of  these  ma- 
chines to  the  factory  for  repairs. 

They  are  packed  one  to  a  box,  and 
will  retail  at  $2  each. 


BOOK  NEWS 

A.  and  C.  Black  of  London  have  sent 
in  their  autumn  list  of  books  of  refer- 
ence, including  the  "Who's  Who"  books, 
and  many  new  books,  including  some  of 
special  war  interest. 

"Savings  and  Savoury  Dishes"  is  the 
suggestive  title  of  a  new  edition  of  a 
book  of  cookery  recipes,  food  values  and 
household  hints  formerly  issued  by  the 
Patriotic  Food  League  of  Scotland, 
whose  work  has  been  superseded  by  the 
Ministry  of  Food,  in  Great  Britain. 

The  British  have  always  evinced  the 
most  practical  sympathy  with  small 
nations;  therefore  a  ready  welcome  is 
sure  to  be  found  for  the  new  volume 
which  deals  with  Serbia  in  the  well- 
known  series  of  the  Home  University 
Library  of  Modern  Knowledge.  No 
country  has  suffered  more  from  the  war, 
none  possesses  a  more  romantic  history. 
Miss  Waring  has  done  ample  justice  to 
a  subject  which  no  one  interested  in  the 
war  or  in  the  world  of  to-day  and  to- 
morrow can  afford  to  neglect. 


Now  Time  to  Study  Business  Insurance 

Take  Time  by  the  Forelock  in  These  Days  of  Unusually  Profitable  Conditions. 

By  Henry  Johnson,  Jr. 


RIGHT  now  I  want  to  induce  you  to 
give  serious  consideration  to  the 
question   of   Business   Insurance. 

What  is  business  insurance?  At  the 
risk  of  having  you  turn  the  page  with- 
out reading  further,  I'll  tell  you:  It  is 
saving  money  and  putting  it  away  where 
it  will  accumulate. 

Now,  you'll  miss  it  if  you  do  not  read 
further — take  my  word  for  it.  So  let's 
get  the  outline  first  and  tell  the  why 
afterwards. 

The  scheme  is  to  provide  for  business 
expenses  only,  as  a  starter.  Determine 
what  you  must  keep  each  month  with 
which  to  pay  your  rent,  help,  heat,  light, 
etc.  Then  settle  on  a  certain  minimum 
sum  which  you  will  take  out  and  put 
away  before  any  profits  are  figured,  be- 
fore you  take  out  any  "spending  money," 
before  you  pav  your  bills!  Get  that 
last:  BEFORE  YOU  PAY  YOUR 
BILLS. 

Be°:in  small.  Take  as  little  as  $5  ner 
month  for  a  beginning,  if  you  do  not  feel 
sure  you  can  take  more.  T^ut  make  it 
$10  or  $25,  or  more  if  possible:  and  re- 
member that  this  system  is  going  to 
make  a  lot  of  things  possible  for  you 
that  hitherto  have  been  in  the  "Can't-be- 
done"  class. 

Never    Reduce — Never    Quit — Never 
Withdraw 

The  idea  is  that  the  beginning  must  be 
modest  because  the  most  fundamental 
point  is  that  money  once  saved  must  not 
be  used  again — except  as  I  shall  indi- 
cate later  on — and,  though  you  will  grad- 
ually increase  the  monthly  savings,  you 
must  live  up  to  the  new  schedules  when- 
ever you  make  the  sum  larger.  For  the 
keystone  drops  out  the  minute  you  per- 
mit yourself  to  backslide. 

Whatever  the  sum  fixed  upon,  take  it 
out  of  the  safe  first  thing  on  the  first 
business  day  of  each  month  and  deposit 
it  in  a  separate  savings  account.  So  en- 
tirely separate  must  it  be  from  the  rest 
of  your  funds,  that  it  is  well  to  use 
a  separate  bank  for  this  account.  Never 
•  mind  the  interest  now — let  it  be  3  per 
cent.,  SV2  per  cent. — the  present  point  is 
to  accumulate  it.  And  every  cent  of  in- 
terest earned  must  be  redeposited  to 
accumulate  with  the  capital. 

And  note  this:  It's  no  matter  whether 
your  bills  are  paid  or  not.  Pay  no  atten- 
tion to  any  other  obligation  on  that  first 
morning  of  the  month.  Do  nothing, 
think  of  nothing,  keep  your  mind  free 
and  clear  of  all  other  things  until  this 
particular  money  is  drawn  out  and  put 
away. 

The  benefits  are  almost  beyond  compu- 
tation.    Here  are  a  few: 

First,  there  is  the  accumulation  itself, 
which  grows  wonderfully.  Just  how 
wonderfully  may  be  sensed  from  the 
fact  that  as  little  as  $25  per  month  thus 
put  away  at  an  average  of  6  c*  com- 
pound interest  will  yield  just  about  $30,- 


000  in  30  years — a  comfortable  compe- 
tence for  the  merchant  30  years  old  to 
look  forward  to  when  he's  sixty.  In 
other  words,  the  saving  of  $9,000  dur- 
ing those  years,  at  $25  each  month,  will 
produce  $30,000— $21,000  of  it  earned 
for  you  by  somebody  else! 

Second,  you  are  kept  scratching  for 
funds.  You  return  to  your  store  and 
every  bill  you  have  stares  you  in  the 
face.  The  effect  is  surprisingly  sober- 
ing. It  makes  you  think  seriously  and 
figure  closely  on  every  purchase  you 
make.  You  invest  neither  in  merchan- 
dise nor  in  "improvements"  of  dubious 
value  or  utility.  Better  have  the  money 
in  a  business-insurance  fund  than  tied 
up  in  a  lot  of  fancy  fixings  which  often 
are  merely  in  the  way. 

Become   Brisk,  Insistent   Collector 

Third,  you  become  a  keener  collector. 
You  are  actually  more  sincerely  in  need 
of  funds  and  therefore  more  convincing 
— because  you  do  need  the  money. 

Fourth,  you  have  a  constantly  growing 
sense  of  security,  of  power,  of  independ- 
ence, because  your  bulwark  of  financial 
fortification  is  orowin0-  higher  and  more 
substantial  every  month. 

Fifth,  you  feel  that  you  are  working 
for  yourself.  You  are  making  tangible 
progress.  You  are  gathering  real  money. 
You  are  absorbing  the  most  vital  lesson 
that  can  get  lodgement  in  any  man's 
consciousness;  that  the  one  way  to  make 
real  money  is  to  take  money  out  of  your 
business  steadily. 

AND  THTS  CAN  BE  DONE  BY 
EVERY  BUSINESS  MAN  NO  MATTER 
HOW  HE  IS  SITUATED,  NO  MATTER 
HOW  SMALL  HIS  BUSINESS,  NO 
MATTER  HOW  MODEST  THE  SUM 
ACCUMULATED  MAY  BE.  IT  IS  THE 
DUTY  OF  EVERY  BUSINESS  MAN 
TO  DO  THIS. 

Benefits  Summarized 

To   summarize  the  benefits,  we   have: 

1. — The  money  safely  put  away. 

2. — We  buy  more  conservatively. 

3. — We  become  more  effective  collec- 
tors. 

4.-We  have  SECURITY  —  Business 
Insurance. 

5. — Working  now  for  ourselves  we  ac- 
quire Independence. 

And  there  are  any  number  of  collater- 
al advantages.  Ask  your  jobbers.  Ask 
your  banker.  Take  note  of  the  tone  of 
enhanced  respect  with  which  each  will 
listen  the  minute  you  suggest  what  you 
have  in  mind  . 

Why,  bless  your  old  heart!  Financial 
independence,  competence,  everything 
worth  working  for  lie  in  this  direction 
and  only  in  this  direction  when  all  is 
said  and  done. 

The  Next   Step 

Suppose,  now,  that  you  have  piled  up 
$100,   $200,  $300.     On  the  first   interest 
day,  draw  out  what  may  be  needed  to 
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buy  solid  bonds.  The  first  you  buy 
should  be  the  solidest — war  loan  bonds 
are  ideal  at  this  moment. 

Because  thos'e-  are  the  soundest,  safest 
security  that  can  be  found  anywhere. 
Buy  'em.  Put  them  into  your  safety  de- 
posit box.  Then  the  bank  can  "bust" 
and  most  other  things  go  to  thunder — 
your  money  will  be  secure. 

Next,  accumulation  should  go  into 
bonds  of  second  line  convertibility.  Such 
will  yield  4%%  to  5%.  Buy  those  un- 
til you  have,  say,  $2,000  to  $10,000,  de- 
pending on  your  own  circumstances. 
(You  will  be  able  to  take  care  of  your- 
self after  you  have  bought  a  few  bonds 
with  the  advice  of  your  banker.) 

Third,  buy  bonds  of  narrow  market, 
but  sound.  These  will  bear  5%%  to  6%. 
In  some  cases  bonds  bearing  even  7% 
can  be  bought  safely — onlv  b'e  sure  of 
the  house  from  whom  you  buy. 

Then  follow  small  mortgages,  which  in 
the  west  pay  7  c/  and  even  more;  and 
seasoned  stocks  which  have  long  record 
of  solid  earnings. 

In  this  way  your  savings  eventually 
will  earn  you  an  average  of  &% — and 
that  is  enough  to  try  for  in  most  cases. 

"Can't  Spare  the  Money!" 

"But  I  need  all  my  capital  in  my  grow- 
ing business,"  says  the  business  man. 
"It  keeps  me  scratching  to  meet  my  daily 
needs." 

That  is  precisely  why  YOU  need  this 
plan  more  than  some  others.  The  man 
who  skates  on  thin  ice  needs  to  have  a 
life-line  handy.  When  operating  on  a 
narrow  margin,  one  most  needs  a  little 
surplus  on  which  to  draw  in  case  of  real 
necessity. 

So  this  Business  Insurance  is  VITAL 
to  you  —  that  is  just  why  it  is  called 
Business    Insurance. 

For  the  money  is  not  lost.  It  is  your 
business  to  think  of  it  as  put  away 
where  you  cannot  get  it.  But  as  a  fact, 
the  money  is  there  in  the  bank  or  invest- 
ed in  securities  so  sound  that  they  can 
be  hypothecated  without  a  moment's  no- 
tice in  any  bank. 

If  real,  pressing  need  hits  you — if  ill- 
ness or  misfortune  visits  you — take  your 
securities  to  the  bank  and  borrow 
against  them.  Then  work  like  a  beaver 
to  get  them  free  again! 

Compare,  if  you  like,  that  kind  of  as- 
sets with  a  quantity  of  stock  for 
example,  bought  far  in  advance  of  need. 
You  can  dispose  of  that  stock — how?  By 
taking  a  heavy  loss.  But  the  bonds — why 
you  do  not  need  even  to  disnose  of  them! 

All  times  are  the  rierht  times  to  begin 
this  system.  But  right  now  is  the 
RIGHTEST  time  that  has  come  for  many 
a  long  year.  For  these  are  days  of  lib- 
eral profits.  See  that  vou  conserve  a  "lot 
of  yours  in  Business  Insurance.  And  if 
you  start,  you  will  be  safe — you  will 
never  be  without  Business  Insurance 
again. 


THE  work  of  Canadian  authors  and 
composers     is     very     largely    em- 
phasized   in    the    new    Methodist 
Hymn   Book.     In  the  compilation  of  the 
existing  Church  Hymnals  either  the  com- 
pilers judged  that  Canadian  hymn  writ- 
ers had  not  come  to  a  status  capable  of 
producing  worthy  songs  of  praise  or  they 
were  influenced  by  British  and  American 
publications.      It   is    stated    that   one    of 
the  first  things  the  committee  appointed 
to   compile    the     new    Methodist   Hymn 
Book  did  was   to  call  for  the  Canadian 
hymns    and    in     consequence     Canadian 
writers,  not  only  Methodists  but  these  of 
several    denominations,   are   strongly   re- 
presented.    Among  these   may   be   men- 
tioned Hon.  W.  S.   Fielding,  whose  new 
version  of  "God  Save  the  King"  is  used; 
Mrs.  Adelaide  M.  Plumptree  whose  beau- 
tiful    hymn    "Keep    Thyself     Pure''    has 
been  sung  with  a  good  deal  of  apprecia- 
tion   both    in    Canada    and    England    for 
some  time;  Rev.  Dr.  A.  H.  Roynar  who  is 
represented  in  the  book  by  two  transla- 
tions;  the  late   Rev.   Dr.   E.   H.   Dewart, 
three  of  whose  hymns  are  used;  Dr.  A. 
D.  Watson,  from  whose  published  poems 
three  or  fouv  ilems  have  been  selected, 
and  Rev.  W.  H.  Adams  who  furnishes  a 
rather  unique  pioneer  hymn.     Of  Cana- 
dian composers  Dr.  Herbert  Sanders  of 
Ottawa  is  represented  with  a  dozen  or 
more     splendidly     characteristic     tunes, 
many  of  which  bid  fair  to  become  popu- 
lar; W.  H.  Hewlett  has  several  tunes,  as 
has   also   James    Edmund    Jones,    Secre- 
tary  of  the   Hymnal   Committee   of   the 
Anglican  Book  of  Praise.     Among  other 
Canadian  composers  who  furnished  music 
are    A.    E.    Whitehead,    of    Sherbrooke, 
Que.;    Dr.    A.    S.    Vogt,    Toronto;    Geo. 
Ross,   of   Moncton.  N.S.;   J.   S.   Ford,  of 
SJ.  John.  N.B.;  and  H.  J.  Unwin,  of  Stet- 
tler,  Alberta.     Several  tunes  have  been 
furnished  by  Canadian  Methodist  preach- 
ers, among  these  Rev.  T.  E.  Holling,  of 
Montreal,    and    Rev.    Edward    Bishop    of 
Red  Deer,  Alberta. 


BERNARD  FREEMAN  TROTTER 

A  Canadian  poet  who,  like  Rupert 
Brooke,  made  the  supreme  sacrifice,  was 
Bernard  Freeman  Trotter.  By  Cana- 
dians in  particular  his  high  heart  and 
splendid  courage  will  be  remembered, 
and  they  will  not  fail  to  treasure  the 
product  of  his  promising  genius.  When 
Canadian  college  men  were  called  to  take 
commissions  in  the  Imperial  Army,  he 
was  one  of  those  who  quickly  responded, 
End  he  became  a  Lieutenant  in  the  11th 


Leicester  Regiment,  and  it  was  while  he 
was  in  training  at  Keble  College,  Ox- 
ford, that  he  wrote  the  beautiful  lyric, 
"The  Poplars,"  which  closes  with  those 
exquisite  lines: 
"And   so   I   sing  the   poplars:   and  when 

I  come  to  die, 
I  will  not  look  for  jasper  walls,  but  cast 

about  my  eye 
For  a  row  of  windblown  poplars  against 

an  English  sky." 
One  may  justly  say  that  he  was  a  true 
poet,  dowered  with  a  passionate  love  of 
beauty  and  a  native  instinct  for  the  ex- 
pression of  poetic  thought  and  feeling 
in  musical  rhythms  as  exemplified  in  ths 
volume  of  his  works  just  published  by 
McClelland,  Goodchild  &  Stewart  under 
the  title  of  "A  Canadian  Twilight  and 
Other  Poems  of  Peace  and  War." 


ROBERT  NORWOOD 

'  In  "The  Piper  and  the  Reed"  the  Can- 
adian poet,  Robert  Norwood,  presents 
lyrics  that  for  melody  and  sheer  beauty 
of  expression  surpass  any  earlier  work 
of  Mr.  Norwood's  and  proves  him  a  mas- 
ter of  authentic  song.  This  book  gives 
its  author  a  firm  position  among  the 
American  poets  of  the  first  order. 


THE  POET  OF  THE  PRAIRIES 

Among  the  new  volumes  of  Canadian 
verse  this  season,  one  that  is  being  justly 
well  received  is  "Kitchener  and  Other 
Poems"  by  Robert  J.  C.  Stead,  published 
by  Mussons. 

This  volume  justifies  the  favorable 
predictions  that  were  made  about  Stead 
upon  the  appearance  of  his  previous 
books.  This  new  volume  includes  the 
best  work  he  has  yet  done.  His  broader 
vision  as  exemplified  in  "Kitchener  and 
Other  Poems,"  was  doubtless  due  in  some 
measure   to   the    influence    of   the    great 
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trial  through  which  Canadians,  in  com- 
mon with  the  rest  of  the  Empire  and  our 
Allies,  have  been  going. 

Here  is  part  of  an  appreciation  by 
Dr.  W.  T.  Allison,  of  Wesley  College, 
Winnipeg,  who  wrote  the  introduction  to 
this  collection  of  poems: 

"Eastern  readers  may  conclude  that 
the  Calgary  poet  is  too  stately  in  his 
measures,  too  refined  in  his  phraseology 
to  be  regarded  as  a  typical  western 
singer.  The  people  of  the  east  ought  to 
learn,  however,  that  the  citizens  of  the 
Canadian  west,  most  of  whom  are  of 
eastern  birth  and  education,  are  as  grave 
and  as  self-controlled  as  those  of  On- 
tario or  Massachusetts.  And  in  the 
earnest  solemn,  utterance  of  these  new 
war  poems,  more  than  in  the  local  color 
of  his  verse,  Mr.  Stead  seems  to  me  to  be 
worthy  of  the  sobriquet  bestowed  upon 
him,  "The  Poet  of  the  Prairies."  He  is 
now  thirty-seven  years  of  age,  and  has 


HUGH    S.    EAYRS 


COSTAIN 


These  two  authors  collaborated  in  writing  "The  Amateur  Diplomat."  The  former  was  until  recently 
associated  with  the  editorial  department  of  "Bookseller  and  Stationer."  Mr.  Costain  is  editor  of 
MacLean's   Magazine. 
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spent  nearly  all  his  life  in  the  prairie 
country.  Born  on  a  boulder-run  Ontario 
•  farm,  he  was  taken  in  his  infancy  to  the 
Turtle  Mountain  district  of  Southern 
Manitoba.  There  his  parents  "homa- 
steaded  it,"  one  hundred  and  twenty 
miles  from  a  railway  and  miles  distant 
from  the  nearest  neighbor.  Although  jn 
his  early  manhood  Mr.  Stead  imitated 
the  pushful  rising  generation  by  going- 
further  west,  he  has  been  on  the 
prairies  practically  all  his  days.  Brac- 
ing- summers,  grim  winters,  big-  distanc- 
es, color,  movement,  the  free  life  of  a 
new  country,  have  entered  into  his  make- 
up and  are  reflected  in  his  virile  novels 
and  best  of  all  in  his  poetry.  But  it  is 
in  his  note  of  reserve  and  in  his  serious 
application  of  ideas  of  life  that  Robert 
Stead  appeals  to  the  men  of  the  West  as 
their  foremost  poet." 


PACKARD'S    NEW    NOVEL 

Frank  Packard,  the  Montreal  novelist, 
who  wrote  "The  Miracle  Man," 
"Greater  Love  Hath  No  Man,"  and  "The 
Adventures  of  Jimmie  Dale,"  has  given 
us  a  fine  story  of  Old  Quebec  in  "The 
Sin  That  Was  His,"  just  published  by 
The  Copp,  Clark  Co.  With  that  genius 
for  situation  which  is  his  peculiar  gift 
Frank  Packard  takes  the  complex 
character  of  "Three  Ace  Artie,"  Ray- 
mond Chapelle  and  Francois  Aubert,  a 
three-in-one  man,  and  through  the  subtle 
allure  of  French-Canadian  life  pro- 
pounds afresh  the  great  problem-theme 
of   personal  regeneration. 


WEBSTER— MAN'S    MAN 

Peter  B.  Kyne  has  become  a  favorite 
author  with  his  "Cappy  Ricks"  and  other 
good  tales  and  he  will  make  more 
friends  with  his  fine  story  "Webster — 
Man's  Man." 

Billy  Geary  discovers  ore  in  a  Mexi- 
can claim — frantically  cables  for  help. 
Such  is  the  jump-off  of  a  yarn  that  has 
many  breathless  moments  for  two  men 
and   a   girl. 

Mr.  Kyne  has  lived  the  life  and  knows 
his  people  and  the  country  they  live  in. 
For  stirrine,  wholesome  enterprise  and 
a  determinat;on  to  come  off  with  the 
goods  aeainst  all  odds,  give  me  his  John 
Stuart  Webster. — "Man's  Man." 

"Calvarv  Allev,"  by  Alvce  Hegan  Rice, 
published  by  Briggs,  is  a  story  of  Nance 
Molloy's  growing  up  and  falling  in  love, 
with  a  great  deal  about  other  interesting 
people;  there  was  Uncle  Jed,  Molloy's 
self-appointed  guardian:  Mr.  and  Mrs. 
Snawder,  her  stepfather  and  sten- 
mother;  Dan  Lewis,  who  was  a  child 
with  Nance,  and  whose  mother  was  "a 
mystery"  in  the  Alley;  and  old  Mr. 
Demorest,  who  played  the  violin  and 
tau<rht  Nance  to  dance,  and  who  was  a 
mystery  too. 

"The  Snare,"  by  Rafael  Sabatini, 
author  of  "The  Sea-Hawk,"  is  a  new 
book   published  by   the   Copp,  Clark   Co. 

Lieutenant  Butler,  Lady  O'Mov's 
scapegrace  brother,  had  involved  his 
troops  in  a  disgraceful  affair  at  a  par- 


ticularly critical  time.  Sir  Terence 
O'Moy,  his  superior  officer,  was  thus 
placed  in  an  awkward  position.  An- 
other of  Sir  Terence's  troubles  was 
jealousy.  Story  tells  how  Lady  O'Moy 
keeps  her  reputation  clean,  how 
Tremayne  is  suspected  and  almost  done 
to  his  death,  how  the  intriguer  receives 
a  sword-thrust  by  the  hand  of  a  jealous 
husband  and 'finally  how  Lord  Welling- 
ton helps  O'Moy  out  of  his  difficulties. 


THE  TREE  OF  HEAVEN 

May  Sinclair's  new  book  "The  Tree  of 
Heaven,"  is  the  story  of  a  family.  The 
story  begins  in  peace  time,  1895,  and  ends 
in  war-time — 1916. 

The  Tree  of  Heaven,  an  ash  tree,  was 
the  most  conspicuous  tree  in  the  garden 
of  the  Harrisons'  old  house  at  Hamp- 
stead.  And  it  is  around  the  Harrison 
children,  who  grew  up  and  played  in  the 
shade  of  this  tree,  that  Miss  Sinclair  has 
built   her   story,   delineating   her   charac- 


L.  M.   MONTGOMERY, 

A    new    photograph    of    the   author    of    "Anne's 
House  of  Dreams." 


ters  so  cleverly  and  truthfully  that  they 
appear  as  portraits  of  people  one  has 
known. 

Book  III.  is  concerned  with  their  reac- 
tions to  the  Great  War,  and  consequent 
growth  from  spiritual  childhood  to 
maturity. 


JACK   AND  THE   BEANSTALK   IN 
MOVIES 

The  moving  picture  world  links  up 
with  bookdom  in  many  respects.  BOOK- 
SELLER AND  STATIONER  has  been 
telling  the  trade  about  the  increasing- 
general  popularity  of  moving  picture 
periodicals,  and  frequent  mention  has 
been  made  of  movie-ized  versions  of 
popular  novels. 

Now  from  the  J.  S.  Ogilvie  Co.,  of 
New  York,  comes  an  edition  of  "Jack 
and  the  Beanstalk,"  founded  on  the  Fox 
Film  Corporation's  magnificent  moving 
picture  production  of  this  great  juven- 
ile. 

For  this  picture  production  over  1,300 
people,  including  children,  their  guard- 
ians and  parents,  were  employed.  Spe- 
cial boats  and  teams  were  chartered  to 
carry  them  from  Los  Angeles  to  the  spot 
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in  California  where  a  miniature  walled 
city  for  the  children,  with  houses, 
churches,  palaces,  etc.,  complete,  had 
been  erected.  A  giant  8  feet  6  inches 
tall  and  weighing  400  pounds  was  found 
in  Texas,  and  brought  to  California  in 
specially   built   transportation. 

Over  $500,000  was  spent  in  making 
the  pictures,  and  $250,000  is  to  be  spent 
in  the  next  three  months  in  general  pub- 
licity, to  insure  fhe  success  of  this  ven- 
ture of  a  high-grade  picture  built  spe- 
cially for  children. 

The  pictures  had  a  four  weeks'  run  at 
the  Globe  Theatre,  Broadway,  New 
York,  and  are  now  being  released  for 
display   throughout   America. 

The  toy  book  containing  the  complete 
story  founded  on  the  Fox  production  has 
a  series  of  full  page  pictures  in  color 
and   other  half-tones  and  line  drawings. 


TO  PLEASE  A  HUSBAND 

"A  Thousand  Wavs  to  Please  a  Hus- 
band" by  Louise  Bennett  Weaver  and 
Helen  Cowles  Le  Cron,  is  a  cook  book 
in  story  form  relating  how  Bettina,  after 
the  honeymoon,  triumphed  over  house- 
keeping and  made  a  little  heaven  of  her 
home,   pleasing   Bob  mightily. 

The  author  of  "The  Journal  of  a 
Recluse"  has  written  another  book  en- 
titled "The  Treloars,"  which  interprets 
character  in  the  light  of  present  condi- 
tions. 

A  hundred  art  portraits  of  moving 
picture  stars,  with  biographical  sketches, 
are  contained  in  a  book  called  "Stars  of 
the  Photoplay,"  published  at  fifty  cents. 

Among  the  unusual  books  having  an 
increasing  call  in  bookshops  are  a 
"Manual  and  Guide"  for  song  writers; 
"How  to  Write  a  Photoplay,"  and 
"Hints  on  Writing  and  Selling  Photo- 
plays." 

Special  holiday  packings  of  the  popu- 
lar Chicago  and  other  pencil  sharp- 
eners made  by  the  Automatic  Pencil 
Sharpener  Co.,  have  been  introduced  for 
this   Christmas   trade. 

A  Chicago  concern  has  put  out  an 
attractive  combination  bill-fold,  memo 
pad  and  1918  calendar,  of  seal  grain 
leather.      It    has   coin    and  card  pockets. 

A  new  automatic  adding  machine  has 
been  introduced  to  retail  at  $2.50  in  the 
U.S. 

A  Christmas  card  counter  display  put 
on"  by  a  Pittsburgh  concern  accommo- 
dates a  eross  of  cards.  It  is  shipped 
"knocked   down." 

An  adjustable  toilet  kit  for  soldiers  is 
called  the  "Fitall."  There  are  adjust- 
able spaces  and  patent  self-locking 
straps,  holding  all  fittings  securely  and 
compactly,  although  readily  permitting 
changes. 


Raphael  Tuck  &  Sons,  Ltd.,  have  for 
the  present  closed  down  their  Canadian 
branch  but  are  retaining  their  Canadian 
representalives.  Fuller  particulars  will 
appear  in  the  advertising  columns 
shortly. 
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NEW  BOOKS  OF  THE  SEASON 

And  What  They  Are  About 


A  STORY  of  labor  problems*  and  the 
spirit  and  the  organization  of  war 
as  applied  to  civic  life  briefly  sum- 
marizes a  new  book  which  will  interest 
some  people  everywhere.  Its  title  is 
"Marching  Men."  The  author  is  Sher- 
wood Anderson,  author  of  Windy  Mc- 
Pherson. 

"By  the  World  Forgot,"  is  Cyrus 
Townsend  Brady's  new  novel  telling  the 
adventurous  experiences  of  a  kidnapped 
New  Yorker. 

There  is  brilliant  dialogue  and  sound 
psychology  in  Phyllis  Bottome's  happy 
story  "The  Second  Fiddle." 

Emerson  Hough's  new  novel  "The 
Broken  Gate"  is  a  story  of  mutual  devo- 
tion of  mother  and  son  in  the  face  of  a. 
narrow  community's  condemnation  of  its 
broken   laws. 

"The  White  Ladies  of  Worcester"  is  a 
tale  of  England  in  the  12th  century.  It 
is  by  Florence  M.  Barclay  who  wrote 
"The  Rosary." 

"Treasure  and  Trouble  Therewith,"  bv 
Geraldine  Bonner,  is  a  California  tale  of 
adventure  relating  the  difficulties  of  road 
agents  after  stealing  $12,000  in  cash. 

"The  Kentucky  Warbler"  is  the  title; 
of  a  characteristic  tale  by  James  Lane 
Allen  and  in  the  same  volume  is  the  same 
author's  shorter  story  "Emblems  of  Fel- 
icity." 

"The  Sturdy  Oak"  is  a  composite  novel 
by  Samuel  Merwin,  Harry  Leon  Wilson, 
Fannie  Hurst,  Dorothy  Canfield,  Kath- 
leen Norris,  Henry  K.  Webster,  Anne 
O'Hagan,  Mary  H.  Vorse,  Alice  Duer  Mil- 
ler, Ethel  Watts  Mumford,  Marjorie 
Benton  Cook,  William  Allen  White,  Mary 
Austin  and  LeRoy  Scott. 

Savoring  of  Falstaff  and  Pickwick  is 
the  uncle  in  Claude  Tilliers  story  "My 
Uncle  Benjamin. 

Hugh  Walpole's  "The  Green  Mirror'' 
is  the  third  of  a  trilogy  which  includes 
"The  Duchess  of  Wrexe"  and  "The  Ris- 
ing City." 

"The  Coming,"  by  J.  C.  Snaith,  ably 
presents  a  plea  for  the  brotherhood  of 
man  by  means  of  a  romance  combining 
mysticism  and  the  war. 

"And  the  Captain  Answered,"  by  Oc- 
tave Thanet.  is  a  short  war  novel  of  in- 
tense interest. 

Stephen  Graham  has  a  new  book  en- 
titled "Priest  of  the  Ideal,"  his  first 
work  of  fiction. 

Tweedledee.  the  dwarf,  Hercules,  the 
giant,  and  Echo,  mentallv  deficient,  com- 
bine to  make  "The  Unholy  Three,"  by  C. 
A.  Robbins,  a  most  refreshing  book. 

Vincent  O'Sullivan,  author  of  "The 
Good  Girl,"  has  a  new  book  this  season 
entitled  "Sentiment,"  which  is  an  Am- 
erican's interpretation  of  English  town 
and  country  life. 

Mary  Johnston's  "The  Wanderers"  is 
a  series  of  dramatic  episodes  presenting 


the  changing  "course  of  true  love." 
Booksellers  and  booklovers  will  recall 
this  author's  great  success,  "To  Have 
and  To  Hold." 

Two  unfinished  novels  by  Henry  James 
have  been  brought  out  in  one  volume. 
The  greater  part  of  each  had  been  fin- 
ished before  Mr.  James  died.  The  titles 
are  "The  Ivory  Tower"  and  "The  Sense 
of  the  Past."  There  is  an  illuminating- 
introduction  by  Percy  Lubbock. 

Cosmo  Hamilton's  new  book  "Scan- 
dal" is  worthy  of  the  author  of  "The 
Blindness  of  Virtue,"  and  can  safely  be 
recommended  to  the  many  admirers  of 
that  creditable  book. 

A  London  lodging  house  story  is 
"Housemates,"  J.  D.  Beresford's  new 
novel. 


PETER    B.    KYNE, 
Author  of   "Webster — Man's   Man." 

"A  Daughter  of  the  Morning,"  by 
Zona  Gale,  is  the  story  of  a  self-made 
woman  with  some  of  her  problems  in- 
terestingly set  forth.  This  book  will  ap- 
peal to  thinking  women. 

Dr.  Newell  Dwight  Hillis  is  just  now 
delivering  some  startling  addresses  from 
his  pulpit  in  Plymouth  Church,  Brooklyn, 
in  which  he  describes  his  personal  ex 
periences  in  France,  Belgium  and  Eng- 
land during  the  past  summer.  As  soon 
as  completed' these  addresses  will  be  pub- 
lished in  book  form.  A  new  edition  of 
Dr.  Hillis'  former  volume,  "Studies  of  the 
Great  War,"  is  being  pushed. 

A  most  timely  volume  on  Russia  is  Dr. 
Arthur  J.  Brown's  "Russia  in  Trans- 
formation." It  reviews  in  lucid  fashion 
salient  features  of  the  astonishing  re- 
volution and  the  tremendous  problems 
which  confront  a  great  people  freed 
from  the  despotism  n*  the  Romsnoffs. 
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An  unusually  well-informed  book  on 
China  and  her  problems,  is  Rev.  Charles 
Ernest  Scott's  "China  From  Within." 
The  subject  matter  of  Dr.  Scott's  book 
originally  delivered  at  Princeton  Theolo- 
gical Seminary  as  a  course  in  the  Stu- 
dents' Lectures  on  Missions,  and  is  a 
comprehensive,  first-hand  study  of  the 
great  land  and  its  people  about  which  we 
know  so  little  after  all. 


PAUL    KESTER. 
Author    of    "His    Own    Country.' 


A  NEW  "ALICE" 

"New  Adventures  of  Alice,"  by  the 
famous  artist,  John  Rae,  is  one  of  the 
new  books  received  from  Volland's  this 
season. 

The  illustrations  which  were  all 
drawn  by  the  inimitable  Rae  himself, 
comprise  twelve  gorgeous  full-page 
etchings  in  color  and  more  than  one 
hundred  reproductions  after  the  manner 
of  the  quaint,  old-fashioned  woodcuts. 
The  book  itself  is  bound  in  heavy  boards, 
with  an  inlaid  medallion  in  colors  on 
the  cover  and  gold  leaf  title,  and  comes 
in  a  box  which  is  itself  a  work  of  art. 
A   FINE   JUVENILE 

"Happy  All  Day  Through,"  by  John 
G.  Bowman,  published  by  the  P.  F. 
Volland  Company,  Chicago,  is  a  volume 
of  sunny  lyrics. 

It  is  a  book  "made  of  happiness. ,r 
The  verses  are  happy,  the  illustrations 
are  happy.  It  diffuses  a  glow  of  sun- 
shine and  cheer  that  will  reach  and  make 
happier  the  heart  of  every  little  child 
that  reads  it.  It  is  bound  in  heavy 
boards  and  each  page  is  linen  hinged, 
making  the  book  practically  indestruc- 
tible. 
A   NEW  CURWOOD  NOVEL 

James  Oliver  Curwood's  new  story  of 
the  Canadian  Northland  is  a  sequel  to 
Kazan.  Its  title  is  "Baree,  Son  of 
Kazan."  This  story  deals  with  the 
eternal  struggle  between  the  primeval 
and  civilization.  Baree,  the  wolf  dog 
(son  of  Kazan  and  blind  Grey  Wolf)  on 
the  one  side;  Nepeese,  the  French  Indian 
girl,  trapper  Pierrot  and  Bush  McTag- 
gert,  the  Hudson  Bay  factor,  as  civiliza- 
tion's advance  forces  on  the  other. 
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THE   MANNEQUIN 

"The  Mannequin,"  by  Julie  M.  Lipp- 
mann,  has  come  from  Wm.  Briggs.  This 
is  a  quick  lively  story  of  surprising  ad- 
venture in  a  New  York  dressmaker's  and 
on  a  yacht.  It  is  a  love  story  fresh  and 
exhilarating  with  a  gay  and  ingenious 
mystery  adding  piquancy  to  the  tale. 
The  heroine  is  a  most  charming  creat- 
ure. 

CALVARY  ALLEY 

Alice  Hegan  Rice,  she  of  "Cabbage- 
patch"  fame,  is  the  author  of  one  of  the 
especially  fine  novels  of  the  present  sea- 
son "Calvary  Alley,"  published  by   Briggs. 

The  book  is  full  of  the  keen  humor  and 
pathos  which  have  marked  this  author's 
other  fine  stories  and  it  exhibits  the 
same  in  sight  in  odd  and  humble  charac- 
ter, revealing  hearts  of  gold  beneath 
rough  exteriors. 

The  book  is  well  illustrated  by  Walter 
Biggs,  including  a  frontispiece  in  color. 

LADIES  MUST  LIVE 

Alice  Duer  Miller,  author  of  "Come 
Out  of  the  Kitchen,"  has  written  a  new 
book,  published  by  William  Briggs, 
which  may  be  described  as  a  pirate  story 
of  high  society  in  New  York,  and  espe- 
cially of  one  classic  contest  between  two 
beautiful  buccaneers  for  a  rich  and  hand- 
some Westerner. 

There  are  eight  full  page  illustrations. 

HAPHAZARD 

W.  F.  Casey  is  an  author  new  to  Can- 
adian readers.  His  book  "Haphazard" 
has  just  come  from  Constable's  of  Lon- 
don. It  is  a  tale  of  youth  with  scenes  in 
London  and  South  Africa.  It  deals  with 
the  spirit  of  youth  with  all  its  love  of 
solitude,  love  of  high  adventure,  love  of 
women.  Novel  readers  will  find  in  the 
romance  of  Jimmie  Arnold  a  vivid  and 
arresting  story  of  modern  life. 

BRIEUX 

"Brieux  and  Contemporary  French 
Society,"  by  William  H.  Scheifley,  pub- 
lished by  Putnam's,  presents  a  lucid  and 
illuminating  treatise  on  Brieux's  dramas 
and  their  relation  to  French  society.  In 
the  preparation  of  his  work,  the  author 
has  had  two  objects  in  view:  (1)  a  con- 
sideration of  both  the  literary  value  and 
the  purpose  of  each  play  of  Brieux;  (2) 
the  testimony  of  other  writers,  either  in 
critical  or  in  creative  work,  regarding 
the  conditions  that  gave  rise  to  a  parti- 
cular play  of  Brieux  and  the  extent  to 
which  it  reflects  the  spirit  of  the  time. 
Mr.  Scheifley  brings  to  his  subject  that 
sympathetic  attitude  that  alone  can  en- 
able the  critic  to  vivify  an  author's  crea- 
tion sufficiently  to  enable  the  reader  to 
understand  it. 

THE  SUPERNATURAL  IN  FICTION 

A  voluminous  book  entitled  "The  Su- 
pernatural in  Modern  English  Fiction" 
has  just  come  from  the  Putnams.  It  is 
the  work  of  Dorothy  Scarborough,  Ph.D., 
instructor  in  English  in  Extension,  Col- 
umbia University. 

The  author  has  produced  a  book  that, 
in  these  days  when  the  occult  is  receiv- 
ing so  much  serious  attention,  should  ap- 


peal not  only  to  those  interested  in  liter- 
ary history,  but  to  all  who  have  faith 
that  there  are  forces  about  us,  as  yet  im- 
perfectly explored,  it  is  true,  that  par- 
take of  the  supernatural.  While  paying 
tribute  to  the  convincing  achievements  in 
this  division  of  fiction,  the  author  has 
been  quick  to  detect  the  literary  charla- 
tan and  to  expose  his  lack  of  sincerity 
with  her  keen  comments. 

MORE  ABOUT  BINDLE 

Herbert  Jenkins,  the  author  of  "Bin- 
die,"  has  written  his  second  "Bindle" 
book,  entitled  "The  Night  Club,"  in  which 
appear  Bindle,  Mrs.  Bindle,  the  gloomy 
Ginger,  Wilkes,  Mr.  Hearty,  Dick  Little, 
Angell  Herald,  the  famous  publicity 
agent;  Lord  Windover,  Sallie  Carruthers, 
the  only  woman  member  of  the  Night 
Club;  Jocelyn  Dare,  the  hater  of  publish- 
ers; "the  Boy,"  who  won  his  D.S.O.  be- 
fore cutting  his  wisdom  teeth;  General 
Burdett-Coombe,  and  Leonard  Gimp,  the 
actor.  The  idea  of  the  book  arose  with 
Bindle  himself. 


GEORGE    GIBBS. 
Author    of    "The    Secret    Witness." 

RED  PEPPER  AGAIN 

"Red  Pepper's  Patients,"  by  Grace  S. 
Richmond,  tells  further  of  the  fiery  Dr. 
Red  Pepper — he  of  the  sunny  smile,  the 
flaming  hair,  and  the  understanding  of 
human  hearts. 

This  story  centres  about  a  hospital 
romance,  and  introduces  some  new  and 
interesting  people  who  were  not  in  the 
previous  "Red  Pepper"  stories. 

Mrs.  Richmond  has  sustained  the  in- 
terest to  a  remarkable  degree  in  this 
series  of  stories  of  one  of  the  most  en- 
gaging characters  in  fiction.  The  new 
story  is  every  bit  as  good  as  its  prede- 
cessors. 

TRADE  NEWS 

A.   R.   Allowav,   a  former  member   of 
the     editorial     staff    of     BOOKSELLER 
AND     STATIONER     and     Printer     and 
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Publisher,  who  has  for  the  past  two 
years  been  with  the  Canadian  Press  As.- 
sociation,  is  now  business  manager  of 
the  Stratford  Herald. 

KITCHENER  AND  OTHER  POEMS 

An  interesting  new  contribution  to 
Canadiana  is  Robert  J.  C.  Stead's  "Kitch- 
ener and  Other  Poems." 

Many  of  the  poems  included  in  this 
new  volume  have^  appeared  in  the  lead- 
ing newspapers  in  Canada  and  England. 
The  title  poem,  "Kitchener"  was  eulog- 
ized by  the  London  Spectator,  was  re- 
printed by  English  admirers  for  distribu- 
tion in  the  army  hospitals,  and  subse- 
quently found  its  way  around  the  world 
in  the  press  of  East  and  West.  It  is  pro- 
bably the  only  poem  by  a  Canadian  which 
was  ever  included  in  its  entirety  in  a 
telegraphic  news  service. 

BOOK  NOTES 

The  familiar  little  Miniature  Books 
bound  in  velvet  yap  and  also  the  popular 
Thumb  series  including  the  Thumb  Dic- 
tionary, the  Thumb  Prayer  Book  and  the 
Thumb  Gazeteer,  which  have  heretofore 
been  shilling  books  will  in  future  be  pub- 
lished at  one   shilling  and  sixpence  net. 

"In  Good  Company,"  by  Coulson 
Kernahan,  presents  bright  biographical 
sketches  of  Swinburne,  Watts-Dunton, 
Stephen  Phillips,  Edward  Whymper,  and 
other  prominent  people. 

"Pictures  of  Ruined  Belgium,"  has 
seventy-two  pen  and  ink  sketches  drawn 
on  the  spot  by  Louis  Berden.  Executed 
with  strict  regard  to  accuracy,  these 
drawings  bring  before  us  the  tragic  spec- 
tacle of  Belgian  towns  laid  low  in  ruins, 
sacked  and  pillaged.  The  delicacy  and 
finish  by  which  they  are  distinguished 
lend  them  a  high  value  as  works  of  art. 

"Ireland  in  the  Last  Fifty  Years,"  by 
Ernest  Barker,  is  a  calm  statement  of 
plain  facts  written  with  a  cool  and  res- 
trained sympathy  for  something  in  the 
way  of  Home  Rule,  but  judiciously  plan- 
ned and  judicially  written.  In  the  bal- 
ancing of  responsibilities  for  the  rebel- 
lion Mr.  Barker's  statement  is  beyond 
praise.  Altogether  it  is  the  best  state- 
ment of  the  case,  in  small  (jompass, 
which  we  have  seen. 

J.  A.  Mitchell,  the  editor  of  Life,  has 
written  another  novel.  It's  title  is 
"Drowsy."  He  can  write  most  delight- 
ful stories  as  those  who  have  read  "Pan- 
dora's Box"  or  "The  Pines  of  Lory,"  can 
testify. 

Dr.  W.  J.  Dawson,  author  of  a  num- 
ber of  well-known  inspirational  books 
has  just  given  us  "Robert  Shenstone,  a 
romantic  tale  of  the  London  of  the  'sev- 
enties'." Dr.  Dawson  is  the  father  of 
Lieut.  Coningsby  Dawson,  author  of 
"Carry  On,"  one  of  the  season's  war 
books. 

William  Maxwell,  whose  book,  "If  I 
Were  Twenty-One,"  was  referred  to  in 
last  month's  issue,  is  the  general  man- 
ager of  the  musical  phonograph  divi- 
sion of  the  Thomas  A.  Edison  Co. 

Charles  Erisman,  books,  stationery 
etc.,  Calgary,  Alta.,  has  sold  out. 


LITERATURE   OF   THE  WAR 


Notwithstanding  the  wide  attention 
which  Ex-Ambassador  Gerard's  "My 
Four  Years  in  Germany"  had  in  its  news- 
paper serial  form,  the  coming  of  the 
book  was  one  of  the  most  important 
events  in  the  book  trade  this  fall.  While 
thousands  of  people  read  his  story  in  ' 
the  newspapers,  ether  thousands  pre- 
ferred to  wait  till  the  book  appeared. 

There  are  those  who  think  that  the 
picture  of  Germany  and  her  present  mil- 
itary strength  which  Mr.  Gerard  draws 
is  too  gloomy  as  to  the  prospects  of  the 
Allies  and  among  those  who  disagree 
with  him  in  this  respect  are  certain  per- 
haps equally  authoritative  writers  who 
have  spent  long  periods  in  Germany  in 
war  time.  It  is  therefore' possible  and 
perhaps  probable  that  this  book  is  too 
pessimistic  in  its  outlook,  but,  even  after 
heavily  discounting  Gerard's  premises, 
the  warning  to  his  countrymen,  and  to 
Canadians  too,  still  holds  good.  To 
quote  from  the  introduction: 

"We  are  engaged  in  a  war  against  the 
greatest  military  power  the  world  has 
ever  seen;  against  a  people  whose  coun- 
try was  for  so  many  centuries  a  theatre 
of  devasting  wars  that  fear  is  bred  into 
the  very  marrow  of  their  souls,  making 
them  ready  to  submit  their  lives  and 
fortunes  to  an  autocracy  which  for 
centuries  has  ground  their  faces,  but 
which  has  promised  them  as  a  result  of 
the  war  not  only  security,  but  riches  un- 
told and  the  dominion  of  the  world;  a 
people  which,  as  from  a  high  mountain, 
has  looked  upon  the  cities  of  the  world 
and  the  glories  of  them  and  has  been 
promised  these  cities  and  their  glories 
by  the  devils  of  autocracy  and  of  war.  .  . 
"We  stand  in  great  peril,  and  only  the 
exercise  of  ruthless  realism  can  win  this 
war   for   us 

"If  we  had  stayed  out  and  the  war  had 
fbeen  drawn  or  won  bv  Germany  we 
would  have  been  attacked,  and  that 
while  Europe  stood  grinning  by." 

This  book  explains  much  that  has 
hitherto  been  shrouded  in  mystery. 
,  There  are  facsimiles  of  documents  that 
.were  never  intended  to  see  the  light  of 
day.  It  is  a  most  valuable  and  an  in- 
tensely interesting  contribution  to  the 
literature  of  the  war. 


not  only  a  lucid  but  a  brilliant  narrative 
of  events.  The  author's  qualifications 
are  shown  in  the  skill  with  which  he 
disentangles  salient  episodes  from  a 
complicated  skein  of  events,  and  in  the 
effort  which  he  makes  to  arrive  at  true 
generalizations,  instead  of  contenting 
himself  with  repeating  the  common- 
places of  his  side." 


soldier  in  the  fighting  zone.  With  keen 
insight  and  overflowing  sympathy  he 
tells  in  these  pages  of  his  heroism,  self- 
sacrifice,  unfailing  humor,  and  reverence 
for  all  sacred  things.  The  book  abounds 
with  incidents,  which  abundantly  demon- 
strate how  near  akin  is  all  humanity 
when  brought  face  to  face  with  daily 
peril  and  the  stern  realities  of  life  and 
death. 

Every^oy  who  has  joined  the  colors, 
every  Red  Cross  member,  every 
Y.  M.  C.  A.  worker,  every  minister,  will 
appreciate  this  heart-stirring  book.  Here 
are  stories  which  none  can  read  dry-eyed, 
but,  nevertheless,  are  contagious  of  hope 
and  honor  and  courage.  Of  all  the  war 
literature  issued  in  the  last  three  years, 
none  follows  these  lines  or  parallel  the 
purpose  of  "The  Cross  at  the  Front." 


JOHN  BUCHAN 

Volume  XVII.  of  Nelson's  History  of 
the  War  deals  with  that  part  of  the  war 
from  the  opening  of  the  Roumanian 
campaign  to  the  change  of  government 
in  Britain.  Volume  XVIII.  will  take  up 
the  period  between  the  time  of  the  Ger- 
man overtures  for  peace  and  the  Ameri- 
can declaration   of  war. 

"Mr.  Buchan  shows  no  signs  of  flag- 
ging, and  maintains  his  pace  as  easily 
as  ever.  His  work  never  degenerates 
into  mere  book-making.     We  are   given 
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EX-U.S.    AMBASSADOR    GERARD, 
Author  of  "My  Four   Years   in   Germany." 

HOCKING'S  WAR  NOVEL 

"The  Path  of  Glory,"  by  Joseph  Hock- 
ing, is  a  new  war  novel.  The  author  in 
the  preface  says  the  story  is  too  much  a 
romance  of  love  and  adventure  to  be 
called  a  novel  of  contemporary  history. 
"All  the  same,  it  is  more  than  a  romance, 
and  its  descriptions  are,  as  far  as  I  could 
make  them,  true  to  fact."  The  book 
helps  one  to  better  visualize  the  tremen- 
dous drama  in  the  Near  East  in  these 
tragic  war  days.  This  story  presents  the 
romantic  side  of  the  grim  Armenian 
tragedy.  It  tells  the  story  of  a  youth 
with  an  English  upbringing,  who  was  in 
Armenia  at  the  outbreak  of  war — of 
what  he  saw  and  what  he  did. 


THE  CROSS  AT  THE  FRONT 

"The   Cross   at  the   Front"   is   a  book 

which  will  find  a  ready  reception.     The 

author,     Thomas     Tiplady,     is     a     Field 

Chaplain,   and    as    such    he   knows     the 
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THE  PLAIN  TALE  OF  A  CANADIAN 
WHO   WENT 

In  August,  1914,  Louis  Keene,  a  Dart- 
mouth College  boy,  was  doing  art  work 
of  a  high  order  for  a  Montreal  newspa- 
per. "Crumps:  The  Plain  Tale  of  a  Can- 
adian Who  Went"  is  his  book.  It  de- 
scribes his  transformation  into  a  vet- 
eran Captain  of  a  Machine  Gun  Section 
that  operated  in  the  vicinity  of  Ypres. 
The  book  describes  in  breezy  language 
the  voyage  to  England  of  the  Canadian 
First  Contingent,  their  training  in  the 
mud  and  rain  of  Salisbury  Plain  and 
their  later  experiences  in  France  and 
Belgium.  Freshness  and  spontaneity 
characterize  these  letters,  and  the  author 
has  utilized  his  splendid  artistic  talent 
to  produce  a  number  of  unusually  clever 
and  realistic  sketches  of  life  at  the  front. 


A  SHORT-CUT  TO  FRENCH 

A  khaki-bound  dictionary  just  put  out 
by  the  Funk  &  Wagnalls  Co.,  of  New 
York,  is  called  "The  Soldier's  Service 
Dictionary  of  English  and  French  Words 
and  Phrases."  The  pronunciation  of  the 
French  equivalents  is  carefully  given. 
The  book  contains  ten  thousand  military, 
naval,  aeronautical,  aviation,  and  con- 
versational terms  used  in  the  Belgian, 
the  British,  or  the  French  armies.  The 
vocabulary  is  arranged  in  one  alphabeti- 
cal order;  the  familiar  phrases  being  giv- 
en under  their  principal  words. 


A  new  edition  of  Victor  Chapman's 
"Letters  from  France,"  edited  with  a 
Memoir,  by  John  Jay  Chapman,  is  an- 
nounced for  early  publication.  This 
book  has  found  many  readers  who  have 
welcomed  its  picture  of  life  at  the  front, 
particularly  its  descriptions  of  the  ex- 
periences of  those  who  are  helping  the 
Allies  to  win  in  the  air. 


BOOKSELLER  AND  STATIONER 


LIEBKNECHT 

To  be  jailed  for  writing  a  book  is  an 
experience  which  has  come  to  few  men. 
That  this  should  happen  in  Germany 
within  the  last  two  years  and  the  man 
in  question  happens  to  be  a  member  of 
the  Reichstag  is  somewhat  surprising. 
Newspaper  despatches  from  Germany 
four  or  five  months  ago  were  filled  with 
the  utterances  of  Dr.  Karl  Liebknecht, 
representative  of  the  social  democrats, 
whose  outspokenness  got  him  continual- 
ly into  trouble.  Dr.  Liebknecht  did  not 
cease  with  these  outbreaks,  for  while  he 
was  speaking  he  was  also  writing  and 
the  publication  of  his  book  ''Militarism" 
landed  him  in  a  German  prison  for  an  in- 
definite period.  Some  enterprising  in- 
dividual got  hold  of  a  copy  of  the  sup- 
•pressed  book  from  Dr.  Liebknecht's  bro- 
ther, the  manuscript  was  imported  into 
America  and  translated,  and  a  Cana- 
dian edition  is  being  brought  out. 


ALL  IN  IT 

Whether  it  is  because  "The  First  Hun 
dred  Thousand"  was  so  successful  or  be- 
cause he  has  been  travelling  back  and 
forth  on  special  missions  from  England 
to  the  United  States  very  frequently  dur- 
ing the  past  two  years,  Captain  Ian  Hay 
Beith  has  been  a  good  deal  in  the  public 
eye.  With  all  his  travelling  and  lectur- 
ing it  appears  more  than  surprising  that 
Ian  Hay  gets  any  time  for  writing.  His 
new  book  "All  In  It  (KI)  Carries  On" 
is  somewhat  of  a  sequel  to  "The  First 
Hundred  Thousand."  The  title  of  Cap- 
tain Beith's  first  book  seemed  to  be 
somewhat  significant  since  the  sales  in 
Canada  and  the  United  States  have  total- 
led almost  to  the  figures  of  this  title. 


"Over  the  Top,"  by  Arthur  Guy  Em- 
pey,  125,000  copies  have  been  sold  and 
since  the  reception  for  his  first  book  has 
been  so  encouraging,  Empey  has  just 
gotten  through  a  new  volume  which  he 
has  dubbed  "First  Call,"  and  in  which  he 
has  given,  in  his  own  inimitable  way, 
tips  for  the  new  soldier  as  to  conditions 
on  the  Western  front. 

A  Canadian  edition  is  to  be  brought  out 
of  Henry  Van  Dyke's  "Fighting  for 
Peace." 

Henry  Van  Dyke  was  the  United 
States  Minister  to  Holland  from  June, 
1913,  to  February,  1917,  and  has,  there- 
fore, been  right  at  the  heart  of  affairs 
since  the  outbreak  of  the  war  in  Europe. 
The  book  will  be  ready  early  this  month. 

"The  Foreign  Policy  of  Woodrow 
Wilson  1913-1917"  is  the  title  of  a  forth- 
coming book  by  Edgar  E.  Robinson  and 
Victor  J.  West  of  the  Department  of  His- 
tory of  Leland  Stanford  Junior  Univer- 
sity. It  is  described  as  a  narrative  and 
explanation  of  the  policy  followed  by 
President  Wilson  in  dealing  with  the 
problems  that  have  come  to  him.  The 
authors  recognize  that  there  has  been  a 
great  deal  of  criticism  of  that  policy.  It 
is  their  belief  that  much  of  that  criticism 
is  unmerited  and  that  it  would  almost 
entirely  disappear  if  the  policy  were 
wholly  understood. 


October  publications  included:  Mere- 
dith Nicholson's  "A  Reversible  Santa 
Claus,"  Arthur  Sherburne  Hardy's  "No. 
13  Rue  du  Bon  Diable,"  which  the  pub- 
lishers call  "an  entirely  new  variety  of 
detective  story";  "The  Life  of  Robert  E. 
Lee  for  Boys  and  Girls,"  by  J.  G.  de- 
Roulhac  Hamilton  and  Mary  Thompson 
Hamilton;  Professor  Edward  S.  Morse's 
two-volume  journal,  "Japan  Day  by 
Day";  "Uncollected  Letters  of  Abraham 
Lincoln,"  edited  by  Gilbert  A.  Tracy, 
with  an  Introduction  by  Ida  M.  Tarbell; 
and  "The  Sands  of  Fate:  A  Study  of  an 
Imperial  Conscience,"  by  Sir  Thomas 
Barclay. 

Edith  Wherry,  author  of  "The  Wand- 
erer on  a  Thousand  Hills,"  is  a  daughter 
of  one  of  the  oldest  living  American  mis- 
sionaries to  China.  Her  father  was  one 
of  the  besieged  in  the  famous  Siege  of 
Peking  in  1900,  and  his  cablegram  was 
the  first  news  to  be  received  in  New  York 
of  the  safety  of  the  foreigners  after  the 
lifting  of  the  siege. 


HENRY    VAN    DYKE. 
Author    of     "Fighting     for     Peace." 
— This    photo    copyrighted    by    Pirie    MacDonald. 

CAPTAIN  NOBBS'  BOOK 

Captain  Gilbert  Nobbs,  who  was  com- 
pletely blinded  in  action  at  the  front,  has 
written  a  remarkable  book  entitled  "On 
the  Right  of  the  British  Line."  It 
relates  experiences,  giving  further  cor- 
roboration of  the  inhuman  treatment  of 
Allied  prisoners  in  Germany.  The  author, 
although  blind,  has  gathered  a  large 
store  of  facts  based  on  interviews  with 
fellow-prisoners  in  the  German  camps 
and  the  information  he  is  able  to  give  his 
readers  makes  this  book  a  most  valu- 
able human  document  of  the  war.  Be- 
fore enlisting  Captain  Nobbs  was  an 
officer  in  the  Queen's  Own  Rifles  of 
Toronto. 


British  reviewers  are  nearly  all  much 
more  inclined  than  American  to  stamp 
them  as  genuine  and  now  the  assertion 
is  being  freely  made  that  the  doubt  as 
to  the  volume's  authenticity  has  been 
fostered  and  spread  abroad  by  German 
sympathizers  who  do  not  wish  to  have 
the  people  of  the  United  States  believe 
that  "Christine"  is  a  true  description  of 
conditions  in  Germany  in  the  early 
months  of  1914*  that  the  confusion  which 
now  surrounds  the  book  is  all  a  vast 
German   propaganda. 


BEGBIE'S  NEW  BOOK 

Harold  Begbie  has  written  another  re- 
markable book,  published  this  season 
called  "The  Little  That  Is  Good."  It  is 
another  exemplification  that  truth  is 
stranger  than  fiction.  The  book  intro- 
duces the  reader  to  personalities  such  as 
Charles  Montagu,  who  did  what  he  could 
to  incarnate  his  vision  "of  a  great  and 
complete  democracy";  of  "the  dear  lion- 
hearted  Bishop  of  Hoxton  Market";  of 
the  heroine  of  the  chapter  entitled  "A 
Voice  in  the  Street";  of  "the  invisible 
Miss  Coles,"  etc.  We  emerge  from  our 
expedition  duly  appreciative  of  Mr.  Ors- 
man's  dictum  that  "the  greatest  thing  in 
the  world  is  sympathy,"  and  with  in- 
creased recognition  of  the  lifework  of 
the  progenitor  of  modern  social  reform, 
Lord  Shaftesbury,  and  of  his  successor, 
Sir  John  Kirk. 


THE  CHRISTINE  QUESTION. 

Quite  a  heated  argument  has  develop- 
ed as  to  the  authenticity  of  the  letters  in 
the  book  "Christine,"  by  Alice  Cholmon- 
deley. 
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Major  Corbett-Smith's  book  "The 
Marne — and  After,"  is  a  companion 
volume  to  "The  Retreat  from  Mons," 
and  is  an  equally  vivid  narrative. 

One  of  the  extraordinary  successes  in 
war  books  in  England  was  "The  Tall 
Ship,"  by  "Bartimeus,"  who  has  this 
season  given  us  "The  Long  Trick,"  a 
novel  in  which  the  reader  is  taken  to 
the  North  Fleet  and  given  an  under- 
standing of  what  takes  place  day  by  day. 
To  quote  the  author's  own  words:  "This 
tale  is  an  endeavor  to  trace  the  threads 
of  certain  lives  a  little  way  through  a 
loosely  woven  fabric  of  great  events." 

"The  Complete  Woodworker"  is  an  in- 
teresting and  practical  new  book  edited 
by  Bernard  E.  Jones,  editor  of  the  Eng- 
lish periodical  Work.  It  aims  at  sup- 
plying practical  information  on  the  tools 
and  materials,  methods,  and  processes 
of  handcraft  woodworking.  Craftsmen 
will  find  this  volume  a  satisfactory 
workshop  guide,  textbook,  and  work  of 
reference.  Aeroplane  construction  is 
the  subject  of  a  particularly  up-to-date 
chapter  concerned  with  a  branch  of 
woodworking  of  tremendous  importance. 
The  index  contains  upwards  of  1,400 
entries,  and  particulars  are  given  in  a 
late  section  of  no  less  than  300  varieties 
of  woods,  British,  Colonial  and  foreign. 
The  1,000  illustrations  include  practical 
diagrams,  working  drawings,  and  about 
100  photographs,  a  large  proportion  of 
which  have  been  specially  taken  by  the 
editor,  and  possess  definite  teaching 
value. 


BOOKSELLER  AND  STATIONER 


BOOKS  ABOUT  BUSINESS 
Doubly    Interesting    to   Bookstore    Prop- 
rietors— Good  Books  For  Their  Own 
Use  and  To  Sell  To  Other  Retailers 

"Retail  Buying"  is  the  name  of  a  book 
by  C.  C.  Field  who  is  an  authority  on  this 
subject  by  reason  of  several  years'  ex- 
perience in  country  and  city  stores. 

In  addition  to  his  own  experiences  he 
has  derived  benefit  for  the  writing  of 
this  book  from  investigations  among 
successful  merchandisers  in  different 
branches  of  the  retail  trade. 

The  work  is  on  eminently  practical 
lines  and  should  be  an  invaluable  help  to 
buyers  generally,  particularly  those  do- 
ing the  buying  for  the  large  department 
stores.  At  the  same  time  it  will  be 
found  very  helpful  to  buyers  for  smaller 
stores. 

In  the  good  old  days  when  buying  was 
done  by  "rule-of-thumb"  methods,  the 
science  of  buying  was  as  little  known  as 
the  science  of  retailing.  The  rapid  and 
continuous  development  of  the  depart- 
ment store  idea,  however,  has  made  it 
imperative  for  modern  merchants  to  de- 
velop the  science  of  both  buying  and  sell- 
ing. 

The  great  department  and  chain  stores 
have  been  doing  splendid  work  in  this 
direction  by  developing  methods  along 
scientific  lines,  and  to  them  has  been 
added  a  smaller  band  of  retailers  in 
many  specialized  lines.  It  is  generally 
accepted  that  the  greatest  successes  have 
been  brought  about  by  the  development 
of  scientific  principles  and  practices. 


THE  NOTION  DEPARTMENT 

Reference  was  made  in  a  recent  issue  to 
the  department  store  manual  devoted  to 
"Stationery."  Another  has  been  issued 
dealing  with  "Notions,"  the  work  of  M. 
Attie  Souder 

The  work  is  divided  into  three  parts, 
the  first  dealing  with  sewing  tools  and 
supplies,  the  second  with  dress  accessor- 
ies and  findings,  and  the  third  with  hair 
specialties.  Each  part  devotes  special  at- 
tention to  the  list  of  merchandise  which 
comes  under  its  classification.  There  are 
chapters  on  needles,  pins,  thread,  etc., 
then  tapes,  braids,  bonings  and  stays, 
elastic  goods,  rubber  goods,  fasteners, 
etc.,  and,  finally,  hair  goods  and  various 
shoe  supplies. 

•Notions  is  profusely  illustrated  and 
the  author  has  spared  no  pains  to  pro- 
duce a  handbook  of  value  to  the  trade. 
In  the  preface  the  author  says  that 
"without  the  co-operation  of  manufac- 
turers and  business  people  the  work 
could  not  have  been  accomplished."  Some 
idea  of  how  thoroughly  the  goods  were 
studied  may  be  gathered  from  the  fact 
that  about  forty  known  concerns  were 
consulted  for  the  technical  information 
gathered  and  presented. 


SPEED  IN  TYPEWRITING 

"The  Secret  in  Typewriting  Speed"  is 
a  new  business  book  put  out  by  Forbes  & 
<"V.  of  Chicago,  the  work  of  Margaret  B. 
Oven   in   which   she   gives   the   methods 


which  enabled  her  to  win  on  three  occa- 
sions the  w-orld's  typewriting  speed 
championships. 

To  the  million  men  and  women  who 
earn  their  livelihood  in  the  stenographic 
profession  this  book  comes  as  a  personal 
message  of  extraordinary  importance 
and  every  one  of  them  owe  it  to  them- 
selves to  read  the  book.  To  them  it  will 
be  a  powerful  inspiration  and  to  those 
about  to  take  up  typewriting  it  hopeful- 
ly opens  wide  the  door  of  opportunity. 
Even  the  business  or  professional  man 
who  operates  the  typewriter  only  occa- 
sionally for  personal  use  will  find  this 
book  exceedingly  helpful.  Miss  Owen 
has  given  invaluable  information  to 
everybody  in  any  way  interested  in  type- 
writing; giving  them  the  full  benefit  of 
the  years  of  hard,  thorough  and  thought- 
ful training  for  the  distinctive  position 
she  holds  in  the  business  world. 


BOOK   FOR  RETAILERS 

"Making  More  Money  in  Storekeeping" 
is  the  name  of  the  latest  book  from  the 
facile  typewriter  of  W.  R.  Hotchkin,  for 
ten  years  advertising  manager  for  John 
Wanamaker,  and,  like  his  previous  writ- 
ings, this  book  is  a  collection  of  brass- 
tack,  suggestive  articles  on  methods  for 
speeding  up  a  store. 

The  book,  which  divides  itself  into 
sixty-six  meaty  chapters,  is  so  indexed 
and  sub-headed  as  to  afford  a  maximum 
usefulness.  It  is  written  in  four  chief 
divisions,  entitled  "Progressive  Store 
Policies,"  "Special  Merchandising  Prob- 
lems," "Special  Promotion  Features," 
"Constructive  Advertising  Policies"  and 
"Training  Retail  Salespeople." 


"Big  Business"  comes  from  the  Parl- 
ette-Padget  Co.,  Chicago.,  and  the  "bus- 
iness" dealt  with  is  that  of  being  happy 
by  turning  work  into  play  and  being 
what  we  were  created  to  be.  The  book 
is  the  outcome  of  a  Lyceum  and  Chautau- 
qua lecture  by  Ralph  Parlette. 


HALIFAX  FREE  LIBRARY 

Halifax,  N.S.,  Oct.  1.— The  annual  report 
of  the  Citizens'  Free  Library,  which  has 
been  presented  by  the  Librarian,  Miss 
Barnaby,  shows  that  during  the  year  past 
34,318  volumes  for  home  use  were  issued 
as  follows: 

Volumes 

Fiction   34,319 

History  and  biography   1,247 

Travel    702 

Literature    762 

Useful  and  fine  arts   364 

Sociology,  philology  and  science..      344 

Philosophy,  religion   188 

General  works   380 

Magazines     5,416 

There  were  used  for  reference  7,960 
volumes,  making  a  grand  total  of  42,278. 

During  the  year  the  names  of  157  new 
members  were  added  to  the  list.  There 
were  added  to  the  library  239  new  books 
and  135  magazines. 


EDUCATIONAL  VALUE  OF  A  STORY 

Miss  Marguerite  Alsip  delivered  the 
opening  lecture  of  a  series  on  "The  Edu- 
cational Value  of  the  Story"  in  the  Corn- 
ish library,  Winnipeg.  Miss  Alsip  show- 
ed how  the  stories  are  of  value  to  illus- 
trate in  all  school  grades  from  kinder- 
garten to  the  high  school  and  followed 
this  up  with  the  first  of  the  Saturday 
morning  story-telling  hours  at  this  lib- 
rary. 


STORY  HOUR  AT  ST.  JOHN 

In  response  to  a  gratifying  request 
from  the  children  themselves,  the  com- 
mittee in- charge  of  the  Story-Telling 
Hour  at  the  Public  Library  have  decided 
to  begin  the  stories  earlier  this  year 
than  was  originally  intended.  Already 
nearly  a  hundred  children  have  been  on 
hand  on  Saturday  morning  eagerly  be- 
sieging the  librarian  for  stories,  and 
this  evidence  of  appreciation  is  very 
gratifying.  The  stories  most  in  demand 
are  fairy  tales  for  the  very  little  ones, 
and  stories  from  history  and  current 
topics  for  the  older  children.  The  work 
is  purely  volunteer  and  the  man  or 
woman  who  can  interest  children  for  the 
half-hour  and  develop  a  desire  for 
deeper  knowledge  of  the  subject  told 
about  is  doing  an  educational  work 
whose  benefit  is  already  evident  to  the 
librarians,  who  realize  that  a  better 
class  of  book  is  being  asked  for  by  the 
children  than  those  demanded  before 
any  effort  was  made  to  direct  their 
reading. — St.  John  Globe. 


RICHARD    HARDING    DAVTS, 

Whose   letters   have   been   published    in   book   form. 
Edited    by    Charles    Belmont   Davis. 
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Miss  Alexander,  for  seventeen  years 
librarian  at  Brighton,  Ont.,  has  resigned, 
and  Mrs.  R.  Walt  succeeds  her. 

Hugh  S.  Eayrs  has  assumed  the  posi- 
tion of  sales  and  stock  manager  for  the 
Macmillan  Company  of  Canada,  which 
was  formerly  held  by  W.  Whitney. 

Mr.  Eayrs  has  been  covering  the  West 
for  Macmillan's  for  some  time.  He  is 
a  former  associate  of  BOOKSELLER 
AND  STATIONER  and  with  T.  B. 
Costain  wrote  the  novel  out  this  season 
entitled  "The   Amateur  Diplomat." 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


WM.  BRIGGS 

Fiction 

Green  Fancy,  Geo.  Barr  McCutcheon, 
cloth,  $1.35;  Calvary  Alley,  Alice  Hegan 
Rice,  cloth,  $1.35;  Heart's  Kingdom, 
Maria  Thompson  Daviess,  cloth,  $1.25; 
Neighbors,  Florence  Kingsley,  cloth, 
$1.35;  Grimm  13,  Frederick  Stuart 
Greene,  cloth,  $1.35;  Patsy  Carroll, 
Grace  Gordon,  cloth,  $1.25;  Jane  Allen, 
Edith  Bancroft,  cloth,  $1.25;  Green  Tent 
in  Flanders,  Maud  Mortimer,  cloth, 
$1.25;  The  Great  Tab  Dope,  Col.  Swin- 
ton,  cloth,  $1.25;  Christine,  Amelia  Barr, 
cloth,  $1.35;  Ladies  Must  Live,  Alice 
Duer  Miller,  cloth,  $1.25;  The  Unknown 
Isle  (new  edition),  Pierre  De  Coulevain, 
cloth,   $1.50. 

CASSELL   &   CO.,    LTD. 
Fiction 

The  Long  Trick,  "Bartimeus,"  cloth, 
$1.35  net;  The  Road  to  Mandalay,  B.  M. 
Croker,  cloth,  $1.35  net;  The  Tree  of 
Heaven,  May  Sinclair,  cloth,  $1.35  net. 

Non-Fiction 

The  Marne — And  After,  Major  Cor- 
bett-Smith,  cloth,  $1.50  net;  Memories  of 
Sixty  Years,  Earl  of  Warwick,  cloth, 
$3.00  net. 

COPP,   CLARK   CO.,   LTD. 
Fiction 

Sin  That  Was  His,  Frank  L.  Packard, 
cloth,  $1.35;  Webster — Man's  Man, 
Peter  B.  Kyne,  cloth,  $1.35;  The  Snare, 
Rafael  Sabatini,  cloth,  $1.25;  Fanny 
Herself,  Edna  Ferber,  cloth,  $1.40. 

Non-Fiction 

Adventures  and  Letters  of  Richard 
H.  Davis,  Richard  Harding  Davis,  cloth, 
$2.50. 

Juvenile 

The  Boy's  King  Arthur,  Sidney  Lanier, 
cloth,  $2.50. 

GORDON     AND    GOTCH     (CANADA), 
LTD. 
Fiction 

The  Loom  of  Youth,  Alec  Waugh, 
cloth,  $1.50. 

MACMILLAN  CO.  OF  CANADA 
Fiction 

King  Coal,  Upton  Sinclair,  cloth, 
$1.50;  The  Dwelling  Place  of  Light, 
Winston  Churchill,  cloth,  $1.50;  The 
Soul  of  a  Bishop,  H.  G.  Wells,  cloth, 
$1.50. 

Non- Fiction 

The  "  Immortal  Gamble,  Stewart  & 
Peshall,  cloth,  $2.00;  Brahmadarsanam, 
S.  A.  Acharya.  cloth,  $1.25;  War  French, 
C.  de  Witt  Wilcox,  cloth,  75c;  Religious 
Training  in  the  School  and  Home, 
Sneath,  Hodges  &  Tweedie,  cloth.  $1.50; 
The  Play  Movement  and  Its  Significance, 
H.  S.  Curtis,  cloth,  $1.50;  Poems   (1904- 


1917),  W.  W.  Gibson,  cloth,  $1.50; 
Around  the  Year  in  the  Garden,  F.  R. 
Rockwell,  cloth,  $1.75;  Studies  in  Jap- 
anese Buddhism,  A.  K.  Reischauer, 
cloth,  $2.00;  The  Round  Table,  No.  28, 
(September),  stiff  paper,  65c;  The  Irish 
Home  Rule  Convention,  G.  W.  Russell, 
cloth,  50c;  Jewish  Life  in  the  Middle 
Ages,  (New  Ed.),  I.  Abrahams,  cloth, 
$1.75;  Love  Songs,  Sara  Teasdale,  cloth, 
$1.25,  leather,  $1.75;  The  National  Be- 
ing, "A.  E.",  cloth,  $1.35;  Nationalism, 
Rabindranath  Tagore,  cloth,  $1.25;  The 
Chinese  Nightingale  and  Other  Poems, 
Vachell  Lindsay,  cloth,  $1.25;  Historic 
Silver  of  the  Colonies  and  Its  Makers, 
F.  H.  Bigelow,  cloth,  $6.00. 
Juvenile 
Peggy  of  Roundabout  Lane,  E.  Tur- 
pin,  cloth,  $1.25;  The  Island  of  Apple- 
dore,  A.  Aldon,  cloth,  $1.25;  A  Maid  of 
Old  Manhattan,  Knipe  &  Knipe,  cloth, 
$1.25. 

McClelland,    goodchild    & 
stewart,  limited 

Fiction 

Those  Who  Walk  in  Darkness,  Perley 
Poore  Sheehan,  $1.35;  Gaston  Olaf, 
Henry  Oyen,  $1.35;  The  Lady  of  King- 
doms, Inez  Haynes  Irwin,  $1.50;  Old 
Man  Curry,  Charles  E.  Van  Loan,  $1.35; 
Under  Sealed  Orders,  H.  A.  Cody,  $1.35; 
Faulkner's   Folly,  Caroline   Wells,   $1.25. 

Non-Fiction 

My  Four  Years  in  Germany,  Ambassa- 
dor Gerard,  $2.00;  The  Foes  of  Our  Own 
Household,  Theodore  Roosevelt,  $1.50; 
Books  and  Persons,  Arnold  Bennett, 
$2.00;  Glacier  National  Park,  Holtz  and 
Bemis,  $2.00;  The  Adventures  of  a 
Woman  Hobo,  Ethel  Lynn,  D.D.,  $1.50; 
How  to  Write  for  Moving  Pictures, 
Marguerite  Bertsch,  $1.50;  Child  in 
Health  and  Illness,  Dr.  Karl  G.  Leo- 
Wolf,  $2.00;  Main  Street  and  Other 
Poems,  Joyce  Kilmer,  $1.00;  Dream- 
ers and  Other  Poems,  Theodosia 
Garrison,  $1.25;  Fifes  and  Drums, 
The  Vigilantes,  $1.00;  Thirty  Cent 
Bread,  Arthur  W.  McCann.  50c;  Train- 
ing for  the  Trenches,  Capt.  Leslie 
Vickers,  $1.00;  Joseph  H.  Choate. 
Theron  G.  Strone,  $3.00;  The  Survival 
of  Jesus,  John  Huntley  Skrine,  $2.00; 
Jesus  for  the  Men  of  To-day,  Prof. 
Georee  Holley  Gilbert,  $1.00:  Christ  and 
the  Kingdom  of  God.  Prof.  S.  H.  Hooke 
(Victoria  College),  60c. 

GEO.  J.  McLEOD,  LTD. 
Fiction 

On  the  Right  of  the  British  L>ne, 
Gilbert  Nobbs,  cloth.  $1.25;  Extricating 
Obadiah,  Joseph  C.  Lincoln,  cloth,  $1.50; 
Harmy  Valley.  John  Fox.  Jr.,  cloth, 
$1.35;  At  the  Sien  of  the  Oldest  House, 
Juliet  W.  Tompkins,  cloth,  $1.50. 
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THOS.   NELSON   &  SONS,   LTD. 
Fiction 

Question  of  Means,  M.  B.  Cross,  cloth, 
25c;  The  Watchers  of  the  Plains,  Ridge- 
well  Cullum,  cloth,  25c;  The  Grinder's 
Wheel,  Morley  Roberts,  cloth,  25c. 

Non-Fiction 

History  of  the  War,  Vol.  17,  John 
Buchan,  cloth,  45c;  The  Desert  Gateway, 
S.  H.  Leeder,  cloth,  50c. 

Juvenile 

Children's  Story  of  the  War  No.  30, 
Sir  Edward  Parrott,  paper,  15c; 
Children's  Story  of  the  War,  Vol.  5,  Sir 
Edward  Parrott,  cloth,  $1.50;  The  Betty 
Book,  paper  boards,  $1.75;  The  Jolly 
Book,  (1917),  paper  boards,  $1.25;  The 
Chummy  Book,  (1917),  paper  boards, 
$1.25. 

THOMAS  LANGTON 
Fiction 

The  Coming,  J.  C.  Snaith,  cloth,  $1.50 
net;  Gus  the  Bus,  Jack  Lait,  cloth,  $1.35 
net;  Cousin  Julia,  Grace  Hodgson 
Flandrau,  $1.50  net;  Alexis,  Stewart 
MacLean,  cloth,  $1.50  net;  The  Raccoon 
Lake  Mystery,  cloth,  $1.35;  The  Twice 
American,  Grace  Ingram,  cloth,  $1.35. 

HODDER    &    STOUGHTON     LIMITED 
Fiction 

Lord  Tony's  Wife,  Baroness  Orczy, 
cloth,  $1.25;  No  Man's  Land,  "Sapper," 
cloth,  $1.25;  The  Four  Corners  of  the 
World,  A.  E.  W.  Mason,  cloth,  $1.25; 
The  Amateur  Diplomat,  Hugh  S.  Eayrs 
and  T.  B.  Costain,  cloth,  $1.25;  The 
Adventures  of  Marmaduke  Clegg, 
Morice  Gerrard,  cloth,  $1.25;  The  Baked 
Bread,  Anonymous,  cloth,  $1.25;  His 
Last  Bow — A  Reminiscence  of  Sherlock 
Holmes,  Sir  A.  Conan  Doyle,  cloth, 
$1.35;  In  Another  Girl's  Shoes,  Berta 
Ruck,  cloth,  $1.25;  The  Path  of  Glory, 
Joseph  Hocking,  cloth,  $1.25.' 

Non-Fiction 
At    the     War,     (New    Edition),    Lord 
Northcliffe,  cloth,  $1.50.     ' 

BOOK  LISTS  RECEIVED 

Among  the  new  book  lists  received 
last  month  was  that  of  Forbes  &  Co.,  of 
Chicago,  in  which  are  featured  practical 
farming  books,  Dr.  Lowry's  hygienic 
books,  Frank  Crane's  inspirational 
books,  and  volumes  of  verse  by  such  pop- 
ular writers  as  Strickland,  Gilliland  and 
S.  E.  Kiser. 

Nearly  a  hundred  pages  are  included 
in  the  Macmillan  Company's  Fall  An- 
nouncement List  presenting  a  good  show- 
ing of  new  fiction,  illustrated  gift  edi- 
tvons  and  books  for  boys  and  erirls  as 
well  as  many  books  on  such  subjects  as 
education,  farming,  public  affairs,  poet- 
i'v,  drama  and  essays,  religion,  philoso- 
phy and  science. 


SOMETHING   NEW    FOR   THE   CARDWRITER 

\  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 


By  R.  T.  D.  Edwards 


WE  now  enter  upon  the  second  les- 
son in  air  brush  work  and  before 
going  furlher  it  might  be  well  to 
Btate  for  the  benefit  of  those  who  may 
have  missed  the  previous  article  that  the 
next  few  lessons  are  to  be  devoted  ex- 
clusively to  air  brush  work — that  is  to 
say  the  use  of  the  air  brush  for  work 
on  show  cards  which  cannot  be  accom- 
plished by  the  ordinary  sable-hair  brush. 
Show-cards  made  in  this  way  lend  an 
air  of  distinction  to  a  window  display  or 
counter  decoration. 

So  many  pleasing  effects  may  be  pro- 
duced through  the  agency  of  the  air 
brush  that  one  can  truthfully  say  its 
possibilities  are  unlimited.  For  the  ex- 
quisite blending  of  various  colors,  for 
working  out  border  designs  with  stencil 
patterns,  for  composing  a  background 
or  for  the  making  of  floral  and  scenic 
designs  it  is  unrivalled.  So  many  and 
varied  are  the  uses  to  which  this  won- 
derful little  instrument  may  be  put  that 
in  the  hand  of  an  expert  it  becomes  a 
veritable  magic  wand  through  whose 
agency  are  evolved  countless  delightful 
creations  and  all  sorts  of  wonderful 
transformations.  Certainly  no  cardwrit- 
er can  afford  to  be  without  one.  Should 
you  happen  to  be  also  a  window  trimmer 
there  is  a  double  reason  why  you  should 
own  one.  The  window  trimmer  uses  it 
for  tinting  backgrounds,  flowers,  foliage 
and  groundwork.  Scenic  backgrounds 
can  also  be  made  with  it  and  these  are 
particularly  attractive  for  spring  or  fall 
openings  or  special  displays.  But  this 
is  a  digression,  that  branch  of  the  work 
being  a  subject  in  itself  and  one  which 
we  may  take  up  at  some  later  date.   For 
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the  present  let  us  return  to  the  appara- 
tus itself. 

To  get  the  best  possible  results  from 
the  air  brush  it  must  be  kept  scrupul- 
ously clean.  You  may  remember  that  I 
laid  stress  on  this  point  in  our  last  les- 
son as  this  is  an  essential  which  we 
cannot  afford  to  overlook.  A  dirty  air 
brush  will  not  throw  a  fine,  even  spray, 
and  uneven  work  is  the  result.  This  is 
something  to  be  avoided.  The  ink  also 
must  be  kept  free  from  foreign  sub- 
stances if  you  do  not  want  it  to  corrode 
the  fine  passageways  it  has  to  traverse. 
A  careful  regard  for  these  two  points 
alone  will  save  you  from  many  failures 
and  much  unnecessary  trouble.  The  best 
method  for  keeping  the  ink  clean  is  re- 
presented in  Fig.   1. 

Here  is  shown  a  funnel  placed  in  the 
neck  of  a  clean  bottle.  Several  thick- 
nesses of  cheese  cloth  are  placed  over 
the  mouth  of  the  funnel;  pour  the  ink 
through  the  cheese  cloth.  This  will  re- 
move any  sediment  which  might  other- 
wise prove  troublesome. 

We  have  already  dwelt  on  the  many 
uses  of  the  air  brush  and  of  the  various 
styles  of  show  cards  that  can  be  made 
with  it,  from  the  quite  simple  to  the 
most  complicated  examples.  Last  month 
we  illustrated  and  explained  minutely 
the  ovaling  of  heavy  faced  letters.  This 
is  one  of  the  simplest  varieties  of  air 
brush  lettering.  In  this  lesson,  there- 
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fore,  we  will  take  up  another  variety 
of  simple  air  brush  work,  namely,  back- 
ground blending  and  clouded  effects. 
This  class  of  work  makes  very  effec- 
tive show  cards  and  is  very  easily  exe- 
cuted once  you  know  how.  Anyone  can 
do  it  with  a  few  instructions.  Of  course 
practice  with  the  air  brush  is  just  as  es- 
sential as  practice  with  an  ordinary 
brush,  therefore  it  is  best  to  spend  a 
good  deal  of  time  in  getting  background 
effects  before  attempting  to  make  a 
card. 

As  a  start,  therefore,  get  any  old 
white  cards  you  may  have  and  practice. 

First  let  us  call  your  attention  to  the 
air  brush  work  on  the  "Underwear" 
card.  This  is  a  clouded  effect  back- 
ground, in  the  centre  of  which  a  white 
card  is  mounted  on  which  is  placed  the 
lettering.  For  the  sake  of  reproduction 
the  lettering  on  this  card  was  done  wTith 
black  ink  on  a  white  card  but  for  a  show 
window  display  many  more  pleasing  ef- 
fects can  be  produced.  For  instance  a 
combination  light  blue  and  black  would 
make  a  very  striking  card.  Spray  the 
blue  sparingly  in  the  light  parts.  That 
would  give  you  a  heavy  clouded  effect 
over  a  blue  sky.  Be  very  careful  not  to 
get  any  of  your  color  on  too  heavy.  You 
must  use  your  own  judgment  in  this  res- 
pect but  practice  will  help  you  most. 
Make  your  work  dainty,  not  gaudy. 
There  are  many  other  color  combinations 
for  a   clouded  background   card,  for  in- 
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stance  a  two  tone  brown  effect  can  be 
worked  up  with  excellent  results.  Black 
with  a  slight  touch  of  violet  in  the  light- 
er parts  makes  a  good  card.  A  two  tone 
green  also  shows  up  well.  As  you  go  on 
with  this  work  you  will  find  many  more 
color  combinations  that  are  pleasing  to 
the  eye. 

The  "Canned  Eatables"  card  shows 
another  style  of  background  effect  but 
this  is  quite  as  easily  executed  as  that 
we  have  already  explained.  In  case  it 
is  not  already  clear  I  should  here  ex- 
plain that  the  centre  panel  on  all  these 
cards  is  mounted  after  the  air  brush 
work  is  completed.  It  is  not  necessary, 
therefore,  to  air  brush  the  entire  sur- 
face of  the  background  card.  The  mid- 
dle may  be  left  bare  but  be  sure  you 
work  sufficiently  close  to  it  to  prevent 
any  bare  places  from  showing  after  the 
panel  is  put  in  place.  The  first  card 
shows  the  air  brush  work  put  on  in 
angular    stripes.      These    can    be    made 


with  the  wide  spray  of  the  air  brush 
and  should  not  be  made  too  dark.  The 
blackground  card  is  cream  and  the  air 
brush  work  is  done  in  brown  of  a  sepia 
shade.  This  makes  a  pleasing  contrast 
with  the  light  grey  panel,  which  is  let- 
tered in  black  and  trimmed  with  white. 
This  is  only  one  of  the  many  color 
schemes  that  may  be  worked  out  on 
this  class  of  card.  Another  very  effec- 
tive combination  is  made  with  a  white 
background,  using  the  same  diagonal 
stripes  with  a  black  spray  and  putting  a 
second  stripe  of  blue  close  to  and  on 
the  under  side  of  the  black  stripes.  For 
these  colors  use  a  white  centre  panel. 
Pleasing  fall  tones,  such  as  brown  with 
a  touch  of  yellow  for  the  diagonal  stripes 
and  a  cream  colored  panel  would  make 
a  very  suitable  card  for  present  dis- 
plays. 

The  spotted  background,  as  shown  on 
the  "Weather  Stripping"  card  is  a  very 
simple  one  to  make  as  you  will  soon  find 
out  when  you  come  to  try  it.  Many  col- 
or effects  can  be  used  here,  as  in  the 
case  of  the  cards  previously  mentioned, 
to  make  this  more  attractive.  The 
other  cards  demonstrate  to  what  extent 
this  idea  of  a  fancy,  air  brush  card  may 
be  developed.  They  were  purchased 
from  the  manufacturer  already  air 
brushed  and  are  exceptionally  well  done. 
Similar  effects  can  be  procured  by  using1 
a  very  rough  surfaced  mat  board.  Hold 
the  air  brush  so  that  the  heavy  spray 
will  be  thrown  almost  parallel  with  the 
surface  of  the  card.  This  causes  the 
ink  to  be  thrown  on  the  one  side  of  the 
"miniature  hills"  and  not  on  the  other, 
thus  giving  it  an  embossed  effect.  To 
obtain  an  even  prettier  effect  use  a  very 
light  color  from  the  top  of  the  card 
down  and  a  very  heavy  color  from  the 
bottom  of  the  card  up.  This  adds  great- 
er depth,  in  appearance,  to  the  surface 
of  the  card. 

The  Alphabet 

The  lettering  lesson  this  month  is  a 
new  style  which  should  be  quickly  picked 
up  and  while  it  can  be  formed  speedily 
is  very  effective.  It  is  a  very  practical 
type  and  looks  well  when  used  on  com- 
pleted   show    cards    as    the    illustrations 


prove.  The  entire  alphabet  is  in  italics, 
being  all  on  the  slant,  and  in  most  cases 
is  a  square  faced  letter.  One  of  its  feat- 
ures is  that  it  is  of  brush  stroke  forma- 
tion which  means  that  each  stroke  is 
made  with  one  stroke  of  the  brush,  no 
second  stroke  being  required  to  complete 
it.  This  method  of  stroke  formation 
renders  this  a  quickly  made  alphabet 
and  therefore  a  good  one  to  use  in  the 
busy  times  that  are  coming.  Neverthe- 
less all  new  alphabets  require  a  good 
deal  of  practice  so  it  would  be  advis- 
able to  practise  each  of  these  letters  sev- 
eral times.  Follow  the  strokes  as  they 
are  numbered  and  make  them  in  the  di- 
rection in  which  the  arrows  point  and 
you  should  experience  no  difficulty  in 
mastering  this  type.  Remember,  prac- 
tice is  half  the  battle. 
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Plain  and  Fabric  Effects 

Former    Good,    Latter    Gaining    in    Wallpaper 
Mulberry  a  New  Color  tor  Spring. 


Patterns  — 


WHATEVER  effect  the  war  has 
had  on  colors  in  dress  from  time 
to  time,  there  has  been  no  ces- 
sation in  the  constant  stream  of  varying 
fashions.  Wallpapers  have  come  in  for 
attention  as  well  as  fabrics,  and  in  many 
cases  the  close  relation  between  draper- 
eries,  wallpapers,  rugs  and  furniture  has 
resulted  in  a  succession  of  paper  fashions 
that  were  introduced  to  harmonize  with 
hangings  that  themselves  drew  their  in 
spiration  from  the  clothes  that  women 
wore  or  the  new  styles  of  headpieces  that 
were  the  copestone  of  their  costumes. 

Plain  or  Semi-IMain 

Perhaps  the  most  significant  note  in 
wallpaper  fashions  at  the  present  time 
is  the  tendency  to  plain  or  semi-plain  ef- 
fects in  coverings  for  sitting  rooms,  din- 
ing rooms,  and  libraries.  This  was 
brought  out  prominently  a  few  years  ago 
in  the  advent  of  the  oatmeal  papers  that 
were  destined  to  a  remarkable  vogue. 
Perhaps  it  was  the  fact  that  the  prices 
of  the  later  lines  fell  to  a  point  where 
they  became  the  popular  decoration,  and, 
therefore,  killed  them  as  a  fashionable 
line — they  were  so  "common."  Perhaps 
it  was  that  inventive  genius,  that  is.  al- 
ways at  work  to  prepare  for  the  inevit- 
able discarding  of  present  favorites,  thai 
was  looking  ahead  for  a  substitute,  and 
improved  infinitely  on  the  original.  At 
all  events,  the  oatmeals  are  weakening, 
and  new  claimants  are  in  the  field  in  the 
form  of  imitations  of  grass  cloths,  and 
in  what  may  be  termed  texture  or  fabric 
forms.  These  are  strong  now  in  New 
York,  and  are  making  their  way  in  Can- 
ada this  fall,  and  are  likely  to  be  far  in 
the  lead  for  the  coming  spring. 

There  is  a  pleasing  combination  of 
tints,  a  harmony  of  colors  in  these  grass 
cloth  papers,  that  imparts  a  beauty  that 
the  harder  surface  with  the  flecks  of 
white  could  never  possess.  They  serve 
as  a  fine  background  for  pictures,  hav- 
ing a  sort  of  neutral  tone.  The  whole 
impression  is  a  weave,  rather  than  an 
ordinary  paper,  that  fits  in  better  with 
the  fabric  of  the  hangings  and  the  rugs. 
It  is  the  nearest  approach  to  the  real 
tapestry  wall  coverings  that  has  been 
brought  out  yet.  with  the  exception  of 
the  silk  and  s'ltin  finished  coverings  for 
drawing  rooms,  music  rooms  and  the 
daintier  of  the  wall  decorations. 

For  the  group  of  rooms  that  naturally 
go  together,  the  sitting  and  living  rooms, 
the  dining  room  and  the  library,  the  col- 
ors of  these  plain  and  semi-plain  effects 
are  in  keeping  with  the  heavier  style  of 
the  furnitu  i  and  window  decorations — 
the  darker  shades,  such  as  browns  and 
blues  and  the  deener  tans.  Greens  hue 
weakened  decidedly,  and  reds  arc  seldom 
seen  at  all.  Dark  greys  conic  in  some 
very  attractive  designs. 

These  arc  also  brought  out  in  the 
lighter  shades  for  bedrooms,  but  have 
not  displaced  the  daintv  colored  patterns 
that  reign  supreme  in  the  upstair  re 


The  imitations  of  grass  cloth  weaves 
besides  coming  in  the  usual  cross  stripes 
are  shown  in  up-and-down  weaves  as 
well,  and  in  all  varieties  of  colors. 

A  feature  of  the  treatment  of  rooms 
with  these  plain  papers  is  the  leaning  to- 
wards a  narrow  band  or  a  narrow  cut- 
out in  place  of  the  more  elaborate  and 
deeper  borders.  Indeed,  in  many  cases  a 
preference  is  shown  for  a  perfectly  plain 
effect  with  no  border  at  all.  Where  these 
bands  are  used  they  run  right  under  the 
moulding,  and  may  be  used  as  an  edging 
down  the  walls  in  the  corners,  but  sel- 
dom now  in  the  form  of  dividing  panels 
down  the  body  of  the  wall.  The  "period" 
panels,  with  their  elaborate  patterns  are 
being  discarded. 

A  color  that  seems  bound  to  make  an 
impression  in  Canada  this  fall,  and  more 
for  the  spring,  is  "mulberry."  This  was 
a  favorite  in  England  just  before  the 
war,  and  this  fall  is  taking  hold  in  New 
York,  and  has  been  introduced  into  Can- 
ada. This  calls  for  light  greys  or  light 
tans  in  wallpapers  in  contrast  to  the  mul- 
berry in  the  curtains  or  the  upholstering 
of  the  furniture. 

While  plainer  effects  are  being  follow- 
ed in  sitting  rooms,  there  is  a  marked 
movement  towards  "verdure"  or  "forest" 
effects  for  halls.  These,  of  course,  come 
in  all-over  designs.  Some  of  the  favorite 
colors  are  greys  and  light  tans,  but  deep 


colors  are  strong  as  well,  with  blues  and 
browns  as  leaders. 

For  bedrooms  the  lighter  shades,  as  al- 
ways, are  in  demand.  If  anything,  the 
tendency  is  stronger  towards  the  more 
delicate  tintings,  tiny  patterns  of  pinks 
and  blues  and  yellows,  with  a  very  light 
ground.  Flowers  are  still  to  the  fore  in 
the  patterns,  and  stripes  are  good  also. 
Satin  stripes  in  various  widths  are  being 
shown  in  the  whole  range  of  the  lighter 
shades,  but  with  old  rose  and  blue  as 
strong  favorites  of  late,  the  demand  for 
yellow  has  been  growing.  The  deep  cut- 
out borders  are  still  strong,  but  there  is 
observable  here  as  in  the  case  of  the 
other  rooms  a  feeling  for  the.  narrow- 
bands,  the  binders  and  the  trimmings. 

A  feature  of  the  bedroom  papers  are 
the  stripe  effects.  These  come  in  the  cut- 
out borders  too. 

Black  is  not  strong,  but  it  is  seen  oc- 
casionally in  a  sort  of  basket  weave  ef- 
fect, giving  a  sort  of  snappy  touch,  com- 
ing in  a  border  with  a  lighter  combination 
of  colors  alternating. 

For  drawing  rooms  a  new  line  that  is 
selling  as  well  is  an  imitation  of  silk 
patterns,  in  delicate  shades,  green,  blue, 
champagne,  yellow,  rose  and  pink,  much 
on  the  pastel  order. 

A  paper  that  is  a  direct  copy  of  chintz 
patterns  shows  all-over  patterns  of  flow- 
ers and  birds  in  a  variety  of  colorings, 
most  of  them  quite  pronounced.  Black 
and  white  combined  with  deep  colors 
come  in  these  designs  also,  and  shadow 
effects  are  likewise  reproduced.  These 
would  be  used  with  similar  hangings,  but 
a  plain  rug.  Most  of  these  papers  are 
copies  of  English  chintzes. 


The   Canadian   Business  Boom 

Observations  of  the   Special  Representative   of  a   New  York 
Publication — A  Trip  Through  Eastern  Canada. 


EDITOR'S  NOTE.— The  following  article  by 
Rose  K.  Mitler  is  reproduced  from  "Notions 
mill  Fancy  Goods,"  New  Yoik.  Mrs.  Mitler 
was  formerly  European  and  American  buyer 
for  the  famous  retail   bouse  of  Stern  Brothers 

of    New    York. 

^ROM  personal  observation  while 
traveling  through  Eastern  Canada 
it  was  plainly  visible  that  a  business 
boom  exists.  Notwithstanding  that 
weird  and  saddening  sights  greet  you 
everywhere  in  the  form  of  returned 
wounded  and  disabled  soldiers,  the 
streets,  the  shops  and  trolleys  show  sis:ns 
of  prosperity  and  hustling  and  bustling 
everywhere.  Quite  noticeable  though  is 
the  absence  of  the  robust  and  strong 
young  looking  middle  aged  man,  and  in 
his  place  1  have  discovered  principally 
the  boy  of  17 — most  inexperienced  and 
nuite  incompetent.  Yet,  considering  all 
the  present  conditions  that  have  been 
existing  in  Canada  during  the  past  years 
of  this  horrible  warfare,  the  merchant 
confesses  that  business  has  been  pheno- 
menal. 

I  had  occasion  to  discuss  this  problem 
with  several   of  the  merchants  of  Mont- 
real, Quebec  and  Ottawa,  and  invariably 
the    conversation    terminated     with     the 
results: 
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A  boom  exists — money  seems  to  be 
plentiful  and  available.  The  soldiers'  al- 
lowances are  freely  spent — though  I 
must  not  omit  one  important  fact,  viz.: 
Contributions  towards  relief  and  suffer- 
ing of  the  wounded  soldiers  are  notice- 
able everywhere,  and  seem  to  be  their 
first  consideration.  Women  are  employ- 
ed everywhere,  and  in  consequence  more 
money  through  their  efforts  is  put  into 
circulation. 

However,  the  cause  for  the  boom  has 
not  been  fully  explained  by  any  one  mer- 
chant. They  simply  stated  facts  as 
they  are  and  assured  me  that  the  Unit- 
ed States  though  at  present  at  its  lowest 
tide  of  business  would  soon  follow  in  the 
footsteps  of  Canada,  bringing  about  a 
United  States  boom. 

With  this  uppermost  in  my  mind  I 
want  to  encourage  our  merchants  and 
manufacturers,  and  say:  "We  too  will 
create  a  business  boom  here  and  that 
very  shortly." 

The  close  relations  existing  to-day.  as 
allied  countries,  brines  Canadian  com- 
merce and  business  to  our  States  more 
than  at  any  previous  time,  for  not  so 
very  many  years  ago,  and  no  doubt  you 
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A  Specialty  Salesman 

One  Man's  Idea  of  the  Road  to  Success — Using  the  Means  at 
Hand — The  Essentials  of  a  Salesman. 


HE  was  the  representative  of  the 
largest  establishment  of  its  kind 
in  the  world.  He  was  a  success 
and  was  looked  upon  as  such  by  the 
firm  he  represented.  In  fact  they  look- 
ed upon  him  as  an  ideal  salesman.  He 
had  gained  the  confidence  and  esteem 
not  only  of  his  firm  but  also  of  his 
customers  and  fellow  salesmen.  I  had 
heard  a  great  deal  of  this  man's  ability 
and  marvelous  power  as  a  salesman  and 
was  eager  to  meet  him  and  obtain  if 
possible  a  few  pointers  which  might 
help  me  as  I  was  a  youn'r  and  rising- 
salesman  myself  and  aspired  to  the  dis- 
tinction of  success. 

Fortune  favored  me  and  I  met  him  one 
day  walking  down  the  street  in  the  same 
direction  as  myself.  He  was  a  gentle- 
manly looking  man,  slightly  above  med- 
ium height  with  a  well  knit  figure  de- 
noting strength  and  agility  and  was 
neatly  though  unostentatiously  dressed 
in  well  cut  clothes  of  good  duality  cloth. 
He  had  a  clear  cut  face  and  keen  kind- 
ly eyes.  The  poise  of  his  head  and  car- 
riage conveyed  to  you  the  impression  of 
rectitude  personified.  His  hat  was 
straight  on  his  head  and  his  linen  spot- 
less while  his  hands  showed  careful 
manicuring.  His  appearance  convinced 
you  that  he  was  a  man  above  the  aver- 
age. I  felt  a  little  diffident  in  approach- 
ing him  without  the  customary  intro- 
duction. However  as  this  mitrht  be  my 
only  chance  I  overtook  him  and  accosted 
him  with  "Good  Morniner,  Sir."  A  little 
surprised  he  returned  my  salutation  and 
by  his  demeanor  I  felt  satisfied  I  might 
ask  any  reasonable  questions  and  be 
sure  of  haviner  them  answrered. 

I  told  him  I  had  heard  of  his  ability 
as  a  salesman  and  being  a  young  man 
just  starting  on  the  road  was  desirous 
of  success  and  willing  to  learn.  If  he 
would  srive  me  a  few  pointers  I  would 
never  fornret  his  kindness.  He  scanned 
my  face  keenly  as  if  to  convince  him- 
self that  I  was  in  earnest  and  seeming 
to  be  satisfied  that  such  was  the  case 
replied. 

"I  am  only  too  pleased  to  let  anyone 
who  is  really  in  earnest  profit  by  my 
experience.  To  become  a  truly  success- 
ful salesman  a  man  must  possess  many 
Stirling   qualities. 

"The  salesman  of  to-day  is  not  the 
same  as  he  was  some  years  ago.  He 
represents  the  highest  type  of  manhood, 
in  him  is  embodied  all  that  is  to  be 
desired  in  a  man.  His  word  is  his  bond 
and  he  is  not  only  a  credit  to  his  firm 
but  to  the  nation.  As  he  flits  from  town 
to  city  he  wields  a  moulding  influence 
for  good  on  all  with  whom  he  comes  in 
contact.  By  his  integrity  and  straight 
dealing  he  creates  a  confidence  which  is 
strenerthening  and  acts  like  a  tonic.  His 
customers  trust  him  and  he  would  die 
sooner  than  betray  that  trust.  The  firm 
that  he  represents  can  go  to  sleep  and 


sleep  soundly  convinced  that  their  re- 
presentative is  doing  his  duty  whether 
they  are  asleep  or  awake." 

Essential   of  Salesmanship 

"I  will,"  he  said,  "relate  to  you  some 
of  the  essentials  my  firm  looks  for  when 
they  are  choosing  a  man.  They  are 
twelve  in  number.  I  do  not  know  how 
many  more  they  are  looking  for  but  you 
will  see  by  these  that  the  man  they  are 
looking  for  is  no  mean  man. — Integrity, 
Appearance,  Address,  Tact,  Personality, 
Force,  Enthusiasm,  Persistence,  Affabil- 
ity, Judgment.  Endurance.  The  most 
important  essential,"  he  continued,  "In 
my  mind  is  that  he  be  scrupulously 
clean.  To  be  clean  is  highly  conducive 
to  good  health  (by  this  I  mean  clean 
inside  and  out)  and  good  health  is  an 
indispensable  essential  to  the  eood  sales- 
man. The  clean  man  is  an  elixir  to  all 
with  whom  he  comes  in  contact.  There 
is  a  magnetism  in  his  presence  that  is 
irresistible.  Just  as  the  plant  or  flower 
is  attracted  to  and  gets  its  life  from 
the  sun  people  are  attracted  by  the  at- 
mosphere that  surrounds  the  clean  man. 
His  conversation  is  pure,  sweet  and 
wholesome,  his  information  facts  on 
which  nations  may  build.  He  is  no 
scavenger  gathering  up  filth.  Time  is 
too  precious  for  that. 

Knowing  the  Goods 

"He  makes  himself  thoroughly  con- 
versant with  everything  in  connection 
with  the  goods  he  sells  and  by  being 
thoroughly  posted  becomes  the  master 
mind.  To  be  successful  he  must  be  con- 
vinced that  he  is  right  in  what  he  says. 
Right  not  in  what  he  hears,  sees  or 
imagines  but  in  what  he  knows.  This  is 
the  rock  which  stands  when  all  else 
around  it  will  crumble,  and  fall  in  the 
dust.  It  is  very  important  that  he  be 
convinced  before  he  starts  out  to  con- 
vince others.  If  he  has  made  himself 
master  of  his  subject  and  conscientiously- 
feel's  that  what  he  says  is  true,  he  will 
invariably  carry  conviction  to  his  hear- 
ers. He  will  be  so  full  of  his  subject 
that  there  will  be  no  room  for  anything 
else.  He  will  love  his  work  and  be  fired 
with  enthusiasm  for  it.  How  we  are 
all  swayed  by  the  power  of  enthusiasm. 

A  wise  salesman  will  concentrate  his 
mind  on  his  own  business  and  not  allow 
it  to  be  distracted.  He  will  strictly  avoid 
leading  the  mind  of  his  customer  along 
channels  that  lead  away  from  the  point 
at  issue.  If  he  does  not  he  will  be  hor- 
rified some  day  to  hear  it  said  that  he 
knows  more  about  horse  racing,  base- 
ball and  card  playing  than  he  does  about 
his  own  business.  It  is  well  for  a  sales- 
man to  so  live  and  act  that  as  soon  as 
his  customer  sees  him  he  asks  himself, 
"I  wonder  what  I  need  in  his  line?' 

Aiding  a  Broader  Outlook 

"A    true    salesman    has    a    mission    to 
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perform.  It  is  to  make  a  bigger  and 
broader  man  of  his  customer  and  in' this 
way  he  is  making  bigger  and  broader 
the  people  and  the  nation.  He  is  a  pot- 
ter— a  sculptor.  It  is  well  to  be  careful 
not  to  arouse  a  spirit  of  antagonism  in 
his  customer  by  casting  a  reflection  on 
his  judgment  in  buying  other  people's 
goods.  By  doing  so  he  might  create  a 
dislike  that  would  be  the  cause  of  his 
losin°r  an  order  he  misht  otherwise  get. 
All  salesmen  have  obstacles  to  overcome 
and  difficulties  to  meet,  but,  if  they  look 
at  them  in  a  proper  light  they  will  see 
that  they  are  only  developing  agents 
moulding  and  fashioning  them  more  and 
more  after  the  perfect  man.  Each  ob- 
stacle overcome  fits  and  strengthens 
them  to  overcome  the  next.  In  this  way 
they  become  strong  and  a  sheltering  rock 
for  others  for  he  can  shelter  them  by 
his  advice.  A  good  salesman  will  re- 
spect himself  and  by  doing  so  command 
the  respect  of  others.  He  will  cultivate 
all  that  is  bright  in  himself  so  it  will  be 
easier  for  him  to  brighten  the  lives  of 
others.  A  bright  face  and  a  happy  smile 
is  invariably  a  welcome  guest.  It  wins 
its  way  and  smooths  many  a  rugged  and 
seemingly  hopeless  path.  The  earnest 
smiling  fa^-e  and  glad  hand  is  ever  a 
very  valuable  asset. 

What  To  Avoid 

"He  will  shun  all  f-wolity,  profanity 
and  loose  talk.  He  will  be  earnest,  up- 
right and  straightforward.  By  being  so 
he  will  receive  a  confidence  that  will 
surprise  him.  All  business  worth  hav- 
ing is  business  built  on  confidence,  and 
the  crown  of  a  salesman's  life  is  to  have 
his  customer's  confidence.  The  battle 
does  not  end  when  he  has  attained  this 
honor  it  has  but  begun.  The  hardest 
battle  of  all  is  a  life  battle  to  retain 
it.  He  will  not  be  above  speaking  to 
the  most  menial  servant  in  the  store 
they  all  have  their  influence.  Courtesy 
to  all  enables  vou  to  win  your  way. 
Kindness  is  the  key  to  the  human  heart. 

"He  will  avoid  speakins;  disn^rao-insrlv 
of  another  firm's  goods,  and  will  wisely 
let  the  goods  and  their  representatives 
speak  for  themselves.  If  he  enters  a 
store  and  sees  the  shelves  filled  with  his 
firm's  goods  he  will  be  slow  to  arrive 
at  the  conclusion  that  the  merchant  has 
no  order  for  him.  There  is  a  possibil- 
ity that  he  may  need  some  goods.  He 
may  even  have  an  order  in  spite  of  all 
that  is  on  the  shelves. 

"He  will  avoid  callin-r  on  a  customer 
when  in  a  hurry  to  catch  a  train.  We 
are  all  more  or  less  easily  influenced, 
and  he  may  see  you  are  in  a  hurry  and 
let   you   go — without   an    order. 

"He  will  be  careful  not  to  exnecto.-ate 
on  the  merchant's  floor  but  will  go  out- 
side to  do  so. 

"He  will  not  sample  goods  in  the  store 
unless  he  pays  for  them  as  the  merchant 
has  paid  for  them  in  the.  first  place  and 
they  belong  tt>  him.  He  will  not  let  the 
idea  enter  his  head  that  he  is  the  whole 
thing.  It  is  foolishness  that  breeds  con- 
tempt and  many  may  dispute  his  right  to 
retain  such  an  erroneous  idea.  He  will 
not  make  a  confidant  of  other  travelers 
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ill  he  betray  confidence  by  carry- 
ing what  orte  customer  tells  him  to  an- 
By  betrayal  of  confidence  in  this 
way  he  may  kindle  a  fire  that  may  con- 
sume and  destroy  him.  He  will  not  enter 
a -c  as  if  he  were  there  to  kill  time; 
but  will  by  his  actions  impress  on  the 
merchant  that  his  time  is  valuable  and 
by  so  doing  will  train  him  to  appreciate 
the  value  of  itime.  He  will  be  careful 
not  to  overload  his  customer  with  goods 
and  will  prove  his  friendship  by  the 
interest  he  takes  in  the  care  of  goods 
sold. 

"When  he  finds  the  goods  he  has  sold 
stored  out  of  sight,  where  they  have  no 
chance  to  speak  for  themselves,  he  will 
by  suggestion  try  to  get  the  merchant  to 
bring  them  out  of  their  hiding  places 
and  put  them  where  they  can  be  seen. 
He  will  not  be  too  big  to  do  this  him- 
self, if  they  will  let  him.  When  perish- 
able goods  have  spoiled  from  lack  of 
care,  no  matter  how  nasty  or  dirty  the 
job  may  be,  or  how  much  he  may  feel 
the  merchant  is  to  blame,  he  will  cheer- 
fully take  off  his  coat  roll  up  his  sleeves 
and  clean  the  maJtter  up,  showing  them 
how  it  should  be  done.  In  this  way  he 
will  teach  them  a  lesson  at  which  they 
cannot  very  well  be  offended,  however 
much  ashamed  they  may  feel. 

The  Traveller  and  the  Clerk 

"Sometimes  it  will  fall  to  the  iot  of  the 
traveller  to  teach  the  clerks  wholesome 
lessons  without  saying  a  word  for  which 
the  employer  should  not  feel  grateful  and 
no  doubt  he  does  although  he  may  not  say 
so  at  the  time.  Every  salesman  should 
be  an  educator,  in  advance  of  his  cus- 
tomer, and  every  customer's  interest 
should  be  his  interest  for  in  looking  af- 
ter the  intereslt  of  his  customer  he  is 
looking  after  his  firm's  best  interest  and 
is  consequently  advancing  his  own.  It 
is  pleasant  to  hear  my  customers  say, 
'What  do  you  think  about  it?  Do  you 
consider  that  I  can  sell  it,  if  so  send  it 
along!'  Would  a  man  be  wise  who  would 
betray  such  a  confidence? 

"It  may  appear  sometimes  that  you 
have  lost  a  customer  by  adhering  to  the 
truth,  but  never  fear,  the  truth  will  ac- 
complish the  mission  on  which  it  was 
sent  and  your  business  increase  to  pro- 
portions far  beyond  your  expectations- 
There  will  come  a  day  when  the  man  who 
denied  you  an  order  because  you  told 
him*  the  truth  and  refused  to  tell  a  lie 
will  come  to  you  and  deal  with  you 
sooner  than  anyone  else.  He  has  been 
deceived  by  others,  he  will  deal  with 
you  Because  he  can  rely  on  you.  You 
will  not  only  get  his  trade  but  that  of 
his  friends.  The  safety  of  the  business 
world  to-day  hangs  on  the  man  whom  it 
can  trust,  who  will  never  give  up  a 
principle  for  monetary  consideration  and 
never  let  his  eagerness  for  an  order 
lead  him  into  a  lie.  The  salesman  has 
a  lot  to  do  with  the  molding  of  his 
customers'  ideas  and  business  habits. 
There  is  a  peace  of  mind  in  dealing  with 
the  man  you  can  trust  that  is  unknown 
when  you  deal  with  one  who  is  un- 
trustworthy. Honorable  success,  being 
the  desired  goal,  he  will  study  the  ath- 


lete in  conserving  and  developing  his 
forces.  He  will  retire  at  a  reasonable 
hour  so  that  his  physical  system  may 
have  time  for  rest  and  recuperation.  This 
cannot  be  done  by  setting  in  a  beclouded 
room  playing  cards  and  inhaling  vitiated 
air,  until  all  hours  in  the  morning  after 
a  hard  workday.  He  will  also  avoid 
sitting  in  smoking  cars  all  the  way  be- 
tween stations  and  will  not  spend  his 
time  talking  all  the  way  between  towns 
but  will  reserve  his  forces  and  concen- 
trate his  thought  on  the  customers  he  is 
about  to  meet.  He  will  not  inflame  his 
mind  with  sensational  novels  but  will 
store  it  with  literature  that  is  sooithing, 
healing,  invigorating  and  full  of  good 
sound  common  sense,  for  he  must  re- 
member that  if  he  would  be  great  he 
must  feed  on  the  great.  A  successful 
salesman  is  one  who  forgets  himself  in 
his  interests  to  advance  the  interests  of 
his  house  and  customers.  In  this  way 
he  can  become  truly  happy. 

"When  a  salesman  thinks  onlv  of  him- 
self he  is  too  small  for  the  road.  In 
thinking  of  others  he  becomes  a  broad- 
minded  and  useful  man.  The  successful 
salesman  is  essentially  a  man  of  charac- 
ter. It  is  the  crown  and  glory  of  his 
life,  the  noblest  possession  of  a  man  and 
is  the  result  of  proved  honor,  rectitude 
and  consistency.  It  is  bound  to  pro- 
duce befitting  results.  If  he  carries  the 
class  of  goods  I  do,"  said  he,  "which 
are  a  line  of  the  highest  class  table  de- 
licacies, he  must  be  extremely  particular 
as  to  the  cleanliness  of  his  sample  case. 
It  should  be  filled  with  samples  of  the 
kinds  of  goods  he  has  for  sale,  and  be- 
sides these  he  should  carrv  at  least  three 
spotlessly  white  table  napkins  and  three 
or  more  celluloid  spoons,  as  well  as  a 
box  of  silver  spoons,  a  silver  fork,  knife, 
and  a  few  white  paper  napkins,  also  a 
pad  of  white  paper  cut  into  small 
squares. 

"After  he  has  entered  the  store,  ar- 
ranged his  samples  to  the  best  advantage 
on  the  grocer's  counter  and  discoursed 
on  their  merits  he  will  let  the  merchant, 
clerks  and  any  customers  who  happen 
to  be  in  at  the  time  taste  them.  Then 
when  he  has  taken  his  order  he  will 
first  of  all,  wipe  his  spoons,  etc.,  with 
a  piece  of  the  white  paper  and  finish 
with  napkin.  In  this  way  people  are 
impressed  with  his  cleanliness  and  need 
not  hesitate  to  taste  his  goods  for  fear 
of  contracting  disease.  He  will  also  be 
careful  to  keep  the  necks  of  his  bottles 
clean  and  polished  and  will  not  carry 
the  samples  too  long.  There  is  an  at- 
traction in  fresh  looking  goods.  If  he 
happens  to  run  up  against  a  customer, 
as  I.  have  sometimes,  who  has  to  take 
the  plug  of  tobacco  out  of  his  mouth  to 
taste  the  goods,  he  will  not  permit  him 
to  put  the  fork  or  spoon  back  into  the 
bottle  until  it  is  cleaned.  I  have  known 
salesmen,  who  considered  'themselves  up- 
to-date,  to  lose  valuable  sales  through 
using  the  weed,  through  it  they  have 
spoiled  the  flavor  of  their  own  samples 
as  well  as  those  of  others.  He  should 
eschew  all  narcotics  if  he  wishes  to  be 
an  expert  salesman.  As  an  illustration 
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I  will  relate  to  you  an  instance  which 
came  under  my  own  notice  a  short  time 
ago.  It  was  what  they  call  sampling  day. 
There  were  quite  an  array  of  tea  sam- 
ples on  the  counter  and  the  proprietor, 
with  a  number  of  travelers  was  testing 
them.  One  of  the  travelers  before  en- 
tering the  store  had  been  smoking.  He 
was  invited  to  try  the  samples  and  give 
his  opinion.  After  he  had  tasted  the 
tea  an  expert  entered  whose  opinion  was 
to  be  final.  He  lifted  a  cup  and  smelling 
it  as  he  invariably  did  to  get  the  aroma, 
pult  dt  down,  saying,  'The  sample  is 
spoiled.'  'How  is  that?'  enquired  the 
others.  'Well,'  he  said,  'some  of  you  fel- 
lows have  been  smoking  and  some  of  the 
tobacco  has  dropped  into  the  cun.  I 
must  have  fresh  samples  before  I  can 
give  an  opinion.' 

"So  you  see  that  the  tonerue  must  be 
clean  if  you  wish  to  distinguish  the 
finer  flavors  and  qualities  and  detect  de- 
ficiencies. 

"In  the  matter  of  judging  credit  many 
little  things  influence  the  experienced 
traveler  in  arriving  at  a  decision  which 
are  overlooked  by  the  inexperienced,  how 
the  stock  looks,  how  the  door-step  is 
worn  the  part  of  the  counter  where  the 
scales  are,  the  appearance  of  the  mer- 
chant, his  disposition,  his  mode  of  re- 
creation, the  esprit  de  corps  of  his  clerks, 
their  address,  conversation  and  attention 
to  customers,  and  the  srenera!  atmosphere 
which  pervades  and  permeates  the  es- 
tablishment. All  these  little  things  are 
noted  and  weighed  by  the  expert  sales- 
man." 

By  this  time  we  had  reached  his  place 
of  business,  so  we  shook  hands  and 
parted. 

After  he  had  left  I  pondered   on  the 
personality  of  the  man  who  reminded  me 
of  nature's  nobleman. 
No  airs,  no  rudeness,  no  pretense, 

No  lack  of  plain  good  common  sense. 
No  boorish  manners  that  annoy; 

No  vicious  habits  that  destroy; 
True  manliness  and  grace  he  wore  upon 
his  face. 

A  gentle  honest  air  no   pretense  was 
there. 

I  remembered  his  parting  words,  "The 
truly  successful  salesman  is  the  man  of 
whom  God  has  full  possession,  without 
His  help  the  best  of  us  are  failures." 


Mr.  E.  S.  Keith,  of  West  &  Brown, 
Calgary,  has  become  a  shareholder  with 
this  firm. 

J.  H.  Chambers  is  opening  a  new  book 
and  stationery  store  in  the  McCallum 
block,  Smith's  Falls,  Ontario. 

Mr.  West,  of  West  and  Brown,  sta- 
tioners, Calgary,  has  returned  to  his  dut- 
ies after  a  period  of  confinement  through 
illness. 


An  order  list  of  the  publications  of  the 
House  of  Cassell  has  just  been  received. 
It  comprises  twenty  large  pages  listing, 
with  brief  descriptions,  the  books  de- 
scribed in  this  firm's  regular  descriptive 
catalogue. 


BOOKSELLER     AND     STATIONKIi 


WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


STANDARD   THROUGHOUT   THE   WORLD 

In  every  country  in  the  world  (except  those  with  whom  the  world  is  at  war)  the  WELDON  ROBERTS  88 
STYLES  OF  RUBBER  ERASERS  enjoy  a  large  and  ever-increasing  sale.  In  Australia  and  Italy,  in  Canada  and 
Japan,    the    WR    products    are    as    highly    appreciated    as    they   are   in    Argentina,    Great   Britain   and   the   United   States. 

The     explanation      is     simple.        The     just-right     quality     of    these    erasers  is    such     that    having    once    tried     them     no 

user  is  likely  to  be  quite  satisfied  with  other  makes.  The  WELDON  ROBERTS  erasers  are  standard  the  world 
over    strictly   because   of   merit. 

Illustrated    catalogue    and    samples   mailed    to    any  stationer   on    request 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co; 

655  Drolet  St.,  Montreal,  Que. 


THE  GOODNESS  OF 

STANDARD  BRAND 
BLOTTINGS 

will  appeal  to  your  most  hard-to- 
please  customers. 

Standard  Brand  is  made  from  a 
high-grade  cotton  stock  which  gives 
it  the  firm,  smooth  finish  so  appreci- 
ated by  customers  who  know. 

The  following  lines  are  all  very 
dependable : 

"Standard,"  "Imperial,"  "Sterling," 
"Curi-Curl,"  "Prismatic,"  "Royal 
Worcester"  and  "Defender"  (en- 
ameled). 

Stork  up  to-day  and  prove  how  well 
they  sell. 

STANDARD    PAPER    MFG.    CO. 

Largest  Producers  in  the  World  of  Fine  Blottiogs 

RICHMOND,  VA.,  U.S.A. 


GETTHEBESTi  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


Magnet 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


M  O  O  K  S  E  L  I.  E  R     A  X  I)     S  T  A  T  I  O  N  E  K 


TYPEWRITER    ERASERS 

BRITISH   MADE 

are    beinc   stocked    by    all    live   stationers    because    they 
arc   the   erasers  that   plea.se   their   customers,  and   after 
all    this    is    the    main    point    in    business. 
The     "COLONEL"     TYPEWRITER     ERASERS     are 

made  in  circular,  hexagon  and  bevel  shapes.  The 
traveller  who  handles  them  has  therefore  a  bitf 
variety  to  offer.  Quality  and  effectiveness  in  erasing 
are  the  chief  features  in  their  manufacture. 
It  will  be  in  your  own  interest  to  ask  for  samples 
and    prices    from    our    distributors    for    Canada, 

MENZIES  &  CO.,  Ltd.,  439  King  St.  W.,  Toronto 

Sole  Manufacturers  : 

THE  ST.    MUNGO    MFG     COMPANY,  LTD. 

Glasgow,  Scotland 


Japanese  Pictures 

By  Old  and  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
ate. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc. 
Write  to-day  for  catalogue  telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20,  Yumicho,  Kyobashi-Ku    TOKYO,  JAPAN 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


Wonder 
Soap  Bubbler 

BLOWS    BUBBLES    WITHIN 

BUBBLES 

CHAINS,    CLUSTERS,    ETC. 

1,000     DIFFERENT    FORMS 

INDESTRUCTIBLE 

SANITARY    AND    EDUCATIONAL 

RAPID  AND  EASY  SELLER 


BRADWAY   NOVELTY   CO.,    ' ZTyoTc^ 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where   to   buy   stock,   etc. 


"PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 


McCREADY  PUBLISHING  CO., 


18  East  12th  Street 
NEW  YORK 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised    for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian  copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want   you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.'    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY,FIFTH    STREET 
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/^\UR  Fall  and  Christmas 
^-^  Catalogue  is  well  worth 
having. 

Full  of  good  things. 

If  you  haven't  received  it, 
write  for  it. 


PUGH  SPECIALTY  CO. 

LIMITED 
38-42  Clifford  Street,      Toronto,  Canada 


P.S. — Are      you  handling      our      Crest 

Shields  ?  If   not,   look   into   them. 

They    are  going    strong    all    over 
Canada. 


Fine  Inks  and  Adhesives 

FOR  THOSE     m       WHO  KNOW 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting,       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances.  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection.  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 


convey. 

"May    I    not   bear   your   message   and    your    customers' 
those  busy  toilers   who  are -my  constant  friends?" 


to 


MAKERS: 


The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by     largest    houses     in     United     States     and     Canada. 


We   also  specialize  in  LOCAL   VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET  CHICAGO,  ILL. 


73 


BOOKSELLER     AND     STATIONER 


BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79Spadina   Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made   in   America 

Solidhed  Tack  Co. 

Makers 

38  Murrays.  N;Y. 


Crucible  Pens 

BRITISH 

25  varieties! 

Send  for  price  list 
The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &,  Bartholomew,  Ltd. 


Publisher 
Famous 
Ser ies 


s  of  the 
"ART" 


ljci  ica  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART   SUPPLIES. 

Artists'    Supply   Co.,    77    York    St.,   Toronto. 
A.    Ramsay   &   Son   Co.,   Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co.,   Richmond,    Va. 
Beveridge    Paper    Co.,    Ltd.,    Montreal,    Que. 
Eaton-Dikeman   Co.,   Lee,  Mass. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

BLANK   BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,   Toronto. 

Buntin,    Gillies   &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp,    Clark   Co.,  Toronto. 
Warwick   Bros.    &   Rutter.   Toronto. 

CODE   BOOKS. 

The    American     Code     Co.,     83     Nassau    St.,    New 
York. 

CRAYONS. 

Binney    &    Smith,    New   York. 

A.     R.     MacDougall     &     Co.,     266     King     St.     W., 
Toronto. 

EYELETTING   MACHINES. 

Elbe   File   and   Binder  Co.,   New   York.   N.Y. 
Ideal   Specialties   Mfg.   Corporation,   552   Pearl   St., 
■New   York    City. 

ENVELOPES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,   Que. 
Brown    Bros.,    Limited,    Toronto. 
Buntin,    Gillies   &   Co.,   Hamilton. 
Copp,    Clark    Co.,    Toronto. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &   Co.,   Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co.,    Glasgow,    Scotland. 
Weldon   Roberts   Rubber   Co.,   Newark,    N.J. 

FANCY   PAPERS,   TISSUES    AND    BOXES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,  Que. 
Dennison   Mfg.   Co.,   Boston. 
Menzies   &   Co.,  Toronto. 

A.    R.    MacDougall    &    Co.,    266    King   St.    W.,    To- 
ronto. 

FOREIGN   TEXT   BOOKS. 

Wycil    &   Co.,   83   Fulton   St.,   New  York. 
FOUNTAIN  PENS. 

Arthur  A.   Waterman   Co.,   Ltd.,   New  York. 
Sanford   &   Bennett  Co.,   51-53   Maiden   Lane,   New 

York. 
A.     R.     MacDougall     &     Co.,     266     King    St.     W., 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,   MUCILAGE   AND   GUMS. 

Chas.   M.    Higgins   &   Co.,    Brooklyn,   N.Y. 

The  Carter's   Ink   Co.,   Montreal. 

W.      V.      Dawson.    .Limited,      Montreal,      Toronto, 

Winnipeg. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King    St. 

W.,   Toronto. 
"Glucine,"   Menzies   &   Co.,    Limited,    439    King   St. 

W.,    Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..    Montreal. 

Payson's    Indelible    Ink. 

S.    -S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

G:>o.    M.    Hendry    Co.,     Limited,    215    Victoria     St., 
Toronto. 

LANGUAGE  BOOKS. 

Wycil   &   Co..   83  Fulton   Street,   New  York. 

LEAD    AND   COPYING    PENCILS. 

American    Pencil   Co.,   New  York. 
Win.    Cane   &    Sons,   Newmarket,    Ont. 
A.     R.     McDougall     &     Co..     266     King     St.     W.. 
Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectlona: 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On     request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and   Paper   Goods   in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL   SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY,  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns   your  waste  into 
profit. 

Made  in  12  si/cs. 
Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing: in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,    Ont. 


William  Sinclair 
&  Sons,  (Stationers) 


Otley 


LIMITED 

Yorks 


England 


Manufacturers  of  Cheap  Stationery 

Memorandum  Books.   Writing'  Tablets, 
School  Stationery,  Bazaar  Stationery,  ttc. 


sga^   If    you    are    looking    for    a    pad    of 
class   then    order   my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian   Representatives 
266  KING  STREET  WEST.  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorum   &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark  Co..   Toronto. 

Luckett    Loose    Leaf,    Limited,    215    Victoria    St., 
I     Toronto. 

National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Victor.   22  Cliff   St.,  New  York   City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf   Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAP  PUBLISHERS. 

Rand,   McNally    &    Co.,    Chicago. 

The   Copp,   Clark   Co.,   Toronto. 

The    Scarborough    Co.    of   Canada,    Hamilton,    Ont. 
MILITARY   SPECIALTIES. 

Geo.    Clark,    Southam    Bldg..    Montreal,    Que. 

Pugh    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 

Imperial   News   Co.,   Montreal,   Toronto,   Winnipeg. 

Toronto  News  Co. 

Montreal  News  Co. 

Winnipeg  News   Co. 

PAPER  FASTENERS. 

Bump    Paper    Fastener    Co..    La    Crosse,    Wis. 

Ideal  Specialties  Mfg.  Corp.,  552  Pearl  St.,  New 
York   City. 

O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 
PAPETERIES   AND   WRITING   PAPERS. 

Beveridge   Paper   Co.,    Montreal,   Que. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

The  Brown   Bros.,   Ltd.,  Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING  CARDS. 

Goodall's  English  Playing  Cards,  A.  O.  Hurst,  32 
Front   St.   W.,   Toronto. 

U.    S.    Playing    Card    Co.,    Toronto,    Canada. 
POST    CARDS,    GREETING    CARDS,    ETC. 

Hildesheimer,  Ltd.,  93,  Clerkenwell  Road,  Lon- 
don,   E.C. 

A.  O.  Hurst,  Canadian  representative,  32  Front 
St.    W.,    Toronto. 

Menzies   &    Co.,   Limited,    Toronto. 

Philip  G.  Hunt  &  Co.,  332  Balham  High  Rd., 
London.    Eng. 

Pugh   Specialty   Co.,   38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine   &    Sons    Publishing   Co.,   Toronto. 

SCHOOL   SUPPLIES. 

Geo.  M.  Hendry  Co.,  Limited,  215  Victoria  St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co.,    Canister,   N.Y. 
SHEET   MUSIC. 

McKinley  Music  Co.,  1501-15  East  Fifty-Fifth  St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,   Toronto. 

Buntin,   Gillies   &   Co.,  Hamilton. 

The  Copp,  Clark  Co.,  Wholesale  Stationers,  To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

Warwick  Bros.   &   Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,   Wells   &   Co.,   Birmingham,  Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.,  To- 
ronto. 


ELBE  FILE   &   BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Sod  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


The  STANDARD 

Memorandum 
Calendar 

The  best  and  most  pop- 
ular on  the  market. 

M-  rite  ,  or  prices,  etc. 

Edward    Kimpton    Co, 

Wholesale  Stationers 
60  John  St.        New  York 


Have  YOU  ordered  your  supply  of  the 

HOLIDAY  GIFT 
ANNOUNCEMENTS 

The  section  of  24  pages  in  green  and 

red  as  appearing  in  this  issue  will  be 

supplied    to     you     in     separate    form 

with  your  name  and  address 

imprinted   on   the   first   page 

for  $3.00  PER  100  COPIES 

or  $2.50  per  hundred  without  imprint. 

We  will  hold  this  form  a  few  days  if 
you  want  a  supply. 

WIRE  YOUR  ORDER  AT  OUR 
EXPENSE. 

These  announcements  will  greatly  help 
your  Christmas  Sales. 

BOOKSELLER  &  STATIONER 

143-153  University  Ave.  TORONTO 
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LIFE 

is  now  fully  returnable 
with  every  newsdealer. 


LIFE  PUBLISHING  COMPANY 

17   W.   31st   Street  New    York  City 


The  1917  Issue  of 

Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

will  be   sure   sellers. 
Send  for  Titles,  etc. 

2   Amen  Corner  -  London,  E.C 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  ck  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 
CO.,   Limited 

1  43  University  Ave.  TORONTO 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto, 
Ont. 

Cassell   &   Co.,   55   Bay   St.,   Toronto,   Ont. 

Copp,   Clark   Co.,   517   Wellington   St.   W.,   Toronto, 
Ont. 

J.  M.  Dent  &   Sons,  27   Melinda  St.,  Toronto,   Ont. 

S.   B.    Gundy,   25   Richmond   St.   W.,   Toronto,   Ont. 

Hodder    &    Stoughton.    17    Wilton    Ave.,    Toronto, 
Ont. 

Thomas    Langton,    23   Scott   St.,   Toronto,   Ont. 

Macmillan    Co.   of   Canada,    70    Bond    St.,    Toronto, 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,    Toronto,    Ont. 
Geo.  J.  McLeod,   Ltd.,   266  King  St.  W.,   Toronto, 

Ont. 
Musson   Book    Co.,    17    Wilton   Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto,    Ont. 

Imperial    News     Agency,    Toronto,    Montreal    and 

Winnipeg. 

Business   Books. 
Musson    Book    Co.,    17    Wilton    Ave.,    Toronto. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

New   York   City. 
Wycil    &   Co.,   85   Fulton   St.,   New   York   City. 

Periodicals. 

Life.    17   W.   31   St.,   New  York   City. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 


Your  Ad  in  a 
Buyers' 
Guide 


Spac 


21 


in.  by   IH  in. 

for 
$25  a  year. 


Classified  Advertising 


"Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


Wycil  &  Company 

85  Fulton   Street,   New  York  City 

carry  a  large  stock  of 

German,  French,  Spanish 
and  Italian  Grammars 

ol   the 

Gaspey-Otto-Sauer  Series 
Liberal  Discounts  to  the  Trade 

SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D..  Ph.D..  assisted 
by  Jeanette  Winter   Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated,  SI. 25 

McClelland,  goodchild  &  stewart,  ltd. 


266  King  Street  West 


Toronto,  Canada 


EMBOSSING 

HAVE  you 
some  long 
runs  of  letter- 
heads? 

We  can  run 
and  ship  them 
to  any  point 
for  you. 

Morton,  Phillips  &  Go. 

PUBLISHERS 

115  Notre  Dame  St.  West,     Montreal 
SELL 

MACLEAN'S 


The  Magazine  for  Canadians 


15c    A   COPY 


Fully  Returnable 
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H  OOKS  E  L  L  K  R     A  N  D     S  T  A  T  1  ()  N  E  R 


MODERN   PEN   CO. 

SUCCESSOR   TO 
ARTHUR   A.  WATERMAN   &  CO. 

170  BROADWAY.     Established  1895     NEW  YORK  CITY 

NOT  CONNECTED  WITH  THE  L.  E.  WATERMAN  CO. 


This  B.  &  P.  Line  is  a  big  seller 

The   Hercules  Price   Book 


Unusually  strong  and,  very  satis- 
factory in  every  way.  Made  to 
live  up  to  the  Boorum  and  Pease 
quality  reputation   and   it  does. 

Show  this  seller  prominently  and 
profit   from   the   big   demand. 

BOORUM  &  PEASE  COMPANY 

Makers  of  "  Standard  "  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office : 

Front  St.  and  Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,  N.Y. 

St.  Louis,  Mo. 


It    is 

made 

of     fine    stee 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob  Roy"  Pens  " 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng.— the   home 

the   pen-making  industry. 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 

Rob  Roy" 
Pen 

the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors  . 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton.  London,  Eng. 

A.RAMSAY  Cf  SON   C° 

EST'D.   1842.    MONTREAL. 


RELIANCE 
INKS 


MANUFACTURERS    OF 


Ink  Paste 

Grip  Seals 

Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG.   MAN. 


Thi 


the 


"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d>  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale.  $2 
per  dozen. 
Send  for 
particulars 


Pat.   May   13,    1913 

ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 
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BOOKSELLER  AND  STATIONER 


Man -Size  Conversation 

Something  about  Jones — The  Test  Question  that 
Silenced  Jennings — Where  Jones  gets  the  informa- 
tion that  makes  him   listened  to  when  he  speaks. 


SFTER  the  little  group  had  finished  their  cigars, 
and  were  about  to  separate,  each  going  his  own 
way,  Brown  said  to  Smith:  "Wasn't  Jones  great? 
And  didn't  he  put  it  all  over  Know-It-All  Jennings?" 
1 1  was  just  such  a  group  of  men  as  you  see  gathered  every 
day  round  a  luncheon  table,  or  in  the  club  lounge;  and 
the  theme  of  the  conversation  was  likewise  common 
enough — the  present  business  situation,  and  the  probable 
situation  when  Peace  is  made. 

At  first  every  man  had  opinions  to  declare,  but  most  of 
all  Jennings.  Jones  was,  at  the  beginning,  the  silent  one. 
But  at  a  point  when  Jennings,  with  his  usual  cocksure- 
ness,  was  voicing  some  extravagant  views,  Jones  rather 
jolted  him  by  asking  him,  "What  is  your  authority?" 
And  Jennings  didn't  have  authority — nothing  more  than 
opinions.  • 

It  was  then  that  Jones  began  to  talk,  and  his  tactful, 
well-informed  views  and  statements  instantly  command- 
ed the  attention  of  every  man  round  the  table;  for  every 
man  was  learning.  Even  Jennings  had  the  grace  to 
keep  quiet,  for  he  knew  he  Was  listening  to  a  better- 
informed  man. 

Jones  has  a  staggering  question  to  put  to  men  with 
opinions  which  they  express  boldly  and  confidently.  It 
is:  "What  is  your  authority?  Your  opinions  are  no 
better  than  your  information."  The  average  man  ex- 
pressing opinions  doesn't  possess  much  solid  information ; 
he  just  "feels"  that  way. 

Every  man  not  an  idler  is  interested  in  Business — first,  in 
his  own  business;  second,  in  the  Nation's  business. 
Whether  he  be  a  retailer  in  a  country  town ;  or  a  manu- 
facturer ;  or  a  lawyer  advising  clients  on  investments ;  or 
a  bond-dealer  needing  to  know  much  about  the  many 
factors  that  affect  prices;  or  a  banker;  or  a  private  in- 
vestor whose  funds,  invested  or  waiting  investments,  are 
his  main  source  of  income ;  he  is  interested  in  Business, 
and.  he  needs  information — the  real  stuff  which  is  the 
basis  of  opinion. 

Where  can  each  get  the  kind  and  amount  of  information 
desired? 

Let  him  get  it  where  Jones  gets  much  of  his  information 
—from  The  Financial  Post  of  Canada. 
Jones  does  a  good  deal  more  than  just  pay  $3  to  get  this 
paper  every  Saturday ;  he  reads  it.  To  him  the  POST  is 
the  new-paper  prized  most  of  all.  He  sets  aside  a  certain 
set   time    each    week    for   reading   it.      It   satisfies    him 


because  its  views  are  based  on  information,  and  informa- 
tion is  the  POST'S  chief  material. 

The  POST  keeps  Jones  soundly  and  broadly  informed 
about  the  business  affairs  of  the  country.  He  finds  that 
the  POST  takes  a  business-like  view  of  all  questions;  that 
it  is  not  influenced  by  any  political  factions  or  "inter- 
ests," that  it  tells  the  truth  whether  the  readers  like  it  or 
not.  He  knows  that  little  of  importance  will  occur  in 
connection  with  the  business  of  the  country  without  en- 
lightening information  or  comment  appearing  in  the 
POST. 

He  gets  the  best-informed  news  about  listed  and  other 
securities,  in  the  POST: — Milling,  Transportation,  Pulp 
and  Paper,  Iron  and  Steel,  Electrical  Enterprises ;  and  so 
on.  This  weekly  Security  News  he  finds  is  of  an  author- 
itative character  — usually  signed — prepared  by  special- 
ists, who,  from  the  nature  of  their  daily  work,  are  in 
intimate  touch  with  the  factors  that  affect  prices,  and 
with  high-up  or  well-informed  men  who  have  knowledge. 
Jones  finds  no  other  paper  in  Canada  attempting  to  give 
the  service  the  POST  does  in  relation  to  listed  securities. 
Jones  finds  the  POST'S  editorial  page  stimulating.  He 
enjoys  the  biographical  stories  of  Big  Men  which  appear 
in  the  POST.  The  article  each  week  by  Agnes  Laut 
gives  him  information  gathered  by  one  of  the  best  in- 
formed and  highest  paid  writers  in  America.  In  short, 
for  Jones  the  POST  is  a  treasury  of  information  about 
Business;  and  it  is  Business  by  which  Jones  earns  his 
bread  and  butter  and  something  more. 
When  Jones  mingles  with  his  fellow  men,  and  Business 
is  the  Theme  of  Conversation,  most  men  are  willing  to 
listen  to  him,  because  his  opinions  are  based  on  sound 
and  reliable  information. 

Now,  what  is  the  application  of  all  this?  It  is  that  you, 
the  reader  of  this  advertisement,  may  also  make  yourself 
a  well-informed  man  about  Business — by  reading  THE 
FINANCIAL  POST.  The  $3  it  costs  per  year  is  neither 
here  nor  there  to  the  man  who  really  wants  to  know — to 
have  knowledge  about  matters  and  markets  pertaining  to 
his  own  business;  and  about  the  Country's  business. 
If  you  want  your  opinions  to  be  well-informed;  if  you 
want  a  wide  knowledge  of  Business ;  let  the  POST  go  to 
your  home  each  Saturday.  Sign  the  coupon  below.  Send 
no  money  now.  Have  the  bill  go  forward  in  the  usual 
way. 


The  Financial  Post 0F  CANADA 


The  MacLean  Publishing  Co.,  Ltd., 

143-153  University  Ave.,  Toronto. 


Send  me  The  Financial  Post,  for  which  I  will  pay  $3.00  per  year  on  receipt  of  invoice. 


Name. 


Address. 
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GOLD  MEDAL   CRAYONS 


FOR  EVERY  USE 


Chalk 


Highest  Award  Always 

Drawing  Crayons 
Pastel  Crayons 
Pressed   Crayons 
White  and  Colored 
Lecturer's   Chalk 
Dustless  Blackboard 

Crayon 
Marking  and 

Checking  Crayons 
Lumber  Crayons 
Slate  Pencils,  etc. 


Binney  &  Smith  Co. 

81-83  FULTON  STREET 


NEW  YORK 


%bgex$ 


My  policy,  Mr.  Stationer, 
is  to  see  how  well  carbons 
and  ribbons  can  he  made, 
not  how  cheaply  they  can 
be  >old.  therefore:— 

'  Caribonum 

Carbons  and 
Ribbons 

mean  increased  turnover, 
greater  profits  and  per- 
manent customers. 

Write  to  me  ahout  it  and 
our  advertising  scheme,  at 


Caribonum  Company,  Ltd. 

54  Wellington  Street  East, 
Toronto. 

'•ua-0     £>hJt$t 


\_^  CXWat 


(JT\  to~v~ 


ADAM  PIETZ 

101  1  Chestnut  St.,  Philadelphia 

Steel  and  Copper  Plate  engrav- 
ing of  the  better  kind. 
We  engrave  especially  fine  dies 
for  Christmas  and  other  greet- 
ing cards,  also  for  Box-tops, 
French  edge  seals,  Coats-of- 
Arras,  Monograms,  Addresses, 
etc. 


Say  you  saw  it  in 

BOOKSELLER    AND 
STATIONER 


Albemarle    Paper  Mfg.    Co 73 

Allen.    Thomas    % 22,  23 

American    Lead   Pencil   Co 2 

Bennett   &   Jennison,    Ltd 12 

Beveridge   Paper   Co 74 

Binney   &   Smith   Co 79 

Blake,   Arthur  J Inside  back   cover 

Bobbs,    Merrill    Co 32 

Boorum   &    Pease    13,  77 

Bradford,    John     74 

Bradway    Novelty    Co 72 

Briggs,    Wm 24,  25 

Brown   Bros.,   Limited    2 

Buntin.    Gillies    &    Co Back    cover 

Canada    Foundries    &    Forgings,    Ltd 10 

Canada's   Victory   Loan    7 

Cane   &   Sons,    Limited,    Wm 8 

Caribonum    Co.,    Limited    79 

Carter's   Ink   Co 71 

Cassells,    House   of    30 

Chambers.    Ltd..    W.    &    R 76 

Climax    Baier   Co 74 

Copp,   Clark   Co.,   Limited    20,    40,  74 

Dawson.    Ltd..    W.    V 4 1 

Dent  &   Son.  J.   M 43 

Dominion   Blank   Book   Co 11 

Eaton,    Crane    &    Pike    Co 8 

Eaton-Dikeman    Co 71 

Elbe   File   &   Binder   Co 75 

Engle    Mfg.    Co 8 

Esterbrook    Pen    Mfg.    Co 5 

Gale    &    Polden.    Limited    76 

Gilbert   Post   Card   Co 73 

Globe- Wernicke   Co.,    Limited    12 


INDEX    TO    ADVERTISERS 

Gordon    &    Gotch    13,    40 

Grossett   &   Dunlap    28 

Gundy,  S.  B 29 

Heath,   John,    &    Sons    12 

Hendry  &  Co.,  Geo.  M 42 

Higgins    &    Co..    Chas.    M 73 

Hinks,   Wells   &   Co 77 

Hodder  &  Stoughton.  Ltd 14,  26 

Hoshino   &   Co.,   S.   K 72 

Imperial   News   Co.,   Ltd 16 

Irish.    G.    L 75 

Irving-Pitt    Mfg.    Co 3 

Kimpton   Co.,   Edward    75 

Langton.    Thos 20 

Life   Publishing   Co 76 

Lonsdale   &    Bartholomew,    Limited    74 

Luckett  Loose-Leaf  Co.,   Ltd 34 

MacLean's   Magazine    80 

Macmillan    Co 22 

McClelland,     Goodchild     &     Stewart,     Lim- 
ited    18,  19,  20 

McCready    Publishing    Co 72 

McDougail   &  Co.,  Limited,  A.   R.  .9,  36,  37,  75 

McFarlane,  Son   &   Hodgson,   Ltd 75 

McKinley    Music    Co 72 

Menzies    &   Co.,    Ltd 35 

Meyers,    Fred   J.,    Mfg.   Co 75 

Mittag    &    Volger,    Inc Inside    back    cover 

Modern    Pen    Co 77 

Monarch   Paper  Co.,   Limited    74 

Moore    Push   Pin   Co 12 

Musson    Book    Co.,    Limited    15,    27 

National    Blank    Book    Co 11 
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National   Cash    Register   Co 6 

Nelson    &    Sons,    Thos 31 

Page   Co 31 

Paine    &    Co..    W.    S 13 

Payson's   Indelible    Ink    \ .  76 

Pietz,    Adam    79 

Pugh    Specialty    Co 73 

Ramsay    &    Son    Co.,    A 77 

Reliance    Ink    Co 77 

Robinson    Mfg.    Co 42 

Rockhill    &    Vietor    77 

Royal    Ink    Co.     13 

Sanford   &   Bennett  Co Front  cover 

Scarborough   Co.  of  Canada   75 

Shapiro-Bernstein    Co.,    Inc 39 

Sinclair    &    Sons,    Ltd..    Wm 10.  75 

Solidhead   Tack    Co 74 

St.   Mungo  Mfg.   Co.,    Ltd 11,  72 

Stafford,    S.    S..    Inc 72 

Standard   Paper   Mfg.    Co 71 

Stationers'   Loose   Leaf   Co 74 

Terry,   Herbert,    &    Sons,    Ltd 12 

Tor-Can    Fancy    Goods    Co 38 

U.S.    Playing    Cards    Co 4 

Up-to-date    Advertising    Co "•"> 

Warwick   Bros.   &    Rutter,    Ltd 

Inside    front    cover.    -10.  44 

Waterston  &  Sons.  Limited,  George 10,  74 

Weldon    Roberts    Rubber    Co 71 

Weeks   Mfg.    Co.,    Frank 71 

Wilde    Co..    W.    A 12 

Wycil   &   Co 76 
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Mac  Leans 


for  DECEMBER 


MACLEAN'S  MAGAZINE  GETS  BETTER  ALL  THE  TIME 


Snipers  and  Sniping — by  a  Sniper 

A  SNIPER  is  back  in  Canada — a  star  sniper,  who  has  34  marks  on  his  rifle,  every  mark 
meaning  a  German  life.  Most  of  us  know  absolutely  nothing  of  the  work  of  the  sniper, 
but  the  story — a  remarkable  one — is  told  in  the  Christmas  (December)  MACLEAN'S  by  the 
champion  sniper  of  the  Canadian  Expeditionary  Forces.  This  man  was  buried  by  a  shell- 
explosion,  was  dug  out  by  two  comrades,  and  has  lived  to  tell  his  wonderful  story,  in  MAC- 
LEAN'S.    It's  worth  15c  to  get  this  story  alone. 


"Politics  From  Within 


>9 


— heacock,  of  Course 


RUST   Leacock   to   se ;   a   chance   for  his  witty   and   humorous 
pen.     He  deals  with  the  humorous  phases  of  electioneering  in 


T. 

Canada  in  his  usual  vein. 

Why  Laurier  sent  Troops 
to  South  Africa 

THIS    contribution,    by    Col.    John    Bayne    Maclean,    goes    back- 
ward   many    years — to    the    time    of    the    South    African    War 
in    1899-1900.      That    was    when    Canada    first    took    up    arms    for 
the   Empire.     Politics,  of  a   high   order,  was   back  of  the  decision 
end  Canadian  troops  to  the  Antipodes.     It  is  "inside"  history. 

Oppenheim — Allenson — 
McBeth— Mumford 

ALONG  instalment  of  Oppenheim's  absorbing  story.  The 
Pawns  Count,  is  given  in  the  December  MACLEAN'S.  A 
short  story,  by  A.  C.  Allenson  is  seasonable.  Madge  McBeth 
contributes  a  complete  novelette,  The  Man  Who  Wasn't.  And 
Ethel  Watts  Mumford,  teller  of  delightful  tales,  delicately  told, 
gives  us  the  first  of  a  series  of  short  stories  Love  and  the  Lock- 
smith. 

The  Usual  Popular  Departments 

THE    Business    Outlook,    The    Nation's    Business,    Women    and 
Their   Work,   and   the    Review   of    Reviews     all   are   present  in 
strong   way    in    the    December    MACLEAN'S. 

Booksellers  of  Canada 

Won't    \  on,    for   Canada's   sake,    give    MAC- 
LEAN'S a  good  show,  and  your  good  word1? 


Gadsby's  Story  of  the 
Union  Government 

C"~1  ADSBY  is  saturated  with  Ottawa  knowledge —much  of  it  of 
J  the  inside  variety.  He  pokes  about,  talks  with  big  men; 
and  big  men,  and  lesser  ones,  talk  with  Gadsby.  Useful  sort 
of  man,  is  Gadsby.  What  he  hears  and  learns  he  writes  about 
for  MACLEAN'S;  and  in  this  story  of  his  about  the  new  Union 
Government,  he  reveals  the  undercurrents  on  the  movement  that 
developed  into  negotiations,  and  which  finally  resulted  in  a 
Union  Government.  Gadsby  adds  interesting  biographical  in- 
formation  to  his   brilliant   study. 

Robt.  W.  Service  is  back 
again 

BACK  in  MACLEAN'S,  that  is  in  body,  he  is  still  in  Flanders— 
where  the  fighting  grows  uglier  all  the  time.  Service  has 
taken  time  to  write  verse  for  MACLEAN'S.  You  know  well  the 
virility  of  his  style,  and  the  gripping,  human  character  of  his 
verse.  It  is  about  life  and  men  in  the  trenches  he  writes  — 
about  our  boys  far  from  us.  It  is  worth  something  to  see  our 
boys  as  Service  sees  them.  Read  "The  Shape  at  the  Wheel"  in 
the  December  MACLEAN'S. 

Arthur  Stringer  writes  a 
Beautiful  Christmas  Poem 

STRINGER  is  a  wonderful  man — wonderfully  versatile,  won- 
derfully human.  He  is  a  master  of  the  short-story  and  of 
the  detective  and  mystery  type  of  story;  and  he  can  climb  the 
heights  of  literary  endeavor,  as  he  has  in  this  passing  sweet 
poem  Christmas  Bells  in  War-time.  Your  heart  is  tender  these 
times  of  horrible  slaughter  and  of  heroic  achievement,  and  you'll 
be  grateful  to  Stringer  for  putting  beautifully  your  innermost 
thoughts    and    fet'ingS. 
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Quality  Typewriter    | 
Supplies  | 

When  you  want  to  supply  your  customers 
with  typewriter  ribbons  and  carbons  of 
specialized  quality  suggest  the  MITTAG 
AND  VOLGER  lines. 

We  supply  every  kind  of  carbon  paper  and 
every  style  of  inked  ribbon.  And  every  one 
of  our  lines  is  as  high-grade  and  customer- 
satisfying  as  human  skill  can   produce. 

Try  "  M.  &  V."  Typewriter  Supplies. 
You'll  like  how  they  sell. 

MITTAG  &  VOLGER,  Inc.    f 

Principal  Office  and  Factory:     Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 

llillllllUIIIIIIIIIIMIillllllMinn        |l|llill|||||||||||||||!|||i|||||||||||l|||il!llllllllllll!ll^ 


A  Guaranteed  Money-Creator 

FOR  YOUR  NEWS  STAND 

If  you  want  to  keep  expenses  low  and  profits  high,  if  you  want  to  stop  the  money-leaks,  if  you 
want  to  keep  ahead  of  competition  and  hold  your  place  or  win  your  place  of  having  the  most 
progressive  News  Stand  in  town — and  if  you  want  more  business  and  greater  dividends  you've 
got  to  have  "Blake's  Handy  News  Stand  Record." 

There  are  many  live,  successful  dealers  everywhere  who  are  now  using  this  Record.  To  I  hem  it 
means  a  money-creator  and  "a  boom  to  their  business" — it  means  turning  their  losses  into  profit, 
saving  time  and  money,  getting  new  customers,  creating  more  business  and  making  more  money 
— and  that  is  exactly  what  it  will  do  for  YOU. 

The  price  of  this  Record  is  only -$4. of)  complete — but  in  reality  it  won't  cost  you  anything,  for  it 
will  save  you  within  a  few  days  more  than  you  paid  for  it. 

If  you  want  to  know  what  other  dealers  I"       ' 

say  about  it,  if  you  want  full  particulars  arthur  j.  blake. 

'  L  Marshall,    Texas. 

about    the    Record    and    the    monev-back  ■       „,  ,  -  „  -  *       .-  „,  ,  ,    IT     ,    XT 

•  '    "KA"'"'  Please   send    full    information    concerning    Blake  s    Handy    News 

guarantee,  and  if  you  want  a  free  sample  stand   Record-     Also   a   free   sample   sheet.     This   request 

1  places     me    under    no    obligation. 

sheet,  then  send  the  coupon  and  I'll  give 

them  to  you  quick.  ame    

Street     Address 

Let  me  suggest  your  tearing  off  this  cou-  i 

°°    .      '  °  City     

pon  and  mailing  it  to-day — NOW.  , 

State      
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Christmas  Papeteries 

{Made  in  Canada) 

A  full  range  of  boxed  stationery  at  all  prices.  High  grade  stock, 
neat  and  tasty  art  cover  designs,  new  styles  of  boxes.  kWe  make 
up  assortments  at  all  prices. 


Snap 
Shot 
Albums 


Christmas  gifts  often  take  the  form  of  photographs  neatly  ar- 
ranged in  convenient  form.  You  will  find  that  a  display  of  albums 
will  suggest  to  your  customers  a  suitable  and  inexpensive  way  of 
remembering  their  friends. 

We  carry  a  complete  line  of  bound  and  loose-leaf  books  at  all 
prices.     Ask  us  for  particulars. 


HAMILTON 


CANADA 


I  II IV • 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-two  years  the  recognized  authority  for  those   interests. 

MONTREAL,    Southam    Bldg.,    128    Bleury   St.  TORONTO,  143-153  University  Ave.  WINNIPEG,  22  Royal  Bank  Bldg.  LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIII. 


PUBLICATION     OFFICE:     TORONTO,      DECEMBER,      1917 


No.  1 


ALL  S.  &  B.  PENS 

Point 

to  the  Same 

RESULT 


S.   &   B. 
GRAVITY    STYLO 


SATISFACTION 

—because  there  are  no  better  pens  made.  Yet, 
they  sell  at  lower  prices  and  yield  more  dealer- 
profit  than  any  other  high  grade  pen  on  the 
market.  You  just  know  that  every  S  &  B  Pen 
you  sell  will  satisfy  the  purchaser,  for  with  the 
fine  quality  of  materials  is  combined  master- 
mechanism,  superior  workmanship,  and  prac- 
tical and  exclusive  improvements. 


Write  to-day 
for  prices  and  discounts 


Sanf  ord  &  Bennett  Co. 

51-53  Maiden  Lane,  New  York 


W.  E.  Coutts,  Canadian  Sales  Agent.  266  King  St.  W.,  Toronto 
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BUY  VICTORY  BOND  TABLETS 

A  Few  Points  About  The  Johnson 
Process  of  Padding 

Manufactured  with  remarkable  success  for 
thirty  years. 

Will  not  break  or  become  hard  under 
ordinary    conditions. 

Every  sheet  of  paper  when  detached  leaves 
the  tablet  absolutely  clean  and  free  from  gum. 

Contains  twice  the  amount  of  blotting  found 
in  the  ordinary  so-called  "just  as  good." 

Johnson  Process  Tablets  are  made  from 
specially  selected  paper — uniformity  of 
quality — with  perfect  writing  surface. 

The  latest  creation  'Victory  Bond" — the 
last  word  in  writing  tablets — made  in  all 
sizes.    Write  for  samples. 

WARWICK  BROS.  &  RUTTER,  Limited 

SOLE  CANADIAN  MANUFACTURERS 

TORONTO 

BUY  VICTORY  BOND  TABLETS 


BOOKSELL  E  R  AN  I)  S  T  A  TIONER 


TORONTO 


Each  customer  is 

a  prospective 

BUYER 

ALMOST  everyone  who  enters  your  store 
buys  a  waste  basket  at  one  time  or  another. 

In  the  office,  store,  factory,  school  or  home. 
some  sort  of  receptacle  is  .serving  as  a 
waste  basket. 

A  number  need  replacing,  but  owners  will 
forget  to  make  the  change  until  reminded  by 
you.  By  calling  their  attention  to  the  5-year 
guarantee,  you  will  find  a  good  proportion  will 
be  inclined  to  add  to  their  purchases  one  or 
more. 

VUL-LUI    BASKETS 

Guaranteed  5  years 

Tell  your  customers  that  in  addition  to  a  guar- 
anteed minimum  life  of  five  years,  there  are 
other  advantages  such  as  solid  sides  and  bot- 
toms which  prevent  litter  from  falling  through; 
smoothness,  lightness  and  cleanliness,  neat 
appearance  and  low  price;  fire  resisting 
qualities,  etc. 

Are  you  familiar  with  Vul-Cot  dealer  profits 
and  dealer  sales  helps?  Write  for  them 
to-day. 


Dixon's  Sovereign 


This  Display  Case  con- 
tains one-half  gross 
Sovereign  Pencils,  Tip- 
ped. It  is  made  of 
Heavy  Tin,  handsomely 
decorated. 

Can  be  re-filled  and 
used  continuously. 

Every  customer  hand- 
ling Sovereign  Pencils 
may  have  one  or  two 
of  this  handsome  case 
without    extra    charge. 


1245S 

Dixon's  Movie 
Assortment 

No.  435 

Hexagon  revolving 
drum,  containing  one- 
quarter  gross  high- 
grade  pencils.  Each 
Panel  is  decorated  with 
a  photogravure  of  a 
prominent  movie  actor 
or  actress.  Order  one 
of  these  for  each  of 
your  counters. 


Dixon's  Penholder 
Assortment 

No.  3010 

Contains  one  dozen  as- 
sorted cork  and  rubber 
tips  in  an  attractive 
easel  display  stand. 


This  Dis- 
play Case 
contains 
3  Dozen 
Dixon's 
High-grade 

Erasers 

Best   5-cent 

erasers 

made.       Order 

this     display 

case    for    your 

counter. 


We  carry  all  these  numbers  in  stock. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

266  King  St.  W.,  TORONTO 
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WAiti)  Gaston'*  (greeting^ 

We  desire  to  express  our  appreciation  and  thanks  for  the  business 
given  to  us  during  the  past  year,  and  trust  that  each  succeeding 
day  of  the  coming  year  may  be  one  of  abundant  Happiness  and 
Prosperity.  We  enter  our  seventy-second  year  in  Toronto 
in   the  manufacture  of 

ACCOUNT  BOOKS 

of  Every  Description 

Loose-Leaf  Ledgers, 
Binders  and  Specialties 

Memorandum,  Address 
and  Price  Books 

Column,  Trial  Balance 
and  Invoice  Books 

Letter  Copying  Books 

Bill,  Time,  Order  Books 

Simcoe  Photo  Albums 

Canadian  Office 

and 

Pocket  Diaries 
1918  ;b 

Fifty-fourth 

annual  issue. 

Over  250  varieties 

the  BROWN  BROTHERS  limited 

Manufacturing  Stationers 
Simcoe  and  Pearl  Streets,  Toronto 
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NEW    MODEL 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing  —  Dependable  Mechanism 

—  Unexcelled   Workmanship  —  Highest    Grade    Materials 

—  Automatic  Locking  —  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism  —  Full  Double    Expansion 

—  Smooth  Steel  Posts  —  Pressed  Steel  Locking  Case  — 
Electrically  Welded  — No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

=^=:      LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      == 

Kansas  City      n^n^  T-T>iTeaF1     Missouri 

NEW  YORK  ' '    X   JL       CHICAGO 

Canadian  Agents— THE   BROWN   BROTHERS,   LIMITED,   TORONTO 
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A  Satisfied  Customer 


The  greatest  asset  a  retail  merchant  can 
have  is  a  satisfied  customer. 

There  are  three  ways  by  which  a  custom- 
er can  be  really  satisfied, — 

( i )     Good  goods  at  the  right  prices. 

(2)  Courteous  treatment. 

(3)  Prompt  service. 

Good  goods  at  the  right  prices  can  be 
supplied  by  turning  your  stock  over  as 
frequently  as  possible  and  by  figuring 
on  a  fair  margin  of  profit. 

Courteous  treatment  is  due  all  your 
customers.  Your  clerks  should  treat 
your  customers  with  the  greatest  civility 
and  respect. 

Prompt  service  can  be  given  customers 
by  employing  the  most  efficient  methods 
of  handling  sales. 

A  National  Cash  Register  System  is  the 
most  improved  method  in  the  world.  It 
eliminates  delays,  disputes,  errors,  and 
creates  a  friendly  rivalry  among  your 
clerks.  It  conserves  your  profits  and 
keeps  down  overhead  cost. 

Write  us  for  further  information.  This 
will  place  you  under  no  obligation. 

The  National  Cash  Register 

Company  of  Canada,  Limited 

350  Christie  Street  Toronto,  Ont. 
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THE  BINDER  OF  HIGHEST  EFFICIENCY 


(Med 


Twenty-five   Points 

of  Superiority  and 

Efficiency 

1.  Binds  a  few  leaves 
or  1000  leaves. 

2.  Holds  leaves  secure- 
ly and  in  best 
alignment. 

3.  Has  non-projecting 
chain  posts.  5-16  or 
%-inch  diameter. 

4.  Requires  no  sec- 
tions to  increase 
capacity. 

5.  Expanding  mechan- 
ism all  within  small 
steel  tubes,  no  parts 
in  covers. 

6.  Chain  posts  are  flexible;   same  diameter  entire 
length;  no  smaller  part,  as  in  telescoping  posts. 

7.  Has  no  leather  back  to  wear  off  or  become  loos- 
ened. 

8.  Allows  greater  finger  space  for  easy  insertion  or 
removat  of  leaves. 

9.  Lighter  and  more  easily  carried  about. 

10.  Smaller,  uses  less  vault  space. 

11.  Can  be  made  to  fit  any  size  of  leaf. 

12.  Any  centre  to  centre  can  be  duplicated.  Uses 
round  slitted  hole  punching. 

13.  Binds  a  few  or  many  leaves,  saving  heavy  ex- 
pense of  changing  backs  to  secure  additional 
capacity. 

14.  Adco  Flexion  Expansion  Binder  has  less  mini- 
mum and  greater  maximum  capacity  than  others. 


flexion 


expansion 

binder 


15.  Stacks  level  on  desk. 

16.  Saves  your  office  furniture;  all  surfaces  are 
rounded. 

17.  Leaves,  with  any  hinge  treatment,  lie  fiat. 

18.  Has  stability  of  Flat  Back  Ledger  Binder. 

19.  Has  easy  rotation  of  Round  Back  Ledger  Binder. 

20.  Adco  Hinges  are  most  substantial  and  uniform  in 
appearance. 

21.  Heavy  pressure  on  binding  edge  of  leaves  does 
not  cause  the  hinge  to  bulge  outward  and  raise 
covers. 

22.  Leaves  cannot  enter  Chain-posts  and  are  easily 
moved  along. 

23.  Capacity  grows  with  the  business. 

24.  A  Peer  Among  Binders  for  Quality. 

25.  Economical,  Practical,  Efficient,  a  Money-Saver. 


Send  for  Catalogue  and  full  particulars. 


Manufactured 


in  Canada  by 


1\PV?Da$sdtv 


Toronto 


MONTREAL  Winnipeg 
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FOR  QUALITY  GOODS 

.  Rolland's     Tablets,     Papeteries,     Note     Paper     and 
Envelopes  are  the  best. 

Superfine  Linen  Record  Note  Paper 

and  Envelopes  and  Rolland 

Parchment  Papeteries 

have  the  distinctive  appearance  and  quality  that  will 
appeal  to  all  users  of  good  paper.  They  will  satisfy 
your  most  exacting  customer. 

The  ROLLAND  PAPER  CO.,  Limited 


HIGH  GRADE   PAPER  MAKERS 


General  Offices: 
142  St.  Paul  Street  West,  Montreal 


Mills  at 
St.  Jerome  and  Mont-Rolland,  P.Q. 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 


Account  and 
Memorandum  Books 
Pocket  Pads 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane,  Paternoster  Row.  E.C.  4 


There's  a 
place  in 
every  office 
for  a 
Peerless 
Card 
Index 
Outfit 


Here's  a  popular  office  fixture  that  com- 
bines good  looks  with  a  maximum  of 
efficiency. 

Show  this  line  in  your  store  and  prove 
what  a  seller  it  is.  Remember,  it's  a 
"Globe"  product  and  the  name  "Globe" 
is  a  hall-mark  of  practical  time-saving 
ideas    scientifically    constructed. 

The  Globe  Catalog  describes  this  and 
the  other  Globe  lines  in  detail.  There 
are  many  money-makers  listed  therein. 
You   are   certain    to   be   interested. 

And  a  postcard  to  us  to-day  will  bring 
you    this    list    by    return. 

Send    it    now    while    you    think    of    it. 


STRATFORD,  ONT. 


BOOK S E L L E R    A  N  D    S T A T 1 0 N E R 


?0—  HOMCWARD 


2  I  I — CARNIVAL 


mooni  rHT 


:8-  LIGER  IV 


NEW    FAN 


These  Backs  are  Selling  Fast! 

There  is  a  brisk  demand  for  every  design  in  Bicycle  and  Congress  Playing 
Cards  but  the  backs  reproduced  above  are  extraordinarily  popular.  No 
playing  card  stock  is  adequate  without  them.  Any  dealer  just  beginning 
to  sell  cards  should  start  with  these  backs.  Carry  these  cards;  also  a  few 
copies  of  the  new  edition  of  The  Official  Rules  of  Card  Games  and  you 
will   attract   to  your   store  all   the   card    players    in   your    neighborhood. 

Unusually  good  designs,  plus  superior  quality,  plus 
continual  advertising  make 


Dl  V/  I  \^L2D  CARDS 

AND 

PLAYING 
CARDS 

the  best  known,  best  liked  and  best  selling  cards  in 
the  world.  This  season  you  can  sell  more  playing 
cards  than  ever  before  because  most  people  are  seek- 
ing inexpensive  recreation  and  nothing  is  quite  so 
inexpensive,  interesting  and  entertaining  as  a  well- 
played  game  of  cards. 

Every  reader  of  this  publication  should  have  our 
new  price  list  of  everything  in  playing  cards  and 
supplies  including  Fortune  Telling  Cards,  Pinochle 
Packs,  Toy  Cards,  Educational  Games,  Chips,  etc. 
Send  for  a  .copy  to-day. 

THE  U.S.  PLAYING  CARD  CO. 

TORONTO,    CANADA 


IF  YOU  want  lo  P'^-^f  0r-Thc  ulhu'ai 
Hovlc"  get  the  new  edition  01  , 

Ruiesof  Card  Games" 

Idtd^eHndutog  the 
IfSinatine    new    develop- 

Sit  postpaid  for  15c- TJ* 
I  Written  rule  that  practi- 
cally nobody  violates  is  to  use 


X 


Sly  nobody  violates  is  touse        ^^g^, $>  ^^fZ.  «T/n 

iBlCVQffiW 

*^*  ^^  *Tlrv«here  because  they  haT;.,eP«,ec.NsHp, 

1  the  fcj  ..»  c»».  the  £ X  the  lowest  pr.ce  lor  which  ^ 

^^O^^.^ae  success  o,  any  card  | 
'',y      Ideal  lor  prizes  and  gilts.  Wr=tten  by  experts.    Uo  to 

U  „  the  *£*-£%£?  £^J*k??C.  1 

•-— 'SS!ftJw2  ^Tr^nto,  Canada  ' 

Cincinnati,  V.f>-  •"1-  ul 
Dept-  — 


*        *        * 


Department  6 


77ws   advertisement  almost   twice  as   large  as  shown  here   is  appearing   in 
leading  magazines  reaching  all  the  most  desirable  customers  in  your  territory 


HOOKS  E  LLER    AND    S  T  A  T  I  O  N  E  V, 


XMAS  TIME  IS  HARVEST 

TIME 

FOR  THE  STATIONER 

DON'T  OVERLOOK  the  many  items  in 
Loose  Lear  that  are  most  suitable  for  presents 

Memo  Books,  Recipe  Books,  Diaries 

SLUCKETT'S     f^ 
TERLINtj 
LINE WJ 

MADE  IN  CANADA  AND  MADE  RIGHT 

Luckett  Loose  Leaf,  Limited 


539-543   KING   WEST 


TORONTO,   CANADA 


Japanese  Pictures 

By  Old  and  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc. 
Write  to-day  for  catalogue  telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20.  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 


PHOTO-FRAMES 

In  Polished  Rosewood,  Walnut,  Black  or  Gilt. 
Sure  sellers  for  the  Christmas  and  Winter 
trade. 

Every  portrait  of  our  fighting  men  is  worthy 
of  a  frame. 

Bennett  &  Jennison,  Limited 

GRIMSBY,    ENGLAND 

Wholesale  Houses  and  Departmental  Stores  specially  catered  for. 

Sample   collections    to   the   value   of    $25   to   $50   shipped    promptly 

for    payment    through    usual     London    or    Liverpool 

shippers    or  agents. 


If  You're  Wise 

You'll  learn  how  to  make  MORE 
MONEY  handling  TOYS. 

PLAYTHINGS 

_  TELLS  YOU  HOW. 

Subscription— $2.00     per    year. 
(Foreign,    $3.00) 

Send    your    subscription    NOW    and     get    the 
"  BIG  3"— also  the   Tov   Directory 


Playthings 


118  E.   28th  Street 
NEW  YORK 
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Moore  Push-Pins 

Moore   Push -less  Hanger 

THE      HAMILTON     HARDWARE 
CORPORATION,       WATERBURY, 

OONN.,  says:  'We  wish  to  state 
that  with  this  display  in  our  store 
we  sold  daily  from  20  to  50  custom- 
ers Moore  Push-Pins  who  would 
never  have  thought  of  them  were  it 
not  for  this  cabinet 
"We  consider  this  a  splendid  adver- 
tising feature  and  the  finest  kind 
of  a  silent  salesman  for  your  line." 

STYLE  L  $12.50 
YOUR  PROFIT  $6.25 

J.  J.  ASHDOWN  HARDWARE  CO.,  WINNI- 
PEG, CANADA,  says:  "Your  Style  L  Cabinet 
has  proved  a  great  booster  on  the  sale  of  Moore 
Push-Pins  and  Pushless  Hangers.  In  fact  we 
believe  it  has  increased  our  sales  100%  since 
we  placed  this  cabinet  on  our  counter  in  view 
of  the  public.  It  attracts  their  eye  and  they 
see  exactly  what  they  want  by  the  sample 
attached  to  the  outside." 

Joint   Moore  Push-Pin  Co. .  1 1 7  Berk'ey  St., Philadelphia.  Pa.  Jufthe^Lt 
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Most  Large  Industrial  Establish- 
ments, Banks,  Schools,  Etc., 
Buy  Pens  in  Quantity. 
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are  more  used  than  any  other  writing  unit. 

Your  opportunity  for  Quick  Turnover  and  good  profits 
in  the  sale  of  pens  leads  to  the  cultivation  of  this  large 
trade.  You  can  order  a  special  assortment  for  each  large 
user  and  deliver  the  goods  without  unpacking. 

You  can  guarantee  prompt  delivery  of  any  style. 

You  can  offer  a  thoroughly  comprehensive  assortment — 
a  pen  for  every  purpose — a  pen  for  every  hand. 

Esterbrook  Pens 

for  big  business — Try  it.    Write  to-day  for  catalog  and 

full  information. 

ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  STREET,  CAMDEN,   N.J. 

CANADIAN    AGENT: 

THE    BROWN    BROTHERS,    LIMITED 
TORONTO,    CANADA 
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B 0  0 K S E LLEB    A  N  I >    S T A T I O X  E R 


Your  Opportunity 

for    Better    Pencil 

Sales 

Right  here  in  Canada — at 
Newmarket,  Ontario  —  are 
now  being  made  a  line  of 
very  high  class  pencils  that 
are  giving  splendid  satisfac- 
tion and  bringing  "repeat" 
sales  to  dealers  who  stock 
them. 

Cane's 

Ma  de-ln- Canada 
Pencils 

will  sell  easily  in  your  store  and 

because  there  is  no  duty  to  pay 

on  Cane's  your  margin  of  profit 

is   much   better. 

And  we  help  you  sell  your  stock. 

The    handsome    store    card   here 

shown     will    get    attention     and 

suggest    sales. 

Be    a    Cane    Pencil    dealer.     It's 

worth   while. 

The 

Wm.  Cane  &  Sons  Co. 

Limited 
Newmarket,  Canada 


YOl     c  AN     nov\ 

BUY 

MADE  IN  CANADA 
**-     PENCILS     -« 

M.imil.K  tared     t>\ 

The  Wm.  Cane  £?  Sons  Company,  Limited 
Newmarket,  Canada 
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THE 


TERRY 


'Avecta 


Pen  or  Pencil  Clip 

will  brine;  you  good  returns.     Send 
for  terms  and  sample  NOW. 


Herbert  Terry  &  Sons,  Ltd. 

The  Spring  and  Presswork  Specialists 
REDDITCH, ENGLAND 
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HOLD  THE  LINE 


(Registered) 


London  ( Eng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it:  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 

Supplied 

oy  all  tlit 
leadina 
whole- 
sale 
houses   i>< 
Toronto 

and 
Montreal 


RELIANCE 
INKS 


MANUFACTURERS    OF 


Ink  Paste 

Grip         Seals 
Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 
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BOOKSELL  E  R    A  N  T)    S  T  A  TIONER 


DOMINION 


BOUND  AND 
LOOSE  LEAF 
BLANK  BOOKS 


The  National  Columnar.  £>ook. 


BLANK  BOOKS 


School  and 
College 
Exercise  Books 

The  Dominion  list  of  Columnar 
Books  offers  line  for  line,  measure 
for  measure,  exactly  the  shapes, 
sizes  and  rulings  your  customers 
must  have  in  their  office  systems. 
Substantially  bound  in  American 
Russia  hacks  and  corners,  with 
black  cloth  sides. 


These 
books, 
to  suil 
Specia 

lines. 


special  columnar  books  are  only  one  example  of  the  wide  Bange  of  commercial  blank 

loose  leaf  and  hound,  offered  by  the  Dominion  Blank  Book  Company.    There  are  items 

every  possible  business  requirement.     The  line  of  school  goods  is  also  very  complete. 

orders  can  he  handled  with  dispatch.     Prompt  shipment  and  satisfactory  service  on  all 

Submit  your  requirements  for  price  quotations. 


DOMINION  BLANK  BOOK  COMPANY,  LIMITED 

BERTHIERVILLE,   P.Q. 


Eiinjffli 


COLUMN  BOOKS 

Made   to   take   the   place   of   books   now- 
ruled  to  order. 


SEND  for  a  supply  of  folders  showing, 
in  reduced  form,  the  many  combina- 
tions   of    rulings    supplied    in    the 
National   Multi-Column  Books. 
SENT  FREE. 

National   Blank  Book  Co. 

HOLYOKE,  MASS.,  U.S. A 


Make  Your  News  Stand 
Pay  More  Money 


IT  CAN  BE  DONE.  "Blake's  Handy  News  Stand  Record" 
docs  the  trick.  It  shows  when  magazines  are  due  date  re- 
ceived, and  time-limits  for  returns.  It  keeps  an  accurate 
check  on  all  copies  received  and  sold,  and  will  show  errors 
in  credit  memos  for  returns.  It  keeps  tab  on  re-orders, 
regulates  standing  orders,  and  will  keep  you  posted  in  cut- 
ting down  or  increasing  same.  It  is  a  daily  reminder  to 
hold  or  deliver  magazines  for  customers.  It  shows  the  sales 
and  profits,  and  st<//>s  the  money-leaks.  It  is  the  easy  and 
profitable    way    to    run    your    News    Stand. 

The  continued  use  of  this  Record  for  ten  years  proves  its 
merits  and  success.  Hundreds  of  live,  resourceful  dealers 
everywhere  are  using  it.  Your  competitors  are  getting  their 
business  on  a  basis  of  sound  efficiency  and  are  MAKING 
MORE  MONEY  by  its  use — and  that  is  exactly  what  it  will 
do  for   YOU. 

The  Record  only  costs  $4.50  complete — but  in  reality  it 
won't  cast  you  anything,  for  it  will  save  for  you  within  a 
few  days  more  than  you  paid  for  it.  If  you  want  to  know 
what  other  keen-brained  dealers  say  about  it  ;  if  you  want 
proof  and  facts,  and  all  particulars,  then  SEND  THE  COU- 
PON and  I'll  give  them  to  you  quick.  Mail  the  coupon  to- 
day—NOW. 


ARTHUR   .1.    BLAKE,    Marshall.    Texas. 

Please  send  full  particulars  of  "Blake's  Handy  News  Stand 
Record."  This  request  does  not  place  me  under  any  obliga- 
tion  to  buy. 

Name     

Street      Address     

City   and    Province 
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B OOKSELLK H    AND    STATIONER 


BOOKSELLERS: 


Cut  out  this  page  and  paste  it  on  your 
window  or  on  a  show  card.  It  will  SELL 
many  of  these  books  for  you. 


THESE  BOOKS  FOR  SALE  HERE 


J01    ,, 

FROM  OUR  I 

IN  BELGIUM 


By  HUGH  GIBSON—  "d!,or 

life    for    forty-eight    hours   with    German    officers. 

Splendidly  illustrated  with  photos  taken  by 
author    after   Germans    entered    Belgium. 

The    most    thrilling    combination    of   war 
and  diplomacy  imaginable. 


ONE  OF  BRIGGS'  GOOD  ONES 


Price  $2.50 


The  "Hythe"  Series 
of  Aids  to  Training 

(Being   a   Series   of   Lectures   to   Young 
Officers) 


No. 


1— INFANTRY. 

Drill   and   Attack. 


No.     2- 


-INFANTRY. 
Defence    and    Protection. 


Action     of 
Arms     and 


No.     3— INFANTRY. 

Night  Operations.  Inter-communi- 
cation, 

Reconnaissance;  and  Questions 
on    Infantry    Training. 

No.     4— MUSKETRY. 

Parts     of     Rifle     and 
Mechanism.      Care     of 
Ammunition,    Daily    Cleaning    and 
Examination    of    Arms. 

No.     5— MUSKETRY. 

Aiming  Instruction  and  Trigger 
Pressing. 

No.     6— MUSKETRY. 

Firing  Instruction.  Landscape 
Targets  and  Visual  Training.  Fire 
Control    and   Discipline. 

No.     7— MUSKETRY. 

Range  Finding.  Observation  of 
Fire.  Fire  Control  and  Discipline 
and    Sub-Target    Machine. 

No.     8— MUSKETRY. 

Tests  of  Elementary  Training. 
Range   Practices,   etc. 

No.     9— MUSKETRY. 

Barr    and    Stroud    Range    Finder. 

No.   10— MUSKETRY. 

Theory   of   Rifle   Fire. 

No.   11— HYGIENE    and    SANITATION. 

Disease.  Hygiene  of  the  Body. 
Sanitation.  Training.  Organiza- 
tion of  Medical  Units.     First   Aid. 

No.  12— FIELD    ENGINEERING. 

Explosives.  Arranging  for  Ex- 
plosives. Demolitions.  Bombs. 
Gas    Attack.      Bridging. 

20c   EACH. 
All    Fully    Illustrated. 

Other  numbers  will  include  Discipline  and 
Military  Law,  Procedure  of  Courts  Mar- 
tial,   etc. 

W.  S.  Paine  &  Co.,  Military  Publishers 
Hythe,  Kent 

McClelland,  Goodchild  &  Stewart 

Limited 
266  King  Street  West,   Toronto,  Can. 


BOOKS 

as  gifts  proclaim  the 
heart  and  mind  of  those 
who  give  and  those  who 
get.  Therefore,  when 
happily  chosen,  books 
are  matchless  as  gifts. 

H  Happily  chosen 
books  become  treasured 
possessions  a  n  d  never 
fail  to  awaken  pleasant 
m  e  m  o  r  i  e  s  of  their 
givers. 

H  Books  make  the  gift 
speak  of  and  from  the 


Every    owner    or    prospective 

owner  of  an  automobile  should 

have  this  book. 

The  Modern  Gasoline 
Automobile 

By    Victor    W.  Page 

The  most  complete  treatise  on  the 
gasoline  automobile  ever  issued.  Writ- 
ten in  simple  language  by  a  recognized 
authority  familiar  with  every  branch 
of  the  automobile  industry.  Free  from 
technical  terms.  Everything  is  ex- 
plained so  simply  that  anyone  of  or- 
dinary intelligence  may  gain  a  com- 
prehensive knowledge  of  the  gasoline 
automobile.  The  information  is  up-to- 
date  and  includes,  in  addition  to  an 
exposition  of  principles  of  construc- 
tion and  description  of  all  types  of 
automobiles  and  their  components, 
valuable  money-saving  hints  on  the 
care  and  operation  of  motor  cars  pro- 
pelled by  internal  combustion  engines. 

The  book  tells  you  just  what  to  do, 
how  and  when  to  do  it.  Nothing  has 
been  omitted,  no  detail  has  been 
slighted. 

850  Pages.    600  Illustrations.    12  Fold- 
ing Plates.     1918   Edition. 

Price  $3.00 

McClelland,  Goodchild  &  Stewart 

Limited 
Toronto,  Canada 


T17HETHER    man,    woman,    boy    or 

girl,  including  the  little  tots  three 

or  four  years  old,  there  are  books  which 

will    please   them   as   would   no   other 


gift. 
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B OOKSEL L  E  R    AND    S  T  A TION E  R 


BOOKSELLERS: 


Cut  out  this  page  and  paste  it  on  your 
window  or  on  a  show  card.  It  will  SELL 
many  of  these  books  for  you. 


THESE  BOOKS  FOR  SALE  HERE 


A  GREAT  GIFT  FOR  A  FORD  OWNER 

Written    So   All    Can    Understand — No    Theory,    No  Guesswork.    Authoritative,    Unbiased,   Instructive,   Complete. 

THE   MODEL   "T"    FORD    CAR  —  Its  Construction,   Operation  and   Repair. 

By  Victor  W.  Page,  M.E. 

This    is    one   of   the    most   complete    instruction    books    ever   published.      All    parts   of   the    Ford    Model   T   Car   are   described   and    illustrated. 
Complete   instructions   for   DRIVING  and    REPAIRING   are   given.      Every    detail    is    treated    in    a    non-technical    yet    thorough    manner. 
This    book    is    written    specially    for    Ford    drivers    and   owners,    by   a   recognized    automobile    engineering    authority    and    an    expert    on    the 
Ford,    who    has    driven    and    repaired    Ford    Cars    for    a    number    of    years.     He  writes  for  the  average  man  in  a  practical  way  from  actual 
knowledge.      All    parts    of   the    Ford   Model    T    Car   are    described       All    repair    processes    illustrated    and    fully    explained.      1917    edition. 

2    Large   Folding    Plates.      100    Illustrations.     300   Pages.      Price   $1.00. 

McClelland,  goodchild  &  stew  art,  Limited,  Toronto 


HERE'S  AN 

Ideal  Gift  Book 
OLDMANSAVARIN 

By  E.  W.  THOMSON 

New  York   "Times": 

"Mr.  Thomson  is  a  Canadian 
who  knows  his  native  land  and 
loves  it.  He  has  imagination  and 
humor,  and  he  happily  reproduces 
the  patois  of  Quebec  and  the 
dialects   of    Ontario." 

Cloth  Illustrated   $1.35 

Toronto:    S.    B.   GUNDY 


A  Good 

Canadian 

Gift 

Have  MacLeax's  Magazine 
sent  during  1918  to  the 
friend  you  want  to  please 
most. 


A  Book 
Christmas 

This  should  be  to  an 
even  greater  extent  than 
ever  before  "A  Book 
Christmas,"  because  of 
the  exceptionally  good 
books  that  are  offered. 
There  are  novels  by  the 
most  popular  authors, 
volumes  of  poems,  emin- 
ently suitable  for  holi- 
day gifts,  and  the  out- 
standing grip  of  the  war 
influence  on  the  public 
mind  will  mean  a  big 
demand  for  the  import- 
ant new  volumes  of  war 
interest  published  this 
autumn. 


A  Great  Book 
for  the 
Motorist's 
Library 

Starting,  Lighting 
and  Ignition  Systems 

By    Victor    W.   Page 

A  practical  treatise  on  modern 
starting  and  ignition  system  practice. 
Includes  a  complete  exposition  of  stor- 
age battery  construction,  care  and 
repair.  Explains  all  types  of  starting 
motors — generators — magnetos  and  all 
ignition  or  lighting  system  units. 
Considers  the  systems  of  cars  already 
in  use  as  well  as  those  that  are  to 
come  in  1918.  A  book  every  one  needs. 
Nothing  has  been  omitted,  no  details 
have  been  slighted.  A  book  you  can- 
not  afford   to   be   without. 

Nearly  500  pages.    297  Specially  Made 

Engravings.     1918  Edi'i.  n. 

Price    $1.50. 

McClelland,   Goodchild  &  Stewart 

Limited 
Publishers  Toronto 


ALL 

IN 
IT 

Kl  Carries  On 


Continuing  the    story  of 

The  First  Hundred  Thousand 

By  Major  Ian  Hay  Beith 

The   NEWEST,  BRIGHTEST 
WAR  BOOK 

Your  friend    read  "First  Hundred  Thousand.".     He'll    revel    in 

this  one.     So  will  you. 
One  of  Briggs'  Good  Ones.  PRICE   $1.50 
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B  O  O  K  S  E  L  I.  E  IJ    A  X  !>    S  T  A  T  I  o  N  E  1: 


Ready  For  It? 


MR.  BOOKSELLER 


The  books  named  below  arc  being  advertised  during  the  next  few  weeks  in 
five  Canadian  magazines  with  national  circulations,  and  in  thirty-five  news- 
papers in  the  best  cities  and  towns — from  Halifax  to  Vancouver.  This  should 
bring  a  big  demand.    Is  your  stock  ready  for  it  t 


All  In  It 


By  Major  Ian  Hay  Beith 


A  continuation  of  "The  First  Hundred  Thousand/'  which  you  probably  "repeated"  on  several 
times.  The  same  characters  in  new  circumstances  as  in  "First  Hundred  Thousand.''  Price. 
$1.50. 

A  Journal  from  our  Legation  in  Belgium 

By  Hugh  Gibson 

Gibson  pleaded  forty-eight  hours  with  the  Germans  for  Edith  Cavell's  life.  Frank  N. 
Doubleday,  of  Doubleday,  Page  &  Co.,  the  United  States  publishers,  states  vividly,  over  his 
signature:  "This  hook  is  the  best  and  most  important  we  have  published  for  many  years." 
Numerous  illustrations.     $2.50  net. 


Over  the  Top 


By  Guy  Empey 


This  book  has  climbed  the  ladder  into  the  place  of  the  biggest  seller  in  America,  even  over  the 
best  fiction.  People  are  just  beginning  to  kn  ow  it  in  Canada  and  a  big  sale  is  assured.  How 
is  your  stock?    $1.50  net. 


Militarism 


By  Dr.  Karl  Liebknecht 


Dr.  Liebknecht  was  imprisoned  and  his  book  suppressed,  for  telling  the  truth  in  Germany. 
This  is  a  translation  from  the  only  copy  available.    $1.00  net. 

Martie,  the  Unconquered,  By  Kathleen  Norris 

You  know  how  your  women  customers  like  Mrs.  Norris'  books.  Here's  another  with  a  most 
Lovable  real  girl  heroine  and  interesting  pictures  of  life  in  small  town  and  city  a  little  time 
ago.    $1.35  net. 

Calvary  Alley       -       -       By  Alice  Hegan  Rice 

Another  book  by  the  author  of  "Mrs.  Wiggs  of  the  Cabbage  Patch"  is  bound  to  have  a  strong 
appeal.     The  same  vivid  character  studies  as  in  the  former  book.     $1.35  net. 


s 

S      w,LL, 


These  are  a  few  of  BRIGGS'  Good  Ones. 
Have  you  stocked  them  ? 

WILLIAM  BRIGGS,  Publisher,  TORONTO 
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BOOKS  E  L  L  K  V,    AND    S  T  A  T  I  ( >  N  E  li 


BOOKSELLERS: 


Cut  out  this  page  and  paste  it  on  your 
window  or  on  a  show  card.  It  will  SELL 
many  of  these  books  for  you. 


THESE  BOOKS  FOR  SALE  HERE 


OVER  THE  TOP 

By  GUY  EMPEY 


The  Biggest  Selling    Book  in 
America 

YOUR  FRIEND  WILL  BE    d«  \    C{\ 
MIGHTY  GLAD   OF  IT.    «P*.OU 

ONE    OF   BRICGS'    GOOD    ONES 


BOOKS 

will  admirably  enable 
you  to  express,  in  the 
form  of  a  gift  at  Christ- 
mas t  i  m  e,  good  -  will 
towards  near  and  dear 
friends. 

H  Yield  to  that  impulse 
by  choosing  books  to  be 
that  exhibit  of  y  o  u  r 
kindly  thought. 

H  To  give  pleasure,  a 
book  need  not  necessar- 
ily be  a  highly  expen- 
sive volume.  There  are 
moderate  priced  books 
that  will  delight  certain 
people  more  than  pre- 
cious metals. 


No   book  gift  .will    please   the 

motor  car  owner  better 

than  this  one 

Automobile  Repairing 
Made  Easy 

By   Victor  W.  Page,  M.E. 

A  thoroughly  practical  book  con- 
taining complete  directions  for  mak- 
ing repairs  to  all  parts  of  the  motor 
car  mechanism.  Written  in  a  thor- 
ough but  non-technical  manner.  Will 
be'  found  of  special  value  to  garage- 
men,  chauffeurs  and  automobile  me- 
chanics; it  also  contains  a  mass  of 
general  information  that  will  be  of 
equal  value  to  the  motorist  who  takes 
care    of    his    own    car. 

This  book  contains  special  instruc- 
tions on  electric  starting,  lighting  and 
ignition  systems.  Tire  repairing  and 
rebuilding.  Autogenous  welding.  Braz- 
ing and  soldering.  Heat  treatment 
of  steel.  Latest  timing  practice. 
Eight  and  twelve-cylinder  motors,  etc., 
etc.  A  guide  to  greater  mechanical 
efficiency  for  all  repairmen.  You  will 
never  "get  stuck"  on  a  job  if  you 
own  this  book. 
1,000    Specially    Made    Engravings    on 

500    Plates.      1,056    Pages    (5y2x8), 
11  Folding  Plates.     1918  Edition. 

Price     $3.00 

McClelland,   Goodchild  &  [Stewart 

U „  l>~ Limited1  its        L,- 

266  King  Street  W.,  Toronto,  Canada 


BOOKS  FOR  CHILDREN 


G 


II1LDREN  are  admitted  to  new  worlds  of  delight  through  books,  thus 
stimulating  their  imagination  and  storing  up  for  them  life-long  joyous 
memories. 

Thus,  it  will  be  appreciated  that  books  contribute  not  only  to  their  immediate 
happiness,  but  give  it  permanence  throughout  their  whole  lives. 

There  are  no  better  gifts  for  Children  than  books.  For  the  wee  kiddies  there 
are  toy  books,  comprising  a  wide  range  in  treatment.  There  are  elaborately 
designed  volumes,  including  the  work  of  some  of  the  most  noted  artists,  hut- 
naturally  the  sale  of  these  is  restricted  by  reason  of  the  necessarily  high  price. 
There  is,  however,  so  much  merit  in  the  low-priced  books,  even  the  five-cent  toy 
books,  that  there  is  plenty  of  choice  to  adequately  delight  every  child  in  the  land. 

Remembering  that  Books  are  a  Delight  all  through  Life,  Christmas  Shoppers 
will  do  well  to  select  BOOKS  as  their  Christmas  gifts  to  Children,  whether  they 
be  wee  tots  or  boys  and  girls  in  their  ••teens." 
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BOOKSELLER    A  X  I  >    S  T  ATIONE  It 


Christmas 
Cards 

Last  Minute 
Rush 

AND 

You  find  your  stocks  are  running  too 
low  to  meet  the  demand.  Do  not  for- 
get that  we  have  ample  supplies  for 
j'our  requirements  in  5,  10  or  15c 
Xmas  Cards.  All  sure  sellers,  also 
Xmas  and  New  Year  Post  Cards. 
Sold  only  in  Boxes  of  50s  and  100s, 
Envelopes  included. 


PROMPT  ATTENTION  GIVEN 
TO  MAIL  ORDERS 


We  can  supply  all  Quebec  Province 
newsdealers     with     the 
American  Magazines: 


following 


McCALL'S 
MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 
PICTORIAL  REVIEW 
LADIES'  HOME  JOURNAL 
SATURDAY  EVENING  POST 
COUNTRY  GENTLEMAN 
LITERARY  DIGEST 
COLLIERS' 
PARISIENNE 
SAUCY  STORIES 
SMART  SET 
FIELD  AND  STREAM 
FASCINATING  FICTION  NO.  7 
CLEVER  STORIES  NO.  15 
METROPOLITAN 
And  commencing  with  March  issue: 

MOTION   PICTURE  MAGAZINE 
MOTION  PICTURE  CLASSIC 

Link  up  with  us  for  SERVICE. 

Send  for  Printed  Order  Form  with  prices  and 
conditions. 

The 

Imperial  News  CoMLtd. 

254  Lagauchetiere  Street 
MONTREAL,  QUE. 


Mr.  Dealer  !  Here's  a  new  source  of 
profit   for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of  use. 
Backs  and  seats  are  shaped  to  ensure  com- 
fort and  a  correct  position  for  the  body  of 
the  pupil.  Woods  being  coated  with  mois- 
ture-proof varnish,  will  not  warp,  crack  or 
check.  Tops  finished  in  rich  mahogany  color, 
preventing  light  reflection  and  giving  the 
desk  a  fine,  rich  appearance. 
We  allow  representatives  a  very  handsome 
discount  or  commission  and  suggest  your 
writing  now  for  full  particulars  of  the  Desk 
and  the  Proposition. 

Just  a  postcard. 

Made  in    Canada  by 

Canada    Foundries    &    Forgings,    Limited 

Jas.  Smart  Manufacturing  Co.  Plant 
Winnipeg,  Manitoba  Brockville,  Ontario 


Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  book- 
on  all  Mechanical  and  Electrical 
subjects. 

Tbe  titles  include  Engines,  Electric 
Dynamos  and  Motors,  Batteries,  Tele- 
phones, X-rays,  Wireless  Telegraphy, 
Lathe  work,  Tools,  Mode!  making. 
Windmills,  Locomotives,  Motor- 
cycles, Aeroplanes,  Carpentry.  Book- 
binding, Microscopes,  Motor  Boat-. 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
Tbe  coming  industrial  development 
of  Canada  will  call  for  practical 
handbooks  for  tbe  workers:  get  your 
supplies  in  band.  Our  list  will  heh> 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co 

66  FARRINGDON  STREET 
LONDON,  E.C.  4,  ENGLAND 
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PHONE,  WIRE    or   MAIL 

More  American  Magazines 


We  arc  now  able  to  supply  dealers  with 
the  following  American  publications: — 

MONTHLIES— 

The  Parisienne            -         -         -         -  lb' 

Saucy  Stories           ._,._.  He 

Smart  Set            ....         -  1 9C 

Field  and  Stream            -                   -         -  15c 

McCall's  Magazme      -                          -  7%c 

QUARTERLY— 

Fascinating  Fiction         -         -         -         -  -18c 

Clever  Stories      -         -         -         -         -  18c 

WEEKLY— 

Collier's  Weekly      -----  7c 


We  can  also  supply 
these : 

SATURDAY    EVENING    POST 
COUNTRY    GENTLEMAN 
JACK    CANUCK 
LADIES'    HOME    JOURNAL 
MOTOR 

MOTOR    BOATING 
COSMOPOLITAN     MAGAZINE 
HEARST'S    MAGZINE 
HARPER'S    BAZAAR 
GOOD   HOUSEKEEPING 
LITERARY   DIGEST 
RAILROAD    MAGAZINE 
ARGOSY    MAGAZINE 
MUNSEY    MAGAZINE 
ALL    STORY    MAGAZINE 
PICTORIAL    REVIEW 
PUCK    (AMERICAN) 


NOTE: — These  prices  are  cheaper  in  some  cases  by  two  cents 
wholesalers. 


ind  alwavs  by  one  cent,  than  other 


IMPERIAL    NEWS    COMPANY,    LIMITED 


WINNIPEG,  MANITOBA 


For  your  customer  who  desires  some- 
thing different,  yet  exquisite  and 
correct — 


G 


ranes 


Since  1801  Crane's  paper  has  been 
the  correct  writing  paper.  Each  suc- 
ceeding year  increases  its  prestige 
among  those  socially  well  informed. 

You  share  that  prestige  when  you  sell 
Crane's  Linen  Lawn. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


B.  &  P.  Standard  Memo 
Books 


The  book  with  the 
Booster  Lever.  A 
line  every  good 
.stationer  should 
always    carry. 

A  sure  customer 
maker. 


B 

B 

Popular   Profit  Makers 

Everywhere  the  popularity  of 
"Standard"  Blank  Books  and 
Loose  Leaf  Devices  is  constant- 
ly increasing. 

Dealers  who  feature  the  "Stand- 
ard" lines  find  their  sales  big 
and  their  profits  growing. 

"Standard"  means  quality  in 
office   specialties. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard"  Blank  Books 

and  Loose  Leaf  Devices 

Home  Office: 

Front    St.    and   Hudson   Ave., 

Brooklyn,  N.Y. 

Factories  :   Brooklyn,   N.  Y. 
St.  Louis.  Mo. 
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If  your  soldier's  alive, 
If  your  soldier's  wounded 
If  your  soldier's  dead, 
You  can  face  the  facts. 


'MISSING' 

MRS.   HUMPHRY  WARD'S 

New  Novel  of  the  Great  War 


is  the  story  of  a  young  bride  whose  soldier- 
husband  is  reported  "missing."  The  telegram 
"missing"  not  only  opened  the  black  abyss  of 
her  husband's  possible  plight,  but  swept  away 
the  very  foundation  of  Nellie  Sarrat's  life. 
This  new  book,  by  the  famous  author  of  "Lady 
Rose's  Daughter,"  owes  its  pre-eminence  not 
so  much  to  its  faithful  description  of  England 
in  war  time,  nor  to  its  charming  love-story, 
but  to  the  masterly  development  of  a  new  and 
dramatic  situation. 

Frontispiece  by  C.  Allan  Gilbert,  $1.50  net. 

Mrs.  Humphry  Ward  says:  "'Missing'  is  a  very 
simple  story.  ...  It  touched  me  to  write  it  and 
I  can  only  hope  it  will  touch  other  people  to 
read  it." 


IF  YOUR  SOLDIER'S  MISSING, 

HOW  CAN  YOU  FACE  THE  LACK  OF  FACTS? 


MORE  BOOKS  FOR  CHRISTMAS  GIVING 


The  First  Canadians  in  France 

By   Lt.-Col.   F.   McKelvey   Bell. 

This  is  the  chronicle  of  a  Military  Hospital  in  the 
war  zone.  This  is  a  first-hand  story  of  events, 
and  it  is  a  tremendously  interesting  book,  espe- 
cially for  Canadians.  It  is  an  unaffected  personal 
narrative,  admirably  well  balanced  and  having  a 
bracing  effect  of  normality. 
Cloth.      Illustrated        ------     $1.35 

On  the  Fringe  of  the  Great  Fight 

By  Col.  George  G.  Nasmith,  C.M.G. 

Tells  how  the  British  Army  is  kept  fit  and  how 
the  health  of  the  soldiers  is  maintained.  Col. 
Nasmith  was  the  first  to  report  on  the  nature  of 
the  gas  used  by  the  Germans.  He  was  an  official 
British  Army  observer  behind  the  lines  for  eigh- 
teen months,  including  the  second  battle  of  Ypres. 
This  book  tells  of  the  war  from  an  unsual  angle. 
Cloth.     Illustrated $1.50 

More  Letters  From  Billy 

By  the  Author  of  "A  Sunny  Subaltern." 

Tragedy  and  comedy  run  hand  in  hand  through 
the  pages  of  this  book,  but  over  all  is  the  brood- 
ing  sadness    of    inhuman    war. 

The  "Canadian  Courier"  aptly  remarks  that  this 
book  put  the  Toronto  men  at  the  front  into  print 
with  the  same  little  touches  done  in  words  that 
Bairnsfather  did  with  wash  and  lime  for  the  Brit- 
ish Tommy. 
Cloth       -----       -----       .       $1.00 


My  Four  Years  in  Germany 

By   Ex-Ambassador  Gerard. 

Do  you  want  to  know  about  actual  conditions  in 
Germany  during  the  first  three  years  of  the  war? 
Ambassador  Gerard  tells  this  most  graphically  in 
his  book,  including  personal  interviews  with  the 
Kaiser  and  German  plenipotentiaries.  He  tells 
of  the  condition  of  British  prisoners  in  different 
prison  camps.  He  forecasts  reconstruction  of  the 
great  political  parties  of  Germany  as  an  evolution 
of  this  war.  This  is  probably  the  most  important 
book  yet  published  dealing  with  the  great  war. 
Fully  illustrated,  including  photographic  repro- 
ductions of  historic  documents. 
Cloth .       $2.00 

My  Home  in  the  Field  of  Mercy 

By  Frances  Wilson  Huard. 

To  assure  a  welcome  for  this  book  people  need 
only  be  reminded  that  it  is  by  the  author  of  "My 
Home  in  the  Field  of  Honor."  It  tells  of  tragedy 
and  also  introduces  much  humor  in  connection 
with  hospital  work  at  the  chateau  at  Villiers. 
Cloth       ----------       $1.35 

A  Canadian  Twilight; 

AND  OTHER  POEMS  OF  PEACE  AND  OF  WAR 
By    Lt.    Bernard    Freeman    Trotter. 

A  capable  critic  has  characterized  the  war  poems 
in  this  book  as  being  the  very  finest  that  this  war 
has    inspired,   making   it   the    outstanding   book   of 
war  verse.     An  Ideal  Gift  Book. 
Cloth,  with   portrait       ------     $1.25 

Gift   Edition,   limp   lambskin,  boxed       -        -     $2.00 


McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  v  266-268  King  Street  West  V  TORONTO 
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Hooks  ,  make  the  best 
tfifts,  and  these  are  some 
of  the  best  grift  books 
for  people  of  discrimina- 
tion. 


The  Books  of  the  Year 


People  are  reading  more, 
thinking  more,  feeling 
more,  than  at  any  other 
time  in  history.  Make 
this    a    book    Christmas. 


DECEMBER,  1917 


J)d  reviews  count? 

One  well-known  bookseller  regu- 
lates all  lii.s  holiday  hook-buying 
by  reviews  and  criticisms.  lie 
realizes  confidence  is  the  basis  of 
all  trade,  and  favourable  reviews 
inspire  confidence.  They  make 
books  sell  easier  arid  prove  more 
satisfactory  to  his  customers. 

The  following  extracts  from  re- 
views in  Canadian  papers  will 
make  it  easier  for  you  to  sell  these 
books,  if  you  feature  them  for 
your  holiday  trade.  We  could 
publish  several  volumes  of  other 
enthusiastic  reviews,  but  these 
short  items  will  give  you  an  idea 
of  unbiased  readers'  opinions. 


JEFFERY  FARNOL'S  BEST 

CHARACTERS 


Are  Included  In  His  New  Novel,  "The 
Definite  Object." 


The   Definite   Object.     By  Jeffery   Far- 
nol    (Musson),   $1.40. 


Jeffery  Farnol  has  produced  the  choic- 
est novel  of  the  year!  Considering  all 
the  fine  books  served  up  to  us  that  is 
a  great  deal  to  claim.  But  there  will 
not  be  many  to  contradict  me,  I  ven- 
ture to  say. — "The  Family  Herald  and 
Weekly   Star." 

Wholly  readable,  wholly  likeable  and 
wholly  wholesome — well  worth  reading. 
It  has,  indeed,  been  greeted  with  un- 
bounded enthusiasm.  —  "Everywoman's 
World." 

When  it  comes  to  making  a  success 
of  the  business  of  romantic  fiction,  there 
are  few  writers  who  can  teach  any- 
thing to   Mr.  Farnol. — "Saturday   Night." 

If  it  is  still  the  most  worth  while 
task  in  life  to  help  one's  fellow  men 
keep  their  hearts  high  and  their  spirits 
blythe,  then  Jeffery  Farnol  deserves  to 
be  honored  for  accomplishing  this  thing 
so  thoroughly — "The  Definite  Object"  is 
not  likely  to  remain  half  read  by  lovers 
of   wholesome    fiction. — "Regina   Leader." 

This  is  a  romance  without  a  word  of 
war  from  beginning  to  end.  Those  who 
admire  the  whimsical  humor  of  Jeffery 
Farnol,  and  who  wish  to  get  away  from 
the  tension  of  present-day  life  for  a 
while,  will  find  much  to  interest  them 
in  this  amusing  tale. — "Katherine  Hale." 


Favourable  reviews  of  "The  Definite 
Object"  have  appeared  in  forty-five  Can- 
adian Journals,  whose  total  circulation 
is   over   two  million. 


EMPIRE,  TRUTH,  LOVE,  UNITY 
AND  NO  PARTY  GAMES 


This  is  declared  to  be  the  theme  of 
"Donald  and  Helen."  A  romance  of  the 
old  Army  by  R.  W.  Campbell. — "Teach- 
er's   Monthly." 


THE  WAR  SPIRIT  OF  THE 

FRENCH  PEOPLE 


'On    The    Edge    Of    The    War    Zone,' 

Immediately  Obtains  Praise  And 

Recognition. 


On    the    Edge    of    the    War    Zone.      By 
Mildred    Aldrich    (Musson),    $1.25. 


Spoilt  as  readers  have  been  of  late 
years  by  tons  of  slipshod  English  made 
into  books,  it  is  something  of  an  achieve- 
ment to  write  a  book  which  immediately 
obtains  praise  and  recognition  of  the 
purity  of  its  language,  as  well  as  ap- 
plause for  the  spirited  yet  womanly 
descriptions  which  hold  one's  interest 
throughout. — "The  Family  Herald  and 
Weekly   Star." 

A  wonderful  portrayal  of  France  un- 
der the  stress  of  war  is  this  new  book 
by  Mildred  Aldrich.  Although  war 
books  are  legion,  this  one  is  perhaps 
unique  in  that  it  distills  for  the  reader 
the  whole  spirit  of  a  nation  during  three 
years  of  war.  The  book  is  charming  in 
its  style,  and  can  be  opened  at  any  page 
and  read  with  real  enjoyment. — "Can- 
adian  Courier." 

THE  HIGH  HEART 


Will  Take  A  Foremost  Place  Among 
The  Romances  Of  The  Great  War. 


The  High  Heart.     By  Basil  King  (Mus- 
son).    $1.50. 


This  intensely  moving  novel  should 
be  of  unusual  interest  to  Canadian  read- 
ers, because  the  author  and  heroine  are 
Canadians.  It  has  even  a  firmer  hold 
on  our  attention  than  that,  because  it 
deals  with  important  conditions  arising 
out  of  the  present  war  and  affecting  both 
Canada  and  the  United  States.  At  first 
one  thinks  that  one  is  reading  merely 
the  story  of  a  very  poor  girl  who  mar- 
ries a  rich  man,  but  soon  one  realizes 
that  vital  things,  things  that  involve 
us  all,  are  being  discussed,  and  one  be- 
gins to  see  something  of  one's  present 
responsibilities.  It  is  a  fine  romance, 
well  written,  but  it  is  something  more 
than    that. — "Canadian    Magazine." 


ST.    PAUL'S    LETTERS    AND 
HISTORY  LINKED  IN  INTEREST- 
ING BOOK 


The  Story  of  St.  Paul's  Life  and  Letters. 
By  J.  Paterson   Smyth    (Musson),  $1.25. 


A  really  charming  book.  The  learned 
and  the  religiously  inclined  will  find 
much  pleasantly  laid  out  food  for 
thought  in  it,  while  no  reader  will  fail 
to  be  interested  in  the  prettily  told 
narrative,  with  its  multitude  of  refer- 
ences to  current  affairs,  ancient  history, 
cities  and  people  of  long  ago.  One 
charm  the  book  has  is  the  homely  little 
touches,  which  break  down  the  stilted 
phraseology  that  has  tended  towards 
keeping  religion  apart  from  life,  to 
rather  a  disastrous  extent. — "The  Family 
Herald   and    Weekly    Star." 


THE  SEASON'S  BEST 

CANADIAN  GIFT  BOOK 

Three       Large       Canadian       Editions 
Already  Printed. 


Kitchener  and  Other  Poems.     By  Robert 
J.  C.  Stead    (Musson),  $1.00. 


Two  things  strike  one  as  he  reads 
this  collection  of  poems — rare  elegance 
and  charm  of  expression  and  essential 
virility.  Mr.  Stead  is  certainly  endowed 
with  "the  vision  and  the  faculty  divine," 
and  this  volume  will  assure  his  promo- 
tion, in  the  minds  of  many,  into  the 
front  rank  of  Canadian  poets.  He  sings 
of  the  West,  her  prairies,  her  patriot- 
ism, her  rugged  people  and  her  prevail- 
ing optimism.  The  title  poem  is  a  gem 
of  the  first  water,  while  those  entitled, 
"He  Sleeps  in  Flanders,"  and  "Why  Don't 
They  Cheer?"  are  exquisite  and  true 
expressions  of  the  spirit  of  the  times. 
Although  Mr.  Stead's  lines  breathe  the 
rugged  atmosphere  of  his  home  city, 
Calgary,  and  express  the  strength  of 
his  environs  he  never  lowers  his  artistic 
standards.  He  escapes  the  many  pit- 
falls which  have  ensnared  Mr.  Service 
and  pours  into  his  elegies,  lyrics, 
heroics,  the  soul  of  a  truly  chaste  and 
inspired  poet.  The  make  up  of  the  book 
is  a  credit  to  the  publishers. — "Montreal 
Churchman." 


HTLp     ,  The    smells, 

J.    lit  sights,      sounds, 

touches,  and 
tastes  of  the 
country,  the 
wealth  of  love 
that  lies  in  the 
hearts  of  com- 
mon men — these 
are  the  things 
David  Grayson  glorifies  in  his 
new  book,  "Great  Possessions." 
For  sale  at  any  bookstore.  (In 
cloth,  net,  $1.50.  Green  leather, 
net,  $1.75.  Fogarty  illustra- 
tions.) 


Goodly 

Plain 

Things 


All  books  reviewed  on  this  page  are 
published  in  Canada  by  the  Musson 
Book  Co.,  Limited.  Toronto.  Orders 
for  twenty-five  or  more  assorted  may 
be    wired    at    our   expense. 


"The  Definite   Object,"  by  Jeffery 

Farnol     (special     holiday    boxes), 

$1.40    net. 

"On   the   Edge   of  the   War  Zone," 

by    Mildred   Aldrich,    $1.25. 

"A    Hilltop    on     the     Marne,"    by 

Mildred    Aldrich,    $1.25. 

"Donald    and    Helen,"    by    R.    W. 

Campbell,   $1.35. 

"Kitchener  and  Other  Poems,"  by 

Robert   J.    C.   Stead,    cloth,   $1.00; 

leather,    $2.00. 

"The      High      Heart,"      by      Basil 

King,    $1.50. 

"Great     Possessions,"     by     David 

Gravson,     cloth,     $1.30;      leather, 

$1.75. 

"The  Story  of  St.  Paul's  Life  and 

Letters,"    by    J.    Paterson    Smyth, 

$1.25. 
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Editorial  Chronicle  and  Comment 


PERIODIC '.  1 L  SUBSCRIPTIONS 

IN  order  to  make  the  most  of  the  magazine  sub- 
scription business,  booksellers  and  stationers 
should  get  from  the  subscription  houses  they  deal 
with  suggestions  as  to  the  best  plans  and  methods  of 
promoting  this  business. 

These  subscription  houses  should  be  able  to  pro- 
vide dealers  with  selling  points  covering  all  the  lead- 
ing periodicals.  They  can  supply  examples  of,  or 
suggest  drafts  for,  form  letters,  circulars  and  other 
advertising  plans  for  use  in  soliciting  subscriptions, 
and  will  know  of  helps  of  this  kind  which  the  pub- 
lishers of  different  magazines  stand  ready  to  supply 
to  the  trade. 

This  preparation  will  result  in  establishing 
money-saving  systems  for  doing  a  successful  sub- 
scription business  this  autumn. 

Catalogues,  of  course,  will  be  supplied  by  the 
subscription  houses,  and  these  alone,  if  properly  dis- 
tributed and  followed  up,  will  bring  in  a  big  grist  of 
subscriptions. 

In  considering  the  benefits  to  be  obtained  from 
this  specialization  in  subscription  business,  the  mer- 
chant should  not  overlook  the  added  trade  in  other 
goods  he  sells  that  will  result  from  the  closer  rela- 
tionships that  will  thus  be  established  with  indi- 
viduals. 


YOUR  HELP  IS  WANTED 

READERS,  both  retailers  and  their  assistants,  are 
invited  to  send  to  Bookseller  and  Stationer 
clippings  of  any  good  advertisements  of  goods  sold  in 
book  and  stationery  stores.  These  are  wanted  for  the 
suggestive  benefit  that  may  thus  be  gleaned  for  other 
men  in  trade.  For  instance  there  are  references  in 
this  issue  to  many  advertisements  and  there  is  not  a 
retailer  who  may  not  get  ideas  from  one  or  more  of 
these  references,  which  may  be  advantageously  ap- 
plied to  their  own  business.  It  will  be  observed  also 
that  some  of  the  advertisements  are  adversely  criti- 
cized. This  benefits  not  only  the  merchants  whose 
advertisements  are  thus  treated,  but  will  be  useful 
to  others,  preventing  them  from  making  similar 
errors  in  their  newspaper  advertisements. 

We  would  here  like  to  emphasize  the  fact  that 
retailers  should  insist  upon  getting  good  service  from 
the  newspapers  as  respects  the  typography  of  the  ad- 
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vertisements.  Some  advertisements,  otherwise  good, 
are  spoiled  by  faulty  typography,  such  as  the  use  of 
out-of-date  type  or  type  unsuited  to  the  nature  of  the 
advertisement. 

Besides  clippings  of  advertisements,  we  will  wel- 
come examples  of  show  cards  used  in  book  and  sta- 
tionery stores  and  also  photographs  of  displays,  as 
well  as  out-of-the-ordinary  window  displays,  for  re- 
production in  Bookseller  and  Stationer. 

Christmas  windows  will  be  the  vogue  in  the  next 
few  weeks  and  retailers  will  naturally  desire  to  make 
the  windows  so  good  that  they  will  promote  sales. 
Send  in  photographs  of  these  displays. 


(ASHING  IN  ON  PERSONALITY 

ONE  huge  handicap  under  which  the  mail  order 
houses  work  is  due  to  the  lack  of  personality. 
The  heads  of  these  concerns  may  secure  honors — 
may  keep  their  names  and  their  pictures  to  the  fore, 
where  they  may  be  seen  of  men  and  women.  But 
these  men  can  not  be  personally  known  to  their 
customers  in  any  such  way  as  may  the  merchant  in 
a  town  or  city. 

Here  then  is  the  merchant's  opportunity.  He 
may  cash  in  on  personality. 

This  is  being  done  in  many  ways.  Some  mer- 
chants make  a  point  of  meeting  every  one,  of  going 
everywhere.  One,  gifted  with  Irish  wit.  is  frequently 
called  upon  to  act  as  chairman  at  entertainments. 
He  is  a  genial  soul  who  loves  such  affairs  and% would 
probably  attend  many  irrespective  of  the  business 
advantage,  but  the  point  is  that  profit  does  come. 
People  all  over  get  to  know  this  man — to  think  of 
him  as  a  friend — to  turn  naturally  toward  his  store 
when  in  need  of  such  goods  as  he  supplies. 

Another  merchant,  of  a  different  temperament, 
has  secured  a  wonderful  connection,  especially  with 
the  farm  trade — by  quietly  going  about  ^eeinu  that 
every  one  is  getting  satisfaction  :  by  taking  up  per- 
sonally little  matters  about  which  the  customer  in- 
quires. This  is  not  the  class  of  man  whom  people 
just  naturally  address  by  his  first  name.  But  he  is  a 
man  of  the  greatest  integrity,  and  be  has  quietly 
made  his  character  stand  him  in  good  stead  as  a 
business  asset. 

Personality  is  the  scourge  to  make  the  mail  order 
house  wince.    It  should  be  employed  continually,  but 
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naturally — each  merchant  using  his  personality,  not 
trying  to  adopt  that  of  another.  Traveling  under 
in  I -i'  colors  tends  to  make  one  ridiculous,  hut  for  each 
in  his  own  way  to  make  the  customer  feel  that  his 
affairs  are  of  interest  to  the  merchant  is  sure  to  build 
for  present  and  future  profit. 


NO  BREAK  IN  PROSPERITY  YET 

THE  announcement  a  month  or  so  ago  of  the 
discontinuance  of  British  war  orders  was  the 
signal  for  some  rather  doleful  forecasts.  There  were 
merchants  and  dealers,  who  saw  the  bottom  dropping 
out  of  everything,  the  business  sustained  on  war 
orders  largely  gone  to  pieces,  and  a  general  condition 
of  blue  ruin  about  to  dawn. 

That  time  is  in  the  distance  now  and  as  yet  there 
has  been  no  falling  off  in  prosperity,  and  now  there 
comes  the  announcement  that  a  fifty  million  dollar 
order  has  dropped  in  Canada's  lap,  and  there  are 
hints  that  this  is  only  the  beginning.  Whatever  the 
ultimate  result,  and  we  can  see  no  very  dark  future 
for  this  country,  there  is  an  assured  prosperity  for 
the  present  stretching  over  at  least  a  year.  The  war 
business  that  has  made  Canada  prosperous  during  the 
past  years  is  once  more  headed  this  way,  and  that 
without  any  difficult  problem  of  financing  to  be 
faced.    This  is  no  time  to  feel  downcast. 

Canada  in  extending  credit  to  the  Allies  assures 
for  her  own  producers  payment  which  is  so  vital  to 
her  plans  to  "carry  on."  Merchants  will  do  well  then 
to  subscribe  to  the  limit  of  their  powers — the  returns 
will  come  from  more  than  one  source. 


THE  TRADE  ACCEPTANCE 

IN  Canada,  we  have  become  so  accustomed  to  col- 
lecting our  accounts  and  paying  our  bills  by 
means  of  the  Bank  or  Trade  Acceptance  that  it  seems 
strange  to  us  that  the  practice  has  only  begun  to  be 
commonly  adopted  by  our  neighbors  to  the  south  of 
us.  There  still  remains  in  some  circles  the  absurd 
idea  that  drawing  a  draft  for  an  account  due  or  not 
due  is  an  attack  on  the  integrity  of  the  drawee.  As 
has  been  said  we  in  Canada  have  all  got  past  this 
stage  but  are  sometimes  apt  to  overlook  the  benefits 
of  the  practice  as  now  conducted. 

Many  of  the  smaller  manufacturers  and  jobbers 
would  find  it  absolutely  impossible  to  extend  the  line 
of  credit  required  by  the  trade,  if  they  were  not  able 
to  pass  a  draft  at  one,  two  or  three  months,  as  the 
case  may  be,  for  the  amount  of  their  shipments  as 
made-,  and  to  use  this  accepted  paper  as  security  for 
bank  advancements,  in  the  form  of  collateral,  or  by 
having  it  directly  discounted. 

That  retailers  do  not  often  realize  how  serious  a 
matter  neglect  of  their  paper  as  it  comes  due  may 
be  to  some  house  from  whom  they  have  been  buying 
is  the  only  drawback  to  the  system  as  it  is  now  in 
vogue. 
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.1  GERMAN  INDIGNANT! 

IT  is  truly  remarkable  how  stupidly  blind  some 
Germans  in  America  are  to  the  awful  responsi- 
bility which  Germany  has  assumed  in  the  present 
war. 

It  surely  must  be  another  case  of  "none  so  blind 
as  those  who  won't  see."  One  would  think,  in  the 
face  of  the  awful  record  of  crime  of  which  the 
Lusitania  and  Edith  Cavel  cases  are  outstanding  in- 
stances, that  even  a  man  born  in  Germany  would 
justify  the  righteous  indignation  of  a  nation  aroused 
against  the  power  that  not  only  seeks  to  justify  such 
crimes  but  continues  to  perpetrate  them. 

Instead  of  that,  we  have  in  the  stationery  trade 
the  spectacle  of  a  New  York  representative  of  a  Ger- 
man pencil  manufacturing  concern  writing  a  letter 
to  an  export  paper  canceling  his  subscription  on  the 
ground  that  this  paper  had  been  slandering  and  in- 
sulting the  Germans,  and  characterizes  this  as  bad 
policy  because  it  did  not  tend  to  make  the  Germans 
future  good  friends. 

The  export  paper  in  question  retorted  with  a  speci- 
ally designed  full  page  reproducing  this  letter  and 
showing  a  large  figure  representative  of  "History" 
recording  on  a  tablet  such  indictments  as  these : 
"Americans  murdered  on  Lusitania,"  "Americans 
murdered  in  other  U-boat  sinkings,"  "Americans 
murdered  by  explosions  in  munitions  plants," 
"American  property  destroyed  on  land  and  sea  by 
German  plotters,"  "American  war  plans  interfered 
with  by  resident  Huns,"  "American  sense  of  right 
outraged  by  wanton  murders,  rapes,  pillagings,  en- 
slavements, and  other  indecencies  of  the  "Kultured" 
Huns. 

Then  follows  these  striking  stanzas : 

Deal  gently  with  the  murderous  Hun, 
He  means  not  to  offend, 

Forgive  him  for  whate'er  he's  done, 
For  he's  your  "future  friend." 

What  though  your  wife  and  children  dear, 
In  U-boat  sinking  met  their  end? 

The  pirate  captain,  'tis  most  clear, 
Will  surely  be  your  "future  friend." 

What  though  the  maiden  youth  of  France, 
To  lustful  "Boche"  her  charms  must  lend? 

The  tide  of  "Kultur"  must  advance 

And  bear  with  it  your  "future  friend." 

What  though  the  "pirate  of  the  air" 
To  thousands  brings  .untimely  end? 

'Twould  certainly  be  most  unfair, 

To  say  he's  not  your  "future  friend." 

("However") 
Those  who  make  pencils  for  the  use 

Of  Huns,  their  actions  must  defend; 
For  us,  we'd  rather  stand  abuse 

Than  greet  the  Hun  as  "future  friend." 
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COL.  NASMITH'S  BOOK 

N  the  Fringe  of  the  Great  Fight," 
(is  the  title  of  a  notable  book  pub- 
ished  by  McClelland,  Goodchild  & 
Stewart.  The  author,  Col.  George  G. 
Nasmith,  C.M.G.,  is  on  the  Medical 
Health  Staff  of  the  city  of  Toronto.  He 
went  to  England  with  the  First  Cana- 
dian Contingent  as  adviser  in  sanita- 
tion and  an  expert  on  water  purification; 
later,  in  France,  he  had  charge  of  the 
Canadian  Mobile  Laboratory.  His  work 
was  carried  on  for  eighteen  months,  al- 
ways just  in  touch  with  the  firing-line — 
"on  the  fringe  of  the  great  fight" — and 
his  book  is  packed  with  description  and 
information  of  an  unusual  character.  He 
was  near  St.  Julien  at  the  time  of  the 
first  gas  attack.  He  saw  the  now  fam- 
ous second  battle  of  Ypres,  and  describes 
it  in  detail. 

Reading  between  the  lines  we  get 
some  idea  of  the  great  importance  of 
the  work  done  by  Colonel  Nasmith.  He 
analyzed  the  gas  used  by  the  Germans, 
invented  the  gas  masks,  devised  a  sys- 
tem for  the  supply  of  pure  water  to  the 
troops,  and  did  other  very  valuable  work 
in  sanitation  and  hygiene.  In  recogni- 
tion of  his  services  he  was  decorated  by 
the  Kins:  as  a  Companion  of  the  Most 
Distinguished  Order  of  St.  Michael  and 
St.  George. 


CANADIAN  POEMS 

"Songs  from  a  Young  Man's  Land," 
by  Sir  Clive  Phillipps-Woolley,  comes 
from  Thomas  Allen.  The  author,  who 
is  well  known  as  a  sportsman,  traveller 
and  author,  has  been  resident  in  British 
Columbia  for  many  years.  He  knows  the 
West  as  few  men  know  it  and  it  is  ow- 
ing to  the  insistent  demand  of  the  many 
admirers  of  his  poems  in  the  West  that 
this  volume  of  verse  has  been  published. 

These  poems  pulse  and  throb  with  the 
new  spirit  of  unity  and  solidarity  that  is 
vibrant  throughout  the  far-flung  Em- 
pire to-day.  Though  English  by  birth 
the  author  is  passionately  Canadian  by 
adoption.  In  the  poem  "Is  Canada 
Loyal?"  he  'exclaims: 
"Strong  with  the  strength  of  sires  who 

have   never  been   aught  but  free." 
"British    in    Britain's    van    have    we    no 

right  to  be   proud?" 
"Bone  of  your  bone  are  we,  and  in  death 

would  be  dust  of  your  dust!" 

Not  even  Kipling  sounds  more  strong- 
ly the  Imperialistic  note  than  this  Can- 
adian singer  in  his  "Chain  of  Empire," 
written  in  the  cemetery  farthest  west  on 
this  continent.     He  sings: 


"O  seed  of  Empire,  stones  on  which  we 

set 
That  Greater  Britain,  which  is  yet  to 

be, 
Here,  where  the  farthest  West  and  East 

are  met, 
Sleep,  whilst  your  old  nurse  croons  for 

lullaby, 
Thanks  of  a  Realm,  that  owes  you  unity." 
Many  of  his  poems  portray  the  life  of 
the  great  North-West,  life  in  the  Rock- 
ies and  on  the  prairies,  whilst  others,  like 
the  poem  to  the  U.  E.  Loyalists,  pay  a 
generous  tribute  to  the  fathers  and 
founders  of  Empire  in  Canada. 


BEST     SELLING     BOOKS     IN     CANADA 

Fiction. 

Points 

1— The   Major.      Ralph    Connor 78 

2— The    Definite    Object.       Farnol 66 

3 — Anne's    House    of    Dreams.      Mont- 
gomery       66 

4 — Christine.        Cholmondeley 60 

5— The    Soul    of    a    Bishop.      Wells 57 

6 — Long    Live   the    King.      Rinehart. .  .  45 

Non-Fiction. 

My  Four  Years   in   Germany.      Gerard. 

Juveniles 

Bedtime    Stories.      Burgess. 


Feature  Books  for  Soldiers 

The  Insatiable  Demand  of  the  Men  at  the  Front  for  Books  and 

More  Books  Spells  Opportunity  for 

Booksellers. 


THERE  is  a  great  opportunity  for 
you  just  now,  for    patriotic    and 
commercial     reasons,     to     feature 
books  for  soldiers. 

Over  seven  million  books  have  been 
sent  from  England  to  the  western  front 
for  the  perusal  of  Mr.  Thomas  Atkins  in 
his  hours  of  ease.  Cables,  newspaper 
items  and  letters  from  the  front  appear- 
ing in  this  country  tell  us  just  how  badly 
our  boys  at  the  front  are  in  need  of  good 
wholesome  reading  matter.  Letters  from 
soldiers  throw  much  light  on  how  badly 
books  are  wanted: 

"I  do  not  know  how  we  would  live 

without     your     books,"     replies     one 

wounded  soldier.      "I  am  just  waiting 

until  my  pal  has  finished  to  get  hold 

of  his  book,"  replies  another. 

An    officer    in    charge    of    a    casualty 

clearing  hospital  writes  of  the  great  joy 

in  camp  when  he  distributed  the  contents 

of  a  parcel  amongst  the  patients: 

"Every  man  in  hospital  had  some- 
thing to  read  and  for  many  hours  the 
monotony  of  hospital  life  was  re- 
lieved. A  good  book  by  a  popular 
author  lasts  less  than  a  week;  the  men 
hide  it  for  fear  of  its  being  taken 
away.  They  pass  it  surreptitiously  to 
a  comrade  in  the  next  bed,  or  carry  it 
in  their  pockets  like  a  treasure  trove. 
It  is  literally  read  to  pieces." 
Another  letter  brought  this  message: 
"The  last  parcel  of  your  books  came 
just  as  we  had  been  relieved  after  a 
gas  attack,  and  there  is  nothing  like  a 
book  for  taking  one's  mind  off  what 
one  has  seen  and  gone  through." 
An  extract  from  an  officer's  letter 
tells  the  same  story: 

"Most  of  the  men  were  lying  or  sit- 
ting about  with  nothing  to  do.     When 
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I  said  I  had  a  box  of  books  to  lend, 
they  were  around  me  in  a  minute  like 
a  lot  of  hounds  at  a  worry,  and  in  less 
than  no  time  each  had  a  book,  at  least 
as  far  as  they  would  go.  Those  who 
had  not  been  quick  enough  were  trying 
to  get  the  lucky  ones  to  read  aloud.  It 
would  have  done  you  good  to  see  how 
the  men  enjoyed  getting  the  books. 
May  we  have  more,  as  many  more  as 
you  can  spare?" 

Booksellers  can  do  more  than  perhaps 
any  others  to  help  fill  this  need.  In- 
cidentally they  will  find  it  a  profitable 
business.  Thousands  of  persons  are  buy- 
ing books  for  their  soldier  friends,  and 
they  are  not  all  members  of  the  orthodox 
book-buying  class  either.  They  look  for 
suitable  titles  and  sizes  to  send  across 
the  water.  Some  of  them  buy  a  whole 
group  of  books  at  a  time'  when  assort- 
ments ready  for  mailing  overseas  are 
called  to  their  attention. 


THE  NEXT  OF  KIN 

Nettie  L.  McClung's  latest  book,  "The 
Next  of  Kin:  Those  Who  Wait  and  Won- 
der," was  published  in  November  by 
Thomas  Allen. 

The  stories  and  sketches  in  this  book 
give  a  remarkably  clear  and  interesting 
revelation  of  public  feeling  in  typical 
towns  and  country  communities  through- 
out Canada,  and  show  with  telling  effect 
not  only  the  various  ways  in  which  Can- 
adian men  and  women  are  doing  their 
bit  in  the  war,  but  also  their  reaction  to 
war,  and  something  of  their  plans  for 
a  safer  and  better  social  organization 
hereafter.  There  are  verses,  too,  com- 
pelling and  piercing  in  their  pathos. 
The  whole  book  is  strong  and  fearless, 
but  always  comforting  and  healing. 
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MORE  SHORT  PLAYS 

Mary  Macmillan  has  written  a  number 
of  good  plays  as  readers  of  her  former 
volume  of  plays  well  know.  Eight  new 
plays  are  included  in  this  second  volume 
published  by  Stewart  &  Ki.dd  Co.  They 
were  put  on  the  stage  before  appearing 
in  book  form.  Plays  that  act  well  read 
well,  nor  is  literary  excellence  a  detri- 
ment to  dramatic  perfprmance.  There 
are  two  plays  longer  than  in  the  former 
volume  and  six  short  ones.  The  book 
is  uniform  with  "Short  Plays." 


POLLYANNA    ANNUAL 

A  new  comer  in  children's  annuals  is 
"The  rollyanna  Annual,"  put  out  by  the 
Page  Co.,  who  published  the  famous 
Pollyanna   novels. 

This  is  a  large  octavo  volume  with 
nearly  200  illustrations,  of  which  twelve 
are  in  full  color.  It  is  described  as  a 
"really  truly  'glad'  book  for  children  of 
every  age"  and  the  publishers  claim  it 
to  be  the  first  American  annual  for 
children  of  other  than  kindergarten  age. 
A  feature  of  the  volume  is  the  presenta- 
tion of  stories  Pollyanna  loved  to  read, 
games  Pollyanna  loved  to  play,  puzzles, 
pictures  and  poems  that  made  her  glad. 
It  is  such  a  truly  delightful  book  that 
it  is  just  naturally  going  to  make  a  lot 
of  friends. 


OREGON   THE  PICTURESQUE 

An  attractive  holiday  gift  volume 
boxed  is  "Oregon  the  Picturesque"  by 
Thomas  D.  Murphy,  published  by  the 
Page  Co.,  of  Boston. 

It  is  a  book  of  rambles  through  the 
Oregon  country  and  the  wilds  of  North- 
ern California,  with  descriptive  sketches 
and  pictures  of  Crater  and  Klamoth 
lakes,  the  Deschutes  River  canyon,  the 
new  Columbia  highway,  the  Willamette 
and  Rogue  River  valleys,  and  the  cities 
and  towns  of  Oregon,  as  well  as  the 
little-known  lakes,  rivers,  mountains, 
and  vast  forests  of  Northern  California 
and  included  in  the  book  is  the  des- 
cription of  a  trip  to  the  Yosemite,  the 
Roosevelt  dam  and  the  petrified  forest  of 
Arizona.  .  The  book  is  illustrated  with 
many   colored   plates   and    duagravures. 


HIS  LAST  BOW 

Conan  ^Doyle's  latest  book,  "His  Last 
Bow,"  presents  some  later  reminiscences 
of  Sherlock  Holmes.  They  abound  in 
grotesque  situations  and  complications — 
in  adventures  characteristic  of  Sherlock 
Holmes — in  mysterious  and  intricate 
problems  neatly  solved  by  the  matchless 
and  master  detective  of  fiction.  Conan 
Doyle's  analytical  powers  have  never 
been  more  adequately  demonstrated — 
never  has  his  skill  in  deduction  had 
more  fascinating  settings  than  in  these 
reminiscences. 


WHAT  ALLAH  WILLS 

Irwin  L.  Gordon  tells  a  fine  story  of 
Morocco,  "The  Land  of  the  Purple  Sun- 
set," in  his  novel  "What  Allah  Wills," 
published  by  the  Page  Co.,  of  Boston. 


The  author  knows  Morocco,  the  palms, 
the  burning  sun,  the  magic  desert  land. 
Here,  where  love  and  hate  are  strongest, 
he  lays  the  scenes  of  a  story  concerning 
the  love  of  a  man  and  a  girl  who  have 
lived  only  when  the  world  is  new;  with 
quiet  courage  they  meet  the  relentless 
will  of  Allah. 


THE  HEART'S  KINGDOM 

Maria  Thompson  Dairess  has  done 
something  bigger  than  her  previous 
books  in  "The  Heart's  Kingdom,"  which 
comes  from  Briggs.  It  is  based  upon 
the  current  of  doubt  and  questioning,  of 
spiritual  awakening  that  is  sweeping 
over  the  world.  It  is  a  story  of  the  un- 
rest that  American  is  experiencing.  It 
is  the  direct  outgrowth  of  contemporary 
sentiment.  When  enough  people  are 
thinking  the  same  thing  some  one  is 
moved  to  express  it  through  literature. 
So  "The  Heart's  Kingdom"  is  a  natural 
book,  and  one  fit  for  to-day's  reading. 
For  there  is  thought  in  it,  as  well  as  en- 
tertainment. And  the  war,  somehow, 
makes  people  want  to  think. 


FAMOUS  DISCOVERERS 

Charles  H.  L.  Johnston  has  produced  a 
rewardably  fine  book  for  boys  in  his  vol- 
ume just  published  by  the  Page  Co.,  en- 
titled "Famous  Discoverers  and  Explor- 
ers of  America."    . 

This  book  is  not  only  interesting  for 
boys  and  girls  who  like  boys'  books,  but 
for  adults  as  well. 

The  notables  who  are  featured  in  this 
book  include  Sebastien  Cabot,  Jacques 
Cartier,  Sir  Francis  Drake,  Baffin,  Veren- 
drye,  Robert  Gray,  Lewis  and  Clark, 
Pike,  Franklin  and  Freemont.  Central 
and  South  America  as  well  as  North 
America  are  within  the  scope  of  this 
book. 


NEW  SANDMAN  ANIMAL  BOOK 

The  Page  Company  have  added  to 
their  Sandman  series.  "The  Sandman; 
His  Kittycat  Stories,"  by  Harry  W. 
Frees,  a  fine  book  for  children  which 
has  thirty-two  illustrations  from  life 
photographs  taken  by  the  author. 

This  new  Sandman  animal  book  tells 
about  the  little  Kittycat  children  and 
how  they  played  and  got  into  mischief 
just  as  other  children  do.  This  is  a  com- 
panion volume  to  the  same  author's, 
"The  Sandman:  His  Animal  Stories." 


UNDER   THE    WITCHES'   MOON 

Nathan  Gallizier,  author  of  "The 
Crimson  Gondola,"  and  "The  Sorceress  of 
Rome,"  has  written  another  equally  in- 
teresting story,  a  tale  of  Mediaeval  Rome 
in  "Under  the  Witches'  Moon,"  published 
by  the  Page  Co.,  of  Boston. 

This  tenth  century  story  concerns  it- 
self with  the  fortunes  and  adventures  of 
Tristan  of  Avalon,  while  in  the  Eternal 
City  on  a  pilgrimage  to  do  penance  for 
his  love  of  Helloyne,  the  wife  of  his  liege 
lord,  Count  Roger  de  Laval. 
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A  GLORY  OF  ARMOUR 

Noel  Fleming  has  produced  a  fine  book 
in  his  "A  Glory  of  Armour,"  published 
by  Constables,  of  London.  This  book  is 
primarily  a  character  study,  yet  by  rea- 
son of  being  in  its  essence  a  prose  idyll, 
artistically  conceived  and  presented,  it 
will  make  a  strong  appeal  to  lovers  of 
the  romantic.  The  restful,  wholly  Eng- 
lish atmosphere  of  the  story  is  too  sel- 
dom found  in  modern  fiction. 


JOHN  MORLEY 

The  last  and  greatest  of  the  great  men 
of  letters  of  the  Victorian  Era  has  just 
published  his   memoirs. 

John  Morley,  "Honest  John,"  the  Right 
Honorable  John  Morley,  and  finally  Vis- 
count Morley,  P.C.,  O.M.,  M.A.,  F.R.S., 
LL.D.,  D.C.L.,  having  written  the  lives 
of  Cobden  and  Gladstone  and  studies  of 
Voltaire,  Rousseau,  Burke,  Diderot  and 
others,  has  at  last  recorded  the  recollec- 
tions and  reflections  of  his  own  dis- 
tinguished career. 

John  Morley's  "Recollections"  just 
published  by  Macmillan's  is  a  book  of 
extraordinary  importance. 

No  man  ever  lent  greater  dignity  and 
lustre  to  journalism,  and  a  number  of 
brilliant  thinkers  and  writers  gathered 
around  him  during  his  occupancy  of  the 
Fall  Mall  editorial  chair.  He  also  be- 
came a  politician  and  statesman  of  the 
first  class,  being  appointed  Secretary  of 
State  for  India  in  1905  and  Lord  Presi- 
dent of  the  Council  in  1910. 

But  it  is  less  as  editor,  politician  and 
statesman  than  as  man  of  letters  that  he 
has  achieved  *  world-wide  fame.  •  His 
position  as  a  writer  had  been  early  de- 
termined by  his  monographs  on  Voltaire 
(1872),  Rousseau  (1873),  Diderot  (1878), 
Burke  (1879),  Walpole  (1889).  Burke, 
as  the  champion  of  sound  policy  in  Am- 
erica and  of  justice  in  India,  and  Wal- 
pole, as  a  pacific  minister  understanding 
the  true  interests  of  his  country,  fired 
his  imagination.  His  life  of  Oliver  Crom- 
well (1900)  revises  Gardiner  as  Gardi- 
ner revised  Carlyle.  The  Life  of  Cob- 
den (1881)  is  an  able  defense  of  that 
statesman's  views,  while  his  Life  of 
Gladstone  (1903)  is  monumental.  His 
contributions  to  literary,  ethical  and 
philosophical  criticism  are  as  numerous 
as  they  are  valuable,  showing  great  in- 
dividuality of  character  and  loftiness  of 
ideals. 

And  now  in  his  own  memoirs,  John 
Morley  places  a  pinnacle  on  the  edifice 
of  literary  fame  which  he  has  so  per- 
fectly built. 

His  "Recollections"  are  orderly,  reflec- 
tive and  yet  far  from  cold.  The  book  is 
full  of  wise  and  kind  thoughts  and  gen- 
erous estimates  of  the  characters  of  his 
associates,  friends  and  opponents.  He 
sheds  a  strong  light  on  the  men  with 
whom  he  came  in  contact  and  lustre  up- 
on himself.  John  Morley's  book  is  in- 
deed all  that  one  would  wish  and  expect 
it  to  be,  a  great  book  by  a  great  man. 


"The  Indian  Corps  in  France,"  by 
Lieut.-Col.  Merewether,  is  to  be  published 
shortly. 


LITERATURE  OF  THE  WAR 
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A  BOOK  ABOUT  FAMOUS  SPIES 

"The  World's  Greatest  Military  Spies 
and  Secret  Service  Agents"  is  the  title 
of  a  book  by  George  Barton,  just  pub- 
lished by  The  Page  Co. 

The  book  opens  with  the  story  of  the 
Alsatian  smuggler  who  helped  Napol- 
eon to  capture  the  Austrian  Army. 
There  are  other  stories  having  to  do 
with  the  wars  of  Napoleon,  stories  con- 
cerning the  American  Civil  War,  the  tale 
of  Major  Le  Caron,  and  the  Fenian  Raid 
on  Canada  and  the  last  of  the  nineteen 
separate  stores,  each  complete  in  itself, 
is  that  about  Carl  Lody  and  spies  of  the 
world's  greatest  war. 


JAMES  M.  BECK'S  BOOKS 

New  and  revised  editions  of  James  M. 
Beck's  books  "The  Evidence  in  the 
Case"  and  "The  War  and  Humanity" 
have  come  from  the  Putnams.  Both 
volumes  present  additional  material  to 
that  contained  in  the  original  volumes. 
The  first  named  book  has  reached  its 
14th  edition  and  this  is  the  third  edition 
of  "The  War  and  Humanity." 


SERBIA 

"Serbia,"  by  L.  F.  Waring,  is  the  lat- 
est addition  to  the  Home  University 
Library  of  Modern  Knowledge.  There 
is  a  preface  by  Jovan  M.  Jovanovitch, 
Serbian  Minister  in  London,  in  which  he 
presents  a  brief  historical  sketch  of  the 
Serbs. 


PRUSSIAN  POLAND 

Jan  J.  Kowalczyk,  of  Copenhagen, 
Denmark,  has  favored  BOOKSELLER 
AND  STATIONER  with  a  copy  of  his 
book  "Prussian  Poland."  This  book  puts 
forth  the  plea  that  Prussian  Poland,  now 
the  stronghold  of  militarism,  would,  if 
re-united  with  the  whole  Polish  nation, 
become  one  of  the  strongest  pillars  of 
future   European  peace. 


WITH  THE  COLORS 

A  virile  book  of  poems  published  by 
Stewart  &  Kidd  Co.,  Cincinnati,  is  "With 
the  Colors,"  by  Everard  Jack  Appleton. 

While  addressed  especially  to  Ameri- 
cans it  has  a  decided  interest  for  Cana- 
dians as  well,  and,  in  fact,  for  the  people 
of  all  nations  in  the  Allied  cause. 


MORE  LETTERS  FROM  BILLY 

Readers  of  "A  Sunny  Subaltern"  will 
enjoy  "More  Letters  from  Billy,"  just 
published  by  McClelland,  Goodchild  & 
Stewart. 

The  love  between  mother  and  son  is 
gloriously  revealed  in  these  natural, 
spontaneous  letters  of  a  frank,  stout- 
hearted Canadian  boy. 


ALBERT    H.    MUNDAY.    R.N. 

Toronto    aviator    who    has    written    an    important 
book    on    aircraft    in    warfare. 


EYES  OF  ARMY  AND  NAVY 

"The  aviator  who  'bags'  the  most 
enemy  machines  is  the  man  who  uses  his 
powers  of  observation  and  fights  with 
his  head.  The  others  either  get  killed  or 
get  nerves  in  a  very  short  time,  and 
their  respective  countries  do  not  get  the 
full  benefit  of  having  trained  them.  In 
time  of  trouble  it  is  a  very  pleasant  help 
to  put  yourself  in  the  enemy's  place  and 
view  the  situation  from  his  point  of 
view.  If  you  feel  frightened  before  an 
attack,  just  think  how  frightened  he 
must  be,"  such  is  the  way  aerial  fighting 
is  epitomized  in  "The  Eyes  of  the  Army 
and  Navy"  by  Flight  Lieutenant  Albert 
H.  Munday,  R.N.,  of  Toronto. 

The  book  is  practical  and  terse,  and  it 
contains  over  fifty  illustrations  and  dia- 
grams; it  deals  with  the  intercepting  of 
aircraft  of  all  classes,  including  Zep- 
pelins; aerial  fighting  is  treated  in  an 
absorbing  manner;  the  care  and  main- 
tenance of  machine  and  engines  is  told 
of  in  as  entertaining  a  manner  as  the 
construction  of  the  machines  and  the  ma- 
terial of  which  they  are  composed.  Cross- 
country flying  and  the  kind  of  weather 
which  is  best  for  flying  are  explained; 
how  wireless  telegraphy  and  semaphore 
signalling  are  carried  on  comprise  an- 
other chapter.  In  a  chapter  on  Night  Fly- 
ing   the   many   intricacies    are    described. 

The  various  types  of  bombs  and  their 
functions,  the  method  of  arming  bombs, 
the  method  of  carrying  and  releasing 
25 


bombs,  bomb  dropping,  and  the  theory  of 
bomb  dropping  are  given  with  many 
valuable  tables.  Other  chapters  deal 
with  Aerial  Photography,  Theory  of 
Flight,  Map  Reading,  Charts,  Aeroplane 
and  Airship  Instruments,  and  the  Medi- 
cal Supervision  of  Aviators — the  book, 
in  brief,  is  a  complete,  non-technical  ex- 
position of  the  science,  a  vade  mecum 
for  the  student  airman,  and  for  military 
and  naval  aviators,  and  an  absorbing 
book  of  instruction  for  all  classes. 

THE  MAJOR 

A  most  striking  novel  is  "The  Major," 
the  new  Ralph  Connor  book.  In  the 
manner  of  "The  Sky  Pilot"  and  "The 
Man  from  Glengarry,"  the  author  tells 
this  story  of  a  Canadian  young  man 
through  boyhood,  school  days,  college 
days,  frontier  days,  in  a  country  and  a 
world  at  peace.  Suddenly  that  liberty 
into  which  he  was  born  was  threatened, 
the  rights  of  small  nations  and  of  the 
individual  were  challenged.  The  citizen 
became  the  soldier. 

Since  the  writing  of  his  latest  previous 
novel,  Ralph  Connor  (Major  Charles  W. 
Gordon)  has  been  on  the  Western  Front 
as  Chaplain  of  the  43rd  Cameron  High- 
landers of  Canada — a  Sky  Pilot  of  No 
Man's  Land.  From  the  trenches  he 
looked  backward  over  the  years  to  dis- 
cover what  were  the  great  forces  which 
went  to  the  making  of  the  Canadian  sol- 
dier— the  finest  example  of  patriotic 
manhood  yet  appearing  on  the  battle 
line. 


THE  FLAG 

"The  Flag,  a  Concise  Illustrated  His- 
tory," is  the  title  of  an  interesting  little 
book  by  Charles  P.  Band  and  Emilie  L. 
Stovel,  published  by  Musson's. 

The  book  has  a  Union  Jack  in  actual 
colors  as  its  cover  page.  The  history 
covers  the  various  English  flags  from 
the  Jack  of  1194  or  1274  down  to  pre- 
sent Union  Jack  as  well  as  the  Cana- 
dian    Union     Ensign. 


WELL  CHOSEN  BOOKS 

The  Misses  Coulthard,  Gait,  have  a 
very  fine  assortment  of  little  volumes 
suitable  for  holiday  trade.  These  books 
were  chosen  with  admirable  taste  and  it 
may  be  taken  for  granted  that  many 
people  with  a  real  love  for  books  will 
find  just  the  sort  they  want  with  which 
to  remember  friends  at  Christmas  time. 
These  books,  while  inexpensive,  have  an 
individuality  that  stamps  them  with  a 
value  transcending  the  monetary  con- 
sideration. 
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THOMAS  ALLEN 
Fiction 

The  Next  of  Kin,  Nellie  L.  McClung, 
cloth,  $1.25;  Our  Square,  Samuel  Hop- 
kins Adams,  cloth,  $1.50;  Polly  and  the 
Princess,  Emma  C.  Dowd,  cloth,  $1.35; 
Seth  Way,  cloth,  $1.50. 

Non-Fiction 

Songs  from  a  Young  Man's  Land,  Sir 
Clive  Phillipps-Wolley,  cloth,  $1.50*,  lea- 
ther, $2.50;  Journal  of  Submarine,  $1.00 
cloth,  Commander  Von  Fontiner  Crumps, 
The  Plain  Tale  of  a  Canadian  Who  Went, 
Louis  Keene,  cloth,  $1.25:  Cruise  of  the 
Corwin,  John  Muir,  cloth,  $2.75;  Japan 
Day  By  Day,  Ed.  S.  Morse,  2  vols.,  cloth, 
$8.00;  Days  Out,  Elizabeth  Woodbridge, 
cloth,  $1.25;  Medical  Research,  W.  W. 
Keen. 

Juvenile 
The  Belgian  Twins,  Lucy  Fitch  Perk- 
ins, cloth,  $1.25;  Tales  of  Persian  Genii, 
Francis  Jenkins  Okott,  cloth,  $2.00;  Red 
Indian  Fairy  Book,  Francis  Jenkins  01- 
cott,  cloth,  $2.00;  Cloud  Boat  Stories, 
Francis  Jenkins  Olcott,  cloth,  $1.50; 
Surprise  House,  Abbie  Farwell  Brown, 
cloth,  $1.00. 

WM.  BRIGGS 
Fiction 

Ladies  Must  Live,  Alice  Duer  Miller, 
cloth,  $1.25;  Camp  Jolly,  Francis  Little, 
cloth,  $1.25  net;  Wolf  Breed,  Gregory 
Jackson,  cloth,  $1.35;  Abingdon  Abbey, 
Archibald  Marshall,  cloth,  $1.35;  Neigh- 
bors, Florence  Morse  Kin^sley,  cloth, 
$1.35;  Brown  Brethren,  Patrick  Mc- 
Gill,  cloth,  $1.25. 

Non-Fiction 

The  Light  Beyond,  Maurice  Maeter- 
linck, cloth,  $2.00  net;  A  Green  Tent  in 
Flanders,  Maud  Mortimer,  cloth,  $1.25; 
The  Proofs  of  Life  After  Death,  Sir 
Oliver  Lod°;e  and  others,  cloth,  $2.00 
net;-  Triola,  Logan  Pearsall  Smith, 
cloth,  $1.25;  Green  Trails  and  Upland 
Pastures,  Walter  Prichard  Eaton,  cloth, 
$1.60  net;  The  Shell,  A.  C.  Stewart, 
paper  boards,  75c;  A  Journal  of  Small 
Things,  Helen  McKay,  cloth,  $1.25. 

Juvenile 

The  Adventure  Club  Afloat,  Ralph 
Henry  Barbour,  cloth,  $1.35;  Jane  Allen 
of  the  Sub  Team,  Edith  Bancroft,  cloth, 
$1.25  net;  Patsy  Carroll  of  Wilderness 
Lodge,  Grace  Gordon,  cloth,  $1.25  net. 

THE  COPP  CLARK  CO.,  LTD. 
Non-Fiction 

Fighting  for  Peace,  Henry  Van  Dyke, 
cloth,  $1.25  net;  The  Red  Flower,  Henry 
Van  Dyke,  boards,  50c  net. 

S.  B.  GUNDY 
Fiction 

Second  Fiddle,  Phyllis  Bottome,  cloth, 
$1.35;  Marching  Men,  Sherwood  Ander- 
son, cloth,  $1.50;  Unholy  Three,  C.  A. 
Bobbins,      cloth,      $1.50;       Under      the 


Hermes,  Richard  Dehan,  cloth,  $1.25; 
The  Great  Gift,  Sidney  Paternoster, 
cloth,  $1.40;  Frenzied  Fiction,  Stephen 
Leacock,  cloth,  $1.25;  Temporary  Her- 
oes, Cecil   Sommers,  cloth,  $1.25. 

Non-Fiction 

Odes  to  Trifles  and  Other  Rhymes,  R. 
M.  Eassie,  cloth,  $1.25;  Some  Views 
Respecting  a  Future  Life,  Samuel  Wad- 
dington,  cloth,  $1.25;  In  the  Wake  of 
the  War,  Harold  Hodge,  cloth,  $1.50; 
Through  Iron  Bars,  Louis  Raemakers, 
cloth,  75c;  The  Rebirth  of  Russia,  Isaac 
F.  Marcosson,  cloth,  $1.25;  The  Life  of 
John  Wilkes,  Horace  Bleackley,  cloth, 
$5.00;  Francis  Joseph  and  His  Court, 
Herbert  Vivian,  cloth,  $3.00;  Short  His- 
tory of  England,  G.  K.  Chesterton,  cloth, 
$1.50. 

Juvenile 
The  Rhyme  Garden,  Margaret  Buller 
Allan,  $1.25;  The  Tiny  Folks  Annual, 
Mrs.  Herbert  Strang,  $1.25;  Annual  for 
Children,  Mrs.  Herbert  Strang,  $1.25; 
Herbert  Strang's  Annual,  $1.75. 

THOMAS    LANGTON 
Fiction 

The  Golden  Triangle,  Mourice  Le 
Blanc,  $1.35;  The  Woman  of  Mystery, 
Maurice  Le  Blanc,  $1.25;  His  Dear  Un- 
intended,  Brackenridge   Ellis,   $1.25. 

THE   MACMILLAN   CO. 
Fiction 

The  Heart  of  Isabel  Carleton  (Juven- 
ile), M.  Ashmun,  cloth,  $1.25;  While 
Shepherds  Watched,  R.  A.  Maher,  cloth, 
$1.25;  Michael,  Brother  of  Jerry,  Jack 
London,  cloth,  $1.50;  Priest  of  the  Ideal, 
Stephen  Graham,  cloth,  $1.50. 
Non-Fiction 

Intimate  Prussia,  A.  Raymond,  cloth, 
$1.50;  Tendencies  in  Modern  American 
Poetry,  Amy  Lowell,  cloth,  $2.50;  The 
Life  of  Augustin  Daly,  J.  F.  Daly,  cloth, 
$4.00;  The  Life  of  Abraham  Lincoln,  2 
vols.,  Ida  M.  Tarbell,  cloth,  $5.00;  Navi- 
gation, H.  Jacoby,  cloth,  $2.25;  Sacrifice, 
and  Other  Plays,  Rabindranath  Tagore, 
cloth,  $1.50;  Foreign  Exchange  Explain- 
ed, F.  Escher, 'cloth,  $1.25;  A  History  of 
the  U.  S.  Since  the  Civil  War,  vol.  1,  E. 
P.  Oberholtzer,  cloth,   $3.50. 

Juvenile 

Sam  Houston,  (True  Stories  of  Great 
Americans  Series),  G.  S.  Bryan,  cloth, 
50c;  The  Romance  of  King  Arthur  and 
His  Knights  of  the  Round  Table,  T. 
Malory  (Illustrated  by  Rackham),  cloth, 
$2.50;  How  the  Present  Came  From  the 
Past  Book  II.,  M.  Wells,  cloth  65c. 

McCLELLAND,   GOODCHILD   & 

STEWART,   LTD. 

Fiction 

The  Major,  Ralph  Connor,  $1.50;  Un- 
der  Sealed   Orders,   H.   A.   Cody,   $1.35; 
The    White    Ladies    of   Worcester.    Flor- 
ence  L.   Barclay,    $1.50;     The    Wishing 
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Ring  Man,  Margaret  Widdemer,  $1.35; 
Missing,  Mrs.  Humphrey  Ward,  $1.50. 
Non-Fiction 
Songs  in  Your  Heart  and  Mine, 
Thomas  H.  Litster,  $1.35;  Irish  Lyrics 
and  Ballads,  Father  James  B.  Dollard, 
$1.35;  The  Hillside  Christmas,  Ethel 
Penman  Hope,  25c;  The  New  Joan  and 
Other  Poems,' Katherine  Hale,  25c;  More 
Letters  from  Billy,  $1.00;  The  First 
Canadians  in  France,  Col.  F.  McKelvey 
Bell,  $1.35;  The  Lord  of  All  Good  Life, 
Donald  Hankey,  $1.00;  From  Montreal 
to  Vimy  Ridge  and  Beyond,  $1.35. 

THOS.  NELSON   &   SONS,   LTD. 
Non-Fiction 

Mixed  Company,  D.  D.  Kennedy, 
cloth,  $1.50;  The  War,  Madame,  Paul 
Geraldy,  cloth,  50c;  The  Nation's  His- 
tories: Hungary,  A.  B.  Yolland,  cloth, 
$1.25;  The  Nations'  Histories:  Spain, 
David  Hannay,  cloth,  $1.25;  Romance  of 
Reality  Series:  Geology,  A.  R.  Dwerry- 
house,  cloth,  $1.25. 

Juvenile 
The  Fairy  Scales,  and  Other  Stories, 
Gladys  Smythe,  cloth,  $1.75;  The  Ma- 
donna of  the  Goldfinch,  Amy  Steedman, 
cloth,  $2.00;  The  Secret  Passage,  Dor- 
othy Russell,  cloth,  85c;  Shown  to  the 
Children. Series:  Ships  and  Seafaring,  A. 
O.  Cooke,  cloth,  85c;  Shown  to  the  Child- 
ren Series:  Railways,  Geo.  S.  Dickson, 
cloth,  85c;  Little  Miss  Anzac,  Ada  A. 
Holman,  paper  boards,  85c. 

THOS.  NELSON  &  SONS,   LTD. 
Non-Fiction 

Amusements    in    Mathematics,   Hy.   E. 
Dudeney,  cloth,  $1.25. 
Juvenile 

How  We  Kept  the  Sea,  Commander  E. 
H.  Currey,  cloth,  $1.25;  How  We  Baffled 
the  Germans,  Eric  Wood,  cloth,  $1.25; 
News  of  Battle,  Commander  E.  H.  Cur- 
rey, cloth,  $1.25;  The  Adventures  of 
Chippybobbie,  paper  boards,  $1.25. 


CHURCHILL'S  NEW  NOVEL 

America,  dynamic,  changing,  diverse, 
with  new  laws  and  old  desires,  new  in- 
dustries and  old  social  rights,  new  people 
and  old — this  is  the  environment  in 
which  Winston  Churchill  places  the 
heroine  of  his  new  novel,  "The  Dwelling 
Place  of  Light,"  published  by  the  Mac- 
millans.  Janet  Bompus,  strong  charac- 
tered, fine-strung,  impulsive,  thoughtful, 
understands  herself  in  part,  but  this  en- 
vironment not  at  all.  Her  father  is  the 
old,  last  sad  remnant  of  the  Pilgrim 
force  that  settled  and  fertilized  New 
England.  She  represents  the  new  and 
the  old  combined.  About  her  is  the  new 
in  the  crowded,  many-tongued  city,  the 
never-ceasing  factories,  the  new  woman- 
opportunities. 


PUBLIC   LIBRARY   NEWS 


Business  Men  and  the  Public  Library 

Victoria   Librarian   Puts   it   up   to   the   Men   in   Commercial 
Pursuits  to  Co-operate  With  Public  Library. 


ization  in  other  cities.  There  should  be 
a  specialized  technical  department,  too, 
to  back  up  the  specialised  technical 
school  that  was  bound  to  come  in  the  city 
of  Victoria. 


THE  Rotarians  of  Victoria,  B.C., 
recently  had  as  the  speaker  Miss 
Helen  Stewart,  Librarian  of  the 
Victoria  Public  Library.  Her  subject  was 
"The  value  of  the  library  to  the  com- 
munity." 

"We  don't  know  enough  about  the 
Victoria  business  man  as  a  class,"  said 
Miss  Stewart.  "We  know  you  individu- 
ally, but  as  a  community  element,  very 
little.  You,  as  citizens  of  Victoria,  are 
paying  for  your  library.  Why  don't  you 
get  something  out  of  it?  We  are  up  there 
to  give  you  service;  it  is  up  to  you  to 
tell  us  what  kind  of  a  service  you  want. 
.  .  Considering  the  new  conditions 
that  are  being  created  as  a  result  of  the 
world  conflict  that  is  now  being  carried 
on,  I  would  consider  that  it  devolves  on 
each  one  of  us  to  broaden  and  deepen.  It 
is  up  to  Canada  to  widen  her  sphere  in 
the  world  of  trade  and  commerce  when 
the  work  of  the  war  is  finished  and  when 
this  opportunity  presents  itself  it  is  up 
to  us,  as  individuals,  to  be  able  to  assist 
through  a  practical,  well  grounded  under- 
standing of  new  commercial  conditions. 
You  can  not  afford,  as  up-to-date  business 
men.  to  neglect  the  co-operation  we  at 
the  library  are  in  a  position  to  give  you. 
Let  us  be  a  spoke  in  the  Rotary  wheel, 
we  can  rotate  too,  and  if  we  all  work  to- 
gether, I  am  sure  that  we  may  be  able  to 
do  much." 

More  Co-operation  Needed 

Miss  Stewart  established  a  precedent 
in  respect  to  the  Victoria  Rotary  Club, 
in  being  the  first  woman  to  address  one 
of  their  meetings.  After  being  intro- 
duced, she  regretted  that  a  sort  of  class 
distinction  had  seemingly  been  founded 
on  sex.  She  thought  that  present  condi- 
tions emphasized  especially  the  need  for 
more  harmonious  work  between  men  and 
women.  They  were  both  human  beings, 
living  in  the  same  world  and  doing  useful 
work  to  a  similar  purpose.  She  referred 
particularly  to  the  custom  of  holding  ex- 
clusive meetings  by  either  sex.  Later, 
when  expressing  the  fine  appreciation 
felt  by  the  club  for  her  bright  and  force- 
ful talk  to  them,  President  Abell  as- 
sured Miss  Stewart  that  at  such  a  time 
as  the  club  should  decide  to  enroll  lady 
members,  her  application  would  be  one 
of  the  first  to  be  sought.     Miss  Stewart 


received  a  pronounced  ovation  from  the 
meeting. 

The  big  ambition  of  the  library,  she 
said,  was  to  establish  a  university  ex- 
tension course;  to  become  a  recreational 
centre  for  old  and  young  alike;  and  to  be 
the  workshop  and  laboratory  of  the  city 
of  Victoria.  It  was  the  business  of  the 
library  to  select  from  the  myriads  of 
books  printed,  those  best  suited  to  the 
needs  of  the  community,  and  then  to  cata- 
logue them  so  systematically  as  to  make 
them  available  easily  to  the  demand — to 
fit  the  right  book  to  the  right  man  at  the 
right  moment. 

Big  Demands  for  Technical  Books 

She  reviewed  the  various  departments 
of  the  institution,  laying  particular 
stress  on  the  usefulness  of  the  children's 
department.  The  institution  circulated, 
she  explained,  an  average  of  1,000  books 
daily.  This  took  no  cognizance  whatever 
of  the  reference  work  that  was  done  in 
the  library  building.  It  was  true  that  a 
goodly  quantity  of  fiction  was  circulated, 
but  she  wished  to  emphasize  to  her  hear- 
ers, as  business  men,  how  great  was  the 
constant  demand  for  books  dealing  with 
the  practical  subjects.  She  believed  this 
would  be  proof  to  them  of  the  desire  of 
the  young  people  of  the  community  for 
technical  knowledge.  One  of  the  best  in- 
dications of  the  crying  needs  for  a  de- 
partment devoted  to  technical  education 
in  this  city  was  to  be  found  in  the  re- 
cords of  the  circulation  department  of 
her  institution. 

She  realized  also  the  limitations  of 
the  library,  which  were  due  more  to  its 
cramped  quarters  and  more  or  less 
limited  expense  account,  than  to  its  in- 
tent, which  she  believed  investigation 
would  show  to  be  justified  in  so  far  as 
it  had  been  possible  to  carry  it  out.  She 
assured  them  as  business  men  that  they 
would  probably  be  amazed  at  the  amount 
of  information  in  reference  to  their  own 
activities  that  might  be  found  on  its 
shelves.  The  library,  to  be  fully  efficient 
in  that  way,  however,  needed  a  special 
business  section,  and  she  launched  a 
veiled  suggestion  that,  in  that  respect, 
there  was  scope  for  the  service  of  the 
Rotary  Club  in  providing  for  such  a  sec- 
tion in  a  campaign  similar  to  those  most 
successfully  carried  out  by  similar  organ- 
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NEW  BRANCH  AT  OTTAWA  EAST 

A  new  Public  Library  was  opened  last 
month  in  the  old  Ottawa  East  Town  Hall. 

The  new  branch  library  contains  some 
five  hundred  volumes,  embracing  a  wide 
and  careful  selection.  It  will  be  open 
from  7.30  to  8.30  o'clock  on  Tuesday, 
Thursday  and  Saturday  evenings.  Later, 
if  patronage  warrants  it,  the  hours  will 
be  extended. 


LONDON  LIBRARY  INSTITUTE 

At  the  London  District  Library  Insti- 
tute, held  in  London  last  month,  about 
ninety  delegates  were  present.  One  of 
the  speakers  was  J.  D.  Barnett,  of  Strat- 
ford, who  has  one  of  the  finest  private 
libraries  in  Canada.  He  told  "the  story 
of  the  book  from  the  early  days  until 
after  the  invention  of  printing  from 
movable  type."  This  he  illustrated  by  a 
number  of  specimens  from  his  own  lib- 
rary of  40,000  volumes,  containing  scores 
of  rare  old  books. 

This  district  includes  Essex,  Elgin, 
Lambton,  Middlesex,  Perth   and  Oxford. 

Provincial  Inspector  W.  O.  Carson 
conducted  the  afternoon  session  devoted 
to  consideration  of  the  subject  of  "Lib- 
rary Service"  in  the  following  aspects: 
(1)  Book  collection;  (2)  methods  of  cir- 
culating; (3)  means  of  educating  the 
public  to  better  reading;  (4).  publicity, 
etc.  This  was  followed  by  a  round  table 
conference  on  "The  Small  Library  Prob- 
lem." 


GUELPH  LIBRARY  INSTITUTE 

A  remarkable  paragraph  appeared  in 
the  Hamilton  "Herald"  under  a  Guelph 
date  line  last  month  to  the  effect  that 
over  a  hundred  delegates  "from  all  over 
Western  Ontario,  representing  844  pub- 
lic libraries,  were  present  at  a  Public 
Library  Institute  in  Carnegie  Hall."  The 
remarkable  feature  of  the  report  is  that 
there  are  less  than  that  number  of  public 
libraries  in  the  whole  province. 

However,  the  convention  was  a  good 
one.  The  chief  speakers  were:  W.  O. 
Carson,  inspector  of  public  libraries; 
Fred  Landon,  librarian,  London,  and  Dr. 
George  H.  Locke,  chief  librarian,  To- 
ronto. 
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NEWS  OF  THE  TRADE 
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O.  M.  McKenzie,  stationer,  Port 
Arthur,  has  sold  out. 

B.  Harwood,  stationery,  Brantford, 
has  sold  out  to  R.  A.  Wesbrook. 

James  H.  Murray,  bookseller  and  sta- 
tioner, Ingersoll,  suffered  recent  fire 
loss. 

A.  C.  Kerr,  stationer,  Toronto,  has  been 
succeeded  by  J.  J.  O'Connor,  stationery 
and  fancy  goods. 

Miss  Hattie  Tweedie,  of  Moncton, 
N.B.,  was  in  Toronto  on  her  annual  fall 
buying  trip  last  month. 

Richard  E.  Wellard  is  now  represent- 
ing Raphael,  Tuck  &  Sons  in  the  Can- 
adian field,  taking  orders  for  import. 

H.  H.  Marshall,  Limited,  of  Halifax, 
advertise  Pocket  Testaments  "handsome- 
ly bound  in  leather,  gilt-edged,  size  3x4 
inches.  Price,  by  mail,  only  35c.  Slip 
one  in  your  parcel  to  overseas." 

The  Rolland  Paper  Co.,  Montreal,  have 
sent  out  a  neat  folder  to  all  their  cus- 
tomers and  friends  advising  them  to  buy 
Victory  Bonds.  The  folder  was  printed 
on  a  sample  of  one  of  their  papers. 

The  death  occurred  in  Rockland,  Me., 
on  October  20,  of  Henry  Dole  Norris,  late 
president  and  one  of  the  founders  of  the 
Thompson  &  Norris  Co.,  of  Brooklyn, 
who  have  a  branch  factory  at  Niagara 
Falls,  Ont. 

For  the  holiday  season  the  Arcade 
Store,  Hamilton,  has  put  in  a  stock  of 
books,  amplifying  their  permanent  sta- 
tionery department.  It  is  probable  that 
a  year-round  book  department  will  be 
conducted  in  this  store. 

The  .  Canadian  Stationery  Company 
has  been  incorporated  at  Joliette,  Que- 
bec, with  a  capital  of  $49,000  to  carry  on 
printing  and  ruling  business  and  to  man- 
ufacture envelopes  and  stationery  lea- 
ther goods,  office  furniture,  fancy  and 
paper  goods  and  toys. 

National  Index  Card  Company,  Ltd., 
has  been  incorporated  at  Toronto,  Ont., 
with  a  capital  of  $50,000  to  manufac- 
ture and  deal  in  card  index  cabinets, 
office,  commercial  and  business  filing  and 
card  systems,  office  fixtures,  furniture, 
etc.  J.  H.  Saunders  and  H.  J.  King  are 
among  the  incorporators. 

Ernest  Wallace,  San  Francisco,  again 
becomes  Pacific  Coast  representative  of 
the  Weldon  Roberts  Rubber  Co.,  of  New- 
ark, N.J.  Mr.  Wallace  has  been  a  mem- 
ber of  the  firm  of  Bert  M.  Morris  &  Co., 
and  having  disposed  of  his  interest  in 
that  concern  has  re-acquired  the  repre- 
sentation of  the  Weldon  Roberts  Co. 


CONFIDENCE    IS    IMPORTANT 

Confidence  is  another  important  ele- 
ment in  selling  goods.  A  deal  may  be 
made  in  the  first  place  by  a  pleasant 
manner  and  courteous  treatment  but  un- 
less the  customer  receives  good  prompt 
service  and  a  square  deal  he  will  not  re- 
turn and  unless  he  does  return  you  have 
not  made  a  successful  sale.  Personality 
is  like  advertising — you  cannot  get  along 
without  it  but  unless  you  are  able  to 
back  it  with  quality  and  service  it  will 
not  bring  you  trade.  If  you  are  to  have 
successful  dealings  with  a  customer  he 
must  feel  that  you  have  his  interests  at 
heart  as  much  as  your  own.  Then  his 
confidence  is  an  asset  that  can  be  reckon- 
ed in  dollars  and  cents. 


CHANGE  IN   BIG   HAMILTON   FIRM 

C.    W.    Graham     Acquires     Interests     of 

James  B.  and  David  S.  Gillies  of 

Buntin,    Gillies   &   Co. 

Announcement  is  made  of  an  import- 
ant change  in  the  affairs  of  Buntin, 
Gillies  &  Co.,  Hamilton,  one  of  the  old- 
est business  houses  in  the  Dominion. 

James  B.  and  David  S.  Gillies  have 
retired  from  the  company,  having  dis- 
posed of  their  holdings  to  C.  W. 
Graham,  who  has  been  elected  president 
and  managing  director. 

Founded  in  the  year  1848  by  the  late 
Alexander  Buntin,  who  had  shortly  be- 
fore arrived'  in  Canada  from  Scotland, 
the  business  was  originally  carried  on  on 
the  second  floor  of  a  building  on  tne 
north  side  of  King  St.  near  John.  The 
energetic  young  Scotchman  rapidly  built 
up  a  large  connection  and  was  soon 
afterwards  joined  by  his  brother,  the  late 
James  Buntin,  on  whom  the  manage- 
ment devolved,  Alexander  Buntin,  mov- 
ing to  Montreal,  where  he  started  a  simi- 
lar business.  Several  moves  to  larger 
premises  were  necessary  and  in  1861 
when  James  Buntin  died  the  firm  occu- 
pied a  large  building  on  the  south  side 
of  King  St.  Shortly  after  the  firm's 
name  was  changed  from  James  Buntin 
&  Co.  to  Buntin,  Gillies  &  Co.,  the  resi- 
dent partner  and  manager  being  the 
late  David  Gillies,  a  nephew  of  the 
Buntins  and  father  of  J.  B.  and  D.  S. 
Gillies.  The  death  of  Mr.  Gillies  in 
1888  brought  about  the  dissolution  of 
the  partnership,  his  executor,  the  late 
William  Hendrie,  who  was  a  brother-in- 
law,  taking  over  the  business  and  oper- 
ating it  until  1903,  when  it  was  found 
expedient  to  incorporate  under  the  name 
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of  Buntin,   Gillies  &  Co.,  Ltd.,  with  the 
following   officers: 

Mr.  James  B.  Gillies,  president;  Mr. 
C.  W.  Graham,  vice-president;  and  Mr. 
David   S.   Gillies,   secretary-treasurer. 

J.  B.  Gillies,  the  retiring  president, 
entered  the  business  on  the  death  of  his 
father  and  has  therefore  had  a  long  and 
successful  mercantile  career. 

D.  S.  Gillies  the  retiring  secretary- 
treasurer,  started  his  commercial  life  in 
the  employ  of  the  wholesale  dry  goods 
firm  of  Knox  Morgan  Co.,  later  joining 
his    brother    and    taking    an    active    part 


C.    W.    Graham. 

in  the  management  of  Buntin  Gillies  & 
Co. 

Both  are  comparatively  young  men 
and  will  devote  their  time  in  future  to 
other  interests. 

C.  W.  Graham  entered  the  concern  on 
leaving  school.  Eight  years  later,  on 
the  death  of  the  active  partner,  he  was 
appointed  manager,  holding  that  posi- 
tion until  the  incorporation  or  the  pres- 
ent company,  when  he  was  elected  vice- 
president. 

Mr.  Graham  is  fortunate  in  having 
connected  with  him  a  siaff  compesed  of 
capable  men,  both  as  department  heads 
and  as  salesmen;  nearly  all  of  them  have 
spent  many  years  in  the  employ  of  the 
concern. 


BOOKS  E  L  L  E  II    AND    S  T  A  TION  E  II 


A   FINE  CALGARY   STORE 

View  of  the  Imposing  Store-front  of  D. 
J.   Young  &  Co. 

AN  illustration  is  presented  here- 
with of  the  fine  store-front  of  D. 
J.  Young  &  Co.,  of  Calgary.  This 
is  the  new  store  on  First  Street  West, 
below  Eighth  and  Seventh  Avenues, 
which  D.  J.  Young  &  Co.  have  occupied 
since  1916. 

In  this  store  they  have  the  distinct  ad- 
vantage of  much  better  display,  and 
room  for  expansion  is  an  added  source 
of  satisfaction  to  the  management  con- 
ducted under  the  efficient  supervision  of 
Mr.  Kennedy. 

The  new  store  is  a  decided  contrast  to 
the  quarters  which  were  occupied  on 
Eighth   Avenue,   and   the    large   increase 


SELLING    BLOTTING   PADS 

Nothing  puts  the  finishing  touch  on 
a  desk  so  easily  and  quickly  as  a  well- 
selected  blotting  pad.  A  lady's  desk,  in 
particular,  is   incomplete  without  one. 

A  dealer,  to  our  mind,  has  the  oppor- 
tunity of  making  a  very  good  little  ad- 
vertisement for  his  local  paper  that  will 
stimulate  sales  of  blotting  pads.  All 
he  needs  to  do  is  to  describe  the  effect 
of  a  lady's  desk  with  a  little  desk  lamp 
lighting  it  in  an  otherwise  -dusky  room. 
There  are  the  pens  in  their  holder,  the 
envelopes  and  letter  paper  peeping  from 
tbeir  pigeon  holes,  the  fountain  pen,  the 
bottle  of  ink  and  of  course  the  finishing 
touch  of  the  blotting  pad — all  things 
that  the  stationer  sells.  You  who  are 
wide  awake,  isn't  that  a  good  idea? — 
Walden's  Stationer. 


Holiday  Papeteries 

A  great  deal  may  be  learned  by  some 
retail  stationers  by  investigating  the 
merchandising  methods  pursued  in  the 
stationery  departments  of  the  depart- 
ment stores  in  the  large  cities. 

Taking  the  case  of  holiday  papeteries 
as  an  instance,  it  will  be  found  that  by 
emulating  the  department  store  display 
and  sales  methods,  the  average  stationer 
can  not  only  double  but  triple  and  quad- 
ruple his  sales  of  these  goods. 

Traveling  salesmen  say  that  there  is 
too  much  of  a  feeling  of  lack  of  faith 
on  the  part  of  stationers  in  the  possibil- 
ities of  papeteries  for  Christmas  selling 
— and  they  stick  too  closely  to  past  re- 
cords. A  merchant  who  sold  only  two 
or  three  papeteries  as  high  as  $2  last 
year,  is  afraid  to  tackle  the  proposition 
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Imposing   store   front   of   the    new   home   of    D.   J.    Young    &    Co.,    Booksellers    and    Stationers, 

Calgary,   Alta. 


of  turnover  has  fully  justified  the  in- 
creased obligation  imposed  by  high 
rental.  The  pedestrian  traffic  to  a  large 
department  store,  located  a  few  doors 
north,  must  of  necessity  pass  the  Young 
Company's  doors  and,  owing  to  the  ex- 
cellent frontage  they  possess,  a  most  ef- 
fective and  direct  appeal  is  made  possible 
to  the  prospective  buyer. 

During  1917  their  business  has  been 
unusually  good  with  even  a  better  out- 
look for  a  brisk  holiday  trade.  This  will 
be  competently  handled  by  an  increased 
staff. 

The  stock  is  large  and  most  varied. 

In  addition  to  the  complete  line  of 
books,  music  and  stationery  carried,  a 
full  line  of  graphonolas  is  available  for 
an  increasing  demand  that  means  nice 
business,  particularly  when  it  is  consid- 
ered that  the  record  end  of  this  new  line 
is  ever  increasing. 

The  Young  Company  is  to  be  con- 
gratulated for  the  enterprise  which 
prompted  their  removal  to  these  new 
quarters  in   1916. 


From  P.  F.  Voeland  &  Co.,  comes  a 
folder  featuring  their  new  "Jolly  Jingle 
Place   Cards." 


SHOWING   HOLIDAY   PAPETERIES 

In  selling  Christmas  papeteries,  sta- 
tioners should  give  due  attention  to  the 
necessity  for  adequate  display.  It  should 
be  adequate  not  only  as  regards  space 
devoted  to  showing  the  line  but  also 
with  a  view  to  the  appeal  made  to  the 
eye  of  people  on  the  street  in  the  case 
of  a  window  display  or  customers  inside 
the  store  as  regards  a  counter  or  silent 
salesman  display.  A  good  example  of  a 
silent  salesman  showing  of  holi.day 
papeteries  was  observed  on  the  occas- 
sion  of  a  recent  visit  by  a  BOOK- 
SELLER STATIONER  representative 
to  McDonald  bookstore,  Ainsley  Street, 
,  Gait,  Ontario.  The  papeteries  shown 
comprised  a  Canadian-made  line,  there 
being  quite  a  wide  variety  displayed 
and  to  such  good  advantage  that  they 
naturally  riveted  the  gaze  of  all  who 
entered  the  store.  "Goods  well  dis- 
played are  half  sold,"  was  exemplified 
in  this  case  and  this  is  a  tip  to  other 
stationers,  especially  to  some  dealers 
who  each  year  make  it  a  practice  to  pile 
up  their  papeteries  indiscriminately 
without  regard  to  the  influence  upon  the 
neople  who  enter  the  store  of  this 
method  of  stocking  these  goods. 
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of  selling  twice  that  number  this  year. 
If  this  policy  is  persisted  in,  how  is  the 
standard  of  quality  to  be  raised  in  a 
community?  The  dealer  must  take  the 
initiative  in  this .  work  of  raising  stan- 
dards. If  he  doesn't  show  %the  goods, 
how  is  that  object  to  be  accomplished  ? 

This  does  not  mean  that  one  big 
jump  to  high  priced  papeteries,  eliminat- 
ing the  cheaper  ones,  is  advocated.  That 
would  be  foolhardy.  The  line  must  con- 
tinue to  be  fully  representative  but  the 
dealer's  efforts  should  be  to  continual- 
ly increase  his  sales  of  better  goods. 
Persistence  in  such  effort  will  surely  be 
effective  and  the  public  will  appreciate 
it,  looking  for  something  better  each 
year. 

Most  of  the  papeteries  that  will  be 
sold  this  year,  were  ordered  months  ago 
and  many  deliveries  have  already  been 
made,  but  it  is  not  too  late  for  the  re- 
tailer to  reconsider  his  plans.  If  he 
hasn't  bought  adequately  of  the  better 
grades,  he  should  remedy  this  oversight 
now.  The  cheaper  lines  will  be  good 
stock  even  if  some  of  them  are  left  on 
hand  as  a  result  of  buying  and  selling 
these  higher-priced  items. 


A  Great  Convention  of  Stationers 

Proceedings  of  the  Meeting  of  Leading  Members  of  the  Trade  in  the  United  States 
— Holds  Great  Interest  for  Canadian  Stationers  as  Well. 


THE  thirteenth  annual  convention 
of  the  National  Association  of 
Stationers  and  Manufacturers  of 
the  United  States  was  held  in  Chicago 
in  October,  and  was  the  most  successful 
and  most  largely  attended  in  the  history 
of  this   organization. 

Something  about  what  was  accom- 
plished is  presented  in  the  following 
brief  summary  of  the  proceedings: 

President  Charles  N.  Bellman,  in  his 
annual  report,  referred  to  the  crippling 
of  certain  industries  as  a  result  of  the 
war  and  the  resultant  chaotic  conditions. 
The  scarcity  of  labor  and  materials  con- 
stituted a  real  problem.  The  fullest  un- 
derstanding of  these  throughout  the 
trade  was  necessary,  so  that  the  station- 
ery industry  might  render  the  fullest 
.service  to  the  country. 

He  referred  to  the  change  whereby 
manufacturers  and  retailers  meet  at  the 
convention  in  separate  sessions,  and  he 
looked  for  greater  harmony  and  greater 
co-operation  to  result  from  this  de- 
parture. 

The  president  spoke  of  the  material 
assistance  the  association  was  able  to 
give  to  retailers  in  the  matter  of  adver- 
tising and  display.  He  urged  further 
concerted  campaigns,  such  as  the  Fall 
Style  Week,  for  greeting  cards,  engrav- 
ing, as  planned  ahead  for  the  week  of 
October  22  to  27  this  year. 

The  "Chicago  Tribune"  had  warmly 
approved  this  plan,  saying  that  it  was 
an  industry  that  needed  developing,  and 
that  was  what  a  newspaper  was  looking 
for  and  they  would  gladly  co-operate  in 
every  way  possible.  Letters  and  circu- 
lars were  then  mailed  to  four  hundred 
newspapers,  covering  every  section  of 
the  country,  asking  them  to  try  to  create 
public  interest  in  the  week  and  to  enlist 
the  co-operation  of  every  dealer  in  the 
community    selling    stationery. 

The  newspapers  are  all  anxious  and 
willing  to  help  in  campaigns  of  this 
sort,  and  from  the  hundreds  of  letters 
received,  I  feel  confident  the  week  will 
be  a  success  and  that  it  will  prove  pro- 
fitable to  the  dealers.  It  will  help  relieve 
the  congestion  that  always  occurs  at 
holiday  time  by  encouraging  early 
Christmas  shopping.  Fifty  dollars  in 
prizes  have  been  offered — $25  for  the 
best  advertisement  and  $25  for  the  best 
photograph  of  a  window  display  made 
during  that  week. 

After  the  prizes  have  been  awarded, 
the  advertisements  and  photographs  will 
be  turned  over  to  the  Information 
Bureau. 

From  my  experience  in  this  campaign 
I  would  recommend  that  the  work  be  con- 
tinued and  that  other  campaigns  of  con- 
certed advertising  and  display  be 
nlanned  as  follows:  One  week  devoted  to 
loose  leaf  display,  another  to  office  fur- 
niture, another  to  miscellaneous  items 
used   in  an  office,  etc.        Suitable  prizes 


should  be  offered  for  each  week  for  the 
best  advertisement. 

We  seldom  see  a  good  stationery  adver- 
tisement. They  do  not  seem  to  be  carried 
in  the  stock  of  the  average  stationer.  If 
suitable  prizes  are  offered  for  the  best- 
advertisement  appearing  each  week,  the 
association  will  soon  be  in  possession  of 
some  valuable  copy  that  could  be  distri- 
buted to  the  members  in  pamphlet  form 
or  through  the  Association  News. 

I  know  of  no  better  way  the  associa- 
tion can  help  dealers  than  by  campaigns 
of  this  nature. 

The  Association's  Growth 

Secretary  Mortimer  E.  Byers,  in  his 
report,  referred  to  the  association's 
growth  as  follows: 

"The  increase  in  our  membership  dur- 
ing the  past  year  has  been  proportionate 
to  our  growth  for  the  past  eight  years. 
There  are  now  1,104  members  in  good 
standing,  as  contrasted  with  a  total  of 
1,023  reported  in  Atlanta  last  October, 
the  dues  of  seven  being  credited  to  in- 
come for  1918  because  they  have  joined 
within  ten  days  prior  to  the  assembling 
of  this  convention.  We  have  lost  36 
through  resignations,  and  there  are  now 
17  delinquents,  as  will  be  reported  by 
the   executive  committee." 

Fixed  Prices 

The  Federal  Trade  Commission  is  at 
present  engaged  in  the  consideration  of 
the  price  maintenance  question  and  the 
conclusions  of  that  body  on  the  subject 
are  anxiously  awaited.  The  enactment 
of  the  Stephens  Bill  has  been  delayed 
through  necessary  considerations  of  war 
measures,  but  efforts  should  not  be  re- 
laxed in  the  matter  of  educating  the 
public  at  large  and  your  Senators  and 
Congressmen  in  the  necessity  for  the 
passage  of  that  bill.  The  precise  limits 
within  which  trade  associations  may 
legally  operate  for  the  benefit  of  the  in- 
dustries which  they  respectively  repre- 
sent are  no  more  capable  of  definite 
statement  than  at  any  time  in  the  past; 
price  fixing  by  the  Government,  however, 
is  a  subject  which  is  closely  allied  to  the 
co-operative  efforts  which  trade  asso- 
ciations may  properly  make,  and  it  may 
well  be  that  before  another  year  has 
rolled  around  the  members  of  this  asso- 
ciation will  have  been  directly  affected 
by  the  further  development  of  such  a 
governmental  policy. 

The  Catalogue  Commission 

One  of  the  most  important  committees 
of  this  association  is  the  National  Cata- 
logue Commission,  through  the  efforts 
of  which  great  strides  forward  have  been 
taken  toward  standardization  in  the  sta- 
tionery trade.  The  chairman,  Robert  D. 
Patterson,  a  past  president  of  the  asso- 
ciation, in  his  report,  dwelt  uuon  the  pro- 
gress made  in  connection  with  the  In- 
formation Bureau.  He  said:  "We  now 
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have  catalogues  and  other  descriptive 
literature  from  over  2,600  manufacturers, 
importers,  and  jobbers,  and  additional 
literature  coming  in  all  the  time.  These 
catalogues  have  been  properly  filed,  in- 
dexed and  cross-indexed,  and  are  avail- 
able for  ready  reference  whenever 
needed. 

"It  would  seem  an  easy  task  to  gather 
in  these  catalogues,  but  such  has  not 
been  the  case,  by  any  means,  as  the  ad- 
vancing prices  and  scarcity  of  raw  ma- 
terials have  deterred  manufacturers  and 
others  from  sending  in  their  descriptive 
literature,  and  some  of  them  have  none 
to  send.  However,  we  have  succeeded 
very  well,  under  the  circumstances,  and 
have  the  number  mentioned  above,  and 
they  are  from  the  principal  houses  in 
their  lines.  There  are  yet  about  1,000  to 
get  in,  and  we  are  working  constantly  to 
that  end,  and  are  securing  them  by  de- 
grees, and  hope  to  have  practically  all 
before  long. 

"In  the  meantime,  our  files  are  very 
likely  the  most  complete  in  the  country, 
and  we  are  in  position  to  answer  almost 
every  inquiry  sent  us,  having  received 
about  1,400  since  the  opening  of  our 
Bureau  (the  majority  of  them  this  year), 
and  answered  all  but  about  50. 

"They  have  covered  about  850  items, 
many  of  them  obscure  or  rarely  heard 
of." 

Chairman  Patterson  told  of  the  blue- 
prints of  store  interiors,  which  are  sup- 
plied to  members  of  the  association  at 
$1  per  set.  The  collection  of  store  in- 
terior photographs  had  been  sent  to  some 
members  who  were  moving  into  new 
quarters  or  materially  changing  their 
old  stores. 

This  report  made  a  number  of  recom- 
mendations, including  the  following: 

"That  the  National  Catalogue  Commis- 
sion resume  the  practice  of  holding  a 
meeting  during  the  year  in  connection 
with  the  chairmen  of  the  various  stand- 
ing committees.  The  time  and  place  to 
be  determined  by  the  chairman,  after  a 
consultation  with  the  president  and  the 
Executive   Committee. 

"We  recommend  to  manufacturers  of 
stationers'  articles  that  they  bill  all 
goods  at  net  prices. 

That  hereafter  no  "list"  prices  or  dis- 
counts be  used  either  in  catalogues  or 
elsewhere  and  that  a  net  list,  separate 
and  apart  from  the  catalogue,  be  sent 
to  all  dealers,  with  the  caution  that  it 
is  sent  to  them  as  confidential  infor- 
mation and  is  not  to  be  made  public. 
The  National  Catalogue  Commission,  co- 
operatively with  the  manufacturers,  will 
compile  a  list  of  suggested  selling 
prices,  graduated  in  different  quantities, 
which  the  trade  can  use  as  a  guide  in 
pricing  quantity  orders  to  the  customer. 

"That  the  Association  appropriate  the 
sum  of  $5,000  for  the  work  of  the 
National  Catalogue  Commission  for  the 
ensuing  year." 

Resale   Prices 
The  first  vice-president.  W.   D.  Bevin, 
reported    as    follows    on    the    subject    of 
"Recommended  resale  prices:" 
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Tt  has  been  my  particular  task  to 
canvass  the  manufacturers  in  our  Asso- 
ciation on  the  subject  of  the  advisability 
of  manufacturers  recommending  resale 
prices  on  their  products.  I  wrote  to 
every  manufacturer  and  received  replies 
from  substantially  the  entire  manufac- 
turing element,  and  the  overwhelming 
majority  are  in  favor  of  this  method  of 
merchandising  their  output. 

The  subject  was  discussed  at  our  con- 
ference and  debated  at  considerable 
length,  and  as  a  result  a  resolution  was 
adopted    in    the    following  form:  — 

Resolved,  That  it  is  the  sense  of 
this  conference  that  the  manufactur- 
ers of  stationery  products  should 
recommend  the  resale  prices  thereof 
in  units  and  in  quantity,  because  the 
ultimate  sale  of  such  products  is  the 
direct  concern  of  the  manufacturers. 
That  such  a  plan  can  be  operated 
most  successfully  by  the  billing  from 
the  manufacturer  to  the  dealer,  or  on 
a  net  basis,  the  net  prices  not  to 
appear  in  the  manufacturers'  cata- 
logues. 

That  the  recommended  resale  prices 
should  be  established  as  result  of  con- 
ference with  the  National  Catalogue 
Commission,  and  should  then  be  dis- 
tributed by  each  manufacturer  to  all 
of  his  customers. 
The  foregoing  resolution  was  carried 
unanimously.      Great    applause. 

The  foregoing  resolution  was  carried 
unanimously.     Great  applause. 

Return  of  Goods 

On  the  subject  of  return  of  goods,  Mr. 
Bevin's  report  was  as  follows: 

The  manufacturers  recommend  the 
adoption  of  a  trade  custom  by  the  retail 
and  wholesale  dealers  in  the  Association 
which    may   be    stated   as   follows: 

Goods  should  not  be  returned  to  the 
manufacturer  without  first  notifying  the 
manufacturer  of  the  reason  for  desiring 
to  make  such  return;  if  it  appears  that 
goods  have  been  shipped  through  the 
error  of  the  manufacturer,  the  return 
thereof  is  to  be  accepted  at  the  cost  of 
the  manufacturer.  Where  the  return  is 
desired  because  of  an  error  on  the  part 
of  the  dealer,  the  actual  cost  of  re- 
wrapping  and  the  transportation  charges 
for  the  return  should  be  paid  by  the 
dealer,  due  allowance  being  made  for 
the  quantity  and  value  of  the  goods, 
the  return  of  which  is  desired  to  be 
made,  in  computing  the  cost  of  re- 
wrapping. 

Third  Vice-President's  Report 

The  third  vice-president,  Henry  W. 
Rogers,  reported  the  following  recom- 
mendations in  reports  which  needed  to 
he  passed  on  to  the  Committee  on  Re- 
solutions: 

1.  From  the  report  of  the  Committee 
on   Blank   Books: 

"We,  therefore,  again  recommend  to 
the  manufacturers  that  present  con- 
ditions demand  more  than  ever  before 
that  certain  numbers  of  blank  books 
that  either  duplicate  the  use  and  grade 
of  others,  or  that  have  only  a  limited 
demand,  should  be  dropped  entirely,  and 
we  suggest  a  series  of  conferences 
among  blank  book  manufacturers  this 
coming  year  to  take  up  and  solve  this 
problem  along  with  others.  We  believe 
that  9  x  11  letter  copying  books  should 
be  abandoned  altogether,  and  that  only 
two  thicknesses  be  made  in  stock-size 
letter  copying  books,  namely,  500  and 
1,000  pages,  and  make  this  recommen- 
dation." 

2.  Committee  on  Engraving  and 
Greeting  Cards: 

"Resolved,  That  the  manufacturers  of 
greeting  cards  are  hereby  advised  that 
the  sale  of  Christmas  and  New  Year 
cards  to  transient  dealers,  who  open 
stores     in     several     of    the     large     cities 


during  the  months  of  November  and 
December  only,  is  calculated  to  under- 
mine the  sale  of  greeting  cards  by  legiti- 
mate stationers  and  others  who  operate 
regular  stores  throughout  the  year,  and 
are  under  a  constant  overhead  expense 
in  connection  therewith,  and  the  sale 
of  greeting  cards  by  such  transient  deal- 
ers is  believed  not  to  promote  the  broad- 
est distribution  of  the  products  of  greet- 
ing card  manufacturers." 
Both   of  these   were   approved  by  the 

Resolutions    Committee   and   adopted   by 

the  convention. 

Dues   Increased    * 
The  convention  decided  to  increase  the 

annual  dues  from  $10  to  $15  a  year. 

The  New  Officers 

The  new  officers  are  as  follows: 

President — William  Henry  Brooks, 
William  F.  Murphy  Sons  Company, 
Philadelphia,  Pa. 

First  Vice-President  —  William  D. 
Bevin,  Boorum  &  Pease  Company,  New 
York. 

Second  Vice-President  —  William  G. 
Whittemore,  American  News  Company, 
New  York. 

Third  Vice-President — Ralph  S.  Bauer. 
R.  S.  Bauer  Company,  Lynn,  Mass. 

Treasurer — Henry  W.  Rogers,  Wilbur 
&  Hastings,  New  York. 

Auditor — J.  Ogden  Pierson,  Dameron- 
Pierson  Company,  Ltd.,  New  Orleans,  La. 

The   Directors 

Directors  from  Stationers — Charles  M. 
Marshall,  Fielder  &  Allen  Company,  At- 
lanta, Ga.;  Woodson  P.  Waddy,  Everett 
Waddy  Company,  Richmond,  Va.;  Henry 
W.  Stacy,  Grimes  Stassforth  Stationery 
Company,  Los  Angeles,  Cal.;  C.  L. 
Mitchell,  Crane  &  Company,  Topeka, 
Kan.;  Charles  A.  H.  Thorn,  Gregory, 
Mayer  &  Thorn,  Detroit,  Mich.;  Uri 
Doolittle,  W.  H.  H.  Chamberlain,  Syra- 
cuse, N.Y.;  W.  W.  Buchanan,  Commer- 
cial Stationery  and  Loose  Leaf  Company, 
Chicago,  111.;  John  P.  Black,  Marcus 
Wolf  Company,  Baltimore,  Md.;  Eugene 
Pettus,  Blackwell-Wielandy  Book  and 
Stationery  Company,  St.  Louis,  Mo.; 
John  F.  Gilmartin,  H.  S.  Crocker  Com- 
pany, San  Francisco,  Cal. 

Directors  from  Manufacturers — Charles 
C.  Davis,  Eaton,  Crane  &  Pike  Company, 
New  York;  Eberhard  Faber,  New  York; 
William  Pitt,  Irving-Pitt  Manufacturing 
Company,  Kansas  City,  Mo.;  Charles  S. 
Brewer,  Standard  Furniture  Company. 
Herkimer,  N.Y.;  Carl  J.  Weissbrod,  Emil 
Weissbrod  &  Sons,  Greenfield.  Mass.; 
William  H.  Redington,  Sanford  Manu- 
facturing Company,  Chicago,  111.;  Henry 
S.  Dennison,  Dennison  Manufacturing 
Company,  Framingham,  Mass.;  William 
O.  Day,  United  States  Envelope  Com- 
pany, Springfield,  Mass.;  George  E.  Par- 
menter,  American  Crayon  Company, 
Waltham.  Mass.;  Edwin  C.  Ryalls,  Albe- 
marle Paper  Manufacturing  Company, 
Richmond,  Va. 

Next  year's  convention  will  be  at 
Richmond.  Virginia. 

In  subseauent  issues  extracts  from  re- 
ports of  different  committees  at  the  con- 
vention will  be  sriven  in  BOOKSELLER 
AND  STATIONER  for  their  suggestive 
value  to  Canadian  stationers. 
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Loose-Leaf  and  Christmas 

How  are  stationers  going  to  link  up 
Christmas  with  loose-leaf  goods? 

There  are  loose-leaf  items  eminently 
suitable  as  Christmas  gifts  for  both  men 
and  women.  For  men  the  range  is  of 
course  larger  because  so  many  loose-leaf 
goods  are  so  closely  connected  with  bus- 
iness pursuits,  as  for  instance  memo 
books,  price  books  and  diaries.  Memo 
books  and  diaries  may  be  sold  to  women 
as  well  and  for  house-keepers  there  are 
loose-leaf  recipe  books  and  household 
reference  books. 

These  loose-leaf  items  are  all  obtain- 
able in  different  qualities  up  to  those  at 
high  prices  owing  to  the  high  grade  of 
leather  used.  Thus  there  is  a  variety 
available  that  makes  it  possible  for  the 
stationer  to  make  a  most  attractive  dis- 
play and  if  he  will  do  this  and  make  this 
a  line  for  special  attention  this  year,  he 
will  strike  a  new  note  that  will  make  a 
hit  with  many  holiday  buyers. 

This  is  a  holiday  trade  tip  to  station- 
ers that  merits  their  immediate  atten- 
tion because  if  it  is  to  be  successfully 
followed  out  some  immediate  buying 
will  have  to  be  done  excepting  in  the 
rare  cases  in  which  the  stationery  stores 
are  well  stocked  with  a  representative 
line   of  these   different   loose-leaf   items. 

Leather  Goods  for  Christmas 

This  is  not  to  present  particulars 
about  what  is  new  in  leather  goods  this 
season  but  rather  to  keep  the  possibil- 
ities of  this  line  before  some  of  the  re- 
tailers who  may  possibly  have  neglect- 
ed to  adequately  prepare  to  do  a  big 
business  with  these  goods  in  the  autumn 
and   Christmas   season. 

Ladies'  handbags,  purses,  card  cases 
and  music  bags  are  all  ready-selling 
lines.  They  should  be  prominently 
shown  by  means  of  window  and  interior 
displays  with  display  cards  suggesting 
their  suitability  as  gifts. 

The  same  method  should  be  pursued 
in  the  case  of  leather  goods  for  men 
among  which  may  be  specially  mention- 
ed, wallets,  letter  cases,  card  and  ticket 
cases  and  collar  bags. 

So  often,  one  hears,  from  women,  com- 
plaints of  their  difficulty  in  deciding  up- 
on suitable  gifts  for  men.  The  retailers 
may  help  many  women  out  of  this  dilem- 
ma by  suggesting  such  articles  as  those 
just  mentioned  and  these  suggestions 
may  most  effectually  be  embodied  in 
newspaper  advertisements,  advertising 
booklets  or  circulars,  and  window  cards 
in  conjunction  with  actual  showings  of 
these  goods. 

The  leather  goods  department  as  a 
whole  should  in  itself  represent  a  big 
turnover  of  holiday  sales  in  the  sta- 
tionery shops.  Some  of  these  dealers 
have  for  years  made  a  specialty  of  do- 
ing this  and  now  do  many  times  the 
leather  coods  business  which  they  did 
in  earlier  years.  The  same  success 
awaits  those  stationers  who  have  not  as 
yet  appreciated  the  big  things  they 
could  do  with  a  properly  conducted  lea- 
ther goods  department.  May  this  year 
see  them  wake  up  to  this  opportunity. 


Leaves  from  the  Other   Fellow's  Book 

Jlavin-   to  do   Mostly   With  Newspaper  Advertisements    of   Retail    Booksellers   and 
Stationers  in  Various  Canadian  Cities  and  Towns. 


ADVERTISEMENTS      MOST      IMPOR- 
TANT? 

A.  C.  Turnbull  &'  Co.,  Hamilton,  Ont, 
keep  BOOKSELLER  AND  STATION- 
ER on  file,  having  a  binder  for  each  year. 
They  have  complete  files  for  a  number 
of  years  past,  and  find  these  of  value  for 
iiequent  reference. 

Mr.  Turnbull  to  a  BOOKSELLER 
AND  STATIONER  representative  re 
cently  said  that  he  found  the  advertise- 
ments to  be  the  most  valuable  feature  of 
the  paper  for  him,  keeping  him  posted 
as  to  what  is  new  on  the  market.  His 
regret  was  that  there  were  not  more  ad- 
vertisements, and  in  this  connection  he 
expressed  the  opinion  that  some  publish- 
ers were  losing  considerable  business  by 
not  advertising  in  BOOKSELLER  AND 
STATIONER  regularly,  because  retail 
booksellers  bought  from  those  who  so 
advertise. 

Mr.  Stevenson,  manager  of  the  book 
and  stationery  end  of  the  business  of  the 
Jaetz-Cornett  Co.,  Red  Deer,  Alberta, 
when  interviewed  recently  iby  a  special 
representative  of  BOOKSELLER  AND 
STATIONER,  said  that  he  followed  this 
paper  very  closely  and  that  he  ordered 
goods  from  the  advertising  pages  of  al- 
most every  issue.  Referring  to  leather 
goods,  he  mentioned  that  he  had  often 
bought  handbags  from  BOOKSELLER 
AND  STATIONER  advertisements,  and 
thought  it  got  into  touch  with  many  new 
productions. 

An  interesting  feature  of  this  store  is 
the  talking  machine  department.  Over 
1,500  records  are  carried  in  stock. 


A  GOOD  WRITING  PAPER  AD. 

Here  is  the  text  of  a  newspaper  ad- 
vertisement by  Sulmans'  of  Chatham 
which  might  well  be  similarly  used  by 
other   stationers: 

Even  the  most  unconventional  people 
dress  carefully  for  a  formal  call.  And 
even  the  most  friendly  social  corres- 
pondence should  go  fittingly  attired. 
When  you  call  by  letter,  it  is  but 
courteous  that  you  should  give  some 
care  and  thought  to  the  writing  paper 
you  use. 

You  will  have  a  writing  paper  that 
will  appropriately  represent  you  on  any 
occasion,  formal  or  informal,  if  you 
choose  it  at  Sulmans'. 

We  are  now  showing  Christmas  cards 
to  send  overseas. 


TAPPING  ON  THE  WINDOW 

You  have  perhaps  heard  of  constant 
tapping  on  show  windows  being  used  to 
attract  the  attention  of  passersby,  and 
you  may  have  wondered  how  it  was  done. 
According  to  a  writer  in  the  Chicago 
Furniture  Journal,  here  is  a  perfectly 
simple  way  of  handling  the  proposition. 


Get  one  of  the  small  electric  bells  that 
ring  by  means  of  a  little  hammer  strik- 
ing the  bell  which  screws  on  over  device. 
Take  off  the  bell  itself  and  locate  the 
rest  of  the  device  where  the  hammer  will, 
when  in  action,  just  strike  the  window 
glass  in  some  concealed  location.  Con- 
nect your  bell  up  with  a  couple  of  dry 
cells,  and  when  you  turn  the  switch,  or 
fasten  the  button  down,  the  hammer  will 
pound  merrily  away  on  the  window  glass 
as  long  as  you  wish.  The  expense  is 
slight.  If  you  are  located  in  a  small 
town  the  scheme  will  be  new  to  most  of 
your  people  and  attract  great  interest. 


that  heading.  The  announcement  in- 
cluded the  statement  that  this  stock  in- 
cluded toys  from  Canadian,  English, 
French,  United  States,  and  Japanese 
factories. 


INSIST  UPON  GOOD  DISPLAY 

Here  is  another  "horrible  example" 
in  typography.  This  is  one  from  the 
"Strathroy  Despatch"  of  November  21. 
To  show  how  the  same  message  may  be 
made  to  do  good  service,  a  lay-out  pre- 
pared in  BOOKSELLER  AND  STA- 
TIONER'S ad-writing  department  is 
submitted  herewith. 

Booksellers  and  stationers  when  ar- 
ranging for  advertisements  should  in- 
sist upon  having  good  display,  and  if  a 
proof  shows  such  an  appearance  as  this 
advertisement  from  the  Strathroy  paper, 
it  should  not  be  passed  by  the  advertiser. 

We   have   now  in  stock  the  New 

flDetbofcist  Ibpmn  Book 

All  kinds  and  sizes 

We  are  prepared  to  give  Special 
Discounts  on  same  to  churches 
buying  in  quantities. 


We  also  have  Ralph  Connor's 
newest  book,  "THE  MAJOR." 
just  in. 

Also  note — 

We  are  Giving  Away 

Community  Silver 

— FREE— 

With   a   purchase,    get  a  Coupon 
from  5  cents  and  up 

M.MAUDE  ORCHARD,  Phm.B. 


The   ad.   as    it   appeared. 

TOY  ADVERTISING 

The  Canada  Drug  and  Book  Co.,  of 
Regina,  has  been  doing  some  exception- 
ally good  toy  advertising.  A  recent  ad- 
vertisement in  a  three  column  ten-inch 
space  was  headed:  "The  Big  Toy"  Shop. 
The  detailed  information  about  various 
lines  that  followed  warranted  the  use  of 
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W  e  have  now  in  stock 
the   new 
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in  all  kinds  and  sizes 

We     are     prepared     to 

give  a  special  discount 

to   churches    buying    in 

quantities. 

RALPH  CONNOR'S 
NEWEST  BOOK 

"THE  MAJOR" 

J  1ST    IN 

We    are    giving    away 
Community  Silver  Free 

Get  a  coupon  with  every 
purchase  from  5  cents  up 

M.  Maude  Orchard,  Phm.B. 


Sar.e  display  for  the  same  message. 

GOOD  CHRISTMAS  ADVERTISING 

Here  is  good  wording  for  Christmas 
advertising  from  a  recent  advertisement 
of   McAinsh   &   Co.,  of   Toronto: 

Nothing  can  take  the  place  of  good 
books  and  beautiful  pictures  as  Christ- 
mas presents.  Send  for  a  catalogue  of 
Children's  Books  and  a  list  of  our  bar- 
gain sets. 

When  you  visit  the  store  be  sure  to 
see  the  room  in  which  sets  and  pic- 
tures are  shown. 

You  will  also  be  interested  in  the 
Christmas  cards  and  booklets.  Note 
the   great  variety  at  25c. 

Beautiful  gift  books  are  in  evidence 
everywhere. 

Fountain  pens  of  the  best  quality — 
safety  self-filling  types  may  be  had 
from  $1.50  up. 

Open  Saturday  ni°'ht  of  this  week 
and  then  each  evening  until  Christ- 
mas. 


Those  who  are  looking  to  conditions 
after  the  war  will  be  interested  in  a  vol- 
ume by  Sidney  Webb,  the  English  econ- 
omist, to  come  shortly.  The  book  is  en- 
titled "The  Restoration  of  Trade  Union 
Conditions,"  and  it  reviews  the  prevail- 
ing conditions  in  England  to-day  and 
outlines  plans  which  demand  the  care- 
ful consideration  of  government  and 
trade  unions. 
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THE   NEWER   TOYS 
Some  Novel  Lines  of  Interest — Canadian 
Manufactured  Toys  Very  Prominent 

THE  newer  toys  are  appearing  on 
the  display  tables  of  the  large  de- 
partment stores,  and,  as  some  are 
decidedly  different  to  any  before  shown, 
a  description  of  them  may  be  of  interest 
Lo  the  trade. 

The  ever  popular  "Kiddie-Kar"  is  re- 
produced in  a  number  of  similar  toys, 
which,  however,  are  different.  Three  of 
these,  shown  in  an  illustration  elsewhere 
on  this  page,  are  named  Toddle  Bike, 
Pony  Roller  and  Billy  Buster,  and  each 
has  some  distinctive  feature,  the  double 
front  wheels  of  one  being  probably  the 
most  notable.  These  three  are  examples 
of  Canadian-made  toys  being  manufac- 
tured in  Canada. 

Tin  toys  of  the  newer  type  are  a  water 
cooler,  a  kitchen  cabinet  and  a  lawn 
swing,  each  complete  in  every  detail,  and 
also  Canadian-made. 

Warships  are  very  popular  at  the  pre- 
sent time,  and  a  splendid  line  of  these  is 
shown,  made  of  wood,  and  strongly  con- 
structed. Some  of  these  are  of  consider- 
able size,  and  would  make  an  interesting 
toy  for  any  normal  boy. 

Canadian  and  American  makers  prac- 
tically control  the  doll  market,  some 
lines  that  will  go  to  sleep  being  put  on 
the  market  this  year  for  the  first  time 
since  German  dolls  were  barred.  In  the 
higher  grades  there  are  a  number  of  im- 
ported French  dolls  shown,  and  the 
workmanship  on  these  is  very  fine,  as  it 
also  is  on  some  high-grade  American 
dolls,  made  entirely  of  wood,  face,  hands 
and  body  polished  and  tinted  to  resemble 
wax.  Japanese  dolls  are  also  shown  in 
every  store,  but  it  is  felt  that  these  still 
resemble  in  feature  the  Japanese 
children,  and  are  not,  therefore,  very 
popular  with  our  Canadian  girlies. 


DOLLS,  BOOKS  AND  GAMES  GROUP- 
ED SEPARATELY 

The  back  section  of  the  department  is 
divided  between  games  and  books.  These 
are  collected  as  much  as  possible  in  one 
place  so  as  to  suit  the  convenience  of  the 
customer.  Then  the  dollars  are  grouped 
in  a  number  of  show  cases  in  one  end, 
and  make  a  specially  brave  showing.  So 
with  the  mechanical  toys  and  other  lines. 
But  in  all  cases  every  available  space  is 
used  for  the  showing  of  the   toys,  whe- 


ther they  are  on  the  tops  of  the  show 
cases,  or  on  shelves,  or  even  suspended 
in   the  air. 

In  the  effort  to  interest  the  child  and 
the  parent  in  building  toys  many  models 
are  shown,  illustrating  the  actual  work 
ing  out.  With  trains,  engines,  etc., 
where  movement  can  be  exhibited,  ar- 
rangements are  made  for  these  using 
the  tracks  and  whirling  around  in  the 
way  they  will  do  in  the  child's  play- 
room. Not  enough  use  is  made  of  this 
in   the   average  toy  department. 
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to  a  birthday  party.  She  has  no  idea, 
unless  the  child  can  suggest  something, 
as  to  what  she  wants,  but  she  has  a  very 
definite  idea  as  to  what  she  is  willing  to 
spend  (oft-times  to  her  own  hopeful's 
bitter  disappointment).  She  thus  wel- 
comes the  collecting  of  a  group  of  toys 
that  would  suit  her  ideas  of  what  she 
should  spend  on  this  particular  occa- 
sion. (When  she  is  buying  for  her  own 
child  she  may  pass  on  from  the  lower 
priced  groups  to  the  higher).  Even  then 
she   is  glad  for  the  suggestions.       This 


A    SAMPLE   TOY    WINDOW. 

The    use    of    the    life-size   cardboard    figures    is    the    feature    of   this    toy 

window.      This    method    of    display    is    also    used    in    the 

department   upstairs. 


TOYS   ASSORTED   ACCORDING   TO 
PRICE 

The  photograph  which  is  reproduced 
in  connection  with  this  article  gives  a 
fair  idea  of  a  small  section  of  the  toy 
department  in  the  large  retail  store  of 
G.  A.  Holland  &  Son  &  Co.,  of  Montreal. 
There  are  simply  "loads"  of  different 
games,  toys,  books,  etc.  An  idea  that  is 
new  to  this  department,  and  one  that 
looks  good  for  others,  is  a  series  of 
tables  that  feature  toys  all  of  the  same 
price.  For  instance,  on  one  are  toys 
that  may  be  bought  for  the  price  of  35 
cents,  with  a  card  in  the  center,  "Pop- 
ular Lines,  35  cents."  Near  by  is  an- 
other, "Attractive  Lines,  50  cents,"  a 
third,  "Popular  Leaders,  75  cents,"  a 
fourth  with  dollar  lines,  and  a  fifth  with 
all  selling  at  the  one  price  of  $1.50. 

It   has    been   found    that   people   come 

into  a  toy  department  to  get  a  toy  for  a 

certain  price.     It  may  be  that  a  mother 

is  getting  a  present  for  a  child  to  take 
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idea  of  special-priced  tables  could  be 
duplicated  in  any  department,  and  would 
be  specially  good  for  the  present  Christ- 
mas. 


PERSONALITY  A  BIG  ASSET 

With  women  especially  personality  is 
a  very  strong  factor  in  selling  goods  and 
when  we  consider  that  women  do  most 
of  the  shopping  these  days  we  can  eas- 
ily realize  what  an  advantage  the  man 
with  a  pleasant  personality  has  over  the 
man  without.  It  lies  in  the  fact  that  he 
knows  the  right  thing  to  say  and  when 
to  say  it.  He  realizes  that  it  is  bad  pol- 
icy to  argue  with  a  customer  unless 
there  is  some  deep  principle  involved.  "A 
man  convinced  against  his  will  is  of  the 
same  opinion  still"  is  an  old  and  true 
saying  and  more  than  that,  controversy 
usually  breeds  ill  feeling.  One  maxim 
that  has  brought  success  is  that  the  cus- 
tomer is  always  right. 


Air  Brush  Work  in  Show  Card  Writing 

Practical  Series  of  Lessons  on  This  Important  Phase  of  Card  Writing — A  Short  His- 
tory of  the  Air  Brush. 

By   R.   T.   D.   Edwards 

Editor's   Note.     This    lesson   should   have   preceded   the   one   published    in    the   November   issue. 


Air  Brush  Work 

THIS  new  phase  of  cardwriting  has 
never,  to  our  knowledge,  been 
taken  up  so  thoroughly  and  min- 
utely by  any  trade  journal  in  the  Do- 
minion. 

This  series  of  lessons  will  give  a  de- 
tailed account  of  the  many  uses  of  the 
air  brush  for  making  better  show  cards, 
together  with  full  instructions  regarding 
its  operation,  and  what  material  to  use 
to  get  the  best  results.. 

While  the  majority  of  you  are  prob- 
ably strangers  to  the  use  of  the  air 
brush,  there  may  be  those  among  you 
who  are  familiar  with  its  uses  and  pos- 
sibly even  own  one  of  your  own.  A 
careful  study  of  this  lesson  will  not  only 
initiate  the  novice  in  the  mysteries  of  the 
art,  but  will  put  the  old  hand  in  the  way 
of  becoming  an  adept  in  this  branch  of 
the  work. 

Before  going  into  the  many  uses  of 
the  air  brush  it  will  be  interesting  to 
know  something  of  its  history  and  its 
make  up.  To  start  with,  the  air  brush 
was  not  originally  intended  for  show  card 
decorating.  It  was  invented  and  made 
for  the  purpose  of  enabling  the  artist  to 
get  shaded  and  clouded  effects  more 
rapidly  than  could  be  done  by  any  other 
means.  It  proved  such  a  success  that  air 
brush  work  was  gradually  made  use  of 
in  various  forms  of  advertising.  Then 
latterly,  when  this  instrument  was 
manufactured  at  a  more  moderate  price, 
it  was  easily  seen  what  a  big  advantage 
it  would  be  to  the  cardwriter,  and  it  has 
proved  itself  an  invaluable  asset  ever 
since. 

The  air  brush,  like  all  new  inventions, 
was  far  from  being  perfect  when  first 
brought  out,  but  as  one  improvement  has 
been  added  to  another,  we  have  to-day  an 
almost  perfect  instrument  for  spraying 
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ink.  It  can  spray  anything  from  a  hair 
line  to  a  wide,  misty  cloud,  and  can 
change  from  one  to  the  other  in  an  in- 
stant. 

The  air  brush  itself  is  not  any  thicker 
than  a  fountain  pen,  and  not  quite  so 
long.  Most  of  the  metal  parts  are  turned 
out  of  brass  and  nickel-plated.  Each 
part  fits  perfectly,  being  measured  to  the 
thousandth  part  of  an  inch. 

Of  course,  various  makes  have  various 
styles,  but  all  work  on  practically  the 
same  principle.  Some  have  ink  cups  on 
the  side;  others  glass  jars  underneath 
for  holding  the  ink.  The  lever  which  re- 
gulates the  supply  of  compressed  air  and 
ink  is  situated  on  the  top,  and  is  oper- 
ated by  the  fore  finger.  The  principle 
on  which  it  works  is  this:  The  com- 
pressed air  being  released,  is  forced, 
through  and  out  of  the  point  of  the 
brush,  the  operation  sucking  the  ink  from 
the  ink  container  and  breaking  it  up  into 
a  fine  spray  as  it  passes  through  the 
point. 

On  the  under  side  of  the  air  brush  is 
an  inlet  with  a  valve  placed  in  it.  To  this 
is  attached  the  tubing  which  conveys  the 
compressed  air  from  the  tank.  This  valve 
is  opened  and  closed  by  the  lever  on  top, 
which  also  regulates  the  flow  of  ink. 

Air  Pressure 

Many  are  the  methods  for  producing 
the  compressed  air,  and  it  is  up  to  you  to 
pick  out  that  which  is  most  suitable  for 
your  particular  requirements.  An  elec- 
trically-driven pump  for  use  of  persons 
needing  compressed  air  continuously  is 
too  expensive  a  method  for  one  having 
only  a  few  cards  to  decorate  daily.  A 
water  motor  pump,  which  can  be  attach- 
ed to  the  city  waterworks,  is  also  un- 
necessarily expensive  for  the  store  card- 
writer.  One  of  the  most  practical  and 
handy  pressure  outfits  is  the  carbonic 
liquid  gas  outfit.  This  is  excellent  if  you 
can  obtain  the  gas  drums.  These  are  the 
same  as  those  used  to  operate  soda  foun- 
tain. Only  the  contents  of  the  drum  are 
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sold,  the  drum  being  returnable  when 
empty.  What  you  have  to  obtain  is  the 
reducing  valve  and  gauge,  as  shown  in 
Fig.  2.  This  is  screwed  on,  as  shown  in 
illustration.  The  tap  underneath  regu- 
lates the  supply  of  gas  coming  through 
the  gauge  and  the  tap  at  the  outlet 
turns  the  gas  off  and  on  as  required.  This 
is  an  outfit  recommended  because  there 
is  no  pumping  to  be  done. 

If  you  are  so  placed  that  you  cannot 
obtain  these  tanks,  don't  buy  this  outfit. 
You  will  have  to  revert  to  the  hand  or 
foot  pressure  outfits.  The  hand  pressure 
will  do  the  work,  but  is  not  as  easily  op- 
erated as  the  one  pumped  up  by  the  foot. 

The  foot  pump  outfit  consists  of  four 
distinct  parts — (see  Fig.  3) — the  swing 
for  the  foot  to  rest  in  and  the  pump 
(both  of  which  are  on  one  board),  the  air 
tank  and  the  gauge  on  top  of  it.  This 
outfit  is  a  very  handy  one,  and  can  be 
moved  from  place  to  place  much  more 
leadily  than  can  the  gas  outfit. 

Air  Brushes 

Many  are  the  varieties  of  air  brushes 
manufactured  and  used  by  artists  and 
cardwriters,  and  the  majority  of  them 
give  perfect  satisfaction.  Some  are  made 
expressly  for  art  work,  and  of  late  years 
less  expensive  ones  have  been  made  ex- 
pressly for  show  card  work.  Show  card 
writers'  supply  houses  can  give  full  in- 
formation as  to  the  best  one  for  your 
particular  work.  Fig.  1  shows  two 
models  which  have  been  selected  from 
the  catalogues  of  different  makers.  This 
is  just  to  illustrate  what  the  brushes  are 
like,  and  does  not  mean  that  these  par- 
ticular models  are  any  better  than  others. 
This  illustration  is  self-explanatory.  Of 
course,  it  just  gives  you  a  general  idea, 
but  you  will  find  experience  is  the  best 
teacher. 
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Air  Brush  Cleanliness 

Experience  will  teach  you  a  great  deal 
more  about  the  handling  of  the  air  brush 
than  you  can  ever  learn  from  text  books, 
but  a  few  words  about  the  care  of  this 
delicate  instrument  may  save  you  many 
dollars  in  repair  bills.  First  of  all,  treat 
it  as  you  would  your  watch.  It's  mech- 
anism is  very  accurate,  and  must  remain 
that  way,  so  keep  the  brush  clean  at  all 
times.  That  is,  when  you  are  through 
with  it,  do  not  allow  any  ink  to  remain  at 
all,  or  it  will  corrode,  thus  causing  the 
small  passage  way  to  clog. 

First  of  all,  empty  the  ink  out  of  the 
ink  container,  and  run  clean  water 
through  the  brush  until  all  traces  of  it 
have  disappeared.  Then  run  through  a 
small  quantity  of  wood  alcohol.  This  will 
cut  all  traces  of  foreign  matter  and  leave 
the  brush  nice  and  clean  for  the  next 
time.  All  threaded  joints  of  the  air 
brush,  which  are  frequently  taken  apart, 
should  be  rubbed  with  a  little  vaseline 
once  in  a  while.  This  will  keep  the  joints 
from  sticking.  You  are  given  a  holder 
with  the  outfit  for  the  brush.  Be  sure  and 
use  it.  Don't  leave  the  brush  lying  on 
the  desk.  It  is  a  bad  policy,  and  is  liable 
to  do  harm  to  the  brush. 

Ink  to  Use 

Cardwriting  supply  houses  or  art 
stores  have  special  inks  for  air  brush  use. 
These  come  in  all  standard  colors,  and  by 
mixing  these  colors  you  can  obtain  any 
neutral  shade  you  desire.  Black  ink  fo: 
this  work  should  be  waterproof,  because 
it  is  used  for  shadow  script  work,  which 
will  be  taken  up  later. 

Some  of  the  outfits  have  an  ink  strainer 
with  them.  This  is  an  excellent  idea,  be- 
cause dust  is  liable  to  get  into  the  ink 


and  block  up  the  passage.  Keep  your 
ink  strained  therefore,  and  you  will  have 
less  air  brush  trouble.  Several  thick- 
nesses of  cheese  cloth  will  also  strain  the 
foreign  matter  out  of  the  ink. 

Don't  start  any  complicated  work. 
Keep  to  the  simplest  forms  until  you 
have  mastered  the  handling  of  the  air 
brush.  One  of  these  is  shading  on  the 
surface  of  letters  to  give  them  a  round 
appearance.  This  is  mostly  done  on  a 
rather  bold  faced  form  of  lettering  so  as 
to  give  it  the  rounded  effect.  The  Roman 
lettering  does  not  stand  out  so  well 
treated  in  this  manner. 

First   of  all   you   want  to  know  what 


Canned 


Chilly 
Fall  Days 


colored  letters  on  what  colored  card- 
board make  the  most  effective  combina- 
tion for  this  shaded  work.  A  black  card 
with  a  white  letter,  the  latter  rounded 
up  with  green  or  black  ink,  makes  a  good 
combination.  White  letters  on  a  dark 
grey  card  rounded  up  with  black  ink  is 
another  good  one.  White  letters  on  a 
brown  card  air  brushed  with  brown  or 
black  ink  also  show  up  well.  A  white 
card  with  a  red  letter  shaded  with  dark- 
green  or  black  ink  makes  a  striking 
combination.  There  are  many  others 
that  can  be  worked  up,  but  these  are  a 
few  of  the  standard  combinations  which 
should  be  enough  to  start. 

A  close  study  of  the  chart  will  give 
you  a  good  idea  of  how  the  letters  should 
appear  when  completed. 

You  will  notice  that  the  heavier  spray 
is  put  on  the  lower  and  left  hand  side  of 
the  letter.  This  is  what  makes  it  stand 
out  and  give  it  the  rounded  appearance. 

Work  with  the  brush  about  an  inch 
away  from  the  letter.  Hold  the  brush 
lightly,  but  steadily  in  the  hand  so  that 
the  spray  can  be  put  on  evenly. 

The  finished  card  illustrates  airbrush 
work  when  completed.  You  will  notice 
that  very  few  words  are  used  on  this 
card.  This  gives  you  more  chance  to 
make  a  bold-faced  letter  which  can  be 
rounded  up  to  better  advantage  and 
more  easily  than  the  smaller  variety. 

The  alphabet  illustrated  and  used  on  the 
completed  card,  is  especially  adapted  for 
air  brush  work.  It  is  made  with  the 
brush  stroke  method  and  the  ends  of  the 
strokes  you  will  notice  are  rounded  in- 
stead of  square.  This  is  a  new  type  for 
my  readers  to  practice,  and  will  be 
found  quite  easy  to  execute,  especially  if 
you  have  accomplished  other  brush  stroke 
lettering  as  shown  in  previous  lessons. 


35 


Getting  Returns  from   Display  Window 

The  Drawing  Power  of  the  Window  Display  —  Works  24  Hours  a  Day  and  7  Days  a 

Week — Points  to  be  Considered  in  Arrangement  —  The  value  of  Price 

Cards — Christmas  Goods   Should  be  Featured  Now. 


WITH  the  Winter  and  Christmas 
holiday  seasons  fast  approach- 
ing, merchants  who  are  looking 
for  the  largest  returns  from  business 
during  these  seasons  are  busying  them- 
selves in  the  preparation  of  window  ar- 
rangements that  will  be  effective  in 
drawing  trade  during  these  special  per- 
iods of  the  year.  Competition  for  bus- 
iness at  these  times  is  greater  than 
usual  and  the  only  way  to  successfully 
compete  is  to  have  such  window  dress- 
ings that  the  passing  customer  will  in- 
stinctively be  drawn  to  further  investi- 
gate and  ultimately  become  a  purchaser. 
Window  displays  have  a  tremendous  ef- 
fect upon  the  individual,  and  sometimes 
this  effect  reaches  the  proportions  of  a 
semiihypnotism  which  literally  carries 
him  off'  the  street  into  the  store.  Really 
effective  window  displays  are  irresistible 
and  represent  the  most  powerful  medium 
for  the  attraction  of  trade.  For  this 
reason  some  few  suggestions  along  the 
line  of  window  dressing  will  not  be  out 
of  place  at  this  point. 

Windows  Always  Open 

In  the  first  place,  the  merchant  should 
remember  that  when  his  store  is  closed 
to  the  public  the  windows  are  always 
open,  that  is  if  he  uses  his  windows  to 
the  best  advantage.  Generally  during 
the  holiday  season  this  is  the  case,  even 
if  such  is  not  the  practice  at  other  times 
of  the  year.  At  night,  on  Sundays  and 
holidays,  when  your  store  doors  are 
closed  the  windows  can  be  made  pay  a 
dividend.  People  strolling  along  the 
street  will  pause  before  a  well-lighted, 
tastefully  arranged  window  display  and 
pass  by  the  dingy,  unkempt  one  with  dis- 
dain. At  Christmas  time  the  number  of 
people  on  the  streets  at  night  is  much 
greater  than  normally  and  this  element 
is  therefore  of  greater  importance  at 
this  season.  The  people  who  are  at- 
tracted will  become  your  customers,  all 
things  being  equal. 

A  certain  merchant  in  a  small  city 
mad<5  it  a  habit  to  keep  his  windows  dark; 
as  a  result  he  had  no  attraction  after 
nightfall.  On  the  other  side  of  the  street 
was  a  storekeeper  who  spent  a  few  dol- 
lars a  year  for  light  and  reaped  a  har- 
vest by  so  doing.  Which  pays  the  bet- 
ter, and  what  course  do  you  pursue? 

It  matters  little  what  is  placed  in  the 
windows  as  long  as  the  goods  are  fresh 
and  clean.  Certain  holiday  goods  are 
peculiar  to  every  store,  and  it  is  not 
necessary  to  enumerate  these  herein,  but 
freshness  and  cleanliness  should  be  the 
predominating  elements.  Some  mer- 
chants use  their  windows  for  a  sort  of 
dumping  ground  for  broken  and  damag- 
ed goods  figuring  "Oh,  well  it's  only  for 
display  and  not  for  sale."  Better  by 
far  throw  damaged  goods  on  the  scrap 
heap  than  to  place  them  before  the  eyes 


and  judgment  of  the  buying  public.  The 
story  is  told  of  a  merchant  who  made  a 
practice  of  displaying  his  damaged  goods 
to  such  an  extent  that  the  public  got 
the  idea  he  dealt  only  in  damaged  goods 
and  "seconds"  with  the  result  his  bus- 
iness was  almost  ruined. 

A    Few    Simple    Points   to   Watch 

After  each  rainfall  the  windows 
should  be  quickly  rubbed  over  with  a 
damp  cloth.  At  the  approach  of  night 
be  sure  to  switch  on  the  lights.  One 
merchant  makes  a  habit  of  turning  on 
the  lights  each  time  a  dark  cloud  ob- 
scures the  sky,  in  fact  at  certain  times 
of  the  day  when  the  sun  causes  a  glare 
he  also  switches  on  the  lights,  thus  coun- 
teracting the  effect  of  the  sun  by  inter- 
ior illumination.  In  the  winter  when 
frost  is  apt  to  cover  the  windows  an  elec- 
tric fan  kept  running  day  and  night  is 
effective.  In  summer  a  fan  constantly 
operating  will  keep  the  flies  on  the  move 
and  prevent  a  loss  of  merchandise,  as 
nothing  cheapens  a  window  display  as 
much  as  speckled  and  dirty  goods.  Never 
make  the  day  time  your  window-chang- 
ing period  as  it  blocks  the  view  of  your 
merchandise  when  people  are  passing; 
do  this  work  at  night  and  be  ready  the 
next  day  for  business  with  a  fresh  dis- 
play. 

The  Price  Tag 

No  goods  should  be  shown  without  a 
suitable  price  tag.  The  necessity  of 
showing  a  price  is -especially  important 
in  the  holiday  season.  Some  "high- 
grade"  stores  figure  it  is  beneath  their 
dignity  to  price  goods  displayed,  but  it 
has  been  the  experience  of  many  retail- 
ers that  to  make  the  windows  a  paying 
proposition  they  must  have  the  power  to 
attract.  The  greatest  attractions  are, 
first,  the  goods  and  then  the  price.  With- 
out tags  a  person  can  only  guess  at  the 
price  of  goods  admired.  A  price  tag  is 
a  silent  salesman,  as  often  a  person  will 
gaze  into  a  window  and  be  attracted  to 
the  goods  by  the  price  or  what  is  asked 
for  the  merchandise. 

Coated  cardboard  is  the  ideal  window 
tag,  and  a  change  of  color  is  advocated. 
One  week  use  white,  next  a  tint  and  in 
summer  use  a  black  card  with  white  let- 
ters as  this  keeps  clean  the  longest.  It 
matters  not  what  color  ink  is  used  so 
long  as  the  sign  is  readable  and  to  the 
point.  Abstain  from  the  so-called 
"comic"  signs  such  as  "Take  me  home 
for  $4"  or  "Use  Bink's  pills  and  never  be 
ill."  All  persons  will  not  have  the  same 
idea  of  humor  as  you. 

Use  Stands  for  the  Cards — Not  Pins  or 
String 

Use  a  neat  stand  to  display  your  large 
cards  and  "bulldogs"  for  the  small  ones. 
Never  use  a  pin  or  a  piece  of  string  to 
attach  a  ticket  to  the  merchandise  as 
both  cheapen  the  display  and  ruin  the 
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card.  It  is  better  to  invest  a  few  dol- 
lars in  suitable  fasteners  than  to  ruin 
many  dollars'  worth  of  cardboard  year 
after  year.  A  letter  file  may  be  used  to 
advantage  in  storing  unused  signs;  thus 
they  are  classified  for  future  use. 

When  a  card  is  soiled  it  should  be 
thrown  away  for  it  never  pays  to  use  a 
card  which  has  become  dirty;  it  loses 
sales  and  gives  the  store  a  cheap  ap- 
pearance. In  most  every  store  will  be 
found  a  young  man  with  a  knack  for  let- 
tering. If  you  have  no  such  person, 
select  a  clerk  and  let  him  read  some  good 
material  on  card  writing  such  as  ap- 
pears in  the  trade  newspapers.  It  will 
pay  you  to  invest  a  few  dollars  along 
these  lines  for  the  convenience  of  a  man 
on  the  premises  who  can  letter  is  of 
great  value  and  saves  much  time.  The 
card  writer  who  makes  a  business  of  do- 
ing rush  jobs  is  seldom  a  good  work- 
man. 

Don't  Crowd  the  Windows 

There  is  oftentimes  a  tendency  on  the 
part  of  retailers  to  do  either  one  of  two 
things  in  regard  to  window  dressing. 
They  will  either  sacrifice  the  selling 
value  of  their  windows  entirely  or  crowd 
them  to  a  point  where  the  display  is 
worth  little  or  nothing.  Once  again  the 
merchant' should  put  himself  in  the  posi- 
tion of  the  person  on  the  street.  There 
is  no  attraction  in  the  window  where 
the  goods  are  piled  helter  skelter  and 
packed  up  against  the  front  with  about 
the  same  care  displayed  as  when  you 
throw  corn  in  a  bin. 

The  window  is  one  of  the  best  sales- 
men in  the  store,  and,  particularly  when 
a  store  front  offers  two  roomy,  attrac- 
tive, and  well-lighted  windows,  it  is  lit- 
tle short  of  a  merchandising  crime  to 
sacrifice  them  through  negligence,  care- 
lessness or  any  other  phase  of  misman- 
agement. A  window  well  trimmed  is  an 
example  of  the  same  business  acumen 
which  induces  the  peddler  selling  pro- 
duce to  put  the  better  and  more  attrac- 
tive part  of  his  stock  on  the  top  of  the 
basket.  The  practical  dealer  selects  the 
more  attractive  part  of  his  stock,  both 
as  regards  price  and  quality,  and  puts 
it  in  his  windows.  It  will  pay  you, 
especially  during  the  Christmas  holiday 
season,  to  regard  your  windows  as  one  of 
your  most  efficient  salesmen. 

Christmas   Specialties    Should   Shine 
Forth 

Merchants  should  require  no  reminder 
to  see  that  any  merchandise  peculiar  to 
the  Christmas  season  is  exclusively 
brought  before  the  public  eye  at  this 
period  of  the  year.  Each  class  of  store 
has  its  distinctive  line  of  goods  which 
receive  special  attention  for  Christmas 
trade  and  no  time  should  be  lost  in 
working  these  into  advertising  and  win- 
dow displays. 
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"HOW  TO  MAKE  FIGURE  FACTS 

EARN  PROFITS" 


(Second    address    by    Frank    Stockdale.) 


CONTINUING  his  series  of  lectures  on  problems 
of  Retail  Merchandizing,  Frank  Stockdale 
addressed  the  gathering  of  merchants  and 
manufacturers  on  the  subject  "How  to  Make  Figure 
Facts  Earn  Profits." 

"I  have  found  a  great  many  stores,"  said  Mr. 
Stockdale,  "that  are  selling  plenty  of  merchandise, 
wonderful  stores  in  beauty  and  service,  they  are  doing 
a  good  business,  but  they  fail  to  come  across  with  the 
thing  most  to  be  desired  by  a  retail  merchant — Profit. 

"Most  figure  facts  do  not  earn  profits.  Ninety 
per  cent,  of  the  figure  facts  in  stores  represented  here 
do  not  earn  profits.  Some  of  you  think  you  have 
splendid  systems  of  accounting,  but  your  systems  only 
protect  profits,  they  do  not  make  profits.  There  is  a 
difference  between  the  nightwatchman  and  the  man 
who  works  in  the  store,  and  there  is  a  difference  in 
the  figure  facts — records  that  protect  profits  and 
records  that  earn  profits. 

"Figures  in  connection  with  a  business  are  very 
undesirable  unless  they  tell  the  truth,  the  whole  truth 
and  nothing  but  the  truth.  A  lot  of  men  are  mis- 
guided in  figures.  There  are  a  lot  of  people  using 
figures  who  conducted  matters  just  as  profitably  be- 
fore they  got  records  into  their  business.  They  are 
misled  by  their  figures.  Some  men's  intuition,  sense 
of  management  and  sense  of  a  movement  of  things 
has  been  a  better  guide  than  the  figures  they  had. 
Incomplete  figures  will  lead  a  man  far  astray,  and 
the  only  way  to  talk  intelligently  about  profits  is  by 
using  figures. 

THE   DANGER   OF   NOT   HAVING   THE   FACTS 

"I  know  a  store  that  ran  along  for  four  or  five 
years  making  a  nice  profit  for  the  owner.  The  sixth 
year  they  bought  heavily  for  increased  business,  but 
they  lost  in  the  sixth  year  all  they  had  made  in  the 
other  five  simply  because  they  had  been  letting  the 
business  run  along  and  the  old  goods  were  collecting 
all  the  time.  When  the  crash  came  their  profits  went 
up  in  smoke.  There  are  a  lot  of  people  in  business 
who  are  in  business  because  they  are  good  salesmen 
and  not  because  they  are  good  managers.  I  have 
seen  numerous  cases  where  a  man  working  for  an- 
other man  has  become  the  star  salesman.  He  de- 
cides he  is  the  best  salesman  and  starts  out  to  run  a 
business  of  his  own.  If  he  stops  at  salesmanship  he 
is  almost  doomed  to  failure,  because  there  is  more  to 
business  to-day  than  being  able  to  bring  the  mind  of 
the  customer  to  your  way  of  thinking  about  mer- 
chandise. That  is  one  of  the  absolutely  essential 
things,  but  I  have  also  known  a  lot  of  men  to  sell  and 
not  make  any  money.  The  management  of  the  suc- 
cessful store  must  be  based  very  largely  on  figures. 
There  are  certain  things  fiacres  will  do  for  a  store. 
There  is  one  class  of  people  that  complain  more  about 
competition  than  any  other,  they  are  the  guessers. 
And  the  main  reason  they  are  complaining  is  because 


their  competitors  know  a  few  things  they  don't  know 
and  among  the  things  their  competitors  know  are 
these:  'What  lines  are  profit  makers,'  'What  lines  are 
profit  chokers/ — these  two  lines  are  found  in  almost 
every  store.  'What  their  constant  expenses  are,' 
'How  much  it  costs  them  to  sell  goods." 

"There  are  two  things  a  man  does  in  the  retail 
business,  he  carries  goods  and  he  sells  goods.  There 
is  a  distinction.  I  might  fill  the  room  with  goods  and 
not  sell  them,  but  that  begins  to  cost  money  right 
away.  And  I  might  sell  goods  without  carrying 
goods.  Some  people  can  sell  goods  without  carrying 
them  and  some  people  carry  them  without  selling. 

"Other  things  the  man  who  is  up  with  his  busi- 
ness knows  are  'How  much  money  is  invested  in 
stock.'  'Are  stocks  increasing  faster  than  sales.' 
'How  many  bills  he  has  to  pay,'  'Whether  collections 
are  keeping  up  with  charges,'  'Progress  and  condi- 
tion of  the  business.' 

"Lots  of  figures  don't  tell  us  whether  we  have 
been  going  forward  or  backward.  That  kind  of 
record  won't  do  a  man  much  good.  You  have  to 
know  these  facts  sometimes,  and  the  sooner  the  better. 

"  'Don't  forget  markdowns.'  That  should  be 
taken  into  consideration  when  you  mark  your  mer- 
chandise. The  merchant  wants  to  look  ahead  and 
make  provision  for  the  thing  that  in  most  cases  is 
inevitable  and  know  what  his  losses  will  be. 

'  'Expenses-  forgotten  are  usually  profits  lost.'  I 
have  known  men  who  tack  on  a  little  percentage  for 
'incidentals'  before  adding  their  percentage  of  net 
profit.  This  indicates  that  the  merchant  knows  there 
are  mistakes. 

"  'Rent  and  real  estate.'  'Interest  on  capital  in- 
vested in  stock,  fixtures,  etc. — open  accounts,  out- 
standing accounts  and  money  invested  in  working 
capital'  'Salary  for  self  and  members  of  family.' 
'Depreciation  on  goods  and  equipment.'  These. are 
other  items  that  must  be  considered. 

"Depreciation  varies  and  there  is  no  reason  for 
taking  any  definite  percentage.  If  there  is  anything 
in  records  it  is  to  tell  us  the  truth,  so  merchants 
should  be  honest  with  themselves  when  they  go  to 
depreciate.  Let  the  statements  tell  you  the  truth  for 
some  goods  depreciate  faster  at  one  end  than  the 
other. 

MARGIN  NOT  NECESSARILY  PROFIT 

"A  clear  understanding  of  the  fundamental  diff- 
erence between  margin  and  profit  is  necessary.  One 
of  the  keenest  merchants  I  have  met  told  me  he 
would  like  someone  to  write  an  article  on  'margin  of 
profit  vs.  margin  for  profit,'  What  he  said  was  he 
would  like  for  someone  to  write  an  article  on  'an 
opportunity  for  profit,  and  actually  getting  the 
profit.'  Margin  is  the  opportunity  for  profit  and  also 
an  opportunity  for  loss.  Margin  itself  does  not  spell 
profit. 
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USE  AND  ABUSE  OF  PERCENTAGES 

"The  percentage  pathway  is  lined  with  pitfalls. 
We  find  merchant  after  merchant  tripping  up  on 
percentages.  The  following  statement  should  he 
referred  to  when  you  are  stuck  about  percentages: — 
'Percentage  is  a  sign  of  relationship.' 

"It  has  been  said  that  competition  these  days  sets 
the  price,  but  you  want  to  know  if  competition  leaves 
a  profit  for  you,  and  that  is  the  reason  for  figuring. 

"There  is  one  absolutely  essential  thing  to  know 
whenever  you  start  to  use  a  percentage,  and  the  first 
question  is  'where  did  you  get  it?' 

At  this  juncture  a  sample  problem  was  worked 
out  by  Mr.  Stockdale'  figuring  a  net  profit  on  an 
article  where  margin,  cost  price  and  cost  of  doing 
business  in  the  store  were  given.  Mr.  Stockdale  in- 
dicated that  there  was  a  big  difference  in  using  the 
percentage  on  the  cost  or  on  the  sale  price,  enough 
difference  in  fact  to  eat  up  an  ordinary  net  profit. 

"In  one  case,"  he  said,  "we  have  taken  the  mar- 
gin on  cost  and  in  the  other  case  we  took  the  margin 
on  cost  and  the  cost  of  doing  business  on  the  sale. 
But  the  difference  between  the  margin  and  cost  of 
doing  business  is  a  percentage  that  means  something. 
The  kind  of  percentages  to  have  are  the  ones  that 
represent  the  same  taken  out  of  different  figures  and 
then  when  I  compare  percentages  I  compare  the  same 
kind  of  percentages.  You  are  going  to  get  to  the  place 
in  your  business  where  you  will  want  to  compare 
your  figures.  You  cannot  do  this  unless  they  are  based 
on  the  same  foundation.  It  should  also  be  remem- 
bered that  the  percentage  for  clerk  hire  is  based  on 
sales  not  on  the  cost  of  the  goods. 

"Three  essential  things  in  business  to  be  control- 
led are  (1)   Cash.     {2)   Help,  and  (3)   Merchandise. 

"The  handling  of  cash  and  the  balancing  of  the 
book  at  the  end  of  the  year  with  a  balance  in  red  ink 
is  largely  a  matter  of  handling  cash.  It  does  not 
affect  stocks  and  it  does  not  affect  the  handling  of 
people,  because  to  handle  people  you  cannot  wait 
until  the  end  of  the  year  unless  you  expect  to  lose  a 
lot  of  money  on  them.  Special  records  for  people 
and  for  stock  should  be  kept.  I  would  admonish 
every  man  never  to  go  to  the  bother  of  keeping 
records  in  his  business  unless  he  has  use  for  them. 
I  am  not  advising  any  man  to  get  a  fact  in  his  busi- 
ness which  he  cannot  use,  and  you  will  not  find  it 
hard  to  get.  The  trouble  is  people  do  not  see  the 
use  of  facts.  There  are  more  nice  trial  balances  filed 
aw.ay  in  the  safe  than  there  are  facts  placed  on  the 
desk  which  are  used  when  the  merchant  goes  to 
advertise,  mark  up  goods  or  talk  to  a  traveling  sales- 
man. That  is  the  essential  thing  in  records,  to  be 
able  to  use  them  in  your  business. 

ANTE-MORTEM   NOT  POST-MORTEM   FACTS 

"What  we  need  in  figure  facts  is  diagnosis  instead 
of  post-mortems.  I  want  to  know  what  is  happening 
in  my  business  while  it  is  happening,  or  as  soon  after 
as  possible  and  not  what  did  happen.  The  method 
of  diagnosis  is  also  changing.  In  olden  days  they 
used  to  diagnose  by  the  use  of  antiquated  methods. 
The  old  time  storekeeper  would  look  at  the  sales  and 
if  they  were  all  right  everything  was  all  right.  The 
modern,  retailer  diagnoses  by  knowing  his  turnover, 
expense  and  sales.    It  is  only  necessary  to  select  one 


expen.-c  to  know  if  you  are  doing  all  right,  and  that 
expense  is  Rent.  The  landlord  is  the  man  who  keeps 
up  with  you  because  you  are  in  competition  wuth 
each  other.  The  rent  you  pay  depends  on  the  turn- 
over you  get." 

Referring  back  to  the  problem  of  figuring  the 
net  profit  when  the  expense  of  doing  business  in  the 
store  was  given,  Mr.  Stockdale  emphasized  the  point 
that  "average  percentages  do  not  apply  to  specific 
cases"  and  that  therefore  the  cost  of  doing  business 
in  the  store  was  not  the  figure  to  be  used  in  selling  an 
article  in  the  store."    He  continued: 

"The  expense  of  carrying  and  selling  a  certain 
article  is  not  the  same  on  all  articles. 

DEPARTMENTALIZING  THE  STORE 

"I  have  known  a  number  of  merchants  to  depart- 
mentalize their  stores  and  to  establish  departments  in 
departments.  That  is  what  the  chain  stores  are  do- 
ing, and  that  is  where  you  have  to  find  out  where  you 
are  making  money  and  where  you  are  losing  money. 
In  departmentalizing  the  store  stock  records  are  as 
valuable  as  expense  records." 

At  this  point  Mr.  Stockdale  illustrated  the  case  of 
a  department  store  divided  into  a  number  of  separate 
departments,  some  of  which  made  money  while 
others  lost  money.  He  struck  out  departments  which 
equalled  each  other  i.e.,  one  showing  a  loss  equal  to 
the  other's  profit,  and  thereby  illustrated  that  the 
profit  making  extent  of  the  store  resolved  itself  down 
to  about  one-quarter  its  original  size. 

"The  same  thing  applies  to  lines  as  to  depart- 
ments. You  cannot  apply  average  percentages  to 
specific  lines  or  departments  and  know  what  you  are 
doing,"  said  Mr.  Stockdale. 

"The  reason  figures  do  not  earn  profits  is  because 
we  get  tangled  on  percentages  or  apply  averages  to 
specific  cases.  Manufacturers  of  advertised  products 
are  having  the  time  of  their  lives  because  the  average 
merchant  is  applying  average  figures  to  things  that 
do  not  come  under  the  average. 

"One  of  the  big  reasons  why  average  percentages 
do  not  apply  to  specific  lines  is  because  turnover  on 
various  lines  varies  greatly. 


In  the  discussion  which  followed  the  address  the 
question  was  asked  "What  distinction  is  there  be- 
tween turnover  and  sales." 

In  answer,  Mr.  Stockdale  stated  that  turnover  as 
applied  to  sales  was  using  the  term  turnover  out  of  its 
proper  place.  We  are  using  two  terms,  one  is  turn- 
over and  the  other  is  volume,"  said  Mr.  Stockdale. 
"We  want  something  to  express  the  speed  of  the 
movement  of  the  merchandise  and  we  have  reserved 
'turnover'  for  that  purpose." 

Replying  to  a  question  as  to  average  percentage 
allowance  for  rent  in  specialty  stores,  Mr.  Stockdale 
stated  that  there  was  a  great  dearth  of  these  figures, 
but  that  the  average  figure  of  rent  in  an  average  city 
is  3  per  cent,  for  clothing  stores,  and  varying  accord- 
ing to  the  class  of  the  store. 

"One  man  rents  a  location  where  he  has  to  pay 
a  larger  rent  than  another  man.  Increased  sales 
means  increased  turnover  and  there  lies  the  relation 
of  turnover  to  rent." 
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Wallpapers  for   Season  of  1918 

While  the  High  Class  Taste  Will  Have  Chintzes,  Tapestries, 
and  Shadow-cloth  Effects — Stripes  Will  go  Strong  in  Popu- 
lar Priced  Papers — All-over  Patterns  Not  so  Strong 


WALLPAPERS  for  1918  are  strong 
on  stripes.  In  all  the  more  popu- 
lar showings  striped  effects  are 
likely  to  predominate.  There  are  some 
bold  striped  effects  amongst  the  1918 
styles,  and  many  lighter  stripes.  Silvery 
stripes  varied  with  blue  and  pink  tinted 
stripes  are  being  used  in  popular  priced 
wall  papers.  In  association  with  the 
stripes  there  will  be  found  floral  motifs, 
in  some  cases  very  tiny.  Roses  are  still, 
as  ever,  the  most  popular  decorative  flow- 
er, and  will  be  found  developed  in  all  the 
usual  colors  from  the  natural  pinks  and 
reds  to  the  conventional  blues,  greens,  and 
browns.  Sprays  of  roses  with  leaves  ap- 
pear between  stripes,  and  in  some  cases 
are  worked  into  the  broader  stripes  them- 
selves. 

Black  Stripes 

There  are  some  black  stripes  on  cream 
or  white  ground.  These  are  shown  in 
both  broad  and  narrow  stripe.  It  is  ad- 
mitted that  no  very  great  demand  exists 
for  black  and  white  effects  now,  but  there 
was  for  a  short  period  a  fashion,  or  fad, 
for  these  and  a  few  will  probably  be  sold 
here  and  there  throughout  Canada  still. 

In  some  of  the  newest  floral  friezes, 
however,  traces  of  the  black  and  white 
stripe  idea  are  found  very  effective.  The 
stripes  come  in  above  the  main  floral  work 
of  the  frieze  contrasting  sharply  with  the 
colors  of  the  flowers.  The  main  paper  of 
the  room  using  such  friezes  would  be  a 
simple  stripe  effect,  broad  light  toned 
brown  bands  or  stripes  varied  with  equal 
width  white  stripes.  In  the  trimmer  for 
this  scheme  of  striped  paper  and  frieze 
the  black  stripes  will  also  appear  just  visi- 
bly and  no  more,  at  the  lower  edge  below 
the  flowers  of  the  trimmer. 

An  interesting  point  about  the  use  of 
black  and  white  in  wall  papers  is  that  the 
taste  for  the  pronounced  black  and  white 
effects  first  seen,  developed  from  Movie 
Picture  scenic  effects.  Because  of  their 
photographic  qualities  probably  bold 
black  and  white  decorations  were  used  in 
many  movie  scenes,  and  the  public  "took 
hold." 

Florals  for  Bedrooms 

While  what  are  known  as  "all-over" 
patterns  are  not  exactly  in  the  lead  at 
present,  and  are  in  fact  away  behind 
stripes  in  popularity,  there  are  still  some 
showings  of  these,  and  they  will  be  used 
to  a  certain  extent.  Floral  designs  will 
be  used  mostly  in  bedrooms.  Foliage  and 
conventional  wall-papers  will  be  found 
chosen  mostly  for  living  rooms,  halls,  and 
dining  rooms.    The  exclusive  taste  in  Can- 


ada is  going  in  for  chintz  papers  and 
bedrooms  and  imported  tapestry  effects 
in  imitation  shadow-cloth  style  with  a 
white  over-print  in  some  cases.  For  the 
most  exclusive  taste  very  high-priced 
papers,  reproductions  of  famous  tapes- 
tries in  France,  are  being  shown.  Metal- 
lic effects,  old  silver,  and  blue  are  found 
amongst  the  high-priced  papers,  but 
silvery  metallic  effects  and  gold  effects 
are  being  shown  also  quite  considerably 
in  the  medium-priced  papers. 

In  some  of  the  handsome  tapestry  ef- 
fects heavily  massed  trees  with  glimpses 
of  scenery  showing  shadowy  houses,  and 
the  suggestion  of  rivers  and  mountains 
may  be  found.  Large  ferns  in  a  broad 
bold  all-over  pattern  appear  in  other 
showings,  printed  on  a  ground  repre- 
senting woven  material,  and  carried  out 
in  dark  blue,  brown,  and  metallic  reliev- 
ing touches. 

The  Enemy  Circumvented 

Amongst  the  tapestry  effects  are  the 
"Soirettes"  in  soft  grays  and  rose  colors 
shadowed  delicately.  These  were  form- 
erly imported  from  Germany;  now  they 
are  being  made  in  Canada. 

Leaves  are  having  their  share  of  popu- 
larity. Some  fine  designs  in  conventional 
leafage  are  being  shown  for  1918.  One 
of  these  representative  of  the  style  is  in 
two-tone  effect,  the  leaf — a  sort  of  maple 
leaf,  though  conventionalized  —  being 
carried  in  all-over  pattern  picked  out 
in  gold,  and  shadowed  in  bold  masses 
which  develop  to  the  eye  at  a  distance. 
The  frieze  to  go  with  this  paper  is  a 
larger  rendering  of  the  same  leaf  and 
done  in  colors.  Good  strong,  browns, 
blues,  reds  and  greens  are  used.  Or  the 
design  may  be  in  lighter  toned  hues  in 
which  case  the  pinks  come  into  play.  Pink 
in  wall-papers  invariably  makes  for  pop- 
ularity. 

The  Color  Situation 

It  is  difficult,  since  the  war  began,  by 
the  way,  to  get  the  best  pinks  and  rose 
shades  in  wall-paper.  These  were  ob- 
tained in  their  best  purity  from  the  eocine 
dyes  which  came  from  Germany.  So  far 
outstanding  success  in  the  manufacture 
of  these  has  not  attended  the  efforts  made 
in  the  United  States  to  produce  them. 
Pinks,  rose  tints,  and  the  kindred  hues  are 
obtained  from  Para  reds  now.  They  lack 
something  of  the  qualities  of  the  other 
kinds,  but  possess  reasonably  good  qual- 
ities as  substitutes,  and  only  the  expert  in 
colors  could  detect  the  difference. 

Colors  of  all  kinds,  more  or  less,  and 
the  bronzes  have  advanced  considerably 
since  the  war  as  is  well  known.  In  the 
wall-paper  manufacturing  business  the 
bronzes  are  fully  350  per  cent,  more  cost- 
ly now.  The  colors  average  about  200 
per  cent,  higher  in  price.  Greens  are 
more,  yellows  less  affected,  pinks  as  stat- 
ed previously. 
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Influence  of  the  East 

There  have  been  oriental  influences  at 
work  on  the  mind  of  Dame  Fashion  in 
wearing  apparel,  and  in  wall  papers  these 
have  found  a  faint  reflection.  Some 
Chinese  pattern  wall-papers,  not  pro- 
nouncedly Chinese,  but  containing  unmis 
takably  the  Oriental  idea,  have  been  found 
going  fairly  well. 

Then  as  a  surprise  to  the  manufactur- 
ers, an  Indian*  effect,  embodying  bright 
vivacious  coloring  in  bold  flat  geometri- 
cally shaped  patternings  was  found  to  suc- 
ceed well  in  point  of  selling  power.  This 
is  a  novelty  in  its  way,  and  novelties 
since  the  war  have  been  extremely  reluc- 
tant to  appear  on  the  Canadian  market 
for  wall-papers. 

In  association  with  this  Eastern  influ- 
ence may  be  mentioned  the  favor  in  fair- 
ly exclusive  circles  which  is  found  for 
Japanese  grass-cloth  papers,  the  imita- 
tions or  reproductions  in  paper  of  the  high 
priced  wall-coverings  fashionable  in  Am- 
erica and  elsewhere.  These,  with  frieze- 
border  and  trimmer  in  plain  severe  line 
and  mass  patterns,  and  carried  out  in  soft 
browns  and  yellows  are  handsome  wall- 
coverings. They  possess  a  curious  open- 
ing for  objection  on  the  part  of  the  user. 
That  is  that  the  joinings  of  them  when 
the  paper  is  up,  are  apt  to  show  a  little 
decidedly.  Now  although  these  joinings 
show  infinitely  less  positively  than  do 
the  joinings  of  the  actual  Japanese  grass- 
cloths  costing  dollars  a  yard,  yet  it  is 
hard  to  convince  ordinary  customers  who 
raise  this  objection,  and  consequently 
these  Japanese  grass-cloth  imitations  are 
likely  to  be  amongst  the  exclusive  idea 
papers. 

"Life"  and  a  Little  Flitter 

Canadian  customers  for  wall-paper  are 
always  apt  to  demand  in  the  wall-papers 
they  fancy,  the  quality  which  manufac- 
turers call  "life."  A  touch  of  good  red 
makes  for  decision  in  the  buying  of  wall- 
papers. Flowers  must  have  the  right  de- 
gree of  brisk  lively  realism  about  them  if 
in  natural  tints,  and  must  some-how  con- 
vey the  same  impression  of  life  and  vigor 
even  if  conventional.  Brightness,  and  re- 
freshing effect  on  the  eye  eo  towards  giv- 
ing this  quality  of  life  which  is  sought  for 
in  wall-papers  that  are  to  sett.  The  1918 
showings  possess  in  many  cases  this  qual- 
ity to  a  high  degree. 

There  is  something  known  as  "a  little 
flitter"  which  helps  a  wall-paper  im- 
mensely in  effect.  A  bold  leaf  frieze  in 
handsome  ruddy  brown  hues  with  the 
leaves  outlined  in  gold,  and  "a  little  flit- 
ter"—scintillating  frost-stuff  dusted  on 
where  the  lights  shine  up  in  the  design- 
makes  a  fine  wall  paper.  This  frieze 
above  a  plain  oatmeal  paper  with  a  small 
leaf  trimmer  along  the  base  is  one  of  the 
1918  showings. 

Bathroom  papers  present  the  usual  re- 
freshing cleanliness  of  appearance  for  the 
incoming  season,  and  sanotiles  in  various 
patterns,  washable  thouerh  with  matt  sur- 
face are  shown.  A  bold  design  for  bath- 
room paper  represents  a  huge  sea-green 
wave  curling  over  beneath  a  sky  with 
white  clouds.  This  is  a  very  refreshing 
effect,  and  with  it  goes  another  with 
smaller  waves  and  sea-gulls  flying  airily 
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amongst  them.  Birds,  by  the  way,  have 
had  a  certain  vogue  in  the  United  States 
in  all  kinds  of  wall-papers  but  are  not 
likely  to  find  any  remarkable  favor  in 
Canada  at  present.  Marble  effects  for 
bathroom  papers  continue  popular,  and  a 
tiled  effect  known  as  a  plain  "butcher" 
paper  worked  out  in  simple  blue  and 
preen  for  varnishing  has  been  a  success- 
ful line  it  is  said. 

Nursery  Papers 

Nursery  papers  are  prettier  than  ever 
for  the  1918  season.  They  embody  the 
nursery  rhyme  papers  showing  the  whole 
story  of  a  nursery  rhyme  in  a  frieze,  also 
cat  and  dog  frolics,  and  the  doings  of  dolls, 
Dutch  and  otherwise.  A  dainty  nursery 
effect  is  produced  in  clear  cream  colored 
paper  with  characters  from  the  fairy 
tales  placed  as  cut-outs  upon  the  surface 
at  resul^r  intervals.  The  colorings  are 
strong  n nd  bright.  The  result  is  a  fascin- 
ating nursery  paper. 

Friezes  of  all  kinds  for  *Vo  1918  season 
are  cut-out  friezes.  The  picf"--o  moulding 
now  goes  to  the  very  ton  of  the  wall  as 
close  to  the  ceiling  as  will  permit  of  the 
use  of  nicture  hangers.  The  lower  edge 
of  the  frieze  cut  out  at  the  factory  gives  a 
much  r-jnV,(>y  pAFp«4-  fV-.,  \f  ^e  frjeze  were 
finished  bv  the  moulding 

Prices  of  wall-papers  aw  naturally  a 
good  de°l  higher  now,  bu<-  ««+  *s  much 
higher -ns  the  advance  in  cost  of  raw  ma- 
terials would  surest.  Paper  for  in- 
stance is  no  less  than  130  per  cent,  higher 
in  price  than  i*  was  las*-  year.  The  man- 
ufacturers' bill  for  sizing  works  out  to 
200  per  cent,  more  than  last  year.  The 
increase  in  bronzes  and  colors  have  been 
mentioned.  Wranping  papers  and  cord- 
age are  higher,  the  Kraft  napers  300  per 
cent,  up,  cordage  75  per  cent.     . 

Yet  the  product — finished  wall-papers — 
has  advanced  only  about  fiffv  per  cent. 
The  lowest  priced  grounded  papers-  for  - 
merely  costing  4 l/z  cents  a  roll  of  8  yds.  to 
the  retailer,  are  now  7%  cents.  Gilt  pa- 
pers which  before  the  war  sold  at  6% 
cents  a  roll,  are  now  9  cents  a  roll.  Other 
lines  are  proportionately  advanced. 


VETERAN  BOOKSELLER'S  DEATH 

Montreal,  Nov.  26. — One  of  the  oldest 
booksellers  in  the  city  passed  away  last 
night  in  the  person  of  Cyrus  Ashford, 
who  died  at  the  General  Hospital,  after 
an  illness  of  three  weeks.  For  upwards 
of  fortv  years  Mr.  Ashford  had  con- 
ducted business  on  his  own  account,  dur- 
ing the  preater  portion  of  which  period 
his  establishment  was  located  on  Dor- 
chester Street,  at  the  corner  of  Bruns- 
wick St'-eH.  He  came  to  Montreal  in 
1854,  and  from  that  date  till  1868  he  was 
employed  bv  his  uncle,  the  late  C.  Hill, 
who  did  business  on  St.  Francis  Xavier 
Street.  In  1868  he  returned  to  England, 
but  came  back  to  Canada  in  1871.  In 
1871  he  ouened  up  a  book  store  on  his 
own  account  and  continued  in  business 
until  three  weeks  ago,  when  he  was 
taken- to  the  General  Hospital. 


WATERMAN'S  NEW  HOME 

The  new  seven-story  "pen  shop,"  the 
home  of  the  L.  E.  Waterman  Co.,  of 
Canada,  was  opened  on  October  30th.  It 
is  situated  at  179  St.  James  Street,  Mont- 
real. Frank  L.  Mulholland,  Toledo,  Ohio, 
president  of  the  International  Rotary 
Club,  had  charge  of  the  opening  cere- 
monies. He  opened  the  new  building 
with  a  golden  key  and  then  made  a  brief 
address,  declaring  the  new  sales  depart- 
ment, showroom,  stockroom,  shipping 
room,  etc.,  open  for  business. 

In  addition  to  the  company  officials 
and  prominent  guests,  the  250  employees 
of  the  factory  at  St.  Lambert  were  pre- 
sent, having  been  given  a  half-holiday 
to  mark  the  occasion.  The  visitors  in- 
cluded:— William  Gettinger,  past  vice- 
president  International  Rotary  Club,  New 
York;  William  Beamish,  secretary  Rotary 
Club  of  New  York;  James  F.  Nathan, 
commercial  agent  Western  Union  Tele- 
graph Co.,  New  York;  C.  A.  Pope,  im- 
porter, Buenos  Ayres,  Argentine;  M.  W. 
Byers,  secretary  of  the  National  Asso- 
ciation of  Stationers,  New  York;  Frank 
L.  Brown,  former  director  Panama  Paci- 
fic Exposition,  vice-president  American 
Mfg.  Export  Association,  New  York; 
William  H.  Brooks,  president  National 
Stationers'  Association,  Philadelphia, 
and  Harry  C.  Hannah,  lumber  merchant, 
Florida;  W.  I.  Ferris,  vice-president  of 
the  company;  E.  J.  Kastner,  secretary; 
and  F.  S.  Waterman  and  Walter  Randall, 
directors;  and  F.  D.  Waterman,  presi- 
dent of  the  company,  who  had  previously 
arrived  in  the  city. 

The  new  building,  which  is  a  seven- 
storey  one,  is  handsomely  furnished 
throughout,  and  was  gaily  decorated 
with  flowers  and  flags  of  the  Allies.  On 
the  ground  floor  are  the  sales  depart- 
ment, with  glass  counter  74  feet  long, 
behind  which  are  lady  assistants  to  show 
the  wares  of  the  company,  and  sell  them 
to  intending  purchasers.  Behind  this 
are  the  manager's  offices,  and  the  travel- 
lers' shotw  room,  and  further  back  the 
stock  room.  The  shipping  room  is  in  the 
basement  of  the  building.  On  the  second 
floor  is  situated  the  head  office  for  Can- 
ada. Other  parts  of  the  building  will  be 
rented  for  offices. 

F.  D.  Waterman  entertained  the  guests 
of  the  company  at  luncheon  at  the  Wind- 
sor Hotel  at  noon,, when  a  number  of  con- 
gratulatory speeches  were  made  and  the 
growth  of  the  demand  of  the  public  for 
the  fountain  pen  was  traced,  tribute  be- 
ing paid  to  the  development  of  the  Can- 
adian trade  through  the  energies  of  Ed- 
ward J.  Kastner,  whose  energy  resulted 
in  the  rapid  progress  of  the  industry  in 
Canada;  to  William  Ferris,  the  general 
superintendent,  who  built  the  factory, 
and  to  Frank  D.  Waterman,  who  when 
secretary  of  the  company  in  1896  went 
to  Canada  and  saw  the  field  awaiting  the 
Ideal  pen  in  the  Dominion,  and  who  has 
since  advanced  to  the  presidency  of  both 
the  New  York  and  Canadian  companies. 

A  pleasing  feature  of  the  occasion  was 
a  trip  to  the  factory,  during  the  course 
of  which    a   gold  watch   and  chain   was 
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presented  to  E.  J.  Kastner  by  all  the 
employees  of  the  plant,  with  appropriate 
remarks  relative  to  his  departure  for 
Chicago,  where  he  will  have  charge  of 
the  Waterman  interests  in  future. 


AN   ITEM   OF  BUSINESS 

By  Edward  Towse 
(From   official   publication   of  the   Hono- 
lulu, Hawaii,  Chamber  of  Commerce) 

I  am  the  daylight  robber  and  masked 
burglar  of  business. 

I  have  an  indeterminate  license  to 
cheat  and  defraud,  to  bruise  conscience 
and  scar  honor. 

With  it  all  I  am  an  institution  created 
by  Congress,  hence  operating  in  every 
state  and  territory. 

I  have  placed  a  permanent  premium  on 
extravagance  and  gambling. 

I  cause  men  to  disregard  business 
principles  in  the  conduct  of  business. 

I  discredit  credit. 

I  cause  husband  and  wife  to  conspire 
to  avoid  payment  of  honest  debts. 

I  cause  the  merchant  to  refuse  credit 
to  the  worthy. 

I  use  the  Federal  courts  to  avoid  meet- 
ing just  obligations. 

I  enable  rascals  repeatedly  to  repudi- 
ate trust  imposed. 

I  steal  the  time  as  v,-ell  as  the  goods 
of  merchants. 

I  add  several  millions  a  year  to  the 
burden  of  honest  men  who  pay  their 
bills. 

I  am  condemned,  feared  and  hated  in 
every  state  and  territory  in  the  Union. 
But  the  flag  protects  me  and  I  continue 
to  prey  and  profit. 

I  am  a  brazen,  well-established  belief. 

I  was  created  to  meet  a  crisis  in  the 
finances  of  the  United  States  many 
years  ago.  My  usefulness  ended  long 
since,  but  I  continue  to  plunder  and 
flourish. 

I  am  the  capital  and  the  refuge  of  the 
scoundrel. 

They  threaten  to  take  my  life,  but 
indifference  prolongs  my  career  and  I 
continue  to  take  toll. 

It  may  be  th-t  Bu^n-ess  will  ioin  the 
crusade  against  me.  If  they  do,  perhaps 
I  shall  retire.  In  the  meantime  I  con- 
tinue to  demoralize,  to  waste,  to  make 
infamy,  to  destroy,  to  reduce  -profit,  to 
increase  expense,  to  take  without  giv- 
ing, to  aid  snuflv  the  dishonest. 

I  AM  THE  BANKRUPTCY  LAW. 


STATIONERY   OR  JEWELRY? 

How  would  you  classify  gold  and  sil- 
ver-mounted fountain  pens — jewelry  or 
stationery? 

This  point  came  up  in  the  United 
States  in  connection  with  the  applica- 
tion of  the  War  Revenue  Act.  Secretary 
Byers,  of  the  National  Association  of 
Stationers,  communicated  with  the  De- 
partment of  the  Treasury  at  Washing- 
ton, and  the  reply  was:  "You  are  advised 
that  fountain  pens,  pencils,  etc.,  mounted 
in  gold  or  silver,  are  classified  as  jewelry 
under  the  Act  of  October  3,  1917." 


p°st  to*  «* 

yJEP^Ji  and 


pstmfkii 


Calendars 
GifHNovelties 


\Sft 


TO  emphasize  the  opportunities  for 
doing  a  big  and  profitable  business 
with  Christmas  greeting  cards  the 
experience  of  a  bookseller  who  began 
business  just  a  few  months  before 
Christmas  last  year  may  well  be  men- 
tioned here.  This  merchant,  in  a  new 
store  in  a  western  Ontario  city,  special- 
ized very  strongly  in  greeting  cards 
and  as  a  result  sold  over  $800  worth, 
i.e.,  his  purchases  at  wholesale  amount- 
ed to  that  figure. 

When  other  booksellers  stop  to  think 
of  the  good  profit  there  is  in  selling 
these  goods  is  there  one  of  them  who 
will  not  develop  this  trade  in  a  much 
stronger  manner  in  this  coming  holi- 
day trade  season  ? 

Christmas  is  not  very  far  away,  the 
active  holiday  buying  will  soon  com- 
mence. Each  year  the  custom  of  re- 
membering and  being  remembered  by 
means  of  greeting  cards,  becomes  more 
and  more  delightful  as  the  designers 
and  artists  give  the  public  their  best 
creations  and  this  year's  productions 
may  be  said  to  eclipse  all  former  efforts 
in  the  fine  thought,  exquisite  taste  and 
good   workmanship   which   they  embody. 

There  is  unlimited  scope  for  suggest- 
ing suitable  greeting  cards  to  prospec- 
tive customers.  Among  the  many  new 
cards  noticed  in  this  year's  productions 
were  some  expressing  sentiments  such 
as  these  "To  the  Folks  at  Home,"  "From 
Our  House  to  Your  House,"  "Same  to 
You  and  Many  of  Them,"  "Merry  Christ- 
mas Neighbor."  These  cards  get  away 
altogether  from  the  hackneyed  wording 
of  the  Christmas  cards  which  were 
largely  made-in-Germany  before  the 
war.  The  fact  that  genuine  sentiment 
which  is  part  and  parcel  of  our  own 
life  is  now  expressed  in  the  greeting 
cards  offered  for  sale  in  the  stationery 
shops,  doubtless  accounts  almost  as 
much  as  increased  sales  efforts,  for  the 
greatly  increased  volume  of  this  bus- 
iness in  the  past  few  years. 

For  originality  read  this  greeting  on 
one  of  the  cards  with  an  artistic  Christ- 
mas design: 

"I've  searched  this  whole  darn  town  all 

through 
For   a   Christmas   card    I   could    send   to 

you. 
But    they're    full    of    dope     that     would 

turn  you  green 
That  none  but  a  Boob  could  ever  mean; 


So  I'll  just  come  back  to  the   one   safe 

bet 
And    wish    you   the    merriest    Christmas 

yet." 

Following  out  in  thought  the  old,  old 
English  custom  of  placing  a  lighted  can- 
dle in  the  window  on  Christmas  Eve  to 
greet  the  passer-by,  there  are  cards  of 
different  designs  expressing  this  silent 
message. 


"Doing:   Their   Bit." 

Who  does  not  recall  instances  where 
families,  either  relatives  or  friends, 
were  bereaved  just  before  Christmas- 
time. A  sympathy  card,  noticed  among 
the  new  cards  this  year  tactfully  meets 
a  difficult  requirement  with  this  appro- 
priate wording: 

"I  know  that  your  hearts  are  sad  this 
Christmas  Day  and  that  perhaps  even 
words  of  sympathy  may  seem  like  an 
intrusion  but  I  want  you  to  know  that 
my  thoughts  are  with  you  and  that  my 
sincere  wishes  for  happiness  are  yours." 

Reference  has  been  made  to  a  card 
worded  "To  the  Folks  at  Home,"  there 
are  others  with  #  the  greeting  "From  the 
Folks  at  Home."  Some  captious  critics 
will  pounce  on  that  word  "folks"  as  an 
"Americanism"  used  instead  of  the  pro- 
per term  "folk,"  but  the  fact  remains 
that  "folks"  is  the  word  commonly  used 
in  conversation  in  this  country  and  the 
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chances  are  that  usage  will  eventually 
make  it  proper.  For  the  very  reason 
that  it  is  a  colloquialism,  it  will  be  all 
the  more  pleasing  in  sentiment  to  many 
people. 

In  small  cards  intended  for  enclosure 
with  Christmas  gifts  there  are  some 
particularly  fine  designs  this  year  and 
so  with  Christmas  tags  and  stickers. 

Gift  dressines  are  again  very  much  in 
evidence  and  dealers  should  make  sure 
that  they  are  adequately  stocked  with 
•  these  specialties  which  will  be  sure  to 
be  called  for  more  than  ever  before  in 
the  coming  season. 


DOING  THEIR  BIT 

"Doing  Their  Bit"  is  the  timelv  title 
of  the  most  attractive  juvenile  picture, 
as  illustrated  herewith,  through  the  cour- 
tesy of  the  publishers,  Gutmann  &  Gut- 
mann,  of  New  York.  The  picture  as  sup- 
plied to  the  trade  is  14  in.  x  21  in.  in 
size,  similar  in  finish  to  "A  Little  Bit 
of  Heaven." 


PAINTINGS  AND  PRINTS 

There  are  many  people  who  are  fond 
of  paintings  who  are  not  interested  in 
prints.  Many  people  who  like  unripe 
olives  do  not  like  ripe  olives.  We  call  an 
interest  in  prints  and  ripe  olives  a  cul- 
tivated taste.  Fortunately,  both  are  eas- 
ily cultivated.  See  a  number  of  good 
prints  and  you  begin  to  delight  in  them; 
eat  a  number  of  ripe  olives  and  you  for- 
get not  having  had  them  with  you  all 
your  life.  Several  representative  Am- 
erican artists  have  banded  together  in  an 
association  called  the  Painter-Gravers  of 
America,  their  purpose  being  to  bring 
about  a  cultivated  taste  for  graphic  art 
in  America. 

They  realize  the  hitherto  superior  at- 
titude of  the  art  enthusiast.  There  is  a 
unique  quality  in  a  painting.  If  you  own 
it  you  are  the  one  and  the  only  one  who 
does  own  it.  The  print  is  more  in  keep- 
ing with  the  democratic  tendencies  of  to- 
day. It  can  be  brought  within  the  means 
of  a  greater  number,  and  fifty  or  more 
collectors  may  enjov  their  separate  im- 
pressions of  one  print. — Picture  and  Art 
Trade. 


Alice  and  Claude  Askew,  who  collabor- 
ated in  manv  novels  and  whose  last  novel, 
"The  Garment  of  Immortality,"  is 
shortly  to  be  puhlished,  lost  their  lives 
through  being  submarined  in  the  Medi- 
terranean on  October  5. 


New  Goods  Described  and  Illustrated 


Ml  \KI  WRITING  CASES 

A  New  York  concern  has  introduced 
khaki  writing  cases  fitted  with  a  pad  of 
writing  paper,  size  5x8,  blotter,  ad- 
dress book  and  stamp  holder.  They 
contain  a  large  gusset  pocket  and  loop 
to  hold  a  fountain  pen,  and  they  are 
closed  with  a  button  fastener,  self-lined. 
They  open  from  the  side  and  are  6x8% 
inches  in  size. 

NEW  LOOSE-LEAF  ITEMS 

Several  new  items  have  just  been  in- 
troduced by  the  Luckett  Loose-Leaf  Co., 
notably  a  series  of  memo,  books  in  "Ster- 
lock"  binding,  an  imitation  leather  of  the 
Keratol  variety,  which  is  a  substance  of 
remarkable  wearing  quality.  All  the 
popular-sized  memo,  books  are  now  being 
made  in  this  binding,  and  they  are  avail- 
able at  approximately  two-thirds  the 
price  of  the  leather-bound  memos. 

Another  new  item  is  a  medium-sized 
ledger^  bound  in  this  same  material.  A 
new  post  binder  has  the  slotted  metal 
means  of  locking.  This  obviates  the 
necessity  for  removing  the  sheets  by 
liftins:  them  off  the  posts,  a  cumbersome 
method.  The  new  contrivance  locks  firm- 
ly at  ?nv  point. 

The  Frank  A.  Weeks  Mfg.  Co.,  of  New 
York,  have  put  out  a  new  desk  calendar 
holder.  Instead  of  the  regulation  iron 
tray  with  a  bolt  runing  down  through  the 
calendar,  the  new  device  has  a  handsome 
sanitary  glass  base  in  which  the  calendar 
pad  rests.  There  is  no  bolt  and  there  are 
no  ravelled  or  frayed  edges  to  make  it  un- 
sightly after  a  few  of  the  leaves  have  been 
torn  off. 

A  new  ring  book  cover  being  put  out  by 
the  Boorum  &  Pease  Co.  is  durably  made 
of  stout  boards  bound  in  strong  black 
cloth  and  is  furnished  in  all  the  side  fold 
sizes  so  popular  for  price  books.  It  is  a 
particularly  good-looking  cover  and  pleas- 
ingly light  in  weight.  Covers  of  half-inch 
and  inch  capacities  may  be  obtained. 

A  firm  in  Natick,  Mass.,  has  success- 
fully introduced  a  new  item  in  the  station- 
ery trade:  cloth  patches  for  loose  leaf  re- 
inforcements. These  patches  fit  the  page 
and  do  away  with  the  round  edge  which 
projects  beyond  the  edge  of  the  paper. 
They  are  fast  establishing  themselves  as 
a  necessary  item  of  every  stationer's 
equipment. 

What  is  known  as  the  "Hoover  Pack- 
age" of  thumb  tacks  has  appeared.  This 
war  line  package  contains  two  dozen 
brass-plated  steel  %-inch  thumb  tacks 
to  retail  at  10c  in  the  United  States,  as 
against  the  old  package  of  one  dozen. 

LISTS  RECEIVED 

From  the  Rivet-0  Manufacturing  Co. 
comes  a  list  describing  their  new  Rivet-0 
punch  and  paper  fastener.  It  is  made  of 
pressed  steel  designed  especially  for 
strength  and  light  weight.  It  has  an  un- 
usually deep  throat,  which  permits  punch- 
ing and  riveting  far  enough  away  from 


the  edge  of  the  paper  to  prevent  tearing. 
The  handles  are  long  and  designed  for 
easy  manipulation.  Your  office  boy  or 
stenographer  can  use  the  Rivet-0  without 
a  bit  of  trouble.  The  fastenings  used  are 
extra  soft  "easy  squeeze"  rivets,  attrac- 
tively enameled  so  that  they  cannot  tar- 
nish. Although  these  rivets  constitute 
what  may  well  be  called  a  permanent 
fastening,  a  patented  feature  permits  the 
jaws  to  be  used  for  removing  the  rivets 
when  necessary,  without  injury  to  the 
papers  held  together. 

A  new  list  comes  from  Boorum  & 
Pease  Co.,  New  York,  containing  addi- 
tions and  changes  in  their  "Retail  Price 


List  and  Abridged  Catalogue  No.  6."  In 
the  case  of  numbers  dropped  from  the 
line  other  numbers  that  may  be  substi- 
tuted   are  suggested. 


WAXED  PAPER 

Do  not  overlook  the  sale  of  waxed 
paper  for  use  in  wrapping  articles  in 
overseas  boxes  for  soldiers.  Point  out 
to  customers  that  waxed  paper  preserves 
cakes  and  candies  and  protects  the  con- 
tents of  parcels.  While  on  this  subject 
it  is  well  to  remind  those  stationers  who 
have  not  as  yet  taken  up  the  sale  of  over- 
seas' mailing  boxes  that  there  is  big 
business  to  be  done  with  these. 


What's  New  in  Handbags  ? 

Something  About  Novelties  Which  Have  Appeared  For  the 

Holiday  Trade. 


DEMAND  for  fancy  bags  and 
purses  continues.  Those  made  of 
chiffon  velvet  and  panne  velvet 
have  been  selling  well,  but,  notwith- 
standing the  great  variety  of  fabrics  in 
use,  leather  goods  houses  say  that  the 
sale  of  purses  and  fine  leather  bags  is 
quite  up  to  what  it  was  a  year  ago.  The 
medium  and  rather  small  sizes  in  soft 
leather  are  in  steady  demand  and  are 
made  up  in  a  variety  of  styles,  shapes 
and  linings  which  make  very  attractive 
ranges.  Strap  handle  purses  continue 
good  also.  A  smart  line  of  barred  patent 
leather  is  made  a  little  smaller  than  the 
regulation    size   and    is   piped   with   red, 


to  be  gaining  strength  rapidly. 

In  New  York  is  shown  a  bag  of  velvet 
brocaded  taffeta  shirred  into  a  sterling 
silver  frame  in  embossed  Dutch  effect, 
with  centre  medallion  of  a  Revolutionary 
group.  A  heavy  chenille  tassel  and  beau- 
tiful lining  add  to  the  effect. 
Many   Bag   Handles 

For  handles  the  oval  or  round  loops  in 
tortoise,  amber,  jade  or  ivory  effects  are 
used  considerably.  The  same  materials 
in  triangular  shapes  or  in  semi-hexagons 
are  new  and  selling.  Semi-circular 
handles,  rods  with  knobs  at  either  end 
and  wooden  or  metal  handles  to  be  cov- 
ered are  all  among  the  selections. 


SMART    LEATHER    BAGS 
Of   soft   seal    in   original   cuts ;    fancy    stripe   and   tartan    silk    linings ;    enamel    clasps. 


white,  or  blue  leather.     These  are  espe- 
cially for  the  younger  set. 

In  both  bags  and  purses  morocco,  seal, 
Spanish  grain,  and  vachette  leather  may 
be  had  in  scores  of  designs  with  the 
Egyptian  leather  trimming  which  was 
illustrated  last  month.  It  is  used  in 
stripes,  fancy  borders,  odd  corners,  strap 
handles,  frame  coverings,  and  novel  cut- 
out designs,  all  of  which  are  liked  by 
people  who  are  affected  by  the  vogue  for 
Egyptian  things,  and  that  vogue  seems 
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The  beach  bag  which  the  smart  set 
carried  last  Summer  has  a  new  develop- 
ment for  the  Winter.  Instead  of  the 
walking  stick  which  maintained  its  bal- 
ance in  the  sand,  there  is  a  novel  staff  of 
colored  enamel  fitted  with  a  base  and  a 
basket-handle  of  silver  plate;  the  bag  is 
of  brocaded  silk;  attached  to  its  hoop  top 
is  a  small  ring  through  which  the  yarn 
is  guided.  Another  white  wicker  pedes- 
tal has  a  basket  top  hand-painted  in  pink 
or  blue  and  two  comfortable  handles. 


HOOKS ELLER  AND  STATIONER 


WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


To  use  a  WELDON  ROBERTS  ERASER  is  to  use  the  best  eraser 
made;  this  apparently  egotistical  statement  is  really  the  opinion  of 
tens  of  thousands  of  stationers  throughout  the  world. 

88  Styles.    Illustrated  catalog  on  request. 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


ONE  LITTLE  50c  VIAL  OF 

Royal  Ink  Powder 

Makes   One   Big   Imperial   Quart   Best 

Blue      Black      Fountain      Pen      Ink. 

Price   List:  Blue  Black      Red 

Dozen       Dozen 
No.   1 — 2-in.    Vial   Ink    Powder,   makes    1 

quart    each     $6.00  $15.00 

No.  2— 1%-in.  Vial  Ink  Powder,  makes  1 

pint    each     4.80  9.00 

No.  3 — 1%-in.    Vial    Ink    Powder,    makes 

V-2    pint    each     3.00  6.00 

Dealers    make    money    selling    Royal    Ink    Powder.      Send 

for  free  sample  and  discount  to  trade.     Special  net 

prices    on    "School"    Ink    Powder. 

ROYAL   INK   CO. 

53  YONGE  STREET  TORONTO 


HURRY  UP 

We  can  take  care  of  your 
last-minute  order.  Christmas 
Post  Cards,  50c  to  $15.00  per 
100;  New  Year  Post  Cards, 
50c  to  $15.00  per  100;  Christ- 
mas Folders  and  Booklets,  60c 
to  $15.00  per  100;  New  Year 
Folders  and  Booklets,  $1.25  to 
$15.00  per  100;  Tags,  $2.50  and 
$3.00  per  100  packets;  Seals, 
$3.00  per  100  packets. 

Send  in  open  orders.  We 
will  give  good  quality  and 
good  value.  Have  a  catalogue 
for  you  if  you  want  it. 

PUGH  SPECIALTY  CO. 

LIMITED 
38-42  Clifford  Street,      Toronto,  Canada 

Specialists  in  Specialties 


CETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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pen  Profits 


An  ever-popular  Christmas  Rift.  The  "A. A." 
Self-filling  feature  is  simple  and  attractive. 
That's  one  reason  why  this  pen  sells  so  easily 
and  quickly.  The  "A. A."  Pen  is  a  popular 
Holiday  Gift.  The  material  and  workmanship 
are  absolutely  guaranteed.  The  exquisite 
flexibility  of  the  gold  pen  point  is  pleasing  to 
customers. 

We  will  furnish  attractive  display  cases  free. 

Each    case    contains     an     appropriate    holiday 

assortment     of     self-fillers,     lower     end 

joint,   middle   joint  and   safety  fountain 

pens. 

Write  to  your  local  jobber  or  to  us  for 
prices,  catalog  and  trade  discounts  on  this 

Profitable  Line. 

MODERN   PEN  COMPANY 

Established   1895 

Successor  to 

ARTHUR   A.  WATERMAN   &  CO. 

170  Broadway  New  York  City 

NOT  CONNECTED   WITH 
L.   E.  WATERMAN   CO. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


You  can  always  recommend 

Standard  Brand  Blottings 

Any  of  the  following  lines  will 
justify  your  very  best  recommenda- 
tion : 

"Standard,"  "Imperial,"  "Sterling," 
"Curi-Curl,"  "Prismatic,"  "Royal 
Worcester"  and  "Defender"  (en- 
ameled).    Order  a   supply   to-day. 

The  high  grade  cotton  stock  from 
which  Standard  Blottings  are  manu- 
factured give  them  a  smooth,  firm 
finish  that  denotes  superior  blotting. 
Sell  Standard  Blottings  once  and 
you'll  be  asked  for  them  afterwards. 

STANDARD    PAPER    MFG.    CO. 

Largest  Producers  in  the  World  of  Fine  Blottings 

RICHMOND,   VA.,   U.S.A. 


What's  Wanted 


Almost  every  month  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fel- 
low Booksellers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Bookseller  and  Station- 
er and  watch  the  "Wanted"  page  for 
new  opportunities. 

Possibly  you  want  to  buy  or  sell  a 
stationery  business.  Bookseller  and 
Stationer's  subscribers  are  the  best 
prospects  in  Canada.  Talk  to  them 
through  our  columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad. 
Box  Number  5  cents  extra. 
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NATURE  POST  CARDS 

New  and  exclusive  designs  that  will  prove  big  sellers  with 
Canadian  Lovers  of  Nature.  There  are  24  designs  in  the 
series  reproduced  in  our  color  process  work.  "Best  Wishes," 
"Season's  Greetings"  and  "Verses"  in  gold.  The  Birds  repro- 
duced in  their  natural  colors  of  plumage.  These  Cards 
assorted  24  designs  to  a  hundred,  for  60c  per  100,  or  $5  per 
M.  assorted.  Should  you  prefer  to  see  a  sample  set  before 
buying,  forward  25c  in  stamps  and  the  set  of  24  subjects, 
complete,  will  be  mailed  promptly.  Big  orders  already 
placed    by    largest    houses     in    United     States    and    Canada. 


We  also  specialize  in  LOCAL  VIEWS  of  One  Thousand  per 
subject  and  up.     Correspondence  solicited. 


GILBERT  POST  CARD  COMPANY 

309  RIVER  STREET  CHICAGO,  ILL. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu- 
dent and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  200%  to  the  dealer. 
The    McKinley    Edition    (Revised   for    our    Can- 
adian   Trade)     conforms    in    every    detail    with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also  we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete. 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


"  Standard "    Lines    are 

Always 
Saleable 


b.  &  p. 

Standard    Columnar 
and  Figuring  Books 

An  important  and  profit- 
able item  in  every  up-to- 
date  stationer's  stock. 
Rulings  from  2  to  30 
columns. 

Ask  for  dummy  book  we 
furnish  free  showing  rul- 
ings,   etc. 


Every  "Standard" 
line  *  embodies  a 
practical  time  sav- 
ing idea  that's  cer- 
tain to  "get  across" 
with  your  customers. 

The  name  "Stand- 
ard" is  the  hall-mark 
of  excellence  in 
Blank  Books  and 
Loose  Leaf  Devices. 

Get  the  Standard 
reputation  behind 
your  sales. 


BOORUM   &   PEASE    COMPANY 


Makers  of  "Standard"  Blank  Book* 
and  Loose  Leaf  Devices 

Home  Office : 

Front  St.  and  Hudson    Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn.  N.Y. 
St.  Louis,  Mo. 


CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 
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WHO  ARE  YOUR 
FRIENDS? 

The  retail  bookseller  and  stationer  has  confidence  in  the 
firms  whose  advertisements  appear  in  the  trade  paper.  He 
realizes  that  this  paper,  with  its  thirty-three  years'  standing,  is 
the  best  sort  of  a  champion  of  his  interests  and  it  is  only 
natural  that  he  should  look  upon  the  firms  who  are  regularly 
represented  in  the  advertising  pages  of  the  trade  paper,  as 
his  best  friends.  The  dealer  who  gives  his  business  to  firms 
whom  he  gets  into  touch  with  through  advertising  in 
Bookseller  and  Stationer,  runs  no  risk,  but  such  is  not  the 
case  with  some  unknown  firms  who  send  representatives  to 
call  upon  the  trade.  Instances  are  not  unknown  in  which 
dealers  have  bought  from  such  firms  only  to  regret  having 
had  anything  to  do  with  them. 

This  is  just  another  indication  of  how  the  existence  of  a  good 
medium  like  Bookseller  and  Stationer  is  beneficial  to  the 
trade  in  general.  In  the  sense  touched  upon  in  the  forego- 
ing, Bookseller  and  Stationer  is  a  protection  to  the  retail- 
ers whose  confidence  is  not  misplaced  when  they  intrust  their 
orders  to  the  publishing,  manufacturing  and  wholesale  dis- 
tributing concerns  whose  announcements  they  see  in  this 
paper. 

The  bookseller  and  stationer  will  do  well  to  keep  this  point  in 
mind,  realizing  that  it  is  to  his  interests  to  buy  from  known 
friends  of  the  retailer,  effective  indication  of  such  friendship 
being  the  finding  of  their  advertisements  in  this  paper. 
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Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicajo.   London 


271  Ninth  St. 
BROOKLYN.  N.Y. 


Wonder 
Soap  Bubbler 

BLOWS    BUBBLES    WITHIN 
BUBBLES 

CHAINS,    CLUSTERS,   ETC. 
1,000    DIFFERENT    FORMS 

INDESTRUCTIBLE 

SANITARY   AND    EDUCATIONAL 

RAPID  AND  EASY  SELLER 


BRADWAY   NOVELTY 


1    West  Broadway 
1  New  York  City 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT-WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service   Department 


"WORLD"  Blotting 
Speaks: 

'*/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final  imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vita!  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy  toilers   who   are  my   constant  friends  V 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 
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"Rob  Roy 
Pen 


It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"  Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors:  ' 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   CQ 

ESTD.   1842.    MONTREAL. 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  /or  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO..  Limited 


SOLIDHED 
THUMB  TACKS 

Made  in   America 

Solidhed  Tack  Co. 

Makers 

38  Murrays.  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &  Bartholomew, Ltd, 


Publishers  of  the 
Famous  "ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART   SUPPLIES. 

Artists'   Supply   Co..   77   York   St.,   Toronto. 
A.   Ramsay   &   Son   Co.,  Montreal. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co.,   Richmond,   Va. 
Beveridge    Paper    Co.,    Ltd.,    Montreal,    Que. 
Eaton-Dikeman   Co.,   Lee,  Mass. 
Standard   Paper  Mfg.   Co.,  Richmond,   Va. 

BLANK   BOOKS. 

Boorum   &    Pease   Co.,   Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,   Toronto. 

Buntin,    Gillies    &   Co.,   Hamilton. 

W.     V.     Dawson,     Limited,     Montreal,     Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,   Clark  Co.,  Toronto. 
Warwick  Bros.   &  Rutter.  Toronto. 

CODE  BOOKS. 

The    American    Code    Co.,    83    Nassau    St.,    New 
York. 

CRAYONS. 

Binney    &   Smith,   New  York. 

A.     R.     MacDougall     &    Co.,    266    King     St.     W., 
Toronto. 

EYELETTING  MACHINES. 

Elbe   File  and   Binder   Co.,   New   York,   N.Y. 
Ideal   Specialties   Mfg.   Corporation,   552   Pearl   St., 
New  York   City. 

ENVELOPES. 

Beveridge  Paper  Co.,  Ltd.,  Montreal,  Que. 
Brown    Bros..    Limited,    Toronto. 
Buntin,   Gillies   &   Co.,   Hamilton. 
Copp,    Clark    Co.,   Toronto. 

W.  V.  Dawson,   Limited,  Montreal,  Toronto,   Win- 
nipeg. 
Menzies   &   Co.,   Limited,   Toronto. 
Warwick   Bros.    &   Rutter,   Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co.,    Glasgow,    Scotland. 
Weldon   Roberts   Rubber   Co.,   Newark,   N.J. 

FANCY   PAPERS,   TISSUES   AND    BOXES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,   Que. 
Dennison   Mfg.   Co.,   Boston. 
Menzies   &  Co.,  Toronto. 

A.    R.    MacDougall    &    Co.,    266    King    St.    W.,   To- 
ronto. 

FOREIGN  TEXT   BOOKS. 

Wycil   &   Co.,   83   Fulton   St.,   New  York. 

FOUNTAIN   PENS. 
Arthur  A.   Waterman    Co.,   Ltd.,   New  York. 
Sanford   &   Bennett  Co.,   51-53   Maiden   Lane,   New 

York. 
A.     R.     MacDougall     &     Co.,     266     King    St.     W., 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,  MUCILAGE  AND  GUMS. 

Chas.   M.   Higgins   &   Co.,   Brooklyn,   N.Y. 

The  Carter's   Ink   Co.,   Montreal. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
S.    S.    Stafford    Co..    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King    St. 

W.,   Toronto. 
"Glucine,"   Menzies    &    Co.,    Limited.    439   King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

The  Sengbusch  Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

LANGUAGE  BOOKS. 

Wycil  &  Co.,  83  Fulton  Street,  New  York. 
LEAD   AND   COPYING    PENCILS. 

American   Pencil   Co.,  New  York. 
Wm.   Cane   &    Sons,   Newmarket,    Ont. 
A.     R.     McDougall     &     Co.,     266     King     St.     W., 
Toronto. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,    Wis 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and  Paper  Goods  in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL  SIZED  ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 


of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY,  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


BEE" 


BRAND 


MARK 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Cataiogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prc-parrd.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  s.>on  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  li  e  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N..  Hamilton,    On  t. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  *  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.  Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  Etc. 


If    you    are    looking    for    a    pad    of 
class    then    order   my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian  Representatives 
266  KING  STREET  WEST,  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg.  , 

The  Copp.   Clark  Co..  Toronto. 
Luckett    Loose    Leaf,    Limited,     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill    &    Victor.   22   Cliff   St..   New  York   City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAP  PUBLISHERS. 

Rand,   McNally    &    Co..    Chicago. 

The   Copp.   Clark    Co.,   Toronto. 

The    Scarborough    Co.    of    Canada,    Hamilton,    Ont. 

MILITARY   SPECIALTIES. 

Geo.    Clark,    Southam    Bldg.,    Montreal,    Que. 
Pugh    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 
Imperial   News   Co.,   Montreal,   Toronto,    Winnipeg. 
Toronto  News   Co. 
Montreal  News  Co. 
Winnipeg  News  Co. 

PAPER   FASTENERS. 
Bump    Paper    Fastener    Co..    La    Crosse,    Wis. 
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MACLEAN'S 


for  DECEMBER 


MACLEAN'S  MAGAZINE  GETS  BETTER  ALL  THE  TIME 


Snipers  and  Sniping — by  a  Sniper 

A  SNIPER  is  back  in  Canada — a  star  sniper,  who  has  34  marks  on  his  rifle,  every  mark  mean- 
ing a  German  life.  Most  of  us  know  absolutely  nothing  of  the  work  of  the  sniper,  but  the 
story — a  remarkable  one- — is  told  in  the  Christmas  (December)  MACLEAN'S  by  the  champion 
sniper  of  the  Canadian  Expeditionary  Forces.  This  man  was  buried  by  a  shell-explosion,  was 
dug  out  by  two  comrades,  and  has  lived  to  tell  his  wonderful  story,  in  MACLEAN'S.  It's 
worth  15c  to  get  this  story  alone. 


"Politics  From  Within" 

— Leacock,  of  Course 

TRUST  Leacock  to  see  a  chance  for  his  witty  and  humorous 
pen.    He  deals  with  the  humorous  phases  of  electioneering 
in  Canada  in  his  usual  vein. 

Why  Laurier  sent  Troops 
to  South  Africa 

THIS  contribution,  by  Col.  John  Bayne  Maclean,  goes  back- 
ward many  years — to  the  time  of  the  South  African  War 
in  1899-1900.  That  was  when  Canada  first  took  up  arms  for 
the  Empire.  Politics,  of  a  high  order,  was  back  of  the  deci- 
sion to  send  Canadian  troops  to  the  Antipodes.  It  is  "inside" 
history. 

Oppenheim — Allenson — 
McBeth — Mumford 

ALONG  instalment  of  Oppenheim's  absorbing  story,  The 
Pawns  Count,  is  given  in  the  December  MACLEAN'S.  A 
short  story,  by  A.  C.  Allenson  is  seasonable.  Madge  Macbeth 
contributes  a  complete  novelette,  The  Man  Who  Wasn't.  And 
Ethel  Watts  Mumford,  teller  of  delightful  tales,  delicately 
told,  gives  us  the  first  of  a  series  of  short  stories — Love  and 
the  Locksmith. 

The  Usual  Popular  Departments 

THE  Business  Outlook.    The  Nation's  Business,  Women  and 
Their  Work,  and  the  Review  of  Reviews — all  are  present 
in  strong  way  in  the  December  MACLEAN'S. 

At  All  News-Stands 

15c. 


Gadsby's  Story  of  the 
Union  Government 


GADSBY  is  saturated  with  Ottawa  knowledge — much  of  it 
of  the  inside  variety.  He  pokes  about,  talks  with  big  men; 
and  big  men,  and  lesser  ones,  talk  with  Gadsby.  Useful  sort 
of  man,  is  Gadsby.  What  he  hears  and  learns  he  writes  about 
for  MACLEAN'S;  and  in  this  story  of  his  about  the  new 
Union  Government,  he  reveals  the  undercurrents  on  the  move- 
ment that  developed  into  negotiations,  and  which  finally 
resulted  in  a  Union  Government.  Gadsby  adds  interesting 
biographical  information  to  his  brilliant  study. 


Robt.  W.  Service  is  back 
again 

BACK  in  MACLEAN'S,  that  is— in  body,  he  is  still  in  Flan- 
ders— where  the  fighting  grows  uglier  all  the  time. 
Service  has  taken  time  to  write  verse  for  MACLEAN'S.  You 
know  well  the  virility  of  his  style,  and  the  gripping,  human 
character  of  his  verse.  It  is  about  life  and  men  in  the 
trenches  he  writes — about  our  boys  far  from  us.  It  is  worth 
something  to  see  our  boys  as  Service  sees  them.  Read  "The 
Shape  at  the.  Wheel"  in  the  December  MACLEAN'S. 

Arthur  Stringer  writes  a 
Beautiful  Christmas  Poem 

STRINGER  is  a  wonderful  man — wonderfully  versatile,  won- 
derfully human.  He  is  a  master  of  the  short-story  and  of 
the  detective  and  mystery  type  of  story;  and  he  can  climb  the 
heights  of  literary  endeavor,  as  he  has  in  this  passing  sweet 
poem — Christmas  Bells  in  War-time.  Your  heart  is  tender 
these  times  of  horrible  slaughter  and  of  heroic  achievement, 
and  you'll  be  grateful  to  Stringer  for  putting  beautifully  your 
innermost  thoughts  and  feelings. 
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Quality  Typewriter 
Supplies 

When  you  want  to  supply  your  customers 
with  typewriter  ribbons  and  carbons  of 
specialized  quality  suggest  the  MITTAG 
AND  VOLGER  "lines. 

We  supply  every  kind  of  carbon  paper  and 
every  style  of  inked  ribbon.  And  every  one 
of  our  lines  is  as  high-grade  and  customer- 
satisfying  as  human  skill  can  produce. 

Try  "  M.  &  V."  Typewriter  Supplies. 
You'll  like  how  they  sell. 


MITTAG  &  VOLGER,  Inc. 

Principal  Office  and  Factory :     Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 
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Lasf  Minute  Needs 


Hamilton,  December  I,  191 7 


Mr.  Stationer — 


We  have  tried  to  provide  for  the  last-minute  needs  in  Christ- 
mas Stationery.  Our  assortment  in  most  lines  is  still 
unbroken  and  we  can  guarantee  prompt  shipment  of  all 
letter,  telegram  and  telephone  orders. 

Please  look  over  your  stock  of  the  following  lines: 

Gift  Stationery  Boxes — 25c.  to  $2.50 

Greeting  Cards — all  prices 

Post  Cards — Christmas  and  New  Year's 

Enclosure  Cards,  Tags  and  Seals 

Tinsel  Cord  and  Ribbonzene 

Holly  Crepe  Wrapping 

Calendar  Pads 

Also  Desk  Calendars,  Twilight  Crepe  Paper,  Playing 
Cards,  Snapshot  Albums,  Loose-Leaf  Memos  and  Parker 
Pens. 

Yours  for  a  Good,  Big  Holiday  Trade, 

BUNTIN,  GILLIES  &  CO.,  LTD. 


HAMILTON 


CANADA 


